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By Robert M. Lienert 


Associate Editor 
ESPITE a strong comeback in 









a before-tax profft of 1.7 percent 
in the corresponding period of 
1957. 


out the gains of a greater number 


of dealers. 
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: J the second quarter, the average | loss was 
-car dealer closed his first-half 
with red ink, according to 
res detailed last week in 


DA’s Business Management Sur- 


First-quarter 
0.8 percent of sz 

0 For the first half, 54 percent of 
the dealers repgrting showed some 

profit, while 46 fpercent finished on 

vey. the losing sifie. Due to greater 
| Losses averaged 0.1 percent of (losses by some/ dealers, the collec- 
Bales, NADA said, compared with | tive losses of 4ll dealers cancelled 


verage 
es. 


AID NADA: “The big question 
still facing dealers of the 
country as they entered the second 
half of the year was quite obvi- 
ously, ‘Where do we go from here r 
“With half the industry’s retail 
outlets operating at a loss during 
the best season of the year, and 
dealer mortality growing, the an- 
swer to that question will be a 
gravely serious one.” 
Dollarwise, first-half losses 
amounted to $5 per new unit re- 
















What's Happening to Degler Profits 


in the first quarter, and a profit of 
$85 per unit sold in the first six 
months of 1957. 
> 
SCUSSING the almost-even di- 
vision of dealers who made 
money and lost money in the first 
half, NADA said, “Within the profit- 
able and unprofitable groups, mar- 
gins varied considerably. 
“A fair number of dealers who 
found the winning combination 


what higher than they had been 

accustomed to in recent years. 

These were offset, on the other 
| hand, by a sizable number whose 

losses were extremely heavy.” 

Most dealers, NADA noted, were 
dependent upon revenue from parts 
and service “for the very privilege” 
of continuing their primary busi- 
ness of selling automobiles. 
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59 Output Begins Today; 
Chevy, Plymouth Halt 58s 


By Martin L. Whitmyer 
Staff Writer i 
AL buildups on '59-model) 
— ™ cars will get under way today | 
ug. 18) on a limited scale as/| 
ick and four Chrysler Corp. lines 
Teturn to production operations. 






—, 
@ 1958, by Automotive News 


used-car operations amounted 
to only 9.2 percent of sales, NADA 
said, compared with an average 
total expense burden of 14.9 percent. 
NADA’s “car absorption” figure 
(the ratio of gross from new-ard 
used-unit sales, after selling «x- 
penses, to fixed, or operating e.- 
pense) was only 32.4 percent in 
the first half. It was 51.7 percent 
a year ago. 
Buick this week will be the only; On the other hand, the service | 
|absorption average, calculated on 
Can Output Last Weex ....60,660 | the same basis, substituting serv-| 
Previous Week 


plant today (Aug. 18) and its De- 
troit assembly unit tomorrow, 
leaves Ford Motor Co. as the only 
car manufacturer still turning out 
"58s. 





model cars last Friday, plus ces- 


tailed, compared with a loss of $46) 


could point to a return some- | 


ASHOUT gross from new-and | 


| retail, thus narrowing the decline 
‘from the July 1 


OBESE INTILIIID 152 con 
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PREVIOUS RECORDS 


HIGH Low 
903,789 Cars—March 1, 1956 157,607 Cars—Nov. 1, 1954 


~ 


Bi 
J 7 729,536 Cars 


—Automotive ‘News compilation 


50% Cut in Car Stocks 
Due Before Oct. I 


By Maynard M. Gordon |ing the past five months by better 
News Editor |than 100,000 new cars. 

pprasr reductions in new-car| The 650,818 units stockpiled Aug. 
inventories this month and next |1 amounted to a 50%-day supply at 
should allow franchised dealers to| the prevailing selling rate. July 1 
enter the new-model year Oct. 1/| stocks, though larger than the total 
with approximately 325,000 units on| a month later, represented only a 
hand, according to Automotive News | 47'4-days’ supply because of higher 
estimates. retail deliveries. 

would resen ¢ | New-car inventories currently 
os ie 1 aaa - oe bo stand about midway of the levels 
mated 650,818 new U. S-made | reached in August of other years. 
cars. The projected rate of inven- | The comparable 1957 figure was 
tory clearance should find the | (Continued on Page 4, Col. 1) 
Labor Day count below the half- - oe 


m nm ievel. | * @ 
Last month's drop in the stock-|GUItice Predicts 
5%4-Million Year 


pile, the fifth in a row, was only 
24,780 units, or 3.7 percent. Produc- 

Imports Would Push 
Sales Near 6 Million 


tion buildouts on °'58-model runs 

pumped nearly as many new cars 
LINT. — Harlow H. Curtice be- 
lieves that U. S. auto makers 


into dealer pipelines as were sold at 

will produce and sell some 5% mil- 
lion new cars in 1959 and that de- 
mand will reach 











inventory of 
675,589. 

7 ; 

ORE than 200,000 units have 

been chopped off dealer stocks | 

since the 1958 peak of 865,566, 
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sation of all current-model pro- 
duction at Plymouth’s Evansville 





Top Cars 


_ New-car registrations for siz 
months, plus one state for July: 








Chevrolet's buildout of '58 
| 





maker producing '59 model cars at 
all of its assembly plants. Flint and 
the seven B-O-P plants are sched- 
uled to start ‘59 Buick runs. 


lice and parts gross for car gross, | 





HRYSLER Corp. is recalling ap- 


i cs 


was 57.6 percent. reached on March 1, The indicated | 
In the new-car sales for the first | cutbacks in August and September 
(Continued on Page 6, Col. 1) | thus will surpass the declines dur- 


How to Get Full Potential 


eight million units 
annually by 1965. 

When imported- 
car sales are 
added, it appears 
that Curtice is 
predicting close 
to six million reg- 
istrations for 1959 
— a tremendous 
increase over the 
4% to 4.8 million 
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1988 1957 proximately 42,000 employes to) 
Pos. Make Pos. | work throughout the country today, | 
> 1— 660,048 Chev. — 722,882— 2 | but output operations are scheduled F 4 B k h 
 2— 500,914 Ford 764,200— 1 (Continued on Page 72, Col, 3) | rom our ac Ss op 
| 3 202,013 Plym. 316,015— 3 patthctatinetinesuneninieniaielittes 
sa iy = a. os : Tax-Relief Bills How do top dealers make money on service? See Page 18. 
6— 122,448 Pontiac 171,729— 6 N ; E Have you ever made a cclossal blunder? Read Martin Bury’s 
7— 18,596 Rambler 53,290—12 revealing story on Page 19. 
[S— 70,927 Mercury 144,384— 7 = nactment Dealer accountants offer some tips on how to determine if your 
-S— 68,785 Dodge  136,268— 8 By Kenneth C. Kelley, Jr. ally ates a <5. pdr = © 
1 68,105 Cadillac 73,801— 9 Staff Writer service department is making money. See Page 18. 
M— 32,491 Ohrysler 57,312—11 AX relief for small business was What’s the inside on factory experts’ advice on service and parts? 
RB 26,542 DeSoto 57,480—10 being rushed through Congress See Page 18 
2 a aac oa i 31,191—13 gl eae Service managers’ do’s and don’ts for service managers. 
1%— 15,477 Lincoln. 19,843—44 | decks for adjournment, story on Page 19, 
16— 8,450 Imperial’ 18,303—15 The Senate moved unusually | How does your internal labor stack up with the average? Page 19. 
_ Pro ss oie =, ae — > Guide to service costs and budget controls. Page 18. 
ao} en ! 
155,417 Misc. 30,386 Senate-House conference commit- New labor-saving and cost-cutting service equipment. Page 24. 
Total All Makes tee reached speedy agreement on Top service dealers reveal their methods, Pages 27, 29, 30, 32, 36, 
2,870,364 3,073,097 differences between the Senate 42, 44, 46, 49,53, 64 and 65. eee ae 

















(Continued on Page 67, Col. 1) 





H. H, Curtice 


estimates for the 
| current year and a return to pre- 
| recession levels. 

The General Motors president 
voiced his forecast last Friday 
(Aug. 15) at-a “Salute to GM” 
luncheon in the IMA Auditorium. 
The luncheon was part of the 
city’s “Golden Milestone Day” cele- 
bration honoring the 50th anniver- 


sary of the auto company. 
& * * 
juan chose a fitting day for its 
festivities, It was the 65th birth- 
day of Curtice, a Flint resident, 
who is the first of GM’s 11 presi- 
dents to reach that age While in 
office. 
Curtice has held the top job since 
(Continued on Page 68, Col. 1) 
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Pressure 


Stepped Up by UAW 


HE United Auto Workers last 
week moved a little bit closer to 
threatening a strike to win im- 
proved contracts from auto manu- 
facturers, but did not 
actually set a strike 

deadline. 
Councils represent- 
ing General Motors, 
Ford and Chrysler 
workers asked the union’s executive 
board for authorization for a walk- 
out against one of the industry’s 

Big Three. 

However, the board refused to ap- 
prove the strike immediately. This 
move surprised many observers who 
have been watching the auto nego- 
tiations closely. 

UAW President Walter P. Reu- 
ther commented: “We want to 
make one more effort to resolve 
the issues at the bargaining table.” 

The executive board warned that, 
if the talks do not soon produce 
some progress, “The day of decision 


Tire Sales Seen 
Setting Record for 
7th Straight Year 


AKRON.—Retail sales of passen- 
ger-car tires in 1958 will set a rec- 
ord for the seventh: straight year, 
B. F. Goodrich Co. predicted. 

Guy Gundaker jr., replacement 
tire sales vice-president, said indus- 
try six-month reports show that 3.6 
percent more tires were shipped to 
retail outlets than during the like 
period last year. 

If sales continue at their present 
rate, 1958 shipments will exceed 58 
million units, topping last year’s 
total by about 1.5 million, Gundaker 
said. Shipments totalled nearly 31 
million units through June of this 
year, compared with less than 30 
— during the 1957 period, he 


Second-quarter shipment figures 
were nearly 10 percent higher than 
1957's second-quarter total, Gun- 
daker said. First-quarter sales this 
year were down nearly 4 percent. 

Among the reasons for continuing 
high passenger-car tire sales in a 
recession year is the fact that there 
are nearly 53 million cars on the 
road, about two million more than 
last year, Gundaker said. 


Georgia Dealers 
Meeting Today 


SAVANNAH, Ga.—The 1958 con- 
vention of the Georgia Automobile 
Dealers Assn. will conclude at Sa- 
vannah’'s General Oglethorpe hotel 
today (Aug. 18). 

Thomas R. Reid, Ford director of 
civic affairs, is to be the chief 
speaker. 

This afternoon a panel of auto 
dealers, under the direction of Dar- 
rell Johnson, of Thomson, will 
cover four phases of “profitable 
management;” Ken H. Thomas, Co- 
lumbus, will discuss “new cars;” 
Aubrey Cross, Augusta, “used cars;” 
Mack Willis, Bainbridge, “parts and 
service,” and Sam Steinberg, Sa- 
vannah, “finance and insurance.” 


Wage Pact Heads Off 
St. Louis Shop Strike 
ST. LOUIS—A threatening 











is fast approaching when action will 
have to replace patience.” 


The board’s next regular meeting 
is scheduled for the last week in 
September. However, Reuther said 
it would take only one day for the 
board to be called to act on the 
strike issue. 

If contract negotiations show no 
progress in the near future, Reuther 
warned, the executive board will 
surely be called to pass on the 
strike issue before the next regular 
meeting date. 

+ > > 


Plant Schedules Unknown 


HE failure to act on a strike 

deadline led to speculation that 
the union is waiting for production 
schedules for 1959 models to become 
known in order to pick the most 
opportune time for a strike or 
threat of strike. 

Little is yet known about when 
the industry's two biggest producers 
—Chevrolet and Ford division—will 
begin full-scale production of 1959s. 

Coincident with the meetings of 
the UAW councils and executive 
board, the Big Three released fig- 
ures on how many workers they 
will be recalling in the weeks im- 
mediately ahead. 

GM let it be known that it will 
recall more than 100,000 workers by 
mid-October. Ford said it would add 
40,000 and Chrysler reported that its 
force would be increased by 42,000 
when 1959 production is in high 
gear. 

The UAW told Chrysler that the 
union opposes overtime work in 
preparing 1959 models while an es- 
timated 52,000 hourly workers re- 
main laid off. The company rejected 
the objection and said that man- 
agement would set the work sched- 
ules as conditions require. 

> * > 


Seattle Salesmen Working 


ANWHILE, in the auto indus- 

try’s other big labor story, 
salesmen are back on the job in 66 
Seattle-area dealerships and picket 
lines have been withdrawn. 

Dealers and salesmen agreed to 
submit the dispute, centered 
around the salesmen’s commis- 
sions, to an arbitration commit- 
tee composed of three representa- 
tives of the dealers, three 
salesmen’s spokesmen and a sev- 
enth, impartial member. 

The strike began Apr. 1 after 
dealers proposed a revision in the 
commission structure. 

—Kennetu C. Kewiey Jr. 


COMING SEPTEMBER 22... 


Inside the Import Market 


Sales of foreign cars have vaulted to record levels in the U. S. 
this year and interest in the imports runs at fever pitch. 


There are plenty of questions about the import-car market. Not 


so plentiful are straight-from-the-shoulder answers. 


The lowdown on imports—in all their aspects—will feature the 
Sept. 22 issue of Automotive News. A special summer project of 
the editorial staff has been to gather complete data on the foreign 


cars and their marketing. 


Highlights will include pictures, specifications, engineering data, 
dealer census figures, prices, advertising and promotion plans, 
service stories, hints from veteran dealers, a list of distributors 


and feature articles. 





DeSoto to Host Dealers 
At Giant Detroit Preview 


By John E. Walsh 
Staff Writer 
DETROIT.—For the first time in 
DeSoto’s history, its dealers from 
all of the 48 states and Alaska will 
come to Detroit for a preview of 
the 59 models and 30th anniver- 
sary celebration Sept. 22-23. 
Climaxing the two-day meeting 
will be a mass driveaway of about 
1,200 new models from the Mich- 
igan State Fairgrounds by home- 
bound dealers. 


J. B. Wagstaff, DeSoto General | 


manager, said more than 1,200 
dealers already have made reser- 
vations for 2,900 wives and friends 
and 40 percent are still to be heard 
from. The dealers will pay their 


Labor Dispute 
Ties Up Trucks in 
ll Western States 


SAN FRANCISCO. — Trucking 
operations were tied up in 11 West- 
ern states last week after drivers 
went on strike in the Central Val- 
ley of California. 

The drivers, represented by the 
Teamster Union, struck only in 
the Central Valley. However, truck 
firms in the 11-state area suspended 


operations. Affected are California, | 


Oregon, Washington, Arizona, Ne- 
vada, Utah, Idaho, New Mexico, 
Colorado, Wyoming and Montana. 

The Central Valley drivers say 
they should get the $4.57-a-day in- 
crease negotiated by drivers in the 
San Francisco area. Truck firms 
say they previously agreed with 
the Teamsters on a $3-a-day boost. 

The dispute is said to have af- 
fected 1,100 truck firms and idled 
100,000 men. 





Business Barometer 


Automotive News Economic Index — 


100.5 Percent of Last Week 
92.0 Percent of Like Week Last Year 


Electric Output—kilowatt hours . 
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Aug. 13 Aug. 6 1958 Range 
14% 16%- 8 
52% 57%-44 
43%, 43%-37% 
44%_ 45% -33% 
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12,707 000,000 


$10,000,210,000 
Commercial and industrial Loans $29,056,000,000 
$28,458,000,000 


Percent of 
Percent of Like Week 
Last Week Last Year 


104.4 55.2 
94.5 82.9 
77.1 
82.2 
77.6 

103.1 

103.4 
80.6 

100.8 

105.3 
85.2 

102.7 

101.3 


65,614 
15,421 
2,370,364 
348,424 
1,586,000 
247 661,000 
288,874 
7,770,000 
49,256,000 


101.6 
101.7 

96.6 

98.2 
101.0 
100.7 
103.5 
102.7 
101.1 


336,989 
114 
354.1 


101.2 

92.8 
120.4 
107.9 
109.4 


99.8 
100.2 
100.3 
107.0 


Aug. 13 


eee eeeeee 


Aug. 6 1958 Range 

36% 384-27 
13%- 7% 
31%-21% 
6%- 2% 
50%,-40'%% 
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Kaiser Industries, parent firm of Willys Motors. 
(Aug. 18, 1968) 





way to Detroit and from then on 
DeSoto will foot the bill, he added. 


“By holding one mass dealer pre- 
view in Detroit, instead of the tradi- 
tional 18 regional meetings, DeSoto 
| dealers will be able to see our new 
production home on E. Jefferson 
|Ave., where the production of the 
/1959 line will be in full swing,” 
| Wagstaff continued. 

“Following what was a bit of 
| a dreary year for the industry, we 
also thought it would be a good 
idea to bring the dealers here 
and get them more enthused 
about our new models,” he said. 

The last time DeSoto was host to 
dealers at a Detroit preview was in 
/1936, but four separate meetings 
were held at that time, Wagstaff 
added. 

The first day will feature the 
showing of the new line during a 
| Broadway-type musical at the Ford 
Auditorium. Wagstaff said top 
| mroadway singers and dancers will 
take part in the show, which will 
be followed by a display of the en- 
tire line of 18 new DeSoto models. 
| Winding up the day’s activities 
will be a dinner and show at the 
Sheraton-Cadillac Hotel. 


| On the second day a fleet of 
50 buses will take the visitors on 
| a 35-mile tour of DeSoto’s ex- 





| and a look at Chrysler Corp.’s 15 


major installations in the Detroit 
area. 


The dealers then will be taken 
to the Fairgrounds for an exhibi- 
tion by the Kochman Hell Drivers, 
demonstrating the performance and 
durability of the 1959 models. A 
j; huge barbecue and the driveaway 
will follow. 


Wagstaff said the '59 models will 
be in dealer showrooms several 
| weeks after the meeting, which he 
| called “the automobile industry's 
| greatest dealer conclave in his- 
| tory.” 

Meanwhile, A. E. Kimberly, De- 
Soto chief engineer and director 
of product, announced four exec- 
utive appointments in the produc- 
tion and engineering departments. 

George O. Gale was named engi- 
neering manager. He had been 
assistant chief 
engineer. J. R. 
Coughlin, man- 
ager of organiza- 
tion and product 
planning since 
1955, was named 
manager of prod- 
uct-planning 
analysis. 

W. A. Reinert, 
director of sales 
planning and 
analysis since 





"Ga, 0. Gale 


1955, was appointed manager of 


volume planning. A L, Bickel, for- 


mer supervisor of the estimating 
department, was placed in charge 


of product cost-estimate analysis. 





10% Excise Tax Covers 


First Sale of All Imports 
PHILADELPHIA. —A 10 per- 
cent Federal excise tax must be 
paid on the first U. S. sale of a 
new or used foreign car, accord- 
ing to a new ruling (58-297) by 
the Internal Revenue Service. 
The tax is collected on sales by 
manufacturer, producer or im- 
porter of the autos, the IRS said. 





panded manufacturing facilities 
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Taunus Debuts 


On West Coast 


M-E-L Tells Plans to 
Double Import Deals 


oo DIVISION premiered its 
German-built Taunus M-17 
models in the fertile California 
imported-car market last week. 
Press previews of the cars, which 
go on sale this week, were held in 
San Pedro and San Francisco. 
Noting that imports captured 
14.6 percent of the California 
market in the first six months of 
this year, Howard O. Lund, M-E-L 
imported-car sales manager, pre- 
dicted that West Coast sales of 
English Ford and Taunus will hit 
$15 million this year. 

To keep pace with this growth, 
Lund said, M-E-L expects to double 
its imported-car dealer body during 
1958. 

The dealer goal is 900 outlets this 
year, compared with 400 last Jan. 
15 when M-E-L took over the U. S. 
distribution of English Ford. Tau- 
nus was not on the market at that 
time. 

At present, Lund said, the total 
is about 600, of whom 42 are han- 
dling Taunus. This includes 10 pre- 
viously announced Southern Cali- 
fornia Taunus deals plus four new 
outlets in Northern California and 
one in Oregon. 


The newly named Taunus spots 
are: Hacker Motor Co. (Mercury- 
Edsel-Lincoln), Oakla nd, Calif.; 
James Bell Lincoln-Mercury (also 
Edsel), San Carlos, Calif.; Joe Ker- 
ley Lincoln-Mercury, Inc. (also Ed- 
sel), San Jose, Calif.; R-J Lincoln- 
Mercury Sales, Inc., Sacramento 
Calif.,and Francis Lincoln-Mercury, 
Portland, Ore. 


Lund said Taunus dealers will 
be appointed in coming weeks in 
Detroit, Chicago, New Orleans and 
Houston. Several East Coast deal- 
ers already are handling the line. 


West Coast port-of-entry prices 
for the six Taunus models are $100 
| higher than the figures on the East 
|Coast. The Western prices are: 


Standard—four-door sedan, $2,- 
208.50; two-door sedan, $2,116.50: 
Combi-wagon, $2,325. Deluxe—four- 
door sedan, $2,354.50; two-door 
— $2,262.50; Combi-wagon, $2,- 


* > > 


Mercedes-Benz 


@TUDEBAKER-PACKARD has 

announced the opening of 22 
Mercedes-Benz dealerships in the 
U. S. The dealers are: 


| Collins Garage, 75 Henderson 
Ave., Cumberland, Md.; Bill Hoff- 
man Pontiac, 1430 N. Oracle Rd, 
Tucson, Ariz.; Don Wilson Motor 
Co., 110 W. Second, Grand Island, 
Neb.; Hardwick Motor Co., 1937 E. 
Lancaster, Fort Worth; Stamford 
Studebaker, 19 Milton St., Stam- 
ford, Conn. 

Hands Motor Co., 230 N. First 
St., San Jose, Calif.; Foreign Cars 
Ltd., Inc., 676 Elmwood Ave., Provi- 
dence; E. B. Jones, Big 3, 5220 


Natural Bridge, St. Louis; Rollie’s 
Sales & Service, 511 Bluff St. 
Waterloo, Ia.; Keenan Motors, Inc., 
3320 N. Broad St., Philadelphia. 
Bill Miller, Inc., 3025 Rucker Ave., 
(Continued on Page 67, Col, 2) 





Imperial Plant Opens— 


Janie Fay, 6, starts four miles of as- 
sefibly line at the new Imperial plant 
in Dearborn. She is assisted by Clare E. 
Briggs, Chrysler division general manager. 
Janie is the granddaughter of Naomi 
Whitt, a Chrysler Corp. employe since 
1926. The plant formerly was occupied 
by DeSoto, 
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AUTOMOTIVE WASHINGTON 


Senate Probers Check 


Insurance, Then Quit 


By William Ullman 


Washington 


Bureau Chief 


HE Senate auto-marketing-practices subcommittee pro- 
ceeded to tidy up its record as the 85th Congress moved 
toward adjournment and away from the hot, rain-soaked 


confines of Washington. The 


subcommittee held a one-day 


hearing to complete its hearings on collision insurance over- 


charges to auto buyers 
through risk misclassifica- 
tion. The unit delved into the 
matter last year but didn’t get to 
take testimony from all the people 
it wanted to head—including Emm- 
co Insurance Co., of South Bend. 
This loose end was left hanging 
until now because the subcommittee 


early this year got involved in a} 





didn’t mean anything with no fig- 

ures included in that language.” 

At Monroney’s request, Barnard 
listed the states as Arkansas, Cal- 
ifornia, Colorado, Delaware, Flor- 
| ida, Georgia, Idaho, Indiana, Iowa, 
| Kansas, Kentucky, Louisiana, Mary- 
jland, Mississippi, Montana, Neb- 
raska, Nevada, North Dakota, Ore- 
gon, Rhode Island, South Carolina, 


matter of higher immediacy —the|South Dakota, Virginia, Washing- 


price-disclosure bill—and devoted | 
its energies to that task until the | 
legislation was safely shepherded | 
to the White House. 
In addition, 
Chairman Mike 
Monroney, Okla-| 
homa Democrat, 
found himself im- | 
mersed in a good | 
deal of aviation 
legislation that 
sapped his time. 
The insurance) 
hearing was a) 
swan song for| 
David Busby Subcommit-| 
tee Counsel David Busby, who has} 
entered private law practice. 
Monroney said he wanted the 
insurance hearings to be “abso- 
lutely complete.” He noted that 
the subcommittee would have | 
been charged with “favoritism” if | 
it had not heard from all the in- | 
surance firms against whom over- 
charge allegations had been made. | 
The subcommittee was also cur- 
ious as to the progress made in the 
refunding of overcharges to car 








Dealer Forum 
During Robert M. Finlay’s va- 
cation, his Dealer Forum column | 
space will be filled by other 
Automotive News features. 





owners. It was estimated in last 
year’s hearings that the public had 
been bilked to the tune of $25 mil- 
lion by being misclassified into 
higher risk categories. 

A chart based on figures com- 
piled by the National Assn. of In- 
surance Commissioners indicated 
that $8.5 million had been refunded 
to policy holders, with the average 
individual returi. being $23.46. 
States making the most and the 
biggest total refunds were New 
York, New Jersey and Pennsyl- 
vania. 


$16 Million Still Out 


= A return appearance to the 
stand, Kenneth Barnard of the 
Assn. of Better Business Bureaus 
testified that he thought the over- 
all picture in refund progress was 
anything by spectacular. He and| 
Monroney noted that the public is 
still shy some $16 million in over- 
charges to which it is entitled. 

“We have been very much dis-| 
appointed at the aggregate,” Barn- 
ard declared. He said the associa- 
tion had polled the commissioners | 
of all 48 states as to whether they 
Were forcing the insurance firms in 
their jurisdiction to make refunds 
and how much the policyholders 
had gotten back. 

Twenty-five of the states didn’t 
answer, the witness said, or they 
shot back “some language that 





Index 


Auto Market Reports 
Coming Events 
Editorial 

Import Cars News 
Letterbox 


New Products 

Obituaries 

Production by Makes 
Registrations, Cars, Trucks 
Service Highlights 
Turnings 

Used-Car Auctions 
Washington Column 


ton and Wyoming. He said Indiana 
later came through. 

California s pecially miffed the 
subcommittee and Barnard. Mon- 
roney said insurance holders in the 
second largest state in the union 
have gotten refunds of only $47,209. 

« * = 


Circularization Vetoed 


E SAID the subcommittee’s cor- 

respondence indicates the in- 
surance commissioner there de- 
clined to sanction the circulariza- 
tion of policyholders to find out if 
they had been properly classified. 
Some insurance firms, he added, 
went ahead and did it anyway. 

Barnard commented that ABBB 
had met with “complete failure” in 
trying to find out what the insur- 
ance situation was in the state. 

He said the circulars that some 
states distributed to policyholders 
were “inept, halfhearted, and, we 
think, purposely designed to bring 
about no refunds or a very small 
proportion of what was actually 
due.” 

Senator Strom Thurmond, South 
Carolina Democrat, inquired 
whether the failure was that of the 
insurance departments or a lack| 
of cooperation with the depart-| 
ments by the insurance firms. 

Barnard opined that “there was) 
some sort of benign connivance be- | 
tween and among them, with the| 
exception of those commissioners | 
that have written an outstanding 
record. I am afraid that I can’t say | 
any of the companies that were 
charged have themselves written | 
very much of a record that would 
reassure the public at this late 
date.” 


* * . 








8 States Draw Praise 


FRABNARD praised New York, | 
Massachusetts, New Jersey, 
Connecticut, Pennsylvania, Ok] a- 
homa, Illinois and Ohio as states 
that have done “fine work” in their | 
insurance refund programs. | 
W. F. Gaunitz, president of Emm- | 
co, said the company was the first | 
in the field to revise its customer 
rating form when it became evi- 
dent it wasn’t getting the needed 
classification data. 

He said the firm, the nation’s 
fourth largest insurer, has re- 
turned $660,000 to customers. He 
acknowledged under questioning 
that the refunds have been an 
element in cutting the businesses’ 
profits. 

Gaunitz said Emmco customers 
had been polled in most of the 
states in which Emmco operates to 
find out if they had been misclassi- 
fied. Surveys were not made in 
Texas and Oklahoma, he said, be- 
cause examining Officials there had 
cleared the firm of any misclassi- 
fication errors. 

os * 


NAIC Position Disputed 


— NAVARRE, Michigan in- 
surance commissioner and past 
president of the National Assn. of 
Insurance Commissioners, termed 
untrue a statement by Barnard that 
NAIC’s position amounted to say- 
ing to the insurance firms: “Give 
back the money you took and all 
will be forgiven.” 

He said insurance departments 
have the power to revoke a com- 
pany’s license or assess penalties 
for wrongdoing. The former tactic, 
he said, doesn’t help a commissioner 
to get peoples’ money back because 
(Continued on Page 68, Col. 4) 
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Montana Parley: Sales Rise Doubted ... 





Profit ‘Now’ Stressed 


GLACIER PARK, Mont. — There 
is no evidence that car sales in 
1959 will be any greater than they 
were in 1958, Dave Reese, operator 
of Dave Reese Olds, Inc., Drexel 
Hill, Pa., told the 43rd annual con- 
vention of the Montana Automobile 
Dealers Assn. at Glacier Park 
Lodge. 

“The problem, therefore, is to 
make a profit on the business 
we're already doing,” said Reese, 
* 7 


* 


who also is president of the Penn- 
sylvania Automotive Assn. 

“It isn’t the line of the car, it’s 
the dealer who determines whether 
he makes or loses money.” 

The difference between profit and 
loss is in how the business is man- 
aged, he added. This view was sup- 
ported by NADA President Dean 
Chaffin, of Bozeman, Mont., and 
Thomas J. O’Neil, a member of the 
Ford Motor Co. dealer policy board. 

Robert C. Somerville, assistant to 

* + + 





Speakers at Montana Meeting— 


Among the speckers at the 43rd annual convention of the Montana Automobile 


Dealers Assn. at Glacier Park, Mont., were, left to right, Dave Reese, president of 
the Pennsylvania Automotive Assn.; NADA President Dean Chaffin, a Montanan himself, | 


and Robert C. Somerville, assistant to Chrysler Corp.'s dealer-relations vice-president. 


"59s to Spur Economy, 


Bird Tells W. 


WHITE SULPHUR SPRINGS, 
W. Va—The auto industry's ‘59 
models may give the nation’s econ- 
omy the lift it needs, a Chrysler 
Corp. executive said here. 

“This could be another fall of 1954 
leading to an extremely good year 
for the industry,” said William J. 
Bird, executive 
assistant to the 
group vice-presi-| 
dent - automotive | 
sales. “Certainly 
we're going to 
have the biggest) 
sweep of model) 
changes since the} 
1955 cars hit the| 
market. 

‘Tm not pre-| 
dicting we'll have | 
a year as big as) 
we had in 1955. But we do have a 
great many potentials in the year | 
ahead, and it’s up to us to make} 
the most of them.” 

In an address to the Automotive | 
Dealers Assn. of West Virginia, 
Bird said there are many indica- 
tions that business and consumer 
confidence is returning. Noting that 
most leading economic indicators 
are moving up, he commented: 

“We haven’t seen anything yet 
which would make us throw our 

hats in the air. But after so 

many months of negatives, it’s 
refreshing to see some positives 
in the economic picture.” 

Replying to critics of the sales- 
manship of auto dealers, Bird said: 

“We don’t claim to be perfect. We 
all know we've got a lot of short- 
comings, but the fact is that almost 
every reliable dealer in the country 
is out selling—and selling hard. And 
we're finding out it akes a lot of 
skill and drive and imagination to 
keep on ringing up sales when 
business is tough almost every- 
where for people selling durable 
goods.” 

Bird said, however, that he be- 
lieves the industry still needs more 
salesmanship directed at satisfying 
the needs and wants of the buyer— 





William J, Bird 





Virginians 


and less salesmanship based en- 
tirely on price. 

“I have a feeling that far too 
much of our salesmanship is aimed 
at finding a buyer rather than mak- 
ing a customer,” he declared. 

The real art of selling, it seems 
to me, is giving the customer the 
kind of personal satisfaction that 
brings him back to the dealership 
time and time again.” 

Commenting on the Automobile 


Information Disclosure Act recently | 


passed by Congress, Bird said the 
legislation may be a long step to- 
ward eliminating “any cause for 
confusion in the public mind con- 
cerning the prices of our cars.” 

He cautioned the dealers, how- 
ever, that the new law will not 


automatically solve all their prob- 
lems. 








“.. the ladies 


from the same d 
in him, like his 


Bell... 









Wemhoft 
service). One week a dealer will 


reverse. 
vow .. 
tember .. 


retired from business... 


Conference for “leadership in the 


NADA poll, made through the 11,000,000-member 
General Federation of Women’s Clubs, 77 percent 
of the women said they would buy their next car 


percent said they would change dealers, 8 percent 
because they intended to purchase a different make 

. . NADA’s chief counsel, Jim Moore, has taken 
on added duties: 


Strange happenings in recent months: Dealers 
report very spotty business (both new car and 


a nearby dealership will be empty. Week or so later, it’ll be the 

It’s not the result of special promotions either, dealers 
. Iowa association is driving for 100 new members in Sep- 
. Tom Allton and A. H. Roeper are running for NADA’s 
Missouri directorship . . . Dan Croasdale sr., has been appointed 
treasurer of Brooklyn association, succeeding Ray Menendez, who's 


Missouri association is urging its members to obtain full gross on 
new-car sales during cleanup period . . . George Benjamin, manager 
of Arkansas dealer group, has been cited by National Highway Users 


Chrysler Corp.’s dealer-relations 
vice-president, was optimistic about 
1959. 

He predicted the new models—in- 
corporating the most changes since 
1955—-would give the entire economy 
“the boost it needs.” 

“It’s up to the auto industry to 
lead this economy out of the re- 
cession,” Somerville said. “Let’s 
keep talking positives.” 

He added that “indications in re- 
|recent weeks show that business 
confidence and consumer confidence 
are returning.” 

Dr. Kenneth McFarland, GM lec- 
turer, pointed out that Americans 
are in a better position now to buy 
than ever. 

“They can go out tomorrow and 
buy $20 billion worth of mer- 
chandise without borrowing a 
dime,” he said. “Their purchas- 
in power and wealth amount to 
over $303 billion.” 

George A. Bowie, Firestone Tire 
& Rubber Co. said the auto bus- 
iness “no longer steers the economy 
of the U. S. as it once did.” 

“The industry is still important,” 
he added, “but it is not wagging the 
dog any more.” 

He also said auto-buying motives 
have changed. 

“Cars are no longer being used 
to impress people,” he said. “Peo- 
ple don’t buy a new car to im- 

| Dress their friends. They buy cars 
for transportation.” 

Asserting that the “dealer has 
taken his worst beating in history,” 
MADA President Raymond L. 
Wirth, Great Falls, said profits fell 
83 percent in 10 years for the aver- 
age dealer. 

“In 1948 the average profit was 
|$105 per car,” he added. “Today it 
is $18 per car. Some sense will have 
| to come into our retail price struc- 
ture.” 

Other speakers included W. 
Heartsill Wilson, assistant to 
| Plymouth’s sales vice-president, 

and Oscar F. Litterer, Federal 

Reserve Bank economist in Min- 

neapolis. 
| Two new directors have been 
| named. Halsey J. Blair, H. B. Blair 
| Motor Co., Livingston, re placed 
John M. Ryall, Gateway Motor Co., 
| Livingston, and H. D. Hilger suc- 
|}ceeded his father, R. J. Hilger, 

Glendive Hilger Chevrolet Co. 








32 Import Makes 
‘Seek Show Space 


| CHICAGO. Applications for 
| space at the 1959 Chicago Auto 
| Show have been made for 32 makes 
|of foreign cars, according to Ed- 
ward L. Cleary, show manager. 
The cars are Rollys-Royce, Bent- 
ley, Mercedes-Benz, Simca, Metro- 
politan, English and German Fords, 
Opel, Vauxhall, Volvo, Renault, 
Peugeot, Triumph, Jaguar, Porsche, 
Berkeley, Goggomobil, Skoda, Ci- 
troen, Toyota, Hillman, Sunbeam, 
Rover, MG, Morris, Austin, Austin- 


| Healey, Riley, Arnolt Bristol, Aston 
Martin, Frisky and Lloyd. 


On the House . . 







: God bless ’em.” Responding to an 


ealer because they have confidence 
service and make of car. Only 22 


Administrative assistant to Fred 





be jammed with business, while 





cause of good roads.” 


—Perre Wemuorr, Editor, 
Automotive News 
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650,000 Now, 325,000 Seen by Oct. 1... 


50% Slash Due in New-Car Stocks 


(Continued from Page 1) 


704,745, about 7.7 percent higher; 
1956 was 588,172; 1955 was 806,947, 
and 1954 was 447,854. 

The expected shrinkage of about 
50 percent in dealer stocks by Oct. 
1 would aggravate the cleanup 
shortages already beginning to ap- 
pear across the nation. 

Models most scarce at t 


July, according to an AUTOMOTIVE 
News survey, were stripped six- Adams and Goldfine and Lebanon, 


the automobile dealers have pulled 

t %, 
oe — cage Pe geen a sneaky on us. They’ve up and 
range Y chevrolet dealers addition- | ™" out of automobiles. Well, not 


quite. 
ally were low. _ Emgeles. “But all of a sudden, new-car 


stocks are the lowest they’ve been 
dealers reporting less-than- | ,)) year, and used cars are as 


usual public interest as yet in ‘ : 
the 59 models, the 58s are in an|*°*"°e 98 hen’s teeth. 


Giesan elation on for maximum | —kLAHOMA CITY dealers’ stock 
h? , was found to be 60 percent of 
A year ago, both 58 and ’57 mod- normal for the end of July, when 


els vied hard for the buyer spot- th 
’ e survey was made. Even dealers 
Mgnt. A heavy inventory of Uis was in lines whose sales have fallen 


. a 
evelopment to which many ob- | Sharply this year forecast depleted 
he bl for| inventories by late September. 
ae a Seca aohen A Pontiac dealer told the Cleve- 


in ‘58-model sales. 
ag ay that Buick will initiate |442"d Plain Dealer for a similar- 
type article: 


the '59 introductions next month 
is not ex pected by competitive “I should have ordered more cars 
dealers to retard their cleanup ef- |for the cleanup, but now I’m too 
forts. Three factors are cited for | late.” 

A Cleveland Rambler dealer 


this line of reasoning: 

1. The volume of cleanup shop-| forecast a sellout of his stock 
pers increases annually, and the, three to four weeks before the 
1958 economy theme induced by the | October '59 introduction, as did 
sales recession will bring even| a west side Ford dealer. 
greater numbers of prospects into| In Little Rock, the Arkansas 
the showrooms as the '59 cars draw | Gazette discovered that “most deal- 
nearer. |ers complain that they may not 

2. The steel price increases and | pave enough cars to keep their 
the still unresolved UAW negotia-| salesmen busy until the shiny new 
tions make price rises on the '598| models arrive.” Two Chevrolet deal- 
such a certainty that the values on| ers in the Arkansas capital reported 
‘58 models are enhanced. order cancellations and frenzied ef- 


3. Several of the new cars will) 
New-Car Stocks 


other events to be much affected 

by the various “scoops” and 

“roundups” on the ’59 cars. 

On the local level, the mounting 
shortages of 58 cars have com- 
manded headline attention in sev- 
eral cities. 

The Oklahoma City Daily Okla- 
homan led off its report on the sit- 

uation this way: 
he end of “While we've had our minds on 


* 








not been seen before mid-November, | 

leaving a two-month “watch-and-| 

wait” gap after Buick is unveiled. 
> > 


. In Field, In Transit 
EARS that the continued lack of (Complied by Automotive News) 
interest in the ‘59s may be a Dealers 
Cars Cars In Total 


dark sales omen have arisen, only 





to be discounted on the ground that | p,isg pune — iene | 
no conclusive sign of the impact of | Ending Stocks Dealers Stocks 
the new models will be evident until | Jan. 1, ae ee sen.206 aun.nee cen.ane 
“ox. | Apr. 1, "50... 276, ; 
the og myp -agate any been “ex- | 1. 30. 311084 167 500 474.54 
posed . Oct. 1, °50.... , 
“We're lucky this year that the dan. a, os. son.aue ee one 
newspaper and magazine stories on | 4?*- 1, '51.... ’ 
the '59s haven't bothered the public —_ : — < Snaee Sozes 
one bit,” a West Coast Chevrolet | Jas. 3, *=8... se.eee ya seneee 
dealer said. “Last year, all they | 4?r- 1, ‘52... 213, . i 
could talk about in August was the|J0Y 1+ ‘S3-- 183-68 6 Si-aee gaze 
"68 Chevy and how changed it) Jan. 1, '53.... 291,671 83,300 374,971 
would be. It was like pulling teeth = : -— oo an ae 
to move a '57.” Aug. 1,°5S3.. 517,119 82,200 599,319 | 
If anything, the pre-announce- Sept. 1, 33. 64.000 30,000 ad 
ment publicity on the upcoming ry i’ +53.. 538,087 68.300 606,387 
model changes hag beem MOre | Dee’ 1, °53.. 430,876 «29,000 © 459.876 
_appear to be too preoccupied with |i 1" +54 511,122 «62,000 «573,122 
: way L'sh, STS © SBSOe | S0T-278 
Photo of 59 Dodge june 1.°54.. 563.219 62,500 © 565,719 
*t in $3.500 Aug. T.'8t. Soeceet Steen 447.884 
ug. 1, "54. , 
. 1, 54... 355,654 50,400 406,054 
Is Bait in : o crime fae Set 
Nov. 1, "54.... 120,107 . . 
| Dec, 1, "54... 203,453 61,700 265,153 
Extortion ase \Sem: 1, 55... 293,881 68,500 = 362,381 
PONTIAC.—James Crain, of | Feb. 1, *55.... 313.573 29.100 oen.673 
nearby Keego Harbor, a baker, was | Mar. 1, '55.... 467, . : 
arrested for investigation of extort- | a ze — none sen ase eee 
ing $3,500 from a commercial pho- | June 1, 55... 755,498 93,000 «=: 848,498 
tographer by threatening to turn/| July ow = ous tee 
over pictures of the 1959 Dodge t | Sept. 1°55... 675.964 37,300 «713,264 
General Motors. Oct. 1, =. qanats 40.508 oue.sts 
Charles Carson, owner of New| Nov. 1, °55.... 481, , san bet 
Center Studio, Detroit, said five _ : a cae pi 808.477 
photographs of the new Dodge were | Feb. 1, ’56.... 801,499 . 
taken from his studio. He said a| Mar. 1.(5¢.. 00.008 Savi) Boa.000 
telephone caller demanded $2,000| May 1/56... 46,285 56.300 902,585 
for the return of the photos or they | June 1, ’56.... 746,012 52 
would be given to GM. =—te ee Be eee 
Four of the pictures were re-| Sept. 1,56... 456,013 48,382 504.306 
turned even though the money was- | Oct. 1, '56.... 288,103 
n't paid, Carson said, but in subse- oo : — nae ase sen ees 
quent calls, $2,800 and then $3,500) Jan. 1, ’57.... 461,850 50,168 512,018 
was demanded for the remaining) fre. }+(S)-- a — Seas 
photo. Apr. 1, 'S7... 682,790 63,125 745,915 
Carson notified police who told| May 1, *57.... 677,705 59,500 ores 
him to follow through with the pay-| Jui {+7 gssist_ S000 745.211 
off. Detectives were staked out! Aug. 1,57... 645,445 60.008 900,708 
nearby when the money was picked | Sept. 1, ’57.... 684,484 
up at a secluded spot in Bloomfield | Qct }+ (3% Saisie aoe aabc0s0 
Township. They took the license| Dec, 1, ’57.... 460,149 71,300 531,949 
number of the pickup car and traced | Jan. 1, °58... 587.208 ——— fou 
it to Crain. Mar, 1,’58... 821,566 (000 © 865,566 
ae . 1, 58... 783,201 45,900 833,201 
Fir 40 A May 1, 58... 738,464 38,500 ‘176,964 
SON, BC Forty, autos) sa" Las. eanaes © aes etn ae 
NELSON, B. C. — Forty autos o-. Yan. opens Sass Gane 


and contents of Peebles Motors, 
Ltd., were destroyed by a $200,000 
fire. An official of the firm said the 
loss was partially covered by in- 
surance. 


t Field stocks include cars actually at 
dealerships, those warehoused by dealers 
and factories, and demonstrators. 


* Revised. 


a 


208} on either. 


forts to find such hard-to-come-by 
models as the Impala coupe and 
station wagons. 

Detroit was no exception. The 
Free Press reported that “nobody 
sees much difficulty in disposing of 
the inventory of new cars.” 

* * * 


A= by Automotive News what 
could be done to improve the 
trade outlook, dealers expressed ap- 
proval of the situation now in ef- 
fect, as contrasted with the stock- 
pile surfeit that exised last spring. 

“Keep total production just a 

wee bit below demand,” counselled 
a veteran GM dealer. “The indus- 
try has been going in the right 
direction the past few months... 
let’s hope they continue the same 
philosophy.” 

Declared a Midwest Ford dealer: 
“Keep away from another produc- 
tion race and hold the line on 
prices at the factory level.” 

“Dealers,” a Southerner said, 
“could make more profit per car if 
fewer cars were built, so dealers 
didn’t have to give them away to 
lower their inventories.” 
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Chrysler Executives Meet with Finance Men— 


Chrysler Corp. executives and finance company representatives discussed dealer 
financing plans for ‘58 buvildout models and the ‘59 line at a meeting in Boston. 
Shown, left to right, are A. R. Marzelli, Chrysler Corp. Eastern area new-car manager; 
James Mcinnes, Arlington Trust Co.; Edward Hession and William Foley, Universal 
CIT, Edward Lyons, Merchants National Bank; Thomas Duffy, Commercial Credit Corp., 
and J. K. Winters, DeSoto regional sales manager. 


Used-Car Stocks Hit °57-58 Low 


TOCKS of unsold used cars held 
by new-car dealers declined 
again last month, holding below the 
30-day level for the third month 
in a row. 

As of Aug. 1, the average deal- 
er’s used-car inventory was good 
for an even 26 days of selling, 
according to Automotive News’ 
estimates. 

This was the lowest point re- 
corded in 20 months. Not since the 
closing months of 1956 had used- 
car inventories held so consistently 


| below the theoretical 30-day limit. | 


> > = 


N GENERAL, dealers reported 
54 and '55 hardtops and station 
wagons the most popular merchan- 
dise on their lots. In the South and 
Great Plains, however, older models 
also move well, dealers said. 


Dealers in all areas agree that 
an older model will always sell 
quickly if it is clean. Newer 
pieces are preferred in metropol- 
itan areas. Early Studebaker 
coupes and Ramblers are hot 
merchandise everywhere. 

The majority reported that used 
cars have been measuring up par-| 
ticularly well against new cars in 
the matter of profits. 

One Corn Belt dealer said used- 
ear profits were “far better” than 
his new-car return. His used-car 
business, he said, was “excellent” | 
and he added that he was out buy-| 
ing in an attempt to build up his 
inventory. 

A volume dealer in the East also 
termed used-car profits “excellent,” 
but he complained that there were- 
n’t enough units available. 

* > > 

VOLUME dealer on the Coast 

said U. C. profits were better; 
then added, “Bear in mind that 
we take used cars into inventory 
at wholesale less reconditioning. 

“When we buy used cars, we in- 
variably make more gross than we) 
do on N. C. sales.” 

He was seconded by a dealer in 
the Rockies, who said used-car 
profits were “much higher” be- 
cause he charges used cars down 
to actual cash value on the trade- 
in when he sells a new car. 

In the Upper Midwest, a dealer 
in the medium-price field said used- 
car profits were “more than double” 
his N. C. return. 

A Southern dealer said “more 
high-profit used-car deals are made, 
but the average used-car deal is 
less.” 

On the other hand, some dealers 
said new-car profits topped those of 
used-car sales, and some dealers 
said they were not making money 





Those reporting better profit on 
new cars said used-car profits were 
70 to 80 percent as high. 

+ a + 


Wr the Aug. 1 inventory count 
pegged at a 26-day supply, the 
reduction from the previous 
month’s 26.8-day supply was only 
3.1 percent. This followed a reduc- 
tion of 10.4 percent a month earlier 


‘ 


and, in turn, a cut of 18 percent! of all dealers—precisely the same 

the month before that, | percentage as was in that classifi- 
Stocks have moved steadily | c@tion a month earlier. 

downward since March 1 of this ee 

year, when they were good for = 76.5 percent of all dealers 

49.4 days of selling. surveyed on Aug. 1 had stocks 
Of dealers reporting for Aug. 1,| 00d for 30 days or less of selling, 

some 29.4 percent said stocks rep-/COmMpared with 70.6 percent a 

resented 15 days or less of selling.| month earlier. 

A month ago, 268 percent put) The number of dealers within the 

themselves in this category. | 30-day limit represented a 20-month 
In the 15-to-30-day category, this| high, with the Aug. 1 figure the 

month’s survey placed 47.1 percent} best since the 87.9 percent reported 

|; on Dec. 1, 1956. 


The range of stocks reported was 
Maryland Motor Cars eight to 60 days, compared with 


Only Baltimore VW Deal | six to 54 days a month earlier. 


WASHINGTON. — Horst B. —Rosert M. Lienert. 
Lantzsch, general manager of | oa 
agent Car Distributors, Ltd, | Boston Car Thieves Face 
olkswagen distributor, has in- |< 259 : 
formed Automotive News that | Hot Pursuit’ by Police 
Valentino Motors Corp., Balti- BOSTON.—Registrar Clement A. 
more, is not an authorized Volks- | Riley has approved police “hot 
wagen dealership. Valentino ©. | Pursuit” of stolen automobiles. 
Mozzano heads the firm, | Riley referred to car thieves as 
The only authorized VW deal | “W2@nton drivers” and said it was a 
in Baltimore, Lantzsch said, is 
Maryland Motor Cars, Ltd., 3004 
Wilkens Ave, 





| prime police responsibility to stop 
|them before innocent people were 
killed by “their reckless disregard 
of the public.” 





Used-Car Bulletin from Detroit .. . 


Latest Auction Prices 


(Copyright, 1958, by Automotive News) 


Sale every Wednesday. 


2.370° (ps); Fairlane (8) 

$1,.770° (ps); sedan, $1,- 
640°, $1.630°, $1,510°; Custom se- 
dan, $1,130; station wagon, §$1,- 
970°. 


'56 Fairlane (8) sedan, $1,380° (ps), 
$1,225*, $1,195*; Victoria, $1,210°, 
$1,200° (ps), $1,140*°, $1,130°, $1,- 
100°. 

‘55 Ranch Wagon, $865; Fairlane (8) 
sedan, $865*; conv., $675; Custom 
sedan, $700, $590°. 

LINCOLN—'57 Premiere Hardtop, $2,- 
775° (ps). 

"56 Capri sedan, $1,760*; coupe, $1,- 
580°. 

"55 Capri 2-dr., $1,425* (ps), $1,150° 
(ps), $995. 

MERCURY—'56 Monterey coupe, $1,- 
240°, $1,050; 2-dr., $1,125°, $1,- 


Aptco Auto Auction. 
Aug. 13 


BUICK Century station wagon, 
$2,250*; _2-dr., $1,920°; Super 2- 
dr., $2,050° (ps); conv., 2,015* 
(ps); Special sedan, $2,000°, §1,- 
875°, $1,770°. 

"56 Century sedan, 
dr., $1,410° (ps). 
'55 Special sedan, $1,175", 
$910; coupe, §1,030*° 


liner, 
500 conv., 


—F 
‘ 


$1,120°; RM 2- 

$1,075*, 

(ps); Super 
2-dr., $1,105* (ps). 

"54 Super 2-dr., $680°. 

"53 sedan, $185. 

CADILLAC — '57 
(ps). 
"5S (62) 2-dr., $2,000*° (ps). 
CHEVROLET—'58 Impala (8) coupe, 
$2,440* (ps); Biscayne sedan, $1,- 
750°. 

"57 Two-ten station wagon, $1,850*, 
$1,780; Bel Air (8) Hardtop, $1,- 
775*, $1,590*; conv., $1,715* (ps); 
Town sedan, $1,700*; coupe, $1,- 
575°. 

56 Bel Air conv., $1,325*; sedan, 
$900*; Two-ten station wagon, $1,- 
080°; 2-dr., $1,030*. 

"55 Bel Air conv., $1,000*%; coupe, 
$960°; sedan, $875, $825*; Two-ten 
2-dr., $750. 

"54 Bel Air 2-dr., $550*. 

"53 sedan, $450*. 

CHRYSLER—’53 NY coupe, $100*. 
DeSOTO—'58 Firedome 2-dr., $2,610* 


(62) 2-dr., 


$3,210° 


110°. 
"53 Monterey sedan, $345. 
"52 Monterey coupe, $230°. 
NASH—'55 Statesman 2-dr., $480. 
‘53 Statesman sedan, $250*. 
OLDSMOBILE—'57 (98) conv., $2,260*; 
(88) Super 2-dr., $1,980°. 

"56 (98) sedan, $1,660; coupe, $1,- 
550°; (88) Super coupe, $1,300*. 
"55 (98) Holiday, $1,300*, $1,280*° 

(ps); sedan, $1,160° (ps); (88) 
sedan, $1,250°, $1,160; (88) Super 
2-dr., $1,165° (ps). 
"54 (88) club coupe, §725*, $475°*. 
eae Plaza (6) sedan, $1,- 





(ps). 
"56 Firedome conv., $1,150. 
'55 Fireflite coupe, $1,059, $980* (ps). 
"54 Firedome coupe, $425. 
DODGE—'57 Coronet (8) conv., $1,815; 
2-dr., $1,680*. 
‘55 Coronet sedan, $860*° $690*; 
coupe, $835; Royal sedan, $685. 
"53 Meadowbrook sedan, $185. 
EDSEL—’58 station wagon, $2,150*. 
FORD—’58 Fairlane (8) 500 2-dr., $2,- 
100*; Ranch Wagon, $2,035°*, 
*57 Thunderbird, $2,750* (pz): Sky- 


"57 Belvedere (8) sport coupe, $1,- 
710* (ps); 
$1,325°, 
185; station wagon, $1,375. 
’56 station wagon, $1,220*, 
Belvedere 2-dr., $1,080*,. 
‘55 Plaza sedan, $500. 
PONTIAC—'57 Star Chief coupe, $1,- 
700°; 2-dr., $1,580*. 
"55 Star Chief coupe, $1,055* (ps). 
*53 Chieftain 2-dr., $245*. 
RAMBLER—’57 station wagon, $1,735*, 
$1,710*; Hardtop, $1,800°*. 


“Indicates automatic transmission or overdrive and (ps), power steering. 


Other Auctions Are on Pages 55, 56, 59, 60, 61. 











The IMPERIAL of 1959 will come from a new plant, 


equipped exclusively for the careful production of this one excellent motorcar 


The Imperial of 1959 will be the most precisely fitted, most thor- 
oughly inspected, most exhaustively tested motorcar of its time. 


In laying out facilities in the Imperial plant, production engi- 
neers have set the line speed at a steady but unhurried pace 
to allow for the greater amount of individual hand crafting 
demanded by this new model. 


The work force has been hand-picked man for man on the 
basis of performance on other Chrysler Corporation products, 
outstanding skill and experience. Imperial is built by what 
may very well be the finest group of automobile makers in the 
industry. 


Inspection stations have been installed at every stage of produc- 


tion. Each and every unit must pass rigid examination at each of 
these stations. No unit moves from one department to another 
without a perfect score. 

Every sub-assembly and component must pass similar tests. 

Every finished Imperial is subjected to a complete program of 
run-in tests and examinations... and is then exhaustively road 
tested over a variety of road surfaces. 

All this is possible because, for the first time in years, a new 
plant has been equipped from scratch with a single objective firmly 
in mind... to produce the most nearly perfect motorcars it is 
possible to make. 

Imperial is that sort of motorcar. 
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2nd-Quarter Gains Too Small . 


Ist-Half Loss Is 0.1% 
For Average Dealer 


(Continued from Page 1) 


half, overall gross dollar profit per 
new unit retailed was $786, com- 
pared with $730 in the 1957 period. 
* * * 
_ increase in gross, however, 
was handily exceeded by zoom- 
ing expenses. Selling expense rose 
from $185 per unit to $204, while 
operating expense went up from 
$460 to $587. 
Total expense, therefore, was 
$791 per new car sold in the first 





U.S. Asked to Give 


GM Voting Rights 
To duPont Holders 


CHICAGO.—Another proposal for 
disposing of du Pont’s stock inter- 
est in General Motors has been sub- 
mitted to Federal Court. 

The plan was offered by Andrew 
J. Dalistream, a Chicago attorney 
whom U. S. District Judge Walter 
J. Labuy appointed to represent du 
Pont shareholders. 

Dalistream’s proposal is the one} 
which du Pont suggested in May. | 
Under it, the voting rights to GM | 
shares would pass to the 185,000 
shareholders of E. I. du Pont de 
Nemours & Co., Christiana Secur- 
ities Co. and Delaware Realty & 
Investment Co. 

The three firms would retain fi- 
nancial ownership of the GM stock. 

The Government has held that du 
Pont’s 23 percent ownership of GM | 
(63 million common shares) violates 
the antitrust laws and has sug- 
gested that 42 million shares be 
distributed to du Pont shareholders 
over a 10-year period and that the 
other 21 million be sold outright. 

The Internal Revenue Service, 
however, has ruled that such dis- 
tributed shares would be taxed to 
the individual recipients as ordinary 
income. 

In a 148-page report to Judge 
Labuy, Dallstream wrote that di- 
vestiture of du Pont’s GM stock “is 
neither necessary, appropriate or 
equitable.” 


2 Sales Veterans 
Retire at Ford 


DEARBORN.—Two veteran Ford 
Motor Co. officials have retired af- 
ter devoting a to- 
tal of more than 
80 years to the 
company. 

They are George 
J. Crimmins, for- 
mer assistant 
sales manager for 
the Edsel district 
office in San 
Francisco, and 
John J. Bray, 
formerly with the 
Rockford (Ill) 





G. J. Crimmins 
district office. 

Crimmins joined the company in 
Seattle in 1919. While working as 
director of dealer relations and bus- 
iness management, he setup the ac- 
counting system used by dealers. 
Bray joined the company in Mil- 
waukee in 1913 and had called on 


half of this year, compared with 
$645 in the year-ago period. 

The washout gross profit on new 
and used units combined in the 
first half, less all credits for finance 
income, was $394 per new unit sold 
in the first half, compared with 
$423 a year ago. 

According to NADA figures, the 
average dealer‘ had a new-car in- 
ventory good for 17.1 days of selling 
as of June 30, compared with a 
stock good for 16.8 days a year 
earlier. 

* * * 


tj 22>- CAs inventories repre- 
sented 33.4 days of selling this 
year, compared with 32.2 days at 
the close of the 1957 half. 

Dealers were operating on a 
much slimmer margin on used 
cars this year than they were a 
year ago. The average cost per 
unit in inventory as of June 30 
was $758, while the average sell- 
ing price per unit in the first half 
was $777, for an indicated differ- 
ence of $19. 


A year ago, with the average cost 
$749 and the average selling price 
$803, the apparent margin was $54. 

In parts sales, the average dealer 
improved his position this year as 
to the amount of sales per new unit 
sold and the percentage of gross 
profit to sales. 

Sales averaged $455 with a gross 
profit of 30.1 percent this year, com- 
pared with $353 and a gross of 29.5 
percent in 1957. The rate of turn- 
over, however, held unchanged at 
2.5 times. 


GALEs of customer labor per new 
unit sold also was increased in 
the 1958 period—from $246 to $317— 
but the percentage of gross profit 
on Such labor fell slightly to 43.3 
percent from 43.9 percent a year 
ago. 

Total service sales per new unit 
sold spurted to an even $1,000 
in the first half, compared with 
$777 a year ago. And despite a de- 
cline in the percentage of gross 
profit—from 34.0 to 33.8—service 
absorption was pushed up from 
57.3 percent to 57.6 percent. 

The ratio of departmental sales 
to total sales in the first half was 
52.4 percent on new vehicles, 28.1 
percent on used vehicles, 18.8 per- 
cent on service and parts and 0.7 
percent on miscellaneous. 


. > 
A YEAR ago, the ratio was 56.7 
percent on new vehicles, 26.7 
percent on used vehicles, 15.7 per- 
cent on service and parts and 0.9 
percent on miscellaneous. 

It should be noted, when compar- 
ing 1958 percentage figures with 
those for 1957, that a certain 
‘amount of leverage is exercised by 
the 22.9 percent decline in new-car 
— volume recorded in the first 

alf. 





Albemarle Dealers Elect 

ALBEMARLE, N. C.— James R. 
Nance of Confederate Motors, Inc., 
has been elected president of the 
newly-organized Franchised Auto 


dealers in Wisconsin and Upperj|and Truck Dealers Assn. of Al- 


Michigan. 


bemarle. 


eect 


Breakdown of Dealer Expense 


FIRST SIX MONTHS, 
(PERCENTAGE OF TOTAL SALES) 


Group II 


Warranty, policy, delivery.......... 
Salaries, commissions, other 
compensation to salesmen. 
All other salaries, 
(except mechanics’) 
Employes’ bonuses 
Shop tools and supplies 
Rent and expense in lieu of rent 
*Advertising, local 
Insurance, other than building 
Interest paid 
All other expense ................... 
*TOTAL EXPENSE 


15.49 


Group I 
6 Mos. 
1958 


1.06 


1958 
-96 


1957 
-93 


1.88 


5.84 
4. 
45 

1.26 
71 
Al 
56 

3.38 


1.71 2.15 
4.78 
-06 
37 
1.04 
57 
-36 
** 
3.21 
13.03 


1957 
1.03 


2.96 


15.03 12.99 


Group UI 


6 Mos. 
1958 


1.06 


Al 
2.75 
14.49 


1958-1957 


Ind. Average 
6 Mos. 6 Mos. 
1958 1957 


1.01 


Group IV 
6 Mos. 6 Mos. 
1958 1957 


1.01 92 


6 Mos. 
1957 
1.04 
2.28 2.16 2.26 2.07 

4.06 
23 
25 
-93 
-98 
23 


5.48 
-06 
39 

1.18 
1 
37 
49 

3.04 

14.90 


4.58 
10 
26 

1.02 

1.02 
28 

2.28 2A1 

13.09 12.27 


4.84 
AT 
33 

1.07 

1.00 
27 


2.82 


13.82 13.07 


* Includes travel, promotion and service training for Ford and Lincoln-Mercury dealers. 


** Included in ‘‘all other expense’’ 


for 1957 breakdown. 


+ Includes all owners’ salaries, employes’ bonuses and interest paid. 


AMA Appoints 
King to Manage 
Truck Activities 


DETROIT.—Appointment of John 
H. King as manager of the motor 
truck department of the Automo- 
bile Manufacturers Assn. is an- 
nounced by Harry A. Williams, 
managing director. 

King has been a member of the 
Association's staff for 14 years, 
serving as Washington observer- 
reporter of transportation trends 
affecting use of motor trucks. A 
resident of Falls Church, Va., he 
will move to Detroit. 

In his new post, he succeeds Karl 
M. Richards, who has been serving 
in a dual capacity as manager of 
both the truck and the field serv- 
ices departments. An increase in 
AMA field services activities, which 
Richards will continue to direct, 
dictated the need for the appoint- 
ment, Williams said. 

As manager of the field services 
department, Richards serves truck 
manufacturers, along with the 
other members of the Association, 
in their relations with municipal, 
state and Federal regulatory bodies. | 


Borg-Warner Unit | 
Ends Production of 


Ford Automatics | 


DECATUR, Ill—Marvel-Schebler 
Products division of Borg-Warner 
Corp., which has built about half 
of Ford’s automatic transmissions | 
since 1954, has shut down its trans- 
mission department for changeover 
operations. 

Starting with the 1959 model year, 
Ford will build all its own trans- 
missions, 

About 500 employes were affected 
by the shutdown. Peak employment 
in the transmission section was 
1,300. 

Marvel-Schebler hopes to begin} 
recalling workers in October when | 
the changeover to production of air | 
conditioners and refrigerant com- 
pressors is completed. 

The carburetor department of 
Marvel-Schebler is not affected by 
the changeover. 


How Dealers Fared on Expenses, Profits 


Eprror’s Nore: The following figures are taken from the NADA bulletin, “Operating Averages for 
the Automobile Retailing Industry.” 


Pet. Total Sales Pct. Total Sales 


FIRST SIX MONTHS, 1958-1957 
OPERATING PROFIT BEFORE TAXES 
*Group I Group II 


1958 


6 Mos, 
1957 1958 


100.0 100.0 
15.0 15.0 
3.3 4.1 
9.7 10.9 
13.0 15.0 


2.0 


6 Mos. 
1957 
100.0 

14.6 
4.1 
8.9 

13.0 


1958 
100.0 
14.6 
41 
10.4 
14.5 
0 


16 el 


Group III 
Pet. Total Sales Pct. Total Sales 
6 Mos. 6 Mos. 6 Mos. 6 Mos. 


100.0 
15.2 


13.8 


Group IV Industry Average 


Pct. Total Sales 
6 Mos. 6 Mos, 
1958 1957 

100.0 100.0 

48 148 

3.8 3.8 
1L1 9.3 
149 13.1 


1957 
100.0 
13.8 
3.9 
8.4 
12.3 


15 


1957 1958 
100.0 
13.4 
3.9 
9.2 


13.1 
3 


4.2 
9.6 


14 17 


—1 


* Groups are based on the volume of 1957 retail deliveries of new cars and trucks as follows: Group I, 1 to 149 units; 


Group II, 150 to 399 units; Group III, 400 to 749 units, 





and Group IV, 750 units and more. 


—From NADA Survey. 





How Dealers Are Faring 
On Sales, Profits 


First Six Months, 1958-1957 


(Taken from report by NADA Business Management Committee) 


New Cars and Trucks 
Inventory Per Dealer 


Cars 


June 

30 

1958 

Group | ...... 

Group [1 .... 

Group IT .. 

Group IV .. 
Industry 

Average .. 


26.5 
50.2 
92.0 


June 
30 
1957 
10.6 
27.2 
48.2 
82.0 


16.8 


Selling Price 
Per Unit 


6 Mos. 
1958 
ST47 
819 
805 
769 


Group I ... 
Group [1 .... 
Group IT .. 
Group IV .. 
Industry 


Average 777 


Per New 
Sold 


6 Mos. 

1958 
Group I ....$523 
Group [I .... 452 
Group III .. 432 
Group IV .. 309 
Industry 


Average .. 455 


Group III 


6 Mos. 
1957 

$763 
829 
860 
827 
803 


Unit 


1957 

$392 
330 
354 
275 


353 


Trucks 
(Per Truck Dealer) Cars and Trucks 


dune 
30 

1958 
28 
11.5 
9.9 
17.7 


5.1 


Washout Gross 
on New, Used 
Units Combined 


June 30 June 30 
1958 1967 

$437 $462 
414 424 
365 416 
216 302 


Days’ Supply 


June 
30 
1957 
50.3 
41.4 
37.0 
31.4 


June 
30 
1958 
68.9 
56.3 
47.2 
38.1 


June 
30 
1957 

2.3 
5.4 
10.3 
19.0 


3.4 56.9 43.0 394 423 


Used Vehicles 


Ratio Used-Unit No. Days’ Supply 
Sales to New 


2.30 
1.90 
1.62 
1.30 


1.92 


Average Cost 
Per Used Unit 
in Inventory in Inventory 


6 Mos, June 30 June 30 June 30 June 30 
1957 1958 1957 1958 1957 
1.94 414 39.2 $714 

1.61 30.3 27.6 802 

1.35 22.9 25.2 867 

1.10 20.2 19.5 812 

1.64 32.2 


33.4 758 


Parts 


(Accessories Not Included) 
Average Sales 


Percentage of 
Gross Profit 
to Sales 


6 Mos. 
1958 
30.6 
30.6 
29.4 
28.0 


30.1 


Number Months’ 
Supply in 
Inventory 

@Mos. 6 Mos. 

1958 1957 
5.9 5.7 
4.3 4.3 
4.0 3.7 
3.5 3.3 


6 Mos. 
1957 
30.1 
29.7 
29.2 
27.4 
29.5 


4.9 48 


Customer Labor Sales 


Average Sales 
Per New Unit Sold 


RE TU enitssnsssauinsiicienitensannsennien : 


Industry Average 


Industry Average.. 


Percentage of Gross 
Profit to Sales 


6 Mos. 6 Mos. 
1958 1957 
39.8 40.4 
44.6 45.6 
47.4 47.8 
48.5 48.3 
43.3 43.9 


6 Mos. 
1957 

$268 
238 
243 
197 
246 


Total Service Sales 


(Includes labor, parts and all other service and stockroom sales, 
except accessories with new vehicles.) 


Average Sales 
Per New Unit 
Retalled 


1,000 


6 Mos. 
1957 
$885 
736 
737 
572 
777 


*Percentage of 
Service 
Absorption 
6 Mos, 6 Mos. 
1958 1957 
55.1 55.9 
59.4 57.6 
59.1 
59.6 
57.3 


Percent of 
Gross Profit 
to Sales 


6 Mos. 6 Mos. 
1958 1957 
32.0 32.3 
35.1 34.8 
35.9 36.4 
35.8 35.3 
33.8 34.0 


* The percentage of operating (or fixed or semifixed) expense covered by gross profit 
from all service and parts operations. Officers’ or owners’ salaries included. 


Percentage of Departmental Sales to Total Sales 


New Cars 


and 


1958 
48.8 
52.6 

-- 55.6 
. 60.5 


. 52.4 


Trucks 


6 Mos. 6 Mos, 
1957 


54.0 
57.4 
59.0 
62.6 


56.7 


Used Cars 
and Trucks 


1958 
29.9 
28.5 
25.8 


28.1 


Total Service 


6 Mos. 6Mos, 6Mos. 6 Mis. 
1958 1957 1958 1957 


20.6 16.8 a 9 

18.4 14.8 5 1.0 

17.4 15.6 1.2 7 
al d 
7 


Miscellaneous 
Sales 


6 Mos. 
1957 
28.3 
26.8 
24.7 
22.7 


26.7 


15.4 14.1 6 
18.8 15.7 9 








oe 


=> on 





Where will your advertising 
get the most mileage? 


In TV Guide, where it will be seen by more motorists, more often, 
than in any other weekly magazine. 


More motorists? TV Guide goes into nearly 6% million house- 
holds, and 82% of its circulation is concentrated in 20 states 
accounting for 79% of all U.S. automotive sales. 


More often? TV Guide, by its very nature, is read every day of 
the week . . . actually several times a day by the average reader. 


Best of all, TV Guide delivers this made-to-order coverage of your 
choicest markets, and this unprecedented advertising exposure, 
at a black-and-white page rate of $2 per thousand. In fact, TV 
Guide delivers far more car-owning families per dollar than any 
of the other major general magazines. (See chart.) 


If you are not already exploiting this exciting new advertising 
medium, it’s high time you did. Your competitors are. 


COMPARISON OF CAR-OWNING FAMILIES 
REACHED BY LEADING GENERAL MAGAZINES 


TV GUIDE | 10/4/58 

Digest Jan. 1958 | 11,500,000 
7/19/58 5,600,000 
7/8/58 5,550,000 
2/3/58 6,000,000 


*Starch 52nd Consumer Magazine Report 


Number of car- 
owning families* 
reached per dollar 


B&w 4-color 
Page Page 
428 285 
317 258 
212 
208 
198 


A WEEKLY MAGAZINE...A DAILY HABIT 








How They Fared ... 


First 

Half, 

1957 
145,840 
135,551 
45,055 
32,047 
24,231 
10,707 
7,971 
6,567 
3,789 
1,719 
351 
8,984 


First 
Half, 
1958 


Make 


Chevrolet 


43,139 


Studebaker 
a 
Brockway - 
Miscellaneous** 


Total .... 422,812 


Percent 
Share of 


Commercial Car Registrations 


By Makes 


First Half, 1958 vs. 1957 


Percent 
Share of 


°68 Market °57 Market 


35.26 
28.36 
12.41 
7.35 
5.44 
2.59 
1.71 
1.61 
65 
40 
ll 
4.11 


100.00 


* White includes Autocar, Freightliner, Reo and Sterling. 


** Misceliancous includes Corbitt, Diveo, 


Herrington, Peterbilt, etc. 


—Compiled from R, L. Polk & Co. data. 


Four Wheel Drive, 


34.49 
32.06 
10.66 
7.58 
5.73 
2.53 
1.88 
1.55 
-90 
Al 
-08 
2.13 


100.00 


Kenworth, Marmon- 


+1. 
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But Farm Demand Holds Up... 





Truck Registrations 


By Kenneth C, Kelley Jr. 

Staff Writer 
ea registrations hit a 
1 postwar low in the first half 
of this year with the farm demand 
providing the only visible element 
of strength in an otherwise weak 
market. 

Sales in the first six months 
totalled 347,589 units, down 17.79 
percent from the 422,812 registra- 
tions in the like period of last 
year, according to data from R. 
L. Polk & Co. 

The first-half total for this year | 
is the lowest for any comparable} 
“normal” period since the first six 
| months of 1940 when registrations 
totalled 291,118 units. 

In the first half of 1946, when | 
postwar production was just get- 
ting under way, sales totalled 231,- 
069, chiefly because registrations in 








Sag to Postwar Low 


the first quarter were well below 
100,000 units. 
& Ed * 

HE trucks sold in the first half 

of this year barely covered re- 
placement needs. Scrappage figures 
just released show that about 309,- 
000 trucks have been scrapped per 
half year for the last five years, 
within 40,000 units of the total 
number of trucks sold so far this 
year. 

The farmer is apparently the 
only customer who is staying in 
the truck market this year. In the 
first half, 44 states and the District 
of Columbia reported reduced truck 
sales. 

Registrations were up in four 
states — Iowa, Kansas, Nebraska 
and South Dakota. In these four 
states, sales were up 8.58 percent, 
compared to the 17.79-percent 
drop in the entire nation, 

June sales amounted to 63,995 





THE PLAN 


THAT TELLS YOUR TIME PROSPECTS 10 
FINANCE WHERE YOU BUY" 
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ONTIAC * OLDSMOBILE + BUICK * CADI 





Again this summer, GMAC’s national spot radio campaign 


gives helpful service to motorists every weekend 
with local traffic bulletins and tips on car care 
and safe driving. The car buyer is reminded 


the GMAC Plan. 


NS, 


LLAC new cars, and 


s 


to see his General Motors Dealer who uses 


TIME BUSINESS 


PROFITABLE 


BUSINESS 


used cars of all makes 









units, up 1.20 percent from the 63, 

238 for May but 10.29 percent belo 

the 71,335 for June of last year. 
* * * 
















HIRTEEN states and the Di 

trict of Columbia reported ing 
creased registrations in June. Te 
of these states are predominan 
agricultural — Arkansas, Colorado, 
Idaho, Iowa, Kansas, Minnesota 
Nebraska, Nevada, North Caroling 
and Wisconsin. 

The other three—lIllinois, Mary- 
land and Missouri—have large farm 
markets for trucks. 

Despite a sharp drop in sales, 
California was able to remain the 
top truck-buying state in June. The 
top 10 states and their registrations 
for this June and last, were: 
























































June, June, 

1958 1957 
1. California ......... 6,588 7,870 
> SED. dngutilondiictans 5,423 5,731 
3. Pennsylvania .. 3,314 3,622 
4. New York ........ 3,291 4,171 
> ee 2,693 2,550 
ee . 2264 2,984 
7. Missouri ............ 2,261 1,596 
8. Michigan .......... 1,993 2,881 
9. Florida .............. 1,800 1,989 
Fo ee 1,715 1,172 


Chevrolet remained the top- 
selling truck in June, although reg- 
istrations were off by more than 
1,000 units, In fact, all producers 
had fewer sales in June with the 
exception of Brockway and the 
miscellaneous group. 

oe * + 
oe producers and their regis- 
trations for this June and last 
were: 








June, June, 

1958 1957 
Chevrolet. ............ 23,646 24,735 
IN seciieeiitisicincssentieit 19,327 24,529 
International ...... 6,753 7,015 
Are 4,392 4,651 
IED. ‘Siecsecsnalibdies 3,123 3,849 
MID ssicidintatceds 1,479 1,741 
SUI acisttisilenticebpttdetaiaits 970 1,084 
a 873 1,253 
Studebaker .......... 353 492 
Diamond T .......... 225 267 
Brockway ............ 69 44 
Miscellaneous ... 2,785 1,675 
a 71,335 


For the first half of this year, 
Brockway and the miscellaneous 
group showed increases in units 
sold and percent of market cap- 
tured. All other producers sold 
fewer units, although Chevrolet, 
International, Willys and Mack 
were able to boost their shares of 
the market. 

” = > 
HOSE with increased shares of 
the market, their units sold, per- 
cent of market and percentage- 
point gains were: 

Chevrolet, 122,554 units sold, 35.26 
percent of the market, up .77 per- 
centage points; International, 43,- 
139 units, 12.41 percent, up 1.75 
points; Willys, 9,020 units, 2.59 per- 
cent, up .06 points; Mack, 5,610 
units, 1.61 percent, up .06 points; 
Brockway, 396 units, .11 percent, up 
.03 points, and miscellaneous group, 
14,291 units, 4.11 percent, up 1.98 
points. 

The manufacturers whose share 
of the market declined, their 
units sold, percent of market and 
percentage-point losses were: 

Ford, 98,559 units, 28.36 percent, 
down 3.70 points; GMC, 25,554 units, 
7.35 percent, down .23 points; 
Dodge, 18,896 units, 5.44 percent, 
down .29 points; White, 5,928 units, 
1.71 percent, down .17 points; Stude- 
baker, 2,252 units, .65 percent, down 
25 points, and Diamond T, 1,400 
units, .40 percent, down .01 points. 





Iowa Assn. Slates § 


11 District Parleys 


DES MOINES.—The Iowa Auto- # 
mobile Dealers Assn, will conduct 
11 district meetings during Septem- 
ber. 

The sessions will include an ad- 
ministrative workshop for dealer- # 
ship bookkeepers and office man- # 
agers and a dealers’ conference at # 
which delegates will discuss dealer 
problems which are the result of, 
or could be corrected by, legislation. 

A highlight of the meetings will 
be an evening program at which 
the Monroney price sticker law will 
be explained. 

Dates and sites of the meetings 
are: Sept. 2, Lake Okoboji; Sept. 4, 
Sioux City; Sept. 8, Clear Lake; 
Sept. 9, Fort Dodge; Sept. 10, Atlan- 
tic; Sept. 16, Dubuque; Sept. 17, 
Davenport; Sept. 18, Cedar Rapids; | 
Sept. 23, Ottumwa; Sept. 24, Des 
Moines, and Sept. 29, Waterloo. 

















The Bulletin publishes the largest amount of 










R og color advertising in Philadelphia 


CNT Ta am Eee LT 


reproduction—seven days a week 





The Evening and Sunday Bulletin—winner of two first prizes in the 2nd Annual Newspaper Color Conference—provides 





advertisers additional selling power in the giant 14-county Greater Philadelphia market. 


With some of the world’s most modern color equipment, The Bulletin gives product messages increased vitality and 


greater realism. And you can get the added impact of R.O.P. spot and full color in The Bulletin—Evening and Sunday. 


The Bulletin goes home .. . delivers more copies to Greater 


Philadelphia families every seven days than any other newspaper. 


Advertising Offices: Philadelphia - New York + Chicago. Representatives: Sawyer Ferguson Walker Company, Detroit 
Atlanta > Los Angeles * San Francisco * Florida Resorts: The Leonard Company, Miami Beach. 


IN PHILADELPHIA NEARLY EVERYBODY READS THE BULLETIN 






Jack Weed, Automotive News, 
Reports New Power Bond as “Answer 
to the Quality Battery Question.” 


DETROIT — Jack Weed, longtime 
Service and Truck Editor of Auto- 
motive News, was among the many 
trade paper editors from the United 
States and Canada who visited the 
Auto-Lite engineering laboratories 
on June 3 for a preview look at the 


ax? 


ted 





new Auto-Lite Sta-ful with Power 
Bond. 

Reporting in his “Backshop” col- 
umn in the June 16 issue of Auto- 
motive News, Editor Weed stated: 
“Two weeks ago I was one of a 
group of trade paper editors who 


ADVERTISEMENT 


|journeyed down to Toledo to at- 


tend the showing of a radically new | 


battery that the Auto-Lite people 
have brought out, one that to my 
mind at least, is an answer to the 
quality battery question. 


Toured Research Laboratories 


“Engineers, manufacturing men 
and research men took us through 
the various stages of the develop- 
ment of this new ‘storage box’—from 
the time when they first started 
analyzing why most batteries failed 
and what must be done in design 
and construction to build a battery 


that would actually live up to a 
longtime guarantee. 


Learn Battery Faults 


“They showed us why plates broke | 


away from the hangers, why the 
positive plates lost their ‘filling’, 
why separators became so badly 


torn and cut they failed to separate, | 


why acid seeped onto the top of 
the case, and all other causes of 
most battery failures. 


Development of Power Bond 
“Then they showed us the steps 





they had taken to design and make 
a battery that cures all of these 
battery ills to the extent that when 
they put a recognized current quai- 
ity battery and the new Sta-ful 
Battery with Power Bond on the 
‘shake’ test machine, the other 
good battery died after 55 hours of 
test and the new battery went on 
for 1,000 hours without damage 


No Price-War Threat 


“They know they have a battery 
they don’t have to price so it will be 
dragged into the ‘price’ competitive 
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market as soon as the blush of its 
newness wears off. So Auto-Lite has 
evolved a new merchandising pro- 
gram for this battery that will en- 
able a car dealer, for instance, to 
trade a customer out of a battery 
that comes as standard equipment 
in his car and still make money on 
the deal. And the company intends 


to put plenty of sales and promo-| 


tional ‘push’ behind it so that it 
will move in the hands of fran- 
chised vehicle dealers and the better 


‘Power Bond Being 
Announced to Car 


‘Owners This Week 


TOLEDO—Car owners everywhere 
will be hearing about Auto-Lite 
Sta-ful Batteries with Power Bond 
|starting this week in the Saturday 
|Evening Post. Spectacular two-page 


ADVERTISEMENT 


est and buying action. 

| Throughout the fall months, color- 
' ful selling messages will continue to 
tell the story of Power Bond and 
|remind motorists to see their Auto- 
Lite Battery Dealers for the finest 
| battery money can buy. Life, Look, 
Popular Mechanics, Popular Science, 
Outdoor Life, Field and Stream 
|and Sports Afield are among the 
|many top magazines on the sched- 
ule, in addition to the Post. 


chandising features of the Auto- 
Lite Sta-ful with Power Bond is 


number at the factory in the own- 
|er’s name. Customers welcome this 
feature because they know the fac- 
tory and Auto-Lite Battery Dealers 
throughout the world are standing 
behind their personal battery. 


50-Month Guarantee 


Power Bond leads the industry 
with a 50-month guarantee that 


| registration of every battery by serial | 


owners give dealers extra sales am- 
| munition to use in every sales talk. 


| Unmatched Profit Opportunity 


Backed by complete advertising 
|'and merchandising support, the 
Auto-Lite Sta-ful with Power Bond 
|gives the dealer an opportunity to 
“upgrade” his battery business for 
|more sales and more profit on every 
sale. He can trade high with Power 
Bond ... and he can sell Power 
Bond to new car owners. That’s be- 


types of independent garages and | announcement in full color is de- 
super-stations.” 


ANNOUNCING 





| Exclusive Registration Feature 
signed to stimulate maximum inter-| One of the many outstanding mer-| guarantee cards mailed directly to| profit and priced to sell. 





helps sell customers. Wallet size|cause Power Bond is priced for 











A battery that eliminates mechanical failure 


WZ 


4 


Auto-Lite sta-ful with Power Bond* 
...a great new advancement 
in battery engineering 


Power Bond, an exclusive new Auto-Lite development, eliminates 
a major cause of battery failure . . . plate-destroying vibration. 
Unique Power Bond construction works three ways to protect full 
starting power— 


1. Power-producing plates, protected by fibre-glass, are firmly 
anchored in place by plastic bonding. Even the most severe service 
can’t shake power-producing material loose. 


2. Power Bond construction eliminates leakage points found in 
ordinary batteries. Permanent resin seal bonds top to battery case, 
fully covers and protects power-conducting intercell connectors. 
Leakage failures are eliminated. Battery stays sealed and powerful. 


3. Rigid sealed-box construction gives maximum strength. Over- 
tight hold-down brackets and extreme under-hood temperatures 
can’t distort case and cause corrosive and power-robbing leakage. 


And new Power Bond incorporates the famous Sta-ful extra liquid 
reserve ... needs water only 3 times a year in normal car use! 


Every Auto-Lite Sta-ful with Power Bond is registered at the factory 
by serial number in the owner’s name! Both your Auto-Lite Dealer 
and the factory stand behind the superior Power Bond Guarantee. 
Ask for the new Auto-Lite Sta-ful with Power Bond. At Auto-Lite 
Battery Dealers everywhere. *PATENT APPLIED FOR 


even in the most severe service! 





“BREAKDOWN” TEST toughest ever made on batteries! Ordinary 
battery plates (left) have lost vital power-producing material 
and failed after only 55 hours of vibration testing. Auto-Lite 
Sta-ful with Power Bond (right) shows no damage at all after 
1000 hours in same test! Plates are still intact and delivering 
full starting power! 


WITH 


POWER BOND 


}¥&X REGISTERED 50-MONTH GUARANTEE 
IN NORMAL PASSENGER CAR SERVICE 


PURCHASER'S NAME Gordon Miller 

STREET ADDRESS 707 W. Third Street 

ary Elmira STATE New York 
DATE OF PURCHASE 8—-1-58 SERIAL NO. A-101,36 
MAKE & YEAR OF CAR =1955 Oldsmobile 





50-MONTH GUARANTEE! All owners of Auto-Lite Sta-ful 
Batteries with Power Bond receive a 50-month Guarantee card 
in wallet size that will be honored by any Auto-Lite Battery 
Dealer in the world. 


AUTO-LITE sta-ful wrrs POWER BOND 


DRY CHARGED... FRESH WHEN YOU BUY! e FOR MOST 12-VOLT SYSTEMS 


AUTO-LITE manufactures over 400 products, including Spark Plugs, Batteries, Wire and Cable, and Automotive Electrical Systems . . . sold throughout the United States and Canada. 
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TURNINGS ... 


~o Percent Less Rumble 
Claimed for New Gas 


AUTOMOTIVE NEWS, AUGUST 18, 1958 


By Joseph M. Callahan 


Engineering Editor 
AST CHICAGO, Ind.—Cities Service Oil Co.’s new anti- 
rumble gasoline will reduce rumble about 75 percent, 
according to Roy Dodgen, supervisor of the engine labora- 
tory at the Cities Service Technical Laboratory here. 
This gasoline, which was introduced throughout the coun- 


try last week, 


dustry’s first public answer 
to rumble, a machine-gun 


is the fuel in- ® 





|been fortunate in that for some 


| time its base gasoline stocks have | 


| consisted largely of alkylite, a type 


type noise that emanates from the|of hydrocarbon which tends to 
lower portion of engines which/|scavenge the deposits that cause 


have compression ratios of 9.5:1 


and above. 

Fuel and engine experts largely 
agree that there can be little fur- 
ther increases in compression 
ratios and engine efficiency until 
the rumble problem is licked. 


Cities Service’s solution consists 


rumble. 


Although Cities Service officials 
would say little further about the 
|contents of their anti-rumble gas- 
oline, it appears that this fuel con- 
}tains no revolutionary substance 


' . 
and is based on no unusual process. 
* * * 





principally of a phosphate-type ad- Ratios Going Higher? 


ditive plus the use of alkylite-based 
gasoline stocks. This company has 


NOW...HARRISON BUILDS AIR CONDITIONING 








UNDER THE HOOD 
Harrison's Custom “under the hood” system 
is available on the new Cadillac, Buick, 

Oldsmobile, Pontiac and Chevrolet. 


UNDER THE DASH 
New thrifty Cool-Pack fits snugly under 
the dash of the new Chevrolet, Pontiac and 
Buick and most 1958 Chevrolet trucks. 


— some time it has been known 


that phosphorous additives and 






non-aromatic (alkylite) based fuels 
have a minimizing effect on rum- 
ble. 

A significant point about this new 
fuel is that it indicates that one 
major fuel com- 
pany is convinced 
that engine com- 
pression ratios 
will continue to 
go higher. Rumble 
is not too serious 
a problem with 
engine ratios 
jranging from 
9.5:1 to 11:1, but 
it becomes in- 
creasingly serious ; 
after 11:1. 4d. M. Callahan 

While there is a general belief 
that ratios will continue to rise, 
a well-informed engineer re- 
ported last week that compres- 
sion ratios 
one number on 
Co. cars. 

Cities Service Oil Co., consists of 


Lufkin Opens Branch 


| OKLAHOMA CITY. — Lufkin 

Trailers has opened a factory 

branch here. Lufkin is noted for its 
| development of the straddle trailer, 
|which is popular for moving long 
beams since they can be loaded and 
| unloaded without help from other 
| equipment. 


59 Ford Motor 
















that have made Harrison 


for the world’s finest cars 
have a heating or cooling 
Harrison for the answer. 


a 









would decline about | 


_— 


three wholly-owned subsidiaries 
and three partly-owned subsidiaries 
which supply gas to about 17,000 
service stations in 38 states and 
Canada, first announced the anti- 
rumble fuel in the New York and 
Chicago markets in mid-July. 
od * * 


|| Distribution S pread 


TOP sales official said sale of 

the new fuel will spread “as 
quickly as we can expand from 
market to market and we expect 
to be in all our market areas by 
Aug. 15.” 

Although Cities Service officials 
| declined to give the name of their 
new additive, they said it was a 
mixture of two or three additives 
and that it was put into the gas- 
oline at the refinery loading docks. 

The additive will be placed in 
the company’s two premium fuels 
—Super 5D and the ultra-high 
octane 100 PLUS. The latter fuel 
is not available in all areas. A 
regular gasoline is also sold by 
Cities Service. 
| Discussing the additive, Dodgen 
said, “This is a phosphate-type of 
additive which minimizes rumble 
|from a deposit standpoint. There 





|are a number of other phosphate | 


additives on the market now. 
“Rumble is caused by high com- 
pression and high heat. This does- 


WAYS 






Now Harrison makes temperatures to order with 
two great automotive air conditioning systems 
... the sensational new “under the dash” 
Cool-Pack, and the famous Custom system that 
fits “under the hood.” Both systems are 

fast and efficient. And they’re backed by the 
superior engineering and quality craftsmanship 


a leader in the 


automotive heat transfer field for over 47 years. 
That’s why you'll find Harrison equipment 
—radiators, thermostats, oil coolers, heaters, 
defrosters and air conditioners—specified 


and trucks. If you 
problem, look to 


Sener 
[ARRISON 


AUTOMOTIVE AIR CONDITIONING 


#0Om tnt PROGHESS OF Tmt Past... 


oes Ime POM OF Tmt suruRE 


HARRISON RADIATOR DIVISION, GENERAL MOTORS CORPORATION, LOCKPORT, N.Y 





n’t mean that all high-compression 
engines give you rumble, although 
they are all prone to it. 

“Rumble occurs mostly in cars 
that are driven around the city 
and occasionally accelerated, Most 
of the rumble comes at 2,000-2,800 
r.p.m, which is 50-60 miles an hour. 
When you drive on the open high- 
Way you scavenge most of the de- 
posits.” 


* * 


Many Benefits Claimed 


ODGEN said this additive, 

which will replace the 5-D addi- 
tive as soon as it is used up, will 
have all the 5-D benefits plus the 
anti-rumble benefit. 

“This additive,” he continued, 
“seems to scavenge the deposits 
from the start in a new engine, 
minimizing the rumble consider- 
ably—as much as 75 percent. There 
is no known method of eliminating 
rumble 100 percent at present. 


“Certain hydrocarbons have a 
tendency to cause more deposits 
than others. Alkylite is the best 
type of fuel for engine cleanli- 
ness. Cities Service uses 85 per- 
cent alkylite in the Chicago area. 
This is a real good gas. Possibly 
not as much alkylite is used in 
other areas. We've cut the amount 
of aromatics we use.” 


He said that rumble can also be 
reduced by (1) reducing compres- 
sion ratios, (2) changing the igni- 
tion timing, (3) changing the air- 
fuel mixtures and (4) reducing 
jacket temperatures. 


“The shape of the combustion 
chamber also affects rumble,” he 
explained. “If you have a lot of 
corners in the chamber, your de- 
posits will not scavenge as well, 
causing auto-ignition and pre- 
ignition. It’s a good idea to have 
polished or machined combustion 


chambers.” 
. > > 


Work with Du Pont, Ethyl 


E SAID that Cities Service re- 

searchers have been working 
on the rumble problem for some 
time at the company’s research 
laboratory in Cranberry, N. J. 
Other Cities Service research labs 
are in East Chicago and Lake 
Charles, La. He added that DuPont 
Co. and Ethyl Corp. also have been 
working with Cities Service on the 
problem. 

“We were unable to learn which 
part of the engine was vibrating 
with this rumble,” he commented. 
“Some people think it’s the bear- 
ings or piston rings. I don’t be- 
lieve this, although it does sound 
like it.” 

Asked for his personal opinion 
about higher compression engines, 
Dodgen said that he would favor 
less compression because after a 
certain point the benefits of higher 
compression don’t pay off. 

“You reach a point where the 
added efficiency is not worth the 
increased fuel costs and the extra 
maintenance for spark plugs and 
other things,” he said. 


Dealer ‘Invasion’ 
Of Leasing Field 
To Be Discussed 


CHICAGO.—W hat to do about 
the dealer invasion of the car- 
leasing field will be discussed at a 
special policy meeting of directors 
of the Car and Truck Renting and 
Leasing Assn. here Aug. 21-22. 

CATRALA President J. B. Heck- 
ert said a membership policy com- 
mittee has been conducting a study 
of member attitudes on several 
association problems, “including the 
matter of the supposed entry into 
this business by automobile deal- 
ers.” 

“This refers not only to those 
schooled by the National Automo- 
bile Deaiers Assn., but also a 
myriad of others being urged into 
the business by factory representa- 
tives,” Heckert added. “The big 
producers all have manuals on 
leasing.” 

The directors also will study ways 
to capitalize on a two-month delay 
by the Interstate Commerce Com- 
mission on its proposal to let com- 
mon carriers enter the leasing 
business. 


Sanders Plans Building 
FRESNO, Calif.—Plans for a 
new $100,000 headquarters at E. 
Tulare and Orchard Sts. in Fresno 
have been revealed by Frank J. 
Sanders, Lincoln-Mercury dealer. 
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Sales Conditions in Various Areas .. . 





Auto Market Reports 


Minneapolis 

Registrations of new cars in Hen- 
nepin County (Minneapolis) in July 
lagged behind June, according to 
Finance and Commerce, business 
newspaper. 

July registrations totalled 2,017, 
compared with 2,102 in June. In the 
first seven months, 1958 registra- 
tions numbered 19,765, a drop of 
12 percent from the 1957 total of 
22,482. 

Chevrolet continued to lead 
sales in July and was well ahead 
of both Ford and Plymouth. By 
makes, registrations were: Chev- 
rolet, 568; Ford, 365; Plymouth, 
200; Rambler, 152; Pontiac, 133; 
Oldsmobile, 126; Buick, 111; 
Dodge, 61; Mercury, 57; Cadillac, 
56; Chrysler, 39; Volkswagen, 21; 
DeSoto, 19; Studebaker, 13; Lin- 
coln, 7; Packard, 7; Edsel, 4, and 
miscellaneous, 78. 

New-truck registrations during 
July totalled 206, compared with 
207 in June. By makes: Chevrolet, 
59: Ford, 56; International, 41; 
GMC, 13; Volkswagen, 13; Dodge, 
7: Mack, 4; Diamond T, 3; Stude- 
baker, 3; White, 3; Willys, 3, and 
Diveo, 1—(Donald M. Lyons.) 


> + + 


Salt Lake City 


A total of 763 new cars and 195 
new trucks were registered in Salt 
Lake County (Salt Lake City) dur- 
ing June, compared with 980 cars 
and 159 trucks in May. 


By makes, June registrations of| 
Chevrolet, 264;)| 


new cars were: 
Ford, 143; Plymouth, 49; Oldsmo- 
bile, 39; Buick, 31; Rambler, 29; 
Pontiac, 28; Mercury, 24; Edsel, 17; 
Cadillac, 14; Dodge, 12; DeSoto, 10; 
Chrysler, 6; Lincoln, 1; Studebaker, 
1, and miscellaneous, 95. 

Truck registrations included: 
Ford. 60; Chevrolet, 57; 
tional, 42: Dodge, 9; Willys. 9; 
GMC, 5: Divco, 1; FWD, 1; Ken- 


Interna- | 





worth, 1; White, 1, and miscellan-| 
eous, 9.—(W. F. Smiley.) 


St. Louis 


There has been little change in| 
the retail registrations reported by| 
St. Louis dealers in the past few | 
months. 

New-car registrations to date this 
year are 26,994, down from 30,953 in 
the same period of 1957. 

A year ago, foreign cars were | 
taking just under 1.5 percent of 
the market. This year, they are 
claiming just over 3.5 percent. 

The cleanup of 1958 models, which 
was viewed with optimism 60 days 
ago, does not look quite so rosy! 
now. It appears there will be no! 
shortage of ’58s—there may even be| 
a substantial carryover. ! 

Labor contracts have held the 
attention of St. Louis dealers since 
the pacts expired May 31. Final set- 
tlement is still a matter of doubt.— 
(Sam X. Hurst.) 

- 








o > 
° | 
Washington 

Dealers in the National Capital) 
area sold 1,601 new cars during 
July, compared with 1,435 in June 
and 1,832 in July a year ago. 

By makes, registrations were: 
Chevrolet, 444; Ford, 299; Plym- 

outh, 178; Oldsmobile, 83; Pontiac, 
76; Rambler, 68; Buick, 49; Mer- 
eury, 48; Chrysler, 47; Cadillac, 
45; Dodge, 45; DeSoto, 23; Lin- 
coln, 10; Imperial, 9; Edsel, 7; 
Studebaker, 5; Metropolitan, 4; 
Packard, 2, and miscellaneous, 
159. 

New-truck registrations, up to 219 
in July from 189 in June, were 
divided as follows: GMC, 99; Chev- 
rolet, 45; Ford, 24; International, 
17; Dodge, 11; Willys, 5; Mack, 4; 
White, 4; Divco, 2, and miscellan- 
eous, 8.—(William Ullman.) 

- ” * 


Los Angeles 
A total of 15,586 new cars were | 
registered in Los Angeles County 
during June, compared with 16,018 
a month earlier, according to 
Donnelley’s Motor Recorder of Cal- 
ifornia. 
Chevrolet 


increased its lead in 


June; Rambler moved up from sixth 
to fifth; Buick dropped to ninth 
Place, and Renault jumped ahead of 
Volkswagen. 
June registrations by makes 
were: Chevrolet, 4,635; Ford, 3,240 


(including 437 Thunderbirds) ; 
Plymouth, 1,310; Oldsmobile, 578; 
Rambler, 562; Cadillac, 510; Pon- 
tiac, 435; Dodge, 419; Buick, 400; 
Mercury, 349; Renault, 307; Volks- 
wagen, 258; Volvo, 248; MG, 206; 
Fiat, 196; Triumph, 183; Chrysler, 
182; Hillman, 149; Opel, 118; De- 
Soto, 116; Simca, 96; Lincoln, 94; 
English Ford, 91; Edsel, 88; Peu- 
geot, 86; Metropolitan, 81; Stude- 
baker, 77; Borgward, 61; Morris, 
61; Vauxhall, 55; Imperial, 53; 
Jaguar, 50; Austin-Healey, 49; 
Mercedes-Benz, 45; Porsche, 25; 
Isetta, 24; DKW, 21; Alfa Romeo, 
19; Lioyd, 18; Citroen, 17; Sun- 
beam, 13; Packard, 6, and mis- 
cellaneous, 34. 

Commercial-car registrations were 
2,291 in June, compared with 2,146 
in May. 

Registrations by makes were: 
Chevrolet, 961; Ford, 835; Interna- 


tional, 122; GMC, 93; Volkswagen, | 
89; Dodge, 76; Willys, 22; Mack, 14; | 


Fiat, 11; Freightliner, 11; Peterbilt, 
8; White, 6; Diamond T, 5; English 
Ford, 4; Studebaker, 3; Kenworth, 
2; Reo, 2, and miscellaneous, 27.— 
(William Carroll.) 
* = + 
Detroit 

A total of 8,452 new cars were 
sold in Wayne County (Detroit) 
during July, compared with 8,084 
in June. 

Registrations by makes (with 
percent of market penetration in 
parentheses) were: Chevrolet, 2,539 
(30.04); Ford, 1,922 (22.74); Plym- 
outh, 767 (9.07); Mercury, 644 (7.62); 
Oldsmobile, 457 (5.41); Buick, 390 
(4.61); Rambler, 350 (4.14); Dodge, 
292 (3.46); Pontiac, 289 (3.42); Cad- 
illac, 279 (3.30); DeSoto, 111 (1.31); 
Chrysler, 74 (0.88); Edsel, 40 (0.48); 


| Lincoln, 25 (0.29); Imperial, 19 


(0.22); Studebaker, 16 (0.19); Pack- 
ard, 1 (0.01); Willys, 1 (0.01), and 
miscellaneous, 238 (2.82). 


amounted to 302, compared with 
539 in June. By makes, registra- 
tions were (percent of penetration 

in parentheses): Chevrolet, 1438 

(47.35); Ford, 55 (18.21); Interna- 

tional, 28 (5.63); Dodge, 21 (6.96) ; 
Mack, 21 (696); GMC, 17 (5.63); 
Diamond T, 5 (1.66); Autocar, 3 

(0.99); White, 3 (0.99); Willys, 2 

(0.66); Diveo, 2 (0.66); Stude- 

baker, 1 (0.33), and miscellaneous, 

1, (0.33). 

Used-car sales in July numbered 
11,021, compared with 9,886 in June. 
Used-truck sales totalled 380 in 
July, compared with 369 in June.— 
(Robert M. Lienert.) 


* * > 


Birmingham, Ala. 

Sales of new cars in Birmingham 
dropped to the lowest point in 
many months in July, with the total 
of 1,025 falling 175 units below 
June’s 1,200. 

Imports accounted for nearly 8 
percent of total sales. 

Registrations by makes were: 
Chevrolet, 336; Ford, 234; Oldsmo- 


1, and miscellaneous, 14.— (Stuart 


Riddle.) 
* * *¢ 


Sioux City, Ia. 

New-car sales in Woodbury 
County (Sioux City), Ia, in July 
amounted to 263, compared with 
278 in June. 

By makes, they were: Chevrolet, 
75; Ford, 62; Plymouth, 26; Buick, 
17; Oldsmobile, 16; Pontiac, 16; 
Mercury, 10; Cadillac, 8; Dodge, 7; 
Rambler, 7; Chrysler, 5; Volks- 
wagen, 4; Edsel, 3; DeSoto, 2; Im- 
perial, 1; Lincoln, 1, and miscel- 
laneous, 3. 

New-truck registrations num- 
bered 73, compared with 62 in the 
previous month. Registrations were: 
Chevrolet, 32; Ford, 15; Diamond T, 
10; International, 8; GMC, 2; Mack, 
2; Volkswagen, 2, and Kenworth, 2. 

> = = 


Columbus, O. 
New-car registrations in metro- 
politan Columbus (Franklin County) 
held fairly steady in July but re- 
mained far below the year-ago 


bile, 74; Plymouth, 72; Buick, 52;/| level. 


Pontiac, 50; Rambler, 23; Mercury, 
22; Cadillac, 20; Fiat, 19; Chrysler, 
18; Renault, 18; Dodge, 14; Volks-| 
wagen, 14; DeSoto, 9; Morris, 7 
Lincoln, 6; Studebaker, 5; Simca, | 


New-t ruck registrations |4; Volvo, 4; Metropolitan, 2; Edsel, | 


The total of 1,806 fell only 27 
vehicles below the June figure, but 
was 662 units or 26.8 percent below 
July a year ago, according to a 
report by the clerk of courts in 

(Continued on Page 62, Col. 1) 














© lew way to boost service profits... 


PLANNED STORAGE WITH REPUBLIC PARTS BINS 


Parts and service can be big profit boosters when you 
put Republic Flexi-Bilt Parts Bins to work. Orders 
fic w in, items flow out because storage space is uti- 





Ed Lawless Buick Company, new car dealer in the Detroit area, bas 
put Republic Bins to work in the Parts Department. With Republic 
Flexi-Bilt Parts Bins on the job, parts, numbers, prices can be tagged 
clearly and easily for greater stock control efficiency. 


REPUBLIC STEEL 


BERGER DIVISION 


Canton 5, Ohio 


lized efficiently. 


Factory-trained experts eliminate the unknown fac- 


tor of lost, strayed, and stolen 


parts because they can 


help you control inventories through engineered 


planning. 


With Republic Flexi-Bilt Parts Bins, shelves can be 
rearranged in seconds. Simply lift, pull, and reposition. 
Turn your inventory control problems over to 
experts. Call your Republic-Berger representative, or 


write direct. 


Speer gry SEED GD GD aD Gee aaa SEE ESE EDGED aay 


REPUBLIC STEEL CORPORATION 


BERGER DIVISION 
DEPT. C-6167 


1078 BELDEN AVENUE - CANTON 5, OHIO 
Please send additional information for the following: 


I 

i 

| 

| 

| 

1 & Republic Flexi-Bilt Parts Bins 
0 Have representative call 
| 

| 

i 

| 

| 
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Dealer "Ace in the Hole’... 





Where Security Lies 


INCE World War II, new-car dealers have been buffeted 
from many sides. Some of it has been due to the dealers’ 
own negligence; much of it was not. 


After new-car production was cut off following Pearl Har- 
bor, dealers were in despair but soon found they could make 
a reasonable profit on service and used cars. Then followed 
the lush days of 1946-50 when profits came easy—under the 
table in the case of many unscrupulous dealers. 


The early °50s brought other problems, notably the 
rapid rise of wheel-and-deal outlets. Dealers fretted and 
stewed, but were saved momentarily by the Korean war. 
Came 1955 and a record-breaking year in new car sales, 
reached through a gigantic giveaway and lengthy financing 
terms. 


Through most of these postwar years, service was only 
a byword for most dealers. Lacking depression-day experi- 
ence, many postwar dealers believed the propaganda that 
the backshop was chiefly to condition new cars. The corner 
service station began to chip away at the new-car dealers’ 


business. 

' The past year should be a revelation to most dealers. 
With new-car sales off sharply, they have had to look to 
their shops for a living. Unfortunately, not all dealers have 
been able to build up sufficient service business to keep their 
doors open. 


For those dealers still left, we feel it is not too late to 
make an earnest effort to establish their shops on a sound 
and profitable basis. In this issue, Automotive News has 
gathered from many sources service and parts information 
that heretofore has not been available to dealers in all 
lines. 

We believe these articles will enable every new-car dealer 
to improve his service and parts profits—to insure that he 
no longer need depend solely on new cars for a livelihood. 





Coming 
Events 


Dealer Conventions 


Aug. 17-18—Georgia Automobile Dealers 
Assn., General Oglethorpe Hotel, Sa 
vannah. 

Aug. 22-23—National Auto Auction Assn. 
annual convention, Hotel Bismark, 
Chicago. 

Sept. 5-7—Maine Automobile Dealers 
Assn., Eastland Hotel, Portland. 


Sept. 7-9—Colorado Automobile Dealers 
Assn., Antlers Hotel, Colorado Springs, 

Sept. 7-9—Wyoming Automobile Dealers 
Assn. Lander, Wyo. 

Sept. 8 — New Hampshire Automobile 
Dealers Assn., Farragut House, Rye 
Beach, N. H. 

Sept. 89—Minnesota Automobile Dealers 
Assn., Leamington Hotel, Minneapolis. 

Sept. 14-16—Michigan Automobile Dealers 
Assn., Pantlind Hotel, Grand Rapids. 

Sept. 21-22—Kentucky Automobile Dealers 
Assn., Inc., Sheraton-Seelbach Hotel, 
Louisville. 

Sept. 21-23—Ohio Automobile Dealers 
Assn, The Neil House, Columbus. 

Sept. 21-23—New York State Automobile 

ealers, Lake Placid Club, Lake Placid. 

Sept. 21-23—Automotive Trade Assn. of 
Virginia, Cavalier Hotel, Virginia Beach. 

Sept. 21-23—New York State Automobile 

ealers, Inc. 35th Annual Convention, 
Lake Placid Club, Essex County, N. Y, 

Sept. 22-23—Wisconsin Automotive Trades 
Assn., Schroeder Hotel, Milwaukee. 

Oct. 19-2i—Florida Automobile Dealers 
Assn., Eden Roc Hotel, Miami Beach. 

Oct. 25-27—Arkansas Automobile Dealers 
Assn. Hotel Arlington, Hot Springs. 

Oct. 27-29—New Jersey Automotive Trade 
Assn. Chalfonte-Hadden Hall Hotel, 
Atlantic City. 

Nov. 8-10—Texas Independent Automobile 
Dealers Assn., Texas Hotel, Fort Worth. 

Nov. 12—Connecticut Automotive Trades 
Assn., Hotel Statler, Hartford. 

Nov. 16-18—Mississippi Automobile Deal- 
ers Assn., Buena Vista Hotel, Biloxi. 
Nov. 16-18—National Independent Auto- 
mobile Dealers Assn., Edgewater Beach 

Hotel, Chicago. 

Dec. 3—Utah Automobile Deslers Assn., 
Newhouse Hotel, Salt Lake City. 

Dec, %—Milwaukee County Automobile 
Dealers Assn., Milwaukee Athletic Club, 
Milwaukee. 

Jan. 31-Feb. 4—National Automobile 
Dealers Assn., Chicago. 

Feb. 22-23—Louisiana Automobile Dealers 
Assn., Roosevelt Hotel, New Orleans. 


March 1617—Automobile Dealers Assn. 
of North Dakota, Bismarck. 
May 17-19 — Idaho Automobile Dealers 
Assn., Boise. 
* * * 
Auto Shows 


Sept. 26-Oct. 4—Commercial Motor Show, 
Earls Court, London. 

Oct. 419—Texas State Fair Automobile 
Show, Dallas. 

Oct. 22-Nov. i—Motor Show, Earls Court, 
London. 

Nov. &16—Turin Auto Show, Turin, Italy. 

Nov. 21-30—St. Louis Auto Show, St. Louis. 

Nov. 22-29 — Philadelphia Auto Show, 
Philadelphia. 

Nov. one Auto Show, Artillery 


Armory, roit, 
Jan. 9-18—Midwest Auto Show, Municipal 
Auditorium, Minneapolis. 

Jan. 10-17—Pittsburgh Auto Show, Hunt 
National Guard Armory, Pittsburgh. 
Jan. ee Auto Show, Inter- 

national Amphitheatre, Chicago. 
Jan. 22-27—Tampa Auto Show, Fort 
Hesterly Armory, Tampa. 
Feb. 19-23—Albuquerque Auto Show, State 
Fair Coliseum Bidg.. Albuquerque. 
Apr. 6I!—Denver Auto Show, Denver 
Auditorium, Denver. 
* * - 


General 


Aug. 27-30—Automotive Parts Rebuilders 
Assn.. National Convention and Trade 
Show, Conrad Hilton Hotel, Chicago. 

Sept. &1!—National Truck Leasing - 
tem, i4th Annual Meeting, Blackstone- 
Sheraton Hotel, Chicago. 

Oct. 6-8—Truck Body & Equipment Assn., 
iac., convention - exhibit, Ambassador 

Hotel, Atlantic City. 

Oct. 13-19 — International Foreign Car 
Show, Mechanics Exposition Bidg., Bos- 
ton. 

Nov. 3-6—Automotive Warehouse Distrib- 
utors Assn., Inc., Muehlenbach Hotel, 
Kansas City, Mo. 

Nov. 16-2i—American Trucking Assn. An- 
nual Convention, Miami Beach, Fla. 
Jan. 25-Feb. !—International Foreign and 
Sports Car Show, Dinner Key Audi- 

torium, Miami. 

Jan. 31-Feb. 4—National Automobile Deal- 
ers Assn., Equipment Show, Chicago. 
Feb. 2-5—Automotive Accessories anu- 
facturers of America Exposition, New 

York Coliseum, N. Y. 

Feb. 2-5 — 32nd Automotive Accessories 
Mfgrs. of America Exposition, New York 
Coliseum, N. Y. 


20 Years Ago... 


The Big Stories 


A territory security plan with almost automatic enforcement provi- 
sions was announced in 1938 by Chevrolet. Under the plan a dealer 
infringing another dealer’s territory would pay a sales adjustment 
fee of $25 to the infringed dealer if the payment is voluntary, and 
$35 when no voluntary payment has been made. 

A high-grade moron makes the best driver and a college professor 
the, worst, J. S. Barker, National Safety Council expert, said in 1938. 
“A moron knows his mental limitations and realizes his entire atten- 
tion must be given to the task of driving,” he said. “But a professor 
has too much to think about and lets his mind wander from his 


driving.” 


Top 10 cars in registration were Chevrolet, 248,928; Ford, 212,437; 
Plymouth, 142,103; Buick, 83,245; Dodge, 56,565; Pontiac, 52,223; Olds- 
mobile, 49,292; Packard, 26,454; Chrysler, 26,084, and Hudson, 21,802. 





Automotive Cartoon 


Of the Week 


“Sure! Browse around and when you spot some model 
you like I'm sure one of the salesmen will be available.” 





Letterbox 
‘Condolences ...... 


This is an open forum for the discussion of any subject of interest to our 
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readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 


are too easily locked with power 
brakes, which of course is fatal 
on slippery road surfaces. 

This letter has been inspired by 
the many articles I read in news- 
papers and magazines written by 
those purporting to set forth the 
views of the manufacturers as to 
what they think are the causes and 
what they think might be possible 
remedies for this rather terrific 
slump in sales. 

Perhaps it is the writers rather 
than management that give one 
the impression that industry lead- 
ers are stumped and running in 
circles. The indecision over the 
small car, together with the lack 
of any definite, clear-cut ideas as 
to size, design and power, is one 
example. 

Small-car sales are not too 
great as yet, and for two very 
good reasons. Present shipping 
facilities can handle not over 
300,000 cars per year by giving 
preference, without which about 
250,000 units is the maximum 
steamship capacity. The dealer 
in foreign-built, moderate-priced 
economy cars cannot allow a 
prospect for his present (do- 
mestic) car what a dealer in 
them can and will allow. 


This difference in tradein allow- 
ance will buy from one to three 
years’ supply of gasoline and oil. 
However, there are other consider- 
ations that a prospect may think 
worth enough for him to accept 
a lower tradein allowance — less- 
frequent trips to a garage, the 
greater mileage before major over- 
haul and the much smaller cost 
of it. 

I have just purchased a German- 
built Ford—the Taunus 17M De- 
Luxe. Why? Because it was brought 
over by a service man and was 
traded in on a Ford station wagon 
to provide room for several chil- 
dren. The dealer made me a deal, 
taking in a ’51 Mercury wagon 
that placed this car within my 
reach. 

I realized it was not a 
(Continued on Page 62, Col. 2) 


Some Advice for Big 3 


May I be granted space in your 
paper to express condolences to the 
Big Three for the situation they 
find themselves in (with possibly 
a sly “I told you so”) together with 
some suggestions . . .? 

It is apparent that in surveys 
via questionnaires and contest 
blanks, the daydreams of teen- 
age “hot-rodders” have been mis- 
taken for the tastes and prefer- 
ences of their parents .. . 

Possibly many mobile home 
owners have expressed a desire 
for more power—but they should 
have sought that in ton or ton- 
and-half trucks. No doubt there 
are a few who would like to ‘put 
on the dog’ with a big, showy car, 
until they find out how much it 
costs to license it, to operate 
and to maintain it and how much 
more it depreciates. 

Too late the buyers of these 
“juggernauts” have found that the 
addition of power steering and 
power brakes has only increased 
highway accidents and consequent 
injuries and fatalities. There is no 
feel of the road with power steer- 
ing, with a consequent tendency 
to “over-steer” on curves; wheels 





—From the files of Automotive News. 











The man who sells 


OLDSmoebilityy _ 


is backed by the features 
with new sales appeal! 
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| DS ivi O Bl L E So many folks say, “An Olds is a pleasure to own!” And Oldsmobile 
‘ 


AU T Hi oO te i Z t D dealers help to make it so. For they are careful to match Oldsmobile 


product quality with quality service—the kind of service that wins 


QU AL ' TY 4 E RV ICE repeat sales. In doing so, Olds dealers have helped Oldsmobile to 


enjoy traditionally high owner loyalty . . . a vital factor in Oldsmo- 


th ce kK i rn d th at wi n S bile’s solid leadership in the medium price class. Because so many 
ses 


sales start on the service floor, Oldsmobile backs its dealers’ fine 


con ti nu \ n | owner individual service performance with every possible research, 


technical and promotional aid—another reason why every year is 


conf idence j a great year to be an Olds dealer! 


OLS PAO BILE 
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AUSTIN 
CADILLAC 
CHEVROLET 
CITROEN 
CONTINENTAL 
DE SOTO 

DODGE 

ENGLISH FORD 
FIAT 
FORD/THUNDERBIRD 
IMPERIAL 
JAGUAR 
LINCOLN 
MERCEDES-BENZ 
MORRIS 
OLDSMOBILE 
PACKARD 
PEUGEOT 
PLYMOUTH 
PONTIAC 
RENAULT 

SIMCA 
STUDEBAKER 
TRIUMPH 
VOLKSWAGEN 





According to the latest traffic count: 








Why such traffic in Holiday? Simple enough: families with $7,500 a year or more 
(less than a fifth of U. S. families) buy more than a third of all the new cars sold. 
And you get an extra-heavy concentration of these best buyers when you advertise 


in Holiday. 

Holiday’s 875,000 families have incomes nearly triple the national average. They 
own 1.2 million cars... drive them a whopping 12.4 billion miles a year... buy more 
than 900 million gallons of gas and 42 million quarts of oil on the way. 

Little wonder that more and more automotive advertisers are choosing Holiday. 


HOLI DAY readers go more, do more, buy more! 


(op cars 

were atlvertise 
in HOLIDAY 
Magazine 

in the first 
6 months 

of 1958 
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VEHICLE INSPECTIONS POINT UP 


REAR 
VIEW 


MIRROR STEERING 


GLASS 


° 0 OOO 


12% 26% 41% 53% 59% 


PROFIT TARGETS FOR DEALERS 


REAR 
LIGHTS 
FRONT 
LIGHTS 


(*) 


17.6% 


BRAKES 


27.1% 


EXHAUST 


Tires SYSTEMS 


82% 9.3% 





Percentage of Vehicles That Failed Inspection— 


Recent inspection of more than three 


lenging service opportunities for automobile dealers. In every community—specifically, in your community—you can sove lives, 
win friends and make money doing so by going after this work. The figures above show the percentages of cors and trucks 


which failed to poss inspection. | 


million cars and trucks in the National Vehicle Safety-Check program indicated chol- 








N GOOD times or bad, the rent 

or rent equivalent of an auto 
dealership should not exceed 21.3 
percent of service and parts gross 
profit, claim factory experts who 
set expense limitations on what 
constitutes a profitable dealership. 

Some experts put this limitation 
as low as 17 percent of parts and 
service gross. 

Another limitation is given by 
these ex perts in the factories’ 
dealer development sections. Their 
job is to rescue dealers in trouble 
and finance new dealers who lack 
sufficient capital. This rent lim- 
itation runs between $25 and $40 
per new car sold. 

Thus, in times of slow car sales, 
a dealer may find himself well over 


Dealers Overlook 
Service Profits, 


Accountants Feel 


Experts Offer Advice 
On Allocating Costs 
To Find Shop’s Net 


By Kenneth C. Kelley dr. 
Staff Writer 

MAY auto dealers are making 

money on their service opera- 
tions and don’t know it. Shoddy 
accounting work prevents them 
from knowing just how much of 
their total profit comes from parts 
and service, many accounting ex- 
perts feel. 

To Help dealers find their true 
profit from service, these experts 
have given Automotive News some 
tips on the proper way to charge 
expenses and determine profit for 
each department, so that dealers 
may know where they stand for 
their own benefit. 

The experts agree on one warn- 
ing: These suggestions are 
worthless unless they are carried 
out. 

Factory accounting systems and 
accounting manuals generally call 
for the proper charging of expenses. 
When the systems and manuals are 
followed in a half-hearted manner, 


mses are often charged incor- 
(Continued on Page 20, Col, 1) 


Service New Products 
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Factories Offer Profit ‘Know-How 


the new-car unit basis, but in a/ people and that, as a department 
| good profit condition when judged |store operator, he must be firm in 
by the gross from his service and| seeing that each department head 
parts department. |knows thoroughly the details of 

Ever since World War I, with|Tunning his department success- 
lears and trucks selling readily, | fully. And the dealer must check 
|many dealers have not paid too| constantly to see that each depart- 
much attention to many guides that / ™ment operates efficiently and prof- 
enable a dealer to know where he _| itably. 
ig straying from a profitable oper- 
"ation. ha |He Can’t Be ’Chicken’ 

a | JF THE dealer gets “chicken” over 
Service Now Stressed I one head in his operation, that 
No. however, with business in| department may undermine the en- 

a highly competitive climate,|tire operation and put the dealer 

dealers are putting more emphasis |in a loss position. 

on building up service-and-parts-| And every dealer, to be success- 
sales volume. In doing this, they! ful, must know how te trim his 
also are building up their customer expenses without hurting the pro- 
following. | ductive capacity of his dealer- 

Service can be profitable | ship. The dealer who fires his 
whether expressed in dollars per service manager, when car sales 
new car sold, or in relation to | fall off for instance, may be do- 
covering a percentage of the en- | ing the very thing that will in- 
tire dealership overhead expense. | vite the sheriff in. 

Unfortunately, current factory! Great stress is placed on the 
| bookkeeping systems do not show) physical setup of the dealership 
|Service and parts profits as sep-| for a successful and well-balanced 
arate items. Perhaps one of the| operation. The building should be 
things most detrimental to service 
| profits is the frequent comparison 
of the percentage of absorption 
service provides. 

For this reason, many dealers | 
look upon the service department | 
not as a source of real profit, but) 
as a “necessary evil” contingent 
upon automotive retailing. 

And for this reason many dealers 
haven't given the parts and service 
departments the attention these 
two most important departments 
should have. 

- * = 
S ANY well-grounded automo- 
tive retailer recognizes, a deal- 
ership is a five-department busi- 
ness, all coordinated and dedicated 
to serving the motoring and haul- 
ing public at a profit. 

For dealers, who may be grop- 
ing in the dark about their busi- 
ness, Automotive News has out- 
lined in this story and in the 
accompanying table some of the 
basic cost limitations a dealer 
must respect, not only for his 
parts and service departments 
but for other departments of the 
business as well. 
When a dealer exceeds any of 
the limitations placed on expenses 
in other departments of his busi- 
ness, he may nullify the profits 
that accrue to a good parts and 

service operation. 

The dealer must realize that good 
management is the management of 


(Continued on Page 34, Col. 3) 
| 








past five years *** Parts sales 


easily accessible and should have | 
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Top Dealers View 
Service as Pivotal 


In Holding Profits 


By Jack Weed 
Service Editor 
7 out of eight nationally known new-car dealers in vari- 
ous parts of the nation, queried by AUTOMOTIVE NEws, 
rank a good service operation as the most important part 
of a successful dealer operation. 


Of course, each of them stresses knowledge of costs and 
all laid stress on the fact that @<—H#_—_ 


the automobile dealer runs a 


department store and every 
department must carry its own 
burden and make money. 


But dealers who have gone 
through all kinds of car selling 
weather, making money year in 
and year out, recognize that a 
sound service operation can off- 
set slow vehicle sales. 


In fact, Martin H. Bury, Phila- 
delphia Buick dealer, known to 
thousands of dealers for his books 
on dealer management, says that 
switching the emphasis on his sell- 
ing from vehicles to service brought 
his business out of a “going bad” 
condition right in the middle of the 
recent recession. 

> > > 


FIND out what some of the 
proven-quality dealers felt were | 
the vital things a dealer must do} 
to insure making a profit Automo- 
trve News asked these eight deal-| 
ers: “What would you look for first 
if your business was going sour or} 
you were interested in buying an-| 
other dealership?” 


Not a word was said about any 
department nor was service men- 
tioned in any way, yet six out of! 
the eight pointed out that good) 
service was mandatory. All said 
good service is vital to a profitable 
operation. 


Birkett L. Williams, Cleveland 
Ford dealer, said, “Service is 
probably the most important part 
of a dealership. That, too, should 
be profitable and the volume of 
profit should be such that the 
dealer derives from it enough 
| revenue to pay the entire cost of 


Here Are Factory Guides 
For Dealer Operation 


Eprror’s Nore: The rule-of-thumb cost guides of dealership 
operation outlined here are recognized by factory business man- 
agement experts as being of great aid to any dealer endeavoring 
to run a profitable retail automotive business. Dealers must 
realize, however, that with the automobile business being a busi- 
ness of variables, some percentages can change and the dealer 
can still be successful under exteniating circumstances. 


Service.—Service and parts gross should pay at least 65 percent 
of total fixed overhead *** Salaries in the service department 
should not exceed 22 percent of parts and service gross, 40 percent 
of customer labor gross or 18 percent of total labor sales (includ- 
ing body work in smaller dealerships *** Dealer should not try to 
operate a body shop on less than $5,000 a month business *** 

When administration of department exceeds 35 percent of gross 
profit on customer labor, something needs changing (first look 

to productivity of mechanics. If dealer is low on gross profits, 
first thing to check is whether proper and modern tools and 
equipment are being used to do the job efficiently) *** Shop 
should sell from 100 to 125 percent of available mechanic time. 

Shop should have 1.4 stalls per mechanic, in small shop, to two 
Stalls in large one *** One supervisory employe for each six me- 
chanics and order writers *** One service salesman for each 10 
mechanics *** One stall for each 110 cars in area *** Four me- 
chanics for every 100 new cars sold *** Customer service potential 
is based on 16 hours per unit annually of car make population 


potential based on $50 per unit 


(Continued on Page 28, Col. 3) 


running his establishment. It can 
and is being done. 

“With lots of dealers losing 
|money today, I do not know a 
dealer with a good service opera- 
tion who is having real trouble. He 
may not be making the amount of 
profit he made a year ago, but he 
is making a profit.” 

Harold D. Draper (Chevrolet), 
Saginaw, Mich., another dealer who 
is writing a book on dealer opera- 
tion, said: “**Your owners had 
better be your friends—because no- 
body can sell to an enemy. The 

(Continued on Page 23, Col. 1) 


Backshop 





ro the past three months I have 
been browsing in the field of 
| dealer profits; how dealers can be 
| assured of running a profitable op- 
eration in good times and bad, and 
| how a dealer, whose business is a 
little sour, can put his finger on 
the spots that are the “rat holes” 
of his operation. 

In my quest I have been asking 
a two-part question: What would 
you look for in a business you were 
| going to buy, and where would you 
look first, second and thereafter for 
|the leak in your business if it was 
going a little sour? 

All the “money making” deal- 
ers, to whom I have put the ques- 
tions, take me to task by saying 
in substance that both problems 
are unrelated and should be han- 
dled separately. Of course, I must 
be guided by the thinking of the 
sages who are doing a topnotch 
job, but somehow or other the 
answer to these questions should 
in many respects come out ap- 
proximately the same, I still 
think. 

Of course, I can understand that 
if a deal was going sour because 
of the wrong attitude being exhib- 
ited by either the dealer, or the 
working force that meets the pub- 
lic, it would be hard to cure unless 
the dealer himself would completely 
change his attitude toward his bus- 
iness. A change of ownership could 
quickly remedy this defect, if the 
physical facilities were okay. 

I can understand that location 
would have a much different bear- 
ing on the subject. A dealer would 
have to live with the location he 
owned or face a tremendous prob- 


lem to change that, while if he was 
(Continued on Page 31, Col. 1) 
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How the Parts and Service Gross Dollar Is Divided— 


Here is a leading car producer's analysis of recent service dollar-averages. Among 
suggestions offered for greater profit potential are use of all available space, careful 
study of non-productive labor and to make certain that tools and equipment are used 


to greatest advantage. 





10 Service Fundamentals 
Urged as Success Guide 


ERHAPS no one is in a better 

position to know what things 
many dealers are doing wrong or 
failing to do than the service ex- 
perts who work constantly with 
thousands of dealers in an en- 
deavor to aid dealers to get a better 
penetration of their service market, 
sell more needed service to the 
owners who come into the shop and 
organize the shop to take care of 
this work more efficiently and 
profitably. 

John E. Wolf Co., Oklahoma City, 
which employs field men doing this 
job on a national basis, has set 
down the 10 most important funda- 
mentals for the successful opera- 
tion of a franchised dealer’s serv- 
ice department. 

These tenets are as follows: 

1. Train your people to have a 
proper attitude toward your cus- 
tomers and their fellow workers. 
They will take their cue from the 
attitude of management. Remem- 
ber that good facilities and a good 
product are desirable, but real 
success comes from people, and 
how you handle them, both cus- 
tomer and employe. 

2. Have a firm customer relations 
program, based on fairness, estab- 
lished principles of operation and 
attention to the interest of both 
dealer and customers. Dealers 
should establish these principles and 
then, stay out of individual adjust- 
ments. Every man waiting on serv- 
ice customers must be familiar with 
warranty and policy adjustments, 
and have the absolute authority to 
make them, without consulting 
anyone else. 

“You gotta see Charlie” opera- 
tions in this field will badly damage 
customer relations. Train salesmen 
to refer all complaints directly to 
the service department and then 
quickly withdraw. No mechanical 
problems are resolved in sales de- 
partments or executive offices. 

. . * 
3 HAVE adequate service facili- 

* ties. Your service volume will 
have a direct relation to the amount 
of floor area available. 

If you cannot get sufficient floor 
Space, you can increase your po- 
tential by proper routing and dis- 
patch, use of stall lifts and selling 
added operations on repair orders 
being written. 

4. Keep adequate parts stocks 
that will support the model cars 
that are being worked-on in your 
shops today. In many cases, 75 per- 
cent of the dealer’s parts stocks 
are more than five years old, and 
from the standpoint of the late 
model cars in the dealer’s shop, 
most of his stock is obsolete and 
will not support the shop operation, 
even though it may still be return- 
ing a good volume of sales to other 
garages. 

5. Warrant your work on every 
job, and publicly invite the cus- 
tomer’s comments if he does not 
think he received full value for 
the cost of any job done in your 
shops. This will actually stop 
more complaints than it will start. 

6. Weed out of your operation 
those mechanics (“flate-raters”) who 
try to get paid for a job, and then 
deliver only part of the full opera- 
tion. They are cheating you and 





your customers, but you will get 
the credit for being the thief, if the 
customer detects it. 


7. Use a customer follow-up sys- 
tem that keeps you advised of your 
“inventory of customers,” your sales 
progress in relation to other deal- 
ers in your make of car in your 
general area, and that does not in 
any way suggest to the customer 
that he could get the work done in 
any other place, particularly at 
service stations. 

. > . 

8 USE an incentive pay plan that 

© gets service business on a “low- 
pressure” basis, and does not en- 
gender direct competition between 
floor serviee employes who meet 
the public. Relate it to items that 
the individual can check every day. 

9. Use a daily operating control, 

and let every man who controls 
or affects sales and expense know 
where he and his department 
stand, every day. 

10. Have an expense control plan 
that operates on a daily basis, and 
is liberally sprinkled with common 
sense. It should be subject to change 
on a moment’s notice, either up or 
down. Pare expenses with a sharp 
knife . . . don’t use an ax! 


Courtesy Heads 
List of What 


Customers Want 


EVENTY-FIVE businessmen, 
none of whom had any connec- 

tion with an automobile dealership 
or service station, recently were 
asked what they expected from the 
shop where they took their car. 

Their answers are listed below in 
the order in which they were given 
—a code of operation for any deal- 
er’s service department: 

1. That little but all important 
word “courtesy.” 
Good workmanship. 
. Fair prices. 
. Car ready when promised. 
Cleanliness. 
Priced according to estimate. 
Good facilities. 
. Employes neat and clean. 
Be advised regarding condition 
of car. 


OM AMP oN 






AUTOMOTIVE NEWS, AUGUST 18. 1958 


As Recommended by New York’s SASM ... 








Manager Do’s, Don'ts 


Eprror’s Note: This story repre- 
sents the combined thinking of 
the officers of the Society of 
Automotive Service Managers, a 
Greater New York nonprofit as- 
sociation dedicated to improving 
the abilities and standing of deal- 
ership service managers. 

+ + > 


Shop Setup, Organization 
1. Lay out space in service de- 
partment so that the greatest num- 


ber of customers can be given the 
best possible service. 


(a) Try to keep service entrance 
on the main street where it is easy 
to see and use. 


(b) Provide separate service en- 
trance and exit. (If exit is at back 
of shop or through a side lot, it 
should be paved and kept free of 
rubbish.) 


(c) Keep customer reception 
area near service entrance. 


(d) Cashier’s window should be 
close to customer entrance. 

(e) Keep aisles wide enough to 
prevent accidents and interruptions 
in traffic flow. (When planning 
aisles, entrance and exits, allow for 
enough space to maneuver cars 
easily and swiftly.) 

(f) Plan stalls wide enough for 
use to which they will be put. 

(g) Fixed equipment—hoists and 
front-end machines— should be 
placed where they will not interfere 
with traffic. 

2. Beware of lost space. 

(a) Don’t have productive space 
filled up with jobs that are expected 
to be sitting around for days or 
weeks. 

(b) Don’t clutter up productive 
space with spare parts, equip- 
ment and rubbish which belong 
elsewhere. 

(c) Move repaired cars off service 
floor immediately after completion 
of work to make production space 
available for next job. (Move re- 
paired cars to a parking lot adja- 
cent to the service dept. where cus- 
tomers may easily find them.) 

3. Set aside area for receiving 
and storing parts where it may be 
easily accessible, yet not interfere 
with regular flow of customer 
traffic. 

4. Keep shop neat and orderly 
—free of trash, scrap and cigaret 
butts. (Set up garbage containers 
in each stall—to be emptied each 
night.—Remember, a neat shop 
creates confidence in the quality 
of work put out by shop.) 

5. Set up tool racks and bins for 
supplies so that they are close to 
work stalls. 

6. Setup of shop should be flexible 
enough to slowly adjust to changing 
conditions. (It is cheaper to adjust 
layout frequently to meet changing 
conditions, than it is to make a 
major adjustment later.) 

7. If space is not sufficient to 
handle service load, lease space out- 
doors for car storage. 

(a) Body-work department with 
necessary tools and equipment 
can also be separated from serv- 
ice de mt. 

(b) Separate facilities for new- 
car conditioning will leave valuable 
space available for regular cus- 
tomers. 

8. Additional special tools or 
equipment—or better arrangement 
of present equipment—for maxi- 
mum efficiency. 

9. Better scheduling of work 


Trend Sheet Shows Averages by Dealer Size... 


How Does Your Internal Labor Stack Up? 


(As compiled by a leading car producer for 1957 and 1956) 
SELECTED ELEMENTS OF INTERNAL LABOR AS A PERCENT OF TOTAL LABOR 


INTERNAL LABOR 
(All Types Combined) 
As a Percent 
of Total Labor 


Year 4th Quar. Year 
957 1956 


Year 
1956 


SINGLE POINT 
349 & Under 


SINGLE POINT 


38.4 


Warranty & Policy 
Percent 


of Total Labor 


Year 4th Quar. Year 
1956 


1957 I 1957 1957 


37.0 3.1 4.8 12.6 


7.0 14.6 


9.5 


12 15.2 


New Unit Preparation 
and Free Service 
Percent 
of Total Labor 
Year 4th Quar. 
1957 1957 


throughout shop— perhaps stag- 
gered work hours to increase effi- 
ciency and output. 

+ * + 


Service Records 


1. Keep accurate service records 
so as to ascertain where waste and 
weak links are. 

2. Cut down materials waste. 

3. Tighten up weak links and 
eliminate waste and unnecessary 
time losses. 

4. Purchase wisely. (Don’t fall for 
gimmick or giveaway buying.) 

5. Do not overstock. 

6. Keep an accurately controlled 

running inventory. 

7. Set up a system for adequate 
parts followup. 

8. Control work load by keeping 
track of number of jobs assigned 
to each mechanic. (Be sure me- 
chanics check with you immediately 
on completion of job for further 
assignments.) 

9. Keep close check on small 
problems before they become big 
ones. 

10. Notify parts department in 
advance of material needed for up- 
coming jobs. 

= 


Customer Relations 


1. Do what the customer asks for 
—above anything else. 

2. Take customer’s viewpoint with 
regard to repairs. 

3. Make recommendations. 

4. Do not oversell a customer. 

5. Prepare customer for cost. 

6. Do not overcharge. 

7. Do not hit customer with hid- 
den charges. 

8. If bill is expected to exceed 
quoted price, inform customer 
before work is started. 

9. Get customer’s phone number 
and signature on all repair orders. 
(Have name printed clearly on lube 
tag on door so that it is easily 
read. Remember customer’s name 


—it will make him feel important. 

10. Prompt service—do not hold 
customer’s car longer than is neces- 
sary to do the work required. (Plan 
work systematically to avoid loss of 
time.) 


11. Work should be completed at 
time promised. (Allow some extra 
time on delivery promise.) 


12. Make appointments with cus- 
tomer in advance. 


(a) Means better service to cus- 
tomer. 

(b) More profitable use of me- 
chanic’s time. 

(c) Prevents slack days. 

(d) Time available to get neces- 
sary parts together before job is 
started. 

12, Treat car with same respect 
with which customer esteems it. 

(a) Keep car clean during and 
after work—this will also be indi- 
cative of the quality of work put 
out by the shop and the care exer- 
cised in servicing a car. 

13. Give quality workmanship 
and material. 

14. Test all work—large or small. 

15. Make customer aware that 
work is guaranteed. 

16. Always fulfill any promises 
made to ensure future confidence. 

17. Try to satisfy all customers— 
remember: If you don’t, someone 


else will. 
= +. . 


Control and Followup 


1. Customer control and followup 
system operates like a dentist’s 
periodic checkup notice. 

(a) Send out small batches of 
cards at a time to prevent over- 
flow which may be difficult and 
inefficient to handle at one time. 

(b) Also contact by phone. 

2. Send periodic inquiries for 
service suggestions. 

3. Personalize correspondence to 
customers. (Be sure name is spelled 
correctly.) 


But Bury Recovered in Time .. . 


‘A Colossal Blunder’ 





Eprror’s Nore: Asked by Auto- 
motive News for his views on 
service, Martin Bury, of Wilkie 
Buick, Philadelphia, wrote thus: 


Ascur 10 months ago I com- 
mitted a colossal blunder. Sales 
were constantly going down and 
expenses remained about the same 
and so I mistakenly, like many 
another dealer, made the great 
mistake of trying to balance the 
operation by just drastically cutting 
expenses. 

Fortunately, I recovered my good 
judgment in time, and now we are 
fast getting back to where we were 
before the current “recession” oc- 
curred. 

Until I committed my blunder, 
our service department regularly 
turned in between 80 and 100 per- 
cent overhead absorption figures. 
Month in and month out for more 
than a decade. And did so despite 
heavy fixed expense including ex- 
tensive advertising and a bunch 
of high-priced department heads. 

As a result of that advertising, 
new-car sales were booming, used- 
car inventories well-controlled and 
all departments were producing a 


Used Unit 
Recondi 


Percent 
of Total Labor 
Year 4th Quar.» 


Year 


19566 1957 


14.9 


1957 


13.3 128 166 13.7 


15.5 17.7 13.8 


' 
18.1 
15.8 


15.6 


16.3 122.8 





regular profit. Sort of a dealer's 
utopia. 


Then something called a reces- 
sion came along. I read about it 
and went right on with my work 
force and my advertising as previ- 
ously. The major portion of a six- 
figure annual advertising budget 
was devoted to new and used-car 
sales and institutional promotion. 
Not more than 10 percent was spent 
for service advertising. 

> * > 

ARNINGS declined somewhat, 

but were still moderately satis- 
factory. Then I began to read on 
all sides that drastic economies were 
in order. Factory representatives 
preached the need for cutting ex- 
penses if dealers wanted to sur- 
vive. On every side, dealers and 
their productive personnel were 
buffeted with pessimistic views 
about the state of business, until 
all of the members of my organiza- 
tion were convinced that business 


was bad. 
Moreover, they believed that 
nothing could be done about it. 


We'd just have to dig in and 
weather it. And of course, econ- 
omize. 

So we cut our work force by 
almost one-third. Our advertising 
budget was reduced from $9,000 
per month to $3,000. Momentarily, 
I forgot that no one had ever 
economized their way to a profit. 
Forgot it, that is, until I saw the 
operating figures tobogganing to- 
ward red ink, 

Brooding about the whole situa- 
tion one night when my overhead 
absorption figure had dropped to 
59.6 percent and new-car sales were 
dragging their heels with ever- 
diminishing profits, I realized my 
blunder. In the headlong rush for 
new-car sales during boom times, 
dealers had taken their service de- 
partments more or less for granted. 
And now that motorists weren’t 
trading their old cars, they must be 
needing repairs and maintenance. 

But why was our service depart- 

(CBhtinued on Page 26, Col. 3) 





20 


Tips on Chargi Costs . 
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Experts Feel Dealers 
Overlook Shop Profit 


(Continued from Page 18) 


rectly and the profit picture be- 
comes fuzzy, according to the ex- 
perts. 
* * * 
ERE are the experts’ tips on 
where to charge the expenses 
of the dealership: 
Very few costs are not charge- 


able to a single department—new- | 


car, used-car, parts or service. This 
limited number of expenses, such as 


legal fees and wages of personnel | 


who serve the entire dealership, 
rather than one department, are 
totalled. 


This total is then divided | 


among the various revenue- 


producing departments in some | 
arbitrary 


manner. Experts dis- 
agree on how much to charge to 


each department. But most agree | 


that no one department should be 
charged with an unfair share of 
the expense. 

Some feel that these costs should 


be divided by department according 
to the sales of each department. If 
the new-car department has 75 per- 
cent of the dealership’s dollar sales, 
it should bear 75 percent of these 
costs. 
* > * 
Wages, Fringe Benefits 
we fringe benefits, bonuses 
and all other costs of employ- 
ing a worker should be charged to 
the department in which that per- 
son is employed. 
Many experienced accountants 


Dodge for Ferrari 
ZEIGLER, Ill.—Louis Ferrari, 79, 
still drives his 1929 Dodge. He said 
that all it has ever required were 
a few minor repairs and an occa- 
sional tuneup. It still has the 





feel that the owner’s salary should 
be charged to each department ac- 
cording to the amount of time he 
spends working with the problems 
of that department. 


One expert noted that many 
dealers spend about 90 percent of 
their time working for the new 
and used-car departments, so 
these departments should bear 90 
percent of these dealers’ salaries. 

Costs of making a new car ready 
for delivery and any overallowance 
granted on a tradein to sell that 
car should be charged to the new- 
car department. 

* * 
AN* tau given away to make 

a sale of a new or used car is 


a cost of selling the vehicle. For) 
if a new car has to be 


example, 
painted to meet a customer’s de- 
sires but the customer is not 
charged for the painting, the cost 
should be charged to new-car de- 
partment. 

Sublet repairs lead to confusion 
at times. When the service de- 
partment cannot handle a serv- 
ice customer’s problem and sends 
the job to another shop, the 
whole transaction is a service 
department matter. 

When some service is needed on 


| original pistons, valves and radia-|a new or used car and the dealer’s 


|tor. Ferrari reports he has never 
had an accident. 


service department cannot supply 
it, the transaction is a matter 





Dealer Profits Flow 
From Extra Mechanic 


Eprror’s Notre: For dealer guid- 
ance, a Big Three manufacturer 
uses these goals for the worth of 
an extra mechanic in a service 
department : 


First Full Year Second Full Year 
(15% Efficient) (100% Efficient) 


(1500) $5,250 (2000) $7,000 
t 


525 700 
5,250 7,000 


Dealer parts 
profit at 10% 700 


525 
Total 
dealer profit $1,050 $1,400 
* All at $3.50 hourly retail labor rate; 
parts at $1:$1 ratio (conservative). 


within the new or used-car depart- 

ment and no charge should be 

made to the service department. 
Likewise, warranty and policy 

work should all be charged to these 

accounts, even if some of the work 

has to be sent out of the dealership. 

= * * 


| oa from bad debts are an 
4 expense of the department 
which originally made the credit 
sale. Similarly, losses due to unsal- 
able stock and other waste items 
must be charged to the department 
which originally purchased the ma- 
terial. 

The book value of the used-car 


GET THIS 4-WAY PAYOFF 


... with the new DeVilbiss Remote Cup 


at EASY TO MANEUVER! 


New DeVilbiss Remote Cup Method transfers paint 
container to your idle hand. Reduces dead weight in 
your outstretched gun hand 60%. Permits free and easy 
movement. Reduces the fatigue that prompts an operator 
to rush a job and sacrifice quality. 


ELIMINATES 


DRIP HAZARD! 


Unlike siphon-feed cups, the Remote-Cup Method per- 
mits you to keep the gun pointed at right angles to the 
job without the risk of dripping paint from the cup vent 
hole. Paint container is away from the freshly painted 
surface, remains vertical at all times. 


SEE IT AT YOUR JOBBER’S... 
GET THE REAL FEEL OF THIS NEW, 
IMPROVED METHOD OF CAR PAINTING 


Tue DeVitsiss COMPANY, Toledo 1, Ohio « 


Barrie, Ontario « 


SPRAYS AT ANY ANGLE! 


Remote-Cup flexibility lets you hold the gun at proper 
angle to spray rocker panels, fender skirts, stone aprons, 
fins, and reverse curves—easily, evenly, efficiently. You 
can twist, turn, even invert the gun to spray any surface 


properly. 


GIVES BETTER SPRAY CONTROL! 


Remote Cup’s exclusive five-way spray control balances 
fluid- and air-flow to assure properly atomized wet coat 
for excellent flowout; to avoid “‘orange peel;’’ and reduce 
spray fog. Handles all materials—lacquers, enamels, 


acrylics, primers, surfacers. 


FOR BETTER SERVICE, BUY 


TES 


London, ‘Englane! 


served, 





inventory must be periodically ad- 
justed to cover sales and purchases, 
plus the change in value of the carg_ 
in stock. 

All of these adjustments to 
record losses must be made 
promptly and regularly, so that 
the dealer always knows just how 
much his business is worth and 
what his losses have been. 


Advertising expenses should be 
divided according to which depart- 
ment the advertising promotes. The 
service department should be 
charged with only the cost of adver- 
tising the dealership’s service. 


The postage and supply costs of 
advertising campaigns are adver- 
tising costs and should be charged 
as any other advertising cost. 

* = > 


Cost of Demonstrators 


HE cost of new-model demon- 

strators is a cost of selling new 
cars and should be charged to the 
new-car department. In the same 
manner, used-car reconditioning is 
a cost of selling used cars and 
should be charged to that depart- 
ment. 

The telephone is used heavily 
to support new-car sales. The 
new-car department should bear 
its proper share of the telephone 
bill. Floor-plan financing charges 
are also mainly, if not entirely, a 
cost to be charged to the new-car 
department. 

Certain expenses—entertaining at 
the expense of the dealership, 
company-related travel, freight 
charges —are incurred most often 

for the benefit of one department. 
The amount, in each case, should 
be charged to the department 


> > > 


i cost of the dealership’s 
buildings, land and equipment 
should be charged by department in 
some reasonable manner. These 
charges include rent, maintenance 
of buildings, real estate taxes, in- 
surance and utilities. 


The dealership with several 
buildings can charge the costs of 
each building to the department 
using the building. The new-car 
showroom is a new-car department 
expense, the used-car lot is charged 
to that department, the service 
building’s costs should be charged 
to the service department. 


Another method would be to- 
talling these expenses and divid- 
ing them by department accord- 
ing to the dollar sales of each 
department. If new-car sales are 
half of the dealership’s total vol- 
ume, the new-car department 
should bear 50 percent of this 
total 
The pitfall here is the temptation 
to throw too many expenses into 
this total, rather than take the time 
to allocate these expenses directly 
to the department that incurs them. 


It is easier to lump expenses and 
allocate them to departments on a 
percentage basis, but it is much 
more sound to charge the individ- 
ual expenses directly to the depart- 


ment involved, whenever possible. 
* 7 > 


Charging Equipment Costs 

NITIAL cost, depreciation and 

maintenance costs of equipment 

should be charged to the depart- 
ment which uses the equipment. 

There is some disagreement on 
what the parts and service depart- 
ments should make on internal 
parts and service business. 

While some feel that these de- 
partments should do work for 
other departments of the dealer- 
ship at cost, others contend that 
the parts and service departments 
should make a nominal profit on 
internal business. 

There is a third school of thought 
on the matter—the parts and serv- 
ice departments should get their 
normal wholesale markup on in- 
ternal business, If the departments 
were not doing this internal busi- 
ness, they would be free to be 
serving regular customers. 

= * > 
yam all costs incurred for the 
benefit of a department are to- 
talled, a dealer has the direct cost 
of running that department, 

This direct cost plus the de- 
partment’s share of the dealer- 
ship’s expenses which are not 

to any one depart- 
ment, give the total cest of 
running the department. 

When this total cost of running 
the department is deducted from 


*|the income of the department, the 


Offices in Principal Cities 


dealer knows his net profit from 
that department. 








Because ite Homogenized 


QUICK 
AND 
EASY 


nessy lide to pry off / 


NO SHAKING 
NO STIRRING 
NO MIXING 





TALL EMAL LU 


WYNN’S 
RADIATOR ADDITIVE 












Complete Cooling System TaN Le 


¥ prevents leaks in radiator and cooling system 
¥ lubricates thermostat and water pump 
¥ removes scale and rust 
¥ seals cracks in blocks 


"AN ALL YEAR PROFIT MAKER 


ORDER FROM YOUR WYNN’S FRICTION PROOFING SALESMAN TODAY! 





| TT: 
— (100g, heres Liformauce,/ ie 


PROOFING 
" ‘ 


Also available in Canada and everywhere in the free world. 


“Friction Proofing is Wynn's Trade Mark for its excivsive metal conditioner which reduces friction between moving metals by 
chemically smoothing and sealing the surfaces. Manufactured by Wynn Oil Company, 1151 West Fifth Street, Azusa, California, U.S.A. 
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By Top Dealers . . 


Service Held Vital 
In Holding Profits 


(Continued from Page 18) 


place to make them friends is in|cost of operation and not accept 
any deal that does not provide a 


the service department. 

“An automobile service depart- 
ment is like a doctor’s office. You 
don’t want to go—but when service 

needed, you get there fast. 

+ * + 


Bedside Manner’ 
Be bey skill and bedside manner 
of the physician determines the 
size of his practice and the interest 
ind attention, plus good work, given 
in the service department determine 


how many owners you keep as|- 


service customers, new and used- 
car and truck customers. 

“So—in looking for trouble spots 
in a flat dealership or a new one— 
the service department would get 
first and primary attention, because 
owners are here more than in any 
other department.” 

Art Sellgren, Detroit Buick) 
dealer, who depends upon his serv-| 
ice customers for a high percentage 
of his new-car sales said: 

“Suppose you were going to buy| 
a dealership. The first question | 
would be how well established was} 
it physically? Are the premises) 
clean, orderly, does it present | 
neat face and an invitation to the 
world to come in? 

“Is the institution well 
equipped, the proper machinery, 
the proper tools, the right kind 
of men properly trained and 
under good management to in- 
sure that the availability of man 
power and equipment can be in- 
terpreted into good presentation 
of the new product to the buyer? 

“Further, are they ready after- 
ward to serve that buyer or any 
other owner who comes in and, 
when we use the term ‘serve,’ we 
mean to give the customer the) 
right kind of work at a fair price 
that will insure his coming back— 
in a nutshell—a dollars worth for 
a dollar spent, a dollar collected for 
an honest dollar’s worth of service 
rendered? In management and in 
all of the personnel, the ability to) 
meet the public affably and in a) 
gentlemanly fashion—to sum it all) 
up we use the word ‘courtesy.’ 

“Take the whole package up to 
this point and it’s the mixture that 
forms a sound basis on which 
everything else depends and we will 
call that confidence. Confidence es- 
tablished with the public, confidence | 
in your own organization, confi- 
dence that you have the ability to) 
perform as you should.” 

> + > | 

part RAYNAL (Dodge), Detroit, | 
noted that any dealer to be! 
successful must have “a profitable 
shop operation with a top service! 
reputation.” 

“The shop must make enough| 
profit to pay total rent,” he added, 
“and the new and used-car depart- 
ments must maintain the highest 
reputation for fair dealing.” The 
new-car department must know its 


School Updates 
Mechanic Course 


With Dealer Aid 


ROCHESTER, N. Y.—Edison 
Technical and Industrial High 
School is overhauling its auto shops 
and courses with the help of ad- 
visory committees of local automo- 
bile dealers and their shop foremen. 

Their help is not limited to expert 
advice. For the elementary shop 
that opened this year as the initial 
phase of a three-year program, the 
auto men and their home factories 
contributed engines and: parts 
worth thousands of dollars. 

The first gift for the advanced 
shops was delivered from the three 
local Oldsmobile dealers. Worth an 
estimated $2,500, the equipment con- 
sisted of two automatic transmis- 
sions, two carburetors, three fuel 
pumps, two differentials and a dis- 
tributor. 

William O. Olsen, Edison Tech 
principal, said he hopes eventually 
to establish a rotating system of 
donation so parts and equipment 
will be automatically replaced as 
they become outmoded or worn 
out. 














profit over and above that cost.” 

Frank Yarnall (Chevrolet), Chi- 
cago, had this advice: “The serv- 
ice department must be managed 
by someone who knows product, 
can merchandise, can employ and 
train good men, and whose per- 
sonality is such that he is liked 
by and can handle customers. 
Certainly a big order—but neces- 
sary.” 


delphia, and Charles C. Freed 
(DeSoto-Plymouth), Salt Lake City, 
both stressed the “know your costs” 
facet primarily, While both operate 
outstanding service departments 
and rely on them for the basic 
foundation of their business, they 
concluded far too many dealers in 
trouble today are in that position 
because they do not know their 
true costs. 

“Without an accounting system, 
which gives the dealer every fact 
on every department and every 
single operation, the cause is a 
hopeless one under any circum- 
stance,” stated Freed. “This is a 
business of many facets, and every 
single department should be de- 
partmentalized, so at a glance a 
dealer may learn from his financial 
statement if the particular depart- 
ment is making a profit, and every 


Dave Reese (Oldsmobile), Phila-|4¢partment must make a profit. 





Findlay College Honors 


Industrialist Cobey 


FINDLAY, O. — Ralph Cobey, 
Galion, (O.) industrialist, received 
the honorary degree, Doctor in 
Scientia, from Findlay College. 

Cobey is president of Perfection 


“By that I mean new cars, used 
cars, service, parts, body depart- 
ment, lubrication department, etc. 
Every department manager must 
be on an incentive plan, based on 
the profits in his department.” 


* * * 


‘Possible’ to Cut Costs 


Steel Body Co. and Eagle Crusher — took the following posi- 


Co. and vice-president of Cobey 
Corp. 





tion: 
“The automobile dealer today has 


S-P Footnote 


Speed King Now Boasts 
Gas-Mileage Mark 
INDIANAPOLIS. — Cannonball 
Baker, a name synonymous with 
automotive record breaking, once 
again rode the highways of Indiana 
—but with a feather foot instead 

of a “lead” foot. 

This trip wasn’t for the purpose 
of breaking speed records as he did 
in the 1920s, but to establish a gas- 
mileage figure for Studebaker- 
Packard’s 1958 Scotsman. 

The trip started from Charlie 
Kelsey’s Southside Motors here. 
The run was to a point on the 
outskirts of Columbia, Ind, and re- 
turn—a total of 81 miles. 

The car used only 2.3 gallons for 
the 81 miles, an average of 35.2 
miles per gallon. Baker beat the 
mark of 33.9 miles registered in 
S-P’s Scotsman Mile-A-Thon earlier 
in the year. 





two choices (if he is not making 
money): To decrease his expenses 
or increase his gross profits. In 
most cases it is impossible to in- 
crease the gross but in all dealer- 
ships it is possible and practical to 
decrease expenses. 


“In other words, competition and 





New Customers Key to 92% Absorption 


By Gordon Hebert 
Staff Correspondent 


NEW ORLEANS.—“There is no 


| mystery or hidden ideas to operate 
|a high absorption service depart- 


ment.” 

That was the first statement of 
Oliver Cinnater, owner of Crescent 
City Motors (Studebaker-Packard- 
Mercedes), when interviewed re- 
garding the terrific job he has ac- 


here just for service, according to 
Cinnater. 
When questioned about this fact, 


| Cinnater said, “they just like our 


| 


Ernie Frois, who served in this 

capacity for the past 17 years. 
Frois meets every customer with 

a smile and only attempts to sell 


service because we treat them like| the necessary repairs, not crowding 
the customers with unneeded items 


a customer who bought the car 


| from us and we show our appreci- 


complished in his service depart-| 


ment over a period of a year. 
The dealership is located on one 

of the main thoroughfares of the 

city in a high rental district and 


with 56,000 square feet of floor | 
space the average service absorp- | 


tion has been 92 percent for the 


past two years. The firm was es- | 


tablished 19 years ago and started 
from scratch. 


Cinnater stated that a service de-| 


partment of an automobile dealer- 
ship is like any other business— 


|\“what you put in it is what you 


get out of it and we have put work) 


and more hard work into it.” 


“The fundamental to any service 
department is to respect the cus- 
tomer and be courteous, turn out 
quality workmanship, doing the re- 
pair work satisfactory the first 
time and having the job completed 
and ready for delivery to the cus- 
tomer at the appointed promised 
time,” continued Cinnater. 

“This statement may sound a 
little foolish, coming from an auto- 
mobile man, but never lie to a serv- 
ice customer. It may cost you a 
little business, but in the long run 
it will make the cash register ring 
oftener.” 


Cinnater believes a requisite in 
maintaining a high absorption is 
never to lose an old or regular 
customer, just try to add more 
customers. 

“We acquire new customers,” 
said Cinnater, “through our cas- 
ualty work with insurance com- 
panies. When a client of an insur- 
ance company visits our shop for 
the first time we don’t just do the 
work and let him go. 


“Of course, the first thing is 
courtesy and we discuss his mis- 
fortune with him, and then tell him 
about our service facilities, taking 
him on a tour of our plant to point 
out special equipment for servicing 
his car. Above all, we ask him for 
his business. 


“Another source for new cus- 
tomers “is from competitive- 
make car owners, We secure them 
through our many satisfied cus- 
tomers. There is no advertising like 
‘word of mouth.’ We try to keep 
our customers satisfied so they may 
spread the gospel. They tell us that 
they talked to so and so and they 
will be in for service shortly.” 

This dealership has added addi- 
tional revenue to its service dé, 
partment since acquiring the 
Mercedes franchise. Believe it or 

not, Mercedes-Benz owners who 
bought from other dealers in the 
area drive several hundred miles 





ation in doing business with them.” 

A good service department has 
to have a good service manager 
and that is what the agency has in 





TOTAL CIRCULATION 


OF SAN FRANCISCO NEWSPAPERS 





and repairs. In this direction Frois 
gains the customer’s confidence and 
the latter respects his recom- 
mendation when a major repair 
job is suggested. 


the buying public more or less con- 
trol the margin of profit (on vehi- 
cles) but the dealer should control 
the management of his business 
and to make sure he does not take 
more out of the till than what he 
puts in—if you do, you go broke.” 

Dealers can implement Reese’s 
suggestion in two important de- 
partments in his business, service 
and parts. The average dealer does 
not have to meet the prevailing 
“bids” for service if he provides 
good work, courtesy to the cus- 
tomer and invites service contacts. 

The prevailing labor rate in 
each area is usually high enough 
to provide a handsome profit for 

a well managed service depart- 
ment that has a fairly high rate 
of efficiency. And for every dol- 
lar’s worth of labor sales, the 

dealer should automatically get 

from 75 to 90 cents worth of 
parts sales. 

The well operated service depart- 
ment where the majority of the 
customers are satisfied with the 
treatment they get is the most pro- 
ductive salesroom for new and used 
vehicle sales possible during times 
of high competition. This is es- 
pecially true when the customer 
faces a transmission job, the re- 
placement of his rubber or a major 
motor job. It also is true in many 
cases when an owner faces a great 
deal of body work or a complete 
new paint job. 

= 


* + 


LL of these cases can be turned 

into an active sales urge by the 
salesman who haunts the writeup 
area and the cashier’s cage. 

Most important of all, if the 
dealer is running the kind of a 
service department that is paying 
the greatest share of his “nut,” he 
doesn’t have to worry about where 
to cut expenses so as to continue 
in a profitable operation. Eliminate 
the frills and overage that goes 
with vehicle selling expenditures 
and a dealer has it made. 
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cien see 


Suppliers Rate an Assist 


ERVICE shop equipment and 

tool manufacturers during the 
past few years have aided mate- 
rially in making it possible for 
many franchised dealers to obtain 
a high shop efficiency by modern- 
izing their products and keeping 


them in line with advances in auto- | 


motive engineering. 

Shop efficiency is gauged by 
the amount of available mechanic 
time the dealer is able to sell. 
While the flat rates, which are 
the standard of “sales-time,” are 
set so as to be met by ordinary 
mechanics working with a mini- 
mum of equipment, it takes effi- 


cient tools and good management 
for the shop to sell 100 percent 
of mechanic time. 

Notable time-saving equipment 
made available to dealers recently 
includes the oscilloscope and port- 
able test kits. These new units have 
aided materially in faster diagnosis 
of electrical maladjustments. In 


|Mmany cases an hour or more of 
|salable time has been saved 


in 
spotting the basis of the trouble. 
Hoist makers. also have made 
important contributions to in- 
creased shop efficiency. They have 


| provided machines that enable me- 
chanics to take out and reinstall | 


automatic transmissions easily and 
quickly. They have _ introduced 
adapters which permit the dealer 
to handle imports and other small 
cars with narrower treads without 
having to buy new hoists. 


* +. * 


UBRICATION ~ EQUIPMENT 

manufacturers have met the de- 
sire of the dealer to hide his grease 
and oil containers far from the 
point of dispensing as well as 
handle the newer, heavier greases 
by increasing the pressures avail- 
able in the systems. 

Wheel-balance equipment mak- 
ers have developed “on-the-car” 
type of balancers which save the 
time formerly lost in removing 
the wheels to balance them. 

Front-end aligners now enable 
mechanics to make adjustments 
quickly and accurately, and the 
hydraulic equipment being supplied 


with the modern frame straighten- 
ers speeds up work considerably. 
Major time-saving contributions 
have been made in brake and body- 
work tools. Manufacturers have 
brought out tools aimed to produce 
better, faster and more accurate 


work, 
* aa + 


Tools Only Part of Job 


But modern tools are only part 
of the job. To get high shop 
efficiency the dealer also must 
make it possible for his service 
manager to route the work so that 
every mechanic is kept busy every 
minute, and to survey his shop lay- 
out to make certain that every bit 
of space is utilized to the greatest 
advantage with no bottlenecks in 
the traffic flow. 

Management plays a very im- 
portant part in creating high 
shop efficiency. As can be seen 


wR eo 
With Your Paint Shop 
ES 


& Unless your paint shop is one 
of the thousands of shops using 
the Acme Color-Eye Intermixing 
System, we can show you how to 
improve your paint shop 
profits substantially. 


With Acme’s profit-making team— / 
Color-Eye and Color-Stir—you 
get accuracy and simplicity, too— 
your painter has 4,000 colors 

at his fingertips, yet you 

stock only the base colors. 


MAKE US PROVE IT! Call your nearest Acme 


uppiier or writ TO 


et how 


ee 


i 


by 


Acme Quality Paints, Inc 


actual demonstration in 


can improve your paint 


COLOR- STIR 


by a number of stories of suc- 
cessful service operations in this 
issue, many dealers have made a 
definite study of ways and means 
to increase the efficiency and 
earning ability of their mechanics. 

It’s being proven every day in 
thousands of shops that the dealer 
cannot make money unless his 
mechanics make money, and that 
the more they make, the more 
profit to the dealer on his customer- 
labor sales. 

Taking the various departments 
in direct relation to the number of 
times that service appears on the 
average dealer repair orders, as 
compiled by John E. Wolf Co., the 
following suggestions may be of 
considerable value to the dealer 
who can incorporate them in his 
shop operation, 

* nd = 

INOR motor, or tune-up, ap- 

pears on 45.08 percent of all 
franchised dealer repair orders thus 
far this year, according to an 
analysis of approximately 1% mil- 
lion repair orders written by more 
than 1,000 dealers from coast to 
coast. 

This is in line with the AAA 
report, which indicates that elec- 
trical trouble caused by far the 
greatest number of calls for help 
from their stations across the 
nation. Lack of good electrical 
service also is the cause of most 
customer complaints, according 
to experts. 

The new “scopes” also perform 
two additional functions of great 
value to franchised dealers. 

Properly used, the “scope” can 
sell additional service and assure 
the customer that he needs the 
service indicated on the pattern 
which reflects the electrical opera- 
tion on his engine. The “scope” also 
can be used to check the work and 
assure the customer it has been 
corrected. 
= - * 


Lube Play Ranks Second 


HE lubrication department gets 

the next highest play (27.95 per- 
cent of all ROs call for lubrication) 
even though most dealers do not 
utilize their “lube” department to 
half its potential. It is the one de- 
partment where the dealer can 
meet his heaviest competition on an 
equal basis as to charges, customer 
contact and ultimate shop profit. 

This department, in a properly 
operated shop, is the “salesroom” 
for the entire service and parts 
operation, and also a source of 
many dollars worth of accessory 
sales and new and used-car sales. 

No man in the shop has the op- 
portunity to look at, drive and 
observe all parts of the car as the 
lube man. If he is set up on an 
incentive basis and is sufficiently 
experienced, he can divert much 
needed work to the shop because 
he has the opportunity to check 
tire wear for indications of wheel 
unbalance or out-of-line, for indi- 
cations of power-steering drag or 
the need for new tires. 

No other man can bolster sales in 
a field practically captured by the 
corner filling station—the muffler- 
and-exhaust-pipe business. 

No one else can as easily note 
leakage of the brake system, axle 
or transmission or know the condi- 
tion of the brakes more intimately. 

7 7 . 

lube man has access to that 
“gold mine under the hood” and 
the opportunity to boost battery 
sales, oil filters, belts (and these 
are an important profit item in the 
modern power-operated car) hoses, 
lamps and body-metal condition. 
No one knows better when the cus- 
tomer’s car needs a tuneup or & 

transmission-linkage adjustment. 
Yet dealer after dealer ignores 
this potential and puts his poor- 
est man on this job. He gives him 


no incentive to note these needed 
(Continued on Page 51, Col, 2) 


House Acts to Aid 
Maker of Additive 


WASHINGTON.—The House has 
referred to the U. S. Court of 
Claims a bill to pay the maker of 
the auto battery additive AD-X2 
for alleged damages suffered in its 
fight with the Federal Trade Com- 
mission. 

Pioneers, Inc., Oakland, Calif., 
said it incurred financial loss when 
the National Bureau of Standards 
said the additive was ineffective in 
prolonging battery life. 

The FTC ruled subsequently that 
the burden of proof against effec- 
tiveness was not met by the bureau. 
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elping Rambler Dealers 
Keep Their Customers 
Sold On America’s 


Top Sales Success Car! 

























Field Training Schools held in the dealer’s own service 
departments and at conveniently located central points 
keep Rambler dealer service personnel abreast of the most 
modern and efficient methods of diagnosis and repair. 
Sound service merchandising aids help dealers achieve 
profitable service operations. 


Qualified dealer mechanics and service department per- 
sonnel are offered a strong incentive for professional com- 
petence through membership in the American Motors 
Society of Automotive Technicians. Factory-sponsored 
service schools help dealers’ service staffs achieve this 


skill and knowledge. 


According to recent surveys, more than 75% of all 
1958 owners say they will buy Rambler again. The 
strong sales and service support given Rambler 
dealers helps them build new customers while 
keeping the old. While smashing all sales records 
today, Rambler dealers are building for an even 
finer tomorrow. 


Remember— 
e Rambler Sales Are Up A Smashing 73%! 


e Rambler Dealers Sell The Acknowledged Economy 
Leader—Today’s Greatest Sales Appeal. 


e Rambler Dealers Sell The Cars With Top Resale value. 


Wouldn't You Like To Be Selling The 
Red Hot Sales Success Car Of The Year? 









We Have the Product for the 
Expanding Compact Car Market... iii jubdingaaa 


| Director of Dealer Development 

| 
| 

YOU Have the Opportunity! | tom cout the Rembler franchise, | vnderstond that | om wader no 

| 
| 
| 
| 


American Motors Sales Corporation 
Detroit 32, Michigan 


Rambler Franchises Also Available in Canada and important export markets. os aoe 
In Canada write to: American Motors (Canada) Ltd., 2951 Danforth Ave., Toronto acts manteshcensananetin coaches laceateaiiapastiiloneineapisein enced ta ibaemaie ee ae a 8-18 
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Women Graduate in Mechanics— 

More than 250 women have graduated from a special mechanics course conducted |tendants uniformed refurbished or 
by Parker Motor Co. (Dodge-Plymouth), Minot, N. D., in the last 18 months. The| renewed. Many policies, in the|ence Letts, who retired July 1 as 
six-week course, designed to acquaint women with the mechanical operation of| throes of administrative lethargy, | 
their cars, also produced the sale of a number of new and used cars to students.| Were abruptly re-enforced. 
Robert Mcintyre is the chief instructor. 
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ow don't need to buy special high- 

priced thinners for 1 to 1 use 
on lacquer jobs. Not if you use 
Ditzler’s famous DTL-113 High 
Gloss Thinner. 
© You'll be surprised how much faster 
DTL-113 dries than competitive 
high-solvency thinners . . . how 
much it saves in spraying and 
rubbing time . . . how much it 
reduces thinner cost. 
@ With DTL-113 you get more accu- 
rate color matches. Flow is better, 
whether you use it as a regular or a 
1 to 1 thinner. Finish coats level out 
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But Bury Recovered in Time... 


‘A Colossal Blunder’ 


(Continued from Page 19) 


ment also suffering from lack of 
volume? The answer was fairly 
simple. Service departments hadn’t 
been exploited, promoted or prop- 
erly advertised in many years. And 


motorists didn’t really know where | 


to go for service. Or if they did, 
they hadn’t been invited, hadn’t 
been assured of superlative atten- 


tion. 
> > = 


y= day, I drove into my own| 


service department as if I were 
a stranger. Went through all the 
motions of absorbing atmosphere, 
feeling merchandising impacts. 
They were sorely wanting—suffer- 
ing from the well-publicized reces- 
sion. 
We got busy! Walls were painted, 
floors sealed, signs renewed, at- 





ings—almost a city block of them. 
We purchased a new animated 
roof sign for $10,000 (yes, in the 
| recession of March, 1958). And 
we added productive and non- 
productive men to replace some 
of those we had dropped. 
Finally, monthly advertising ex- 
penditures were increased to $9,000 
| again. But this time, with a differ- 
ence. More than three-quarters of 


Philadelphia Service Group 


Honors Letts at Outing 

| PHILADELPHIA. — More than 
| 300 persons attended the Automo- 
tive Service Assn. of Philadelphia’s 
annual outing at the Melrose Coun- 
try Club, Cheltenham, Pa. 

| The affair was designated “Clar- 
ence Letts Day” in honor of Clar- 


service manager of United Motors 
| Service. Letts, 65, was with the firm 





Outside, we painted the build- | 37 years. 
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ner 


more smoothly. Film build is ex- 
cellent. Spray dust is reduced. 

® Drying is speedier than with special 
high solvent, low-reduction thinners 
designed only for high luster. This 
allows earlier polishing without die 
back and faster taping without 
marking. You can deliver finished 
paint jobs that gleam and sparkle 
with little or no laborious rubbing 
@ f you haven't tried DTL-113, order 
a case or a “five” from your local 
Ditzler jobber and join the boosters 
of this fine product. 


Ditzler Color Division © Pittsburgh Plate Glass Company © Detroit 4, Mich. 
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the total was spent for service ad- 
vertising. (And new car salesmen 
were stationed in the service de. 
partment, instead of the showroom, 
to secure prospects). The advertis- 
ing was confined to single seasonal 
service “packages” changing from 
week to week, Price was mentioned, 
of course, but there was no empha. 
sis on price, as such, Instead we 
stressed quality, value and careful 
attention. 

The results were beyond our ex- 
pectations. Despite an increase of 
some $10,000 in fixed monthly ex- 
pense, our overhead absorption 
climbed from that 59.6 percentage 
figure to 75.2 in April, 82.4 in May 
and 84.5 in June. As this is written, 
July figures are not yet available, 
but volume is still climbing. Some 
departments, notably appearance- 
conditioning and the paint, body 
and trim shops, are booked weeks 
ahead with appointments. 

* * * 


A= the period of readjust- 
ment was behind us, we took 
mental stock of what was happen- 
ing in this “recession” year and 
reached these conclusions: 


The service department can and 
should be the mainstay of a deal- 
ership. 

There is a lot of lucrative serv- 
ice work going begging for want 
of a good place to have it per- 
formed. 


Motorists react favorably when 
waited upon immediately after 
arrival. 

And if the greeting is gracious 
and cheerful, they seem to re- 
member other forgotten things 
their car needs. 

Two little details impress them 
as much as fine workmanship. 
One is that smartly uniformed 
attendants (not car jockeys) wear 
clean white gloves; the other, that 
floor mats are placed over their 
carpets and upholstery covers 
over the front seat as soon as 
each car comes in. 

Invoices should be legible and 
complete, the cashier studiously 
cheerful, the service counsellors 
ready to explain the work that 
has been done and the car must 
be ready when promised. 

These are hardly the “rule of 
thumb” guides—they are funda- 
mentals. 

Perhaps the best advice would be 
to suggest that the dealer change 
his mental attitude. Don’t seli the 
industry or the automotive econ- 
omy short. People will continue to 
go places sitting down—in automo- 
biles. And those automobiles will 
need maintenance and repairs. In 
good times and bad. 

That business can be profitable 
when the word “service” is theo- 
retically dissected. Like this: Re- 
move the “vice” from Service and 
put the “serve” back into effect. 


Service Manager 
Accused of N.Y. 
Inspection Abuse 


ROCHESTER, N. Y.—In what 
was believed to be the state’s first 
such arrest, a service manager of 
an Irondequoit auto dealership was 
charged with issuing an inspection 
certificate on a vehicle which failed 
to meet State Motor Vehicle Law 
standards. 

August Dierna, 43, service man- 
ager of the used-car department of 
Philanz Oldsmobile, was arrested 
after state police made a “spot 
check inspection” of an unsold '54 
model car in the Philanz lot and 
found it “unsafe to drive.” 

The car bore an inspection 
sticker dated July 5, troopers re- 
ported. Philanz is one of about 300 
dealer-garage inspection stations in 
Monroe County. The vehicle was 
removed to a police auto pound 
where it will be held as. evidence. 

Although State Police denied any 
crackdown on inspection stations, 
they said they had impounded a 
second auto owned by a city dealer 
and planned to ma ke a similar 
arrest. 

Arraigned before Irondequoit 
Peace Justice Arthur Hart, Dierna 
pleaded innocent and his case was 
adjourned. He was released in the 
custody of his attorney. 


Renault Adds Sheridan 
Len Sheridan opened a Renault 
dealership at Lincoln and Santa 
Monica Blivds., Santa Monica, 
Calif. 
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Chevrolet: Deal Has 100 Service Employes... 


Draper Nets 9% on Labor Sales 


By John K. Teahen Jr. 
Staff Writer 

‘AGINAW, Mich.—A dealer need 
not be in a million-plus metro- 
politan area to conduct an out- 
standing service operation. Harold 
Draper, president of Draper Chev- 

rolet Co. here, has proved that. 

Draper Chevrolet is one of the 
nation’s top service dealerships. 
That’s a broad statement, but 
there are impressive facts to 
back it up. 

For example: Draper made 9.2 
percent net profit on customer 
labor sales during the first six 
months of this year. 

He averages about 75 cents in 
parts sales for each dollar of labor 
sales, and he nets about 15 percent 
on his parts operation. 

He turns over his parts inven- 
tory about five times per year. 

* + + 


E WRITES 40,000 repair orders 

a year, with the average cus- 
tomer bringing his car into the 
shop four times a year. 

He has 100 employes in his serv- 
ice department—in a city with a 
population of 100,000. 

Draper’s success is based on a 
thorough knowledge of the retail 
auto business—especially the 
costs—gleaned from his 31 years 
as a dealer here. 

Other factors are efficient and 
loyal personnel, proper use of ad- 
vertising and promotion and a 
number of special services designed 
to win and hold the goodwill of his 
customers. 

Here’s an instance of that last 
point: Each customer who leaves 
his car for a major job finds that 
it has been washed and cleaned 
when he picks it up. The cost to 
Draper is small. The effect on the 


customer is tremendous. 
o > = 


9 Pct. on Labor Sales 


As MENTIONED, Draper netted 
9.2 percent on customer labor 
sales during the first half of 1958. 
Here’s how he did it: 

Costs of sales accounted for 52.1 
percent of the average repair order, 
leaving a gross profit of 47.9 per- 
cent. 

Mechanics receive 42 percent of 
the $5-an-hour labor charge. Sup- 
lies and various special services 
make up the remainder of the 
cost of sales. 

Of the 47.9 percent gross profit, 
salaries take 19 percent and semi- 
fixed expenses amount of 7.5 per- 
cent. These are items like travel, 
entertainment, company cars. and 
other miscellaneous expenses. 

Fixed expenses, like taxes, rent, 
etc., account for 10.7 percent, and 
overhead (heat, light, etc.) amounts 
to 15 percent. This leaves a net 
profit of 9.2 percent. 


ACCORDING to Draper, a good 
service department is a guar- 
antee of success for an automobile 
dealer. He offers the following sug- 
gestions on how to build such a 
department: 

1. Analyze your market, How 
many owners do you have in your 
area? 

2. Analyze your physical plant 
—entrance, exit, stalls, parking 
area, cashier’s section, waiting 
area. Is everything clean and 
well lighted? 

3. Analyze your equipment. Is it 
modern, adequate, in good working 
order? 

4. Analyze your volume potential. 
The number of stalls, times eight 
hours a day, times flat rate, equals 
maximum daily production. Do you 
do it? At flat rate time? 

(Draper says 75 percent is a good 
figure in this regard.) 


* * * 


Attitude Is Important 


5 SERVICE management and as- 
® sistants. Are they well trained, 
capable, courteous, willing, eager to 
please? 

6. Have you an adequate num- 
ber of mechanics? Are they well 
trained, proud to do good work? 

(Draper stressed the pride-in- 
work angle, and he insisted that 
the paycheck is only one of many 
things necessary to build a good 
service force. 

(Equally important to the worker 
—and often more important, he 
said, are security, good treatment, 
a chance for advancement and a 


feeling of being a part of the or-| 
ganization.) 

7. Customers. Are they happy 
with you? They want to be happy 
If they’re not, find out why. 

8. Your attitude. Do you really 
want a good shop, or would you | 
secretly rather sublet all the 
work and get rid of the head- 
aches? A good shop requires in- 
terest and attention from you. 

(What is Draper’s attitude? 
Asked why he devotes so much 
time and effort to the service de- 
partment, he replied: “I love it. 
It’s my favorite part of the bus- 
iness.” It’s also the basis of his 
success as an automobile dealer.) 

cad * * 
9 PROMOTION. Do you adver- 

* tise by radio, newspaper or di- 
rect mail for seasonal specials or 
for work you need? 

10. What are your costs— your 
gross profit? You should net 6 
percent on your shop’s customer 
labor, excluding parts and internal 
work. | 

(As noted, Draper netted 9.2 
percent for the first half of 1958.) | 
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| that the book will mean $5,000 a 


Baro is proud of his men’s abil- 





Dealers throughout the country 
soon will have a chance to study 
Draper’s ideas on dealership op- 
eration. He’s writing a book on 
the subject and hopes to have it 
in print in about a year. 

It won’t read like a novel, and|- 3 
it will cost $20 a copy (all proceeds 
to charity), but Draper contends 


year to the dealer who applies its 
principles, 

Draper realizes that good men 
are the backbone of any dealer’s 
organization, and he has a host of 
veteran employes, One of them is 
James A. Baird, who has nearly 
40 years in the auto business. He 
has been Draper’s service manager 
since 1944, 

ea * cd 


Veteran Employes 


Sun Roof Helps Dealer— 


The installation of Golde sun roofs in cars and station wagons has become a 

ity, and he’s equally proud of | ™oney maker for Imperial Motors, Inc., a foreign-car dealer in Wilmette, Ill. As the 
their length of service. “My newest photo shows, the firm offers two types of sliding roofs. These include the metal panel 
man has been with me five years,” which slides back inside the top, and the outer fabric covering which folds as it 


he said. stides. According to James M. Troka, Imperial general manager, the sun roofs have 

Four members of the 100-man/| been profitable to the extent of bringing in additional work for the body shop. 

service staff have been with Draper “We would definitely recommend that auto dealers in other cities get into this bus- 
(Continued on Page 54, Col. 3) iness as an added feature.” 





LOADED FOR 


MONROE LOAD-LEVELERS PREVENT THESE TROUBLES 


SHORT TIRE LIFE 
Without Monroe Load-Levelers, 
heavy loads change caster of front 
wheels, cause misalignment and poor 


steering. 


SWAYING ON CURVES 


Without Monroe Load-Levelers, 
heavily loaded car sways and swings 
as it rounds curves; passengers are 
thrown from side to side. Car stabil- 
ity is seriously impaired. 








a KM Ke 

LIGHTS OFF ROAD 
Without Monroe Load-Levelers, car 
sags under weight of heavy load, 


lights are angled upward into eyes of 
oncoming motorists, and road visi- 


UNCOMFORTABLE RIDING 


Without Monroe Load-Levelers, rear 
passengers are awkwardly seated and 
ride uncomfortably. From this posi- 
tion it is difficult to get out of car. 


BUMPING ON DRIVEWAYS 


Without Monroe Load-Levelers, car 
bumps and scrapes on steep drive- 
ways or rutted roads. Monroe Load- 
Levelers prevent this by increasing 
road clearance of heavily loaded cars. 


Look at the design of today’s cars, and you'll immediately see the need for the 
new Monroe Load-Levelers. Cars are longer, lower, roomier. Seats are wider. 
Trunks are bigger. There’s more overhang in the rear. Springs are softer, to 
cushion the ride. All this adds up to trouble: cars have plenty of space for 
passengers and luggage but they are not designed to safely and comfortably 
carry the heavy load of rear seat passengers and a trunk full of luggage. 

The entirely new Monroe Load-Levelers absorb the stress of heavy loading 
... prevent sag, sway and dip. They increase road clearance. They give a 
smooth, level ride, with headlamps always beamed safely on the road. When 
the car is unloaded, they automatically compensate for the lightened load. 

A large percentage of the cars that come into your shop need Monroe 
Load-Levelers—the market is wide open! Contact your jobber now—today 
—for complete details ...and let Monroe Load-Levelers carry a heavy 
load of profits your way! 





MONROE AUTO EQUIPMENT COMPANY, Monroe, Michigan 


Monro-Matic Shock Absorbers 


WORLD'S LARGEST MAKER OF RIDE CONTROL PRODUCTS 









28 





Mobile Laboratory— 

Fram Corp., Providence, is using station wagons to carry filter samples, literature, 
mobile laboratory displays and other equipment into the field. The mobile laboratories 
will assist Fram field engineers in acquainting dealers and service station personnel 
with oil filtering systems and filters. All sample cases, displays and other built-in 
equipment are easily removable for personal driving. 


it helps keep 
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Here Are Factory Guides 
For Dealer Operation 


(Continued from Page 18) 





annually, including parts with repair order, parts counter and 


wholesale *** 


Truck labor potential calculated at 24 hours per truck unit an- 
nually *** Truck parts potential calculated at $75 per unit an- 
nually, $4.50 per hour of customer truck labor sold *** Each stall 
affords opportunity to sell 8% hours of labor per day at a mini- 
mum gross profit of 45 percent of customer labor rate *** Each 
stall should also represent opportunity to sell $25.50 parts per stall 
per day (at a gross of 37 percent on parts sales, this represents 
a total parts sales gross of $9.43 per stall per day.) 


Parts. — Total parts department? 


salaries should be held to 10 per- 
cent of parts and accessory sales, 
28 percent of parts gross profit, 15 
percent of parts and labor gross, 
or 35 percent of parts and acces- 
sory gross profit *** Parts manager 
can handle sales of $4,500 per 
month without assistance (addi- 
tional help needed for each addi- 
tional $4,500) *** 

Parts sales on repair orders 
should amount of $3 per hour of 
customer labor sold *** Parts 
sales On repair orders should re- 


owners 





flect a gross profit of 37 percent. 
*** Total parts sales should equal 
28 percent of total parts sales *** 
Parts manager incentive should 
be 1% percent of gross profit of 
department. 


Factuiry—Rent equivalent should 
not exceed $40 per new unit sold 
and should be held to $25 if pos- 
sible, or between 17 and 21 percent 
of gross profit from parts and serv- 
ice *** Total expenses, including 
variable, should not exceed 12 per- 


ANCHORED TO YOU 





Less Owner Drift when you feature Quality 
Service and Kendall 


Lubricants 


KENDALL SuperB MOTOR OIL 
Blended especially for modern high compression 
engines. Prevents combustion chamber deposit 
“ping” and detonation. Eliminates hydraulic 
valve lifter failure. Minimizes valve train and 
camshaft wear. Owners get extended ‘‘new car” 
performance with SAE 10W-30 Kendall SuperB. 


KENLUBE B-S21 
MULTI-PURPOSE GREASE 
Proven exceptionally effective in silencing ball 
joint squeaks and squawks. Recommended for 
chassis fittings as well as wheel bearings, universal 
joints, etc. Features unique resistance to shock, 
heat, water corrosion and oxidation. 


KENDALL REFINING COMPANY, BRADFORD, PENNA. 
Lubrication Specialists since 1881 





Such typical Kendall quality lubricants as Kendall SuperB 
Motor Oil and Kenlube B-521 Multi-Purpose Grease keep 
pace with new model requirements . . . keep cars operat- 


ing at their best . 
for all their needs. 


Look to your Kenda// 
Distributor for new 
lubricant requirements 
and service traffic 
stimulators. 


. - keep customers coming back to you 


aan 
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cent of net sales (9 percent con- 
sidered good) *** Salaries, includ- 
ing dealer salary, should not exceed 
4.5 percent of total sales *** Semi- 
fixed expense should be controlled 
to 2 percent of total net sales ***. 
(It is claimed that any dealer, who 
can control his expenses to within 
12 percent, must make money.) 
aa = * 
New Venicte—Dealer should re- 
tain 52 percent of new vehicle gross 
*** Commission and sales expense 
should not exceed 25 percent of 
new vehicle gross *** Total vari- 
able new vehicle sales expenses 
should not exceed 3 percent of total 
net sales *** Advertising should 
never exceed 10 percent of total ve- 
hicle gross (over 5 percent is seen 
as showing weakness in sales man- 
agement). 
= + = 
Usep Venicte — Reconditioning 
should not exceed 5 percent of cost 
of sales (80 percent should be spent 
on appearance) *** Not over 50 
percent of cars on lot in make 
dealer sells *** All third trades and 
junkers should be moved immedi- 


ately *** No used car should 
be held over 15 days (10 days 
preferred). 


Glass Executive 
Assails Report of 
Cornell Group 


DETROIT.—W. B. Chase, presi- 
dent of Shatterproof Glass Corp, 
has challenged a report on glass 
damage and associated occupant in- 
jury prepared by John O. Moore, 
director of the automotive crash 
injury research department of Cor- 
nell University’s Medical College. 

Moore’s paper was presented at 
the summer meeting of the Society 
of Automotive Engineers. It dealt 
with the injury effects of laminated 
and tempered side window glass 
and found that the laminated type 
was damaged more frequently and 
produced more injuries. 

Chase, whose firm makes lami- 
nated glass, charged that the study 
is misleading because only two of 
the 715 cars involved utilized tem- 
pered glass in the side windows. 

“The many qualifying statements 
with which Moore's paper is filled 
would seem to be evidence enough 
that no firm conclusions regarding 
the relative safety of the two types 
of glazing can be drawn at this 
time,” Chase said. 

“Further, the sampling plan from 
which the data was obtained seems 
to be weak for the purpose of this 
report. All 715 cases studied were 
rural accidents, yet other Cornell 
studies indicate that the majority 
of side-impacting accidents occur 
in cities and suburban areas.” 

General Motors and Ford use 
laminated glass in side windows. 
Chrysler uses tempered glass. 


Book Reviews 


World’s Autos 


DETROIT.—A compact but con- 
cise review of the world’s automo- 
biles is provided by the 1958 edition 
of “The Observer’s Book of Auto- 
mobiles.” 

The 288-page book, though 
pocket-sized, is printed on slick 
paper and bound in hard covers. 
Price is $1.25. It contains details 
on products of 105 different makes 
and has 254 photographs and 90 
line drawings. A history is pro- 
vided for most makes. Included is 
a brief history of the automobile 
itself, information on how it works 
and a glossary of technical terms. 

Publisher is Frederick Warne & 
Co., Inc., 210 Fifth Ave., New York 
10, N, Y. 


Marine Admits Stabbing 


Dealer in Robbery Try 


OCEANSIDE, Calif.—Police said 
Marine Pvt. Frankie Bliss, 18, has 
confessed stabbing Buick Dealer 
David C. Rorick jr. during a rob- 
bery attempt at Rorick’s home. 

Rorick was taken to Oceanside 
Hospital for treatment of a punc- 
tured lung. His wife, Maureen, re- 
ceived a knife cut on the shoulder 
when she grappled with the in- 
truder. 


Lytle Holds Grand Opening 
Fred Lytle Buick Co, (Buick- 
Pontiac) has opened for business 
in its new location at 327 E. 
Franklin Ave., Gastonia, N. C. 
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GMC: Stresses Rush Delivery of Parts... aw 
Truck Firm Customer-Conscious| — 3 ~ 


By Maynard M. Gordon 
News Editor 

;;D SLADE is an alias for one of 

“4 the nation’s most successful ex- | 
clusive truck dealers, Slade’s busi-| 
ness last year averaged 121 percent 
service absorption and grossed 15 
percent profit on a volume of just 
under $1 million. 

Why the alias? The dealer con- 
tended he could speak more freely 
that way. 

Slade contends that courtesy 
and “diplomacy” by employes lead 
to satisfied customers — and 
profits. His GMC operation is 
based on 90 percent repeaters. 

“I’m in business to make money,” 
he said, “and I believe in doing my 
share to help out. If I didn’t per- 
sonally service long-time customers, | 
I'd be flat on my back. 

> * = 
“a4 N EXCLUSIVE truck dealer in 
£% my line told me he had only 
$4,000 profit on a $1.3 million vol- 
ume last year. That guy hasn’t 
watched his overhead and he prob- 
ably has too many ex-customers.” 

To keep his customers happy, 
Slade will travel hundreds of | 
miles to accompany a parts de- 
livery or often merely to “drop 
in” much as a factory field man. 
This entails a high degree of 
cross-selling, a practice to which 
Slade has no objection. 

‘T've spent $10 on an early-| 
morning trip to a parts warehouse | 
for a 10-cent item,” Slade said. 

Slade’s gross profit on parts sales 
averaged 29 percent last year, and) 
he returned only $4,000 worth of 
items to the factory for obsoles- 
cence. He turns his $100,000 inven- 
tory four times annually and has 
cut expenses drastically by adopt- 
ing IBM file cards in place of an 
inefficient factory-endorsed system. 

“A dealer gets into trouble unless 
his inventory is clean,” said Slade. 

> * > 


Tr“ KEEPING an eagle eye on 
expenses, Slade has laid off sev- 
eral mechanics this year because of 
the recession. The remaining me-| 
chanics are experts in all phases 
of upkeep. The shop accents heavy- 
duty repair work almost to the 
exclusion of lube-type jobs, al- 
though a recently purchased lube 
hoist is waiting to be installed. 

Sales are handled by Slade per- 
sonally and a salesman working on) 
a bonus arrangement. A large fleet 
owner in a city 60 miles away, 
where larger dealers operate, has 
switched its new-vehicle business 
to Slade because of its faster ac- 
commodation on parts. 

A stickler for firm pricing poli- 
cies, Slade claimed negligible lost 
sales as a result. 

“They might balk at my prices 
at first,” he declared, “but I hon- 
estly haven’t lost any customer 
for too long because of price.” 

Factory engineering on certain 
models and a mechanical lag be- 
hind competition have piqued Slade. 
He has warned factory brass of | 
sales inroads by competitors be-| 
cause they are sharper on engine 
and transmission quality, but now 
has given up the reform campaign. 

“They either don’t care or can’t 
make a move if they did, so I've 
quit lecturing them,” he said. 

* * = 

THER unusual aspects of 

Slade’s operation are that he} 
avoids lowest-bid municipal busi- 
ness and writes off all accounts) 
receivable after 90 days. 

“I'd rather let somebody else| 
make five bucks in selling a city} 
a few trucks and make 20 bucks 





Oregon Fair Schedules 
Small-Car Economy Run 


SALEM, Ore.—A _ 1,400-mile 
International Mileage Marathon 
economy run for small cars will 
be a feature of the 1958 Oregon 
State Fair. The run will start 
Aug. 27 at Portland and finish 
Aug. 29 at Salem. It will extend 
to the four borders of the state 
and pass through 26 cities and 23 
counties. 

The event is limited to cars 
with engine displacements of 350 
to 1,600 cubic centimeters. Manu- 
facturers, distributors or dealers 
may obtain details from State 
Fair headquarters, 835 S. W. 
Sixteenth, Portland, Ore, 








| they don’t it’s better for me to| 


| keep the books straight. 
* * + 
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replacing the engines or crank-|of the truck selling business, these 
shafts,” he said. “A firm price policy | policies certainly have paid off for 
has to be consistent, which you| me in a handsome way.” 
can’t have in bidding on deals.” | * * «* 
Writing off the receivables in . 
three months ie part of Slade’s | Service Is Sales Booster 
insistence on clean books and | For N. H. Truck Dealer 
tight cost control. ‘ 5 
" F nestle | KEENE, N. H.—“Service” is the 
I can iell you within a penny/,,; . 
how much everybody out there| big word at Sargent Motors, Inter- 


: tional truck dealership here, ac- 
makes, how much everything costs es ; 
and even how much I have in my | oe to Gordon Sargent, pro-| 
pocket. Most of the drawn-out ac-| » In ‘fact the dealer reports 

, e ’ 


counts will come through, and if/|,. 
& : his firm’s reputation for dependable | 
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THE NEW “CB” SM 
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|number of new-truck sales for 
| Sargent’s. 
“Rut I certainly wouldn’t be able| “If something goes wrong with | 
to operate this way if I were| # customer’s truck,” he said, “we | 
out golfing or sailing half the week. | chr fix it. We —_ 
The dealers who do that and then| Tather send away a satis e— 
complain about lousy profits get no| Customer than to save a few ee nee 
tears from me. | dollars on service costs.” | 
“What's it all add up to? Maybe The Sargent service department | 
one day by kid will want this (is built with 14-foot doors to ac- 
business. What he would get are ;commodate whole trailer trucks 
good, well-paid personnel who |and loads and is manned by six 
know and like customers. experienced men to provide service 
“But if he doesn’t want any part) day or night. 
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4 TO SERVE YOU AS YOUR 


RIGHT HAND MAN 


classify them as unpaid debts and | 5¢Tvice has been responsible for at ciihendaaibaliae 


1 
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The importance of the service department at “CB” Smith Motors (Dodge Plymouth) 
is emphasized in this sketch of the dealership's new facilities in Austin, Tex. The 
modern plant was especially designed by owner C. B. Smith to take care of a car's 
| needs—from the time it leaves the factory until it's traded in. All 37 service stalls 
are enclosed by overhead doors and are entered from an open “patio” area. Ground 
and building area totals 76,700 square feet. 
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For more than a quarter century, the SUN Representative 
has been a Right Hand Man to the Automotive Service 
Industry—providing specialized technical knowledge and 
training in the use of scientific automotive testing 
equipment. Today—the “Man From Sun" is known for 
his integrity—his complete understanding of any problem 
concerning automotive testing. 


Because he, too, depends upon the Automotive Service Industry for a 
livelihood, his counseling and assistance is genuine—sincere. He knows 
what helps You, helps the entire industry—creating greater customer 
confidence among millions of car owners and greater profits for the 
automotive repair shops. 


Your SUN Representative is at Your service anytime—anywhere. Just call 
or write the nearest Authorized SUN Factory Sales and Service Branch 
listed below. 
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Chicago 31, IMinois—Harlem and Avondale 


Milwaukee, West Allis, Wisc.—16057 West 
National Ave. 


St. Louis, University City 24, Mo.—563 
North and South Blvd. 


Memphis, Tenn.—667 Monroe Ave. 

New Orleans, Louisiana—3010 Josephine St. 
Atlanta, Georgia—1068 Arlington Ave. S.W. 
Detroit 1, Michigan—4229 Cass Ave. 
Cincinnati 44, Ohio—6871 Main St. 
Cleveland 2, Ohio—4744 Lorain Ave. 
Pittsburgh 6, Pa.—5461 Penn Ave. 

Buffalo 16, N.Y.—1421 Hertel St. 


Philadelphia 24, Pa.—5606 Tulip St. 
New York, Passaic, N.J.—58 Liberty St. 

Boston, Somerville, Mass.—371 Mystic Ave. a 
Kansas City 27, Mo.—4008 Truman Road My 
Minneapolis 5, Minn.—1821 Glenwood AV@ 
Dallas 11, Texas—3108 Forth Worth Ave. “= 
Houston, Texas—115 West 15th St. y 
Denver 10, Colorado—1388 S. Broadway 

Salt Lake City, Utah—1275 W. North Temple 
Los Angeles 45, Cal.—6701 S. Sepulveda Bivd. 
Oakland 7, California—660 - 11th St. 

Portiand 11, Oregon—6437 N. Greeley Ave. 
Spokane, Washington—112 South Monroe 








Uff evectric CoRPORATION 


HARLEM AND AVONDALE . CHICAGO 31, ILLINOIS, U.S.A. 
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This Shop Is Designed 
To Avoid Bottlenecks 


By Robert M. Lienert | 
Associate Editor | 
F THE dealer is in business just | 
for the brokerage fee, he’s in| 
the wrong business,” says Arthur} 
C, Sellgren, owner of Sellgren Buick | 
Co., Inc., on Detroit’s Northwest} 
side. | 
“We're not out to gouge, but we | 
must make a profit on everything 
we sell,” he explains. 
Sellgren Buick is selling — and 
trying to sell profitably — because 
more new-car customers come in 
through the backshop than through 
the showroom. | 
* * * 
ELLGREN BUICK has spent 11 
years building on the founda-| 
tion of good service. That it has 
built well is evidenced in the fact! 
that the books show black ink for 
every month since February with 
a black figure for the year to date. 
The Seligren shop is a model | 


of efficiency. Each of the 11 stalls 
on the line is equipped with a 
hoist—including nine twin-post 
lifts. Each mechanic in each stall 
can work on anything, Sellgren 
claims. 

Feeding into the line is a recep- 
tion area which can handle up to 
16 cars without forcing a customer 
to wait for a service salesman. 


U. S. Rubber Closes 


Plant at Fort Wayne 


FORT WAYNE, Ind. — United 
States Rubber Co. has closed its 
industrial rubber products plant 
here, with transfer of machinery 
expected to take four months. 


Louis J. Healey, general manager | 
of the firm’s mechanical goods di-| 


vision, said the plant was closed 
because it operated consistently at 
a loss. 


Sellgren, who designed his ow n| 


building, says he laid out the serv- 
ice department so that no mechanic 
ever has to wait on another stall 
to do a specific job. 

Every car in the shop and every 
car on the lot can be driven away 
without a “jockey” having to move 
another vehicle. 

* * +” 
Mobile Equipment 

ELLGREN, who believes a car 

isn’t really mobile when it is 
laid up for service work, likes 
mobile equipment. His two best 
pieces of such equipment, he says, 
are a portable lube rack (a car on 
the line doesn’t have to wait if the 
two lube racks are busy) and a 
portable wheel balancer. 

The dealership buys special tools 
and gauges and power tools for the 
joint use of all mechanics, although 
each man is expected to have a 
“full box” of his own. 

A monorail extends over four 
stalls to expedite heavy work, 
such as removing engines or 
bodies. A monorail also extends 
into the parts storage room, for 
quick unloading of heavy ship- | 
ments. 

“They've paid for themselves | 2 service absorption of 88 percent, 
many times over,” Sellgren says. | including all administrative ex- 
With 100 percent of available | Penmse. 
mechanic hours sold, Sellgren has| Repair orders, which averaged 


| Film "Stars’— 


latest methods of brake servicing. The 
| film was prepared by Thermoid for show- 
ing at jobber brake clinics. 
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Time Studies prove that mechanics increase the 


IT’S AS SIMPLE AS THIS... 
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efficiency of their work by 50% and more when they 


work under a GLO 


BE “Frame-Kontact” HOIST. 


75% of all shop jobs can be handled faster and better 
on a Hoist and when each of your mechanics is 
equipped with a GLOBE “Frame-Kontact” HOIST, 
your shop will turn out more work and better work 


in less time . . . show 
you'll make promised 


a higher profit on every job... 
deliveries . . . you'll have fewer 


“come-backs” . . . and you'll have more customers. 


The money you sav 


e by installing GLOBE “Frame- 


Kontact” HOISTS will exceed by far the few pennies 
a day you need to pay for them through GLOBE’s 
convenient TIME PAYMENT PLAN. It will pay you 
well to fill in the coupon below for full information 
on the popular GLOBE “Frame-Kontact” HOIST. 


COMPANY. 
ADDRESS. 





CITY ond ZONE. CSTE 


WORLD’S MOST COMPLETE 


GLOBE HOIST COMPANY 


East Mermaid Lane at Queen Street 
Philadelphia 18, Penna. 
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Furnished with 4 “‘Continental-18”’ Adapters, GLOBE 
**Frame-Kontact”’ HOISTS will accommodate all car 
wheelbases . . . lift up to 8,000 Ibs. Complete underside 
accessibility assures quicker, easier and better work on 
every job. Installation costs are low. Easy maintenance 
assures long and trouble-free service. 

















GLOBE PATENTS —The 
world-famous principle 
of “Frame-Kontact” lifting 
was invented, patented, 
pioneered, and licensed by 
Globe Hoist Company. it is 
covered by the following 
U. S. Patents: 2458986 — 
2593630 — 2593635 — 
2612344 — 2612355 — 
2654443. Other U.S. and 
foreign patents issued and 
pending. 


eo 


HEAVYeDUTY TRUCK HOISTS 





Bill McConnell, seated, chief mechanic | 
lat Thermoid Co., and Jack Owen, engi- | 
neer, are the demonstrator and narrator | 
|in a 30-minute color film featuring the | 


630 per month over the first half 
of the year, totalled 746 in June, 
+ + * 


Satisfaction First 


“@ERVICE sales per repair order 

could be jacked up,” Sellgren 
said, “at the expense of a bewild- 
ered, trusting customer. But we 
sell only the service and the paris 
he needs. 

“Service isn’t sales, service is 
satisfaction,” he says. 

“Our parts sales may not look 
impressive when compared with 
those of other dealerships, but 
our men are mechanics, not parts 
replacement experts. 

“Our mechanics earn their pay 
morally, as well as technically. Our 
customers know this. And that’s 
how this service department retains 
customers for the sales depart- 
ment.” 

Despite this conservative policy 
on parts sales, Sellgren Buick turns 
its parts inventory about six times 
per year, carrying an inventory of 
approximately $23,000. 

The parts department has a 








| counter which opens directly into 


the service area, and no mechanic 
ever has to wait on parts. 

= = * 
Comebacks Few 


ECHANICS work on a 50-50 

flat-rate arrangement, with a 
retail customer labor rate of $5, In 
11 years, Sellgren says, not one of 
its mechanics has ever failed to 
top his weekly guarantee. 

The shop has virtually no come- 
back problems, since each me- 
chanic does his own correction 
work—on his own time. 

The mechanics road-test cars 


| with the customers after work has 


been performed. This has helped 


|} to cut down on comebacks. 


Seligren Buick service is liked by 


ja lot of people, especially by the 


firm's new-car salesmen. They make 
it a point to tour the prospect 
through the service department 
when working on a deal (most of 
the customers have been there 
before, anyway). 

Pete Blakely, the service man- 
ager, and the service manager's 
assistant use close followups. When 





a regular customer doesn’t show 
up, somebody telephones the truant 
to find out why. 

“Most of the time,” Sellgren says, 
“we find he hasn't been in because 
he’s been in Florida or at the 
summer cottage. 

“Of course, you can’t satisfy 
everybody, although we lose very 
few customers. 

“We like to think we have the 
human touch here—and éven the 
service department isn’t all nuts 
and bolts.” 


Specials Limited 

ELLGREN BUICK uses “spe- 

cials” in the service department 
on a limited basis. Featured are a 
spring tuneup campaign and a 
brake campaign. 

“We used to have a winterizing 
campaign,” Sellgren says sadly, 
“until people started buying their 
antifreeze in the dimestore and 
bringing it over here for us to put 
in.” 

Seligren says he has always 
accented the service department 
in his dealership because “in this 
business you make it a penny at 
a time and you lose it a dollar 
at a time.” 

He spends much of his time in 
the service department, although 
his service manager has a free 
reign. 

“Each of the cooks tends his own 
pot,” Sellgren says, “although I 
like to taste the stew now and 
then.” 

He likes to prowl the shop, he 
says, because that’s where we 
cement relations with the cus- 
tomers. 


Colo. Cracks Down 
On Test Stations 


DENVER.—State Motor Vehicle 
Department officials announce they 
are cracking down on rules viola- 
tors among Colorado’s 2,175 motor 
vehicle safety inspection stations. 
William A. Cassell, supervisor of 
field inspectors of stations, said 
that since March 1 licenses of 13 
stations have been suspended. 

He said stations found guilty of 
issuing stickers for inspecting vehi- 
cle brakes and lights improperly 
for the second time usually have 
their licenses suspended for a year. 
“So far we have found no second 
offenders,” Cassell said. 
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Backshop . . . «sack weed 


(Continued from Page 18) 


out to buy a new deal he could 
limit his selection to one in a com- 
munity that would give him the 
potential he wes oemng for. 


What Would You Do? 


a of the dealers, to whom I 
talked at length on this sub- 
ject, had recently gone out of busi- 
ness because his area had gone 
“dead” and, although he was a re- 
sourceful sort of a merchandiser 
and had tried everything he knew 
to make his business pay in that 
location, he found that under a 
poor selling climate it cost him too 
much to bring the trade into his 
shop. 

I spent the time with him that 
I did, first, because I can’t help but 
like the guy, and second, because 


he is now in the process of formu- | 
lating in his own mind the type of | 


an operation he would like to get 
in to. He is not the kind of a guy 
who ever would be content to sit 
on his front porch and twiddle his 
thumbs. 

This dealer’s specifications for 
the type of a deal he would be 
interested in starts off with the 
premise that it must be a metro- 
politan city and that he would 
check the economic status of the 
neighborhood especially as to its 
buying power. He would welcome 
competitive dealers close by so 
long as none sold the cars he was 
going to represent. 

He would prefer everything to- 
gether—parking, used car lot, new- 
car storage, displays and service 
parking. He would want service fa- 
cilities with at least 15 work stalls, 
plus a body shop of at least eight 
work stalls. He puts a limitation of 
$10 pre square foot on the cost of 
the building and, most important, 
he says the facilities must be 
modest enough to be self-sustaining 
as a service garage, if necessary. 

And there—to my mind—may be 
one of the keys to the profitable 
operation of a dealership service 
department. This dealer friend of 
mine is actually saying he wants 
his service and parts departments 
to be able to show him a profit, 
regardiess of whether he sells a 


new vehicle or not. 
> > > 


What to Look For 
Ir SETTING up this deal — and 
mind you this dealer has oper- 
ated a large metropolitan dealer- 
ship for years—he would make cer- 
tain that every department head, 
and especially his service manager, 
had the capacity to inspire men to 
do a better job. He goes on the oft- 
proved basis that good men must 
be paid for performance and al- 
ways have good and clear advance- 
ment opportunities in front of them 
as incentives at all times. 

My dealer friend goes on to say 
that, if the deal he was considering 
buying was not a successful oper- 
ation but the location and facilities 
were okay, he would look for the 
other things that might cause it 
to be unsuccessful. He outlines 
these as: 

1. Inadequate working capital. 

2. Lack of ability or know-how of 
management. 

3. Improper attitude towards 
either customers or employes, or 
both—and perhaps factory. 

4. Inability to penetrate ade- 
quately into the trading area 
(which could be caused by a poor 
sales organization, attitude, 
sloppy service performance, or 
poor advertising). 

5. He would carefully study the 
responsibilities and understandings 
of responsibilities of department 
heads and the attitudes of manage- 
ment, and, 

6. He would attempt to run a 
survey on the neighborhood’s opin- 
ion (customers and other business 
Peoples’ opinion) of the dealership. 

> * - 


Incentives Pay Off 

EORGE MALONE, a Plymouth 

dealer in Canton, O., uses a 
little different twist on the flat rate 
in paying his mechanics and still 
keeps the incentive in the deal. He 
Pays his mechanics a flat $2.35 per 
flat rate hour, which maintains the 
incentive to do as many jobs in 
the day as possible, yet gets away 
from having to pay all people in 








the service department on an in- 
centive basis. 

He says dealers using this 
method of paying mechanics base 
the rate paid per hour on what the 
shop flat rate is. This method, he 
claims, will also work in a union 
shop where the men are paid on 
an hour rate. 

This question of incentives for 
mechanics is a big one, but none- 
theless a very important one. For 
instance a short time ago the 
Ford division surveyed one deal- 
ership in each district to find out 
what was the prevailing method 
of paying incentives. They found 
that 25 dealerships used the 50- 
50 flat rate, six some variation of 
the 50-50 plan, and four dealer- 
ships used no incentives. 


It is of more than passing inter- 
est to note that the last four deal- 
erships had an average productiv- 
ity of 58.6 percent for their line 
technicians, while the dealerships 





Snap-on KR-360 Triple-Unit Tool Cabinet 


with incentive plans averaged 86.9 
percent. 

Of the 35 dealerships covered by 
the questionnaires, 34 operated body 
shops. For their body and paint 
men, 21 dealerships used the 50-50 
incentive plan, six used variations 
of this plan and seven used no in- 
centives. 

The last seven showed an aver- 
age productivity of 72.7 percent for 
their body and paint men, while 
the other averaged 92.9 percent. 

One dealer, who had been paying 
a straight hourly rate, changed to 
a 50-50 incentive. In the last month 
|that he paid the straight hourly 
wage, his body shop sales were ap- 
proximately $9,000, while the very 
next month on the 50-50 plan his 
sales jumped to approximately $12,- 
|000 without adding a man to his 
|work force. 

Of the 35 dealerships surveyed, 91 
percent had some form of incentive 
for their service managers, and 82 
percent had incentive for their body 
shop managers. 

+ * = 


| Interesting Combo 

7 the increased activity and 
interest being expressed by 

many motorists in boats that can 

be hauled behind their car, a com- 





KR-58A Tool Chest 


26” x 12” x 14” high 











Oil Parley to Hear Report 
On U. S., Foreign Cars 


NEW YORK—A study com- 
paring performance of American 
and European automobiles will 
be presented at the Fifth World 
Petroleum Congress which will 
convene here in 1959. 


Plans for the paper were an- 
nounced by Eger V. Murphree, 
president of Esso Research & 
Engineering Co., who attended a 
meeting in Vienna at which plans 
for the congress were completed. 
At the meeting, three Russian 
scientists were elected to the 
permanent council of the world 
congress. 





pany in Philippi, W. Va, Trail- 
Craft Corp., has come up with the 
idea of making a unique combina- 
tion trailer and amphibious vehicle 
available through dealers on a 
rental basis. 

With this one vehicle, the 
motorist can rent a trailer, with 
side racks if he wants them, a 
camping outfit, a boat or a duck 
blind, all in the same vehicle. As 
a car-trailer, the vehicle will 
carry as much cargo as the ordi- 


fit your needs. 





KR-421 Drawer Section 


26” x 12” x 8” high 








nary rental trailer; as a boat, it 

is claimed to be virtually non- 

capsizeable and non-sinkable; as 

a camping outfit, it will sleep 
four persons; as a duck blind, it 
presents a very low silhouette. 

It has one wheel in the rear, 
making it easy to handle either 
behind the car or at the shore 
when detached from the car. Deal- 
ers interested in finding out more 
about this unique vehicle should 
get in touch with World Wide Trail 
Craft Rentals, Inc., Market Square 
Blidg., Harrisburg, Pa., the agency 
that has been set up to provide the 
rental deal in all its details. 

* + a 


Service on Top 

NCIDENTALLY, in line with the 

theme of this issue, I was talk- 
ing to an official of one of the Big 
Three just the other day, and he 
made the remark that the only re- 
quests they are getting from their 
dealers for building plan assistance 
this year is for help in revamping 
the service department, so that the 
dealer could get more room, better 
his traffic flow or provide easier 
access. 

Evidently, quite a few dealers 
are beginning to realize that 
“there’s gold” out beyond that 
“wailing wall.” 





This new Snap-on tool chest with changeable drawer 
combination actually lets you design your own tool chest. 
You can select all deep drawers, all shallow drawers or 
a combination of deep, shallow, and medium-depth 
drawers — get just the right combination for your own 
particular tools. And you can make future changes to 


The new Snap-on drawer section is also available 
with the changeable drawer feature. Two shallow draw- 
ers can be substituted for the deep drawer or a deep 


drawer substituted for the two shallow drawers. 


KR-352 Roll Cab 


264%," x 18” x 30” high 





The Snap-on roll cab gives you a tool chest on wheels. 
And you get all the built-in quality of Snap-on chests 
— heavy-gauge electrically welded steel, closely spaced 
spot welds, extra-strong internal bracing and supports. 
All drawers are non-sag, non-spill, easy-running units 


with full-width, roll-type pulls for easy opening from 
any angle. 


Get it now on Snap-on’s 


easy payment plan 


You can get the new chest, new drawer sec- 
tion and the roll cab individually, as a com- 


plete unit, or in any 


two-way combination. 


Any or all are yours on Snap-on’s easy pay- 
ments. Ask your Snap-on man for full details. 


SNAP-ON LOO 


Go Ge oe Aes 
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Ford: 153% of Time Sold... 


Pool of Mechanics 
Boosts Shop ‘Take’ 


By William Carroll 
Staff Correspondent 

S POSSIBLE for a franchised 

dealer to jump his service absorp- 
tion from 53 percent in 1949 to 
985 percent for the first five 
months of this year. Beverly Hills 
Ford, Los Angeles, has done it. 

By using good management 
at studying the needs of its 
area and shop, this firm has 
been able to sell 153 percent of 
available mechanic time, reduce 
a service-absorption loss from 
$100 per new unit in 1949 to $3 
per unit thus far this year and 
cut comebacks (which are 
charged back to the mechanics 
who performed the work) to only 
$215.87 out of $130,709.71 in total 
labor sales in the first five 
months of 1958. 

Not only has Beverly Hills in- 
creased its shop “take” by sub- 
stantial amounts but it is running 


Th 


Out of the 
yet 
right at 


fingertips... 









second in labor sales (by only $766) 
to a large metropolitan dealer. 
This latter firm currently holds 
the top labor-sales spot in the area. 
Beverly Hills also is sixth in parts 
sales among all Ford dealers in 


U. S. Gasoline Consumption 


Rises 7 Pct. in Month 

PHILADELPHIA. — Gasoline 
consumption in April in the U. S. 
showed an increase of 7.1 percent 
over March, the Gasoline Product 
Use report of Sindlinger & Co., Rid- 
ley Park, Pa., showed. 

Total gallonage for passenger 
cars in April was 3,687,300,000, com- 
pared with 3,443,480,000 gallons in 
March. Of the total gallons pur- 
chased during April, 55 percent was 
regular gasoline and 45 percent was 


premium grades. 


they 


1 


AY ass 


Los Angeles and Orange counties. 
Beverly Hills Ford was a rather 
nominal operation in 1949, writing 
some $24,000 a month in parts and 
labor sales. In 1952 the total 
reached $31,000; by 1954 monthly 
gross sales were $47,000, and in 
1957 the average soared to $55,000. 
+ > + 


Service Interest Gets Credit 


7“ primary reason for the 
firm’s high mechanic efficiency 
and great increase in service sales 
is that the dealer and his service 
manager have become vitally in- 
terested in service. 

Both the dealer and the service 
manager realized long ago that if 
they could build an increasing 
backlog of repeat customers, suc- 
cess would be assured. 

They realized that to build such 
a backlog they needed an efficient 
service department which assured 
quality work at fair prices. 

Mechanics were pooled, with all 
four line mechanics working as a 
team, Lube and tuneup men also 
were pooled. The four line me- 
chanics averaged $993 per month, 
tuneup men $1,034 and two lube 
specialists averaged $767 a month. 


* > * 


Rea HILLS management 
realized that if they were to 


REMOTE 





TIREFLATORS* 


speed service...cut costs... 
modernize your shop 


Eco Tireflators inflate tires automatically 
to the exact pressure required to lengthen 


tire life and give the best performance. And 
Eco Remote Tireflators save lube-room 


your 


space and put air right where you need it, 
when you want it. You save time because 


there is no need to “inflate and check” or 


hunt for lost gages. You build customer 
confidence because you give accurate air 


service with the most modern equipment. 
Before you spend another day wasting 


valuable shop time with inconvenient, 
inaccurate air equipment find out how litt 


co Tireflators cost and how much they 





| 


| line, lube and tuneup men who are 





| Shop pay off.” 
* 


| tomers. Soon the rush is cleared 


|@ man jumping to the next car and 


make money on customer labor, 
the men must make money as 
well. And that for every dollar a 
mechanic makes on a flat-rate 
basis, the shop makes a dollar, too. 
Beverly Hills works on a 50-50 
flat-rate basis and a $5 labor rate. 
The men work a 44-hour week. 

Not only is this shop able to 

sell over 1% times the mechanic 

time available due to operating 
efficiency, but pooling of line 
mechanics has increased effici- 
ency among them to 215 percent. 

This record is being made on 
customer labor sold to regular serv- 
ice customers of the dealer, as 
their warranty labor claims are 
unusually low and their relations 
with service customers very high. 

“We hire men who like money 
so well they'll work for it,” said 
Doug Doan, general manager of 
the firm. “There’s no secret to our 
success. Just the best men we can 
find, who are paid on the basis of 
what they do. 

“We keep the shop loaded with 
work, give them the best tools on 
the market and let them make 
some money. As to the service 
manager, he has to have hot feet 
and a cool head to earn the more 
than $1,000 we pay him every 
month. It’s teamwork that counts, 
and teanmrwork that makes our) 


Everyone Pitches In 


pancor of this is seen in the 
early-morning rush of custo- 
mers. Everyone in the shop (except 


already busy on cars in their stalls) 
pitches in to care for waiting cus- 


away. “Jockeys” handle the cars, 
parking them or moving them in 
and out of stalls. 

Orders are written on the basis 
of flat-rate times, with no hassle 
about dispatch. Hard jobs and 
easy jobs flow as scheduled, with 
no bickering over what man is 
up for an easy but lucrative 
“R & R” or who gets stuck with 
a clutch overhaul. 

This is the secret, if there is 
one, of Beverly Hills’ jump in serv- 
ice absorption. 

The men are pooled. There are 
seven stalls, in each of which is a 
twin-post hoist. 

A tough job gets all the man- 
power to juggle the engine, because 
the men work together and are 
paid together. When a car is wait-| 
ing for parts, it’s no problem, with 





starting a teardown. 

Warranty jobs may wait a little 
longer, but delivery dates and 
times are met as promised. Here's 
an example. Half an hour before 
quitting time a rush brake job hits 
the shop. The four mechanics had 
the brakes completely overhauled in 
five minutes, then two of them ran| 
the drum lathe (which can handle 
only two drums every 15 minutes) 





j}and completed the job; the other 


two went back to other work in 
progress. A fast man would be 
hard pressed to complete this job 
in four hours. 
> > oo 
, KEEP working all the 
time,” said mechanic Billy} 
Lentz. “That's why the four of us 
split the pay of six men. But it 
only works when the four are good 
men of equal ability. 

“Another way this team-pool 
pays off is when a ‘rattler’ comes 
in. You know it takes one man- 
hour to find a noise, and 10 min- 
utes to fix it. When we get one, 
all four of us go over the car 
and locate the noise in a couple 
of minutes. Then one man can 
fix it and get that job out of the 


Diesels Mounted 
In Chevrolet Cabs 


BRUSSELS, Belgium. — Seventy- 
five Chevrolets, fitted with British- 
made Perkins four-cylinder diesel 
engines, have been specially ordered 
from General Motors by Brussels 
Taxi Co. 

The diesel engines, capable of de- 
veloping 58.5 horsepower at 3,000 
r.p.m., are being installed in the 
cars at the General Motors factory 
at Antwerp. 

Since World War II, the taxi 
company has purchased 350 Chev- 
rolet cars equipped with Perkins 
diesel engines, averaging 23.5 miles 
to a gallon. The new Chevrolet 
taxis have been supplied without 
chrome molding to facilitate main- 
tenance. 





way for something more profit- 
” 

In the five tuneup stalls the 
story is similar. Doing the work of 
three, the men have turned out as 
much as $300 worth of work each 
in a day. Each made $12,913 in 
1957. 

At the dealer’s option, a per- 
centage of profits is divided yearly 
as a bonus, with paid holidays and 
vacations, Men are paid twice a 
month. One check is a flat amount, 
the other varies on labor charges. 
Service salesmen are paid a flat 6 
percent on repair orders written 
(less sales taxes) and 10 percent 
on accessory sales. 

Here are 1958 averages for Bev- 
erly Hills Ford: 


Month Matertal Labor Writers 
Jan. $ 9.34 $15.82 1,507 
Feb. 12.06 19.18 1,298 
Mar. 10.89 18.22 1,322 
Apr. 12.12 18.23 1,280 
May 12.24 19.05 1,275 

* * * 


Figures Compared 

OW the service-sales picture 

shapes up when compared with 
new-car sales is demonstrated by 
figures for 1957 and 1958. 

Gross parts and labor for first 


four months total $106,617, which, 
(Continued on Page 33, Col. 1) 





Investing » 
bile Home Franchise can 
be the transfusion that will 


get your capital out of its 
“so-so” rut 


| 


More people are buying 
mobile homes to LIVE IN 
And 
there’s a healthy increase 


than ever before. 


in sales of the truly travel 
trailer, too ..\. for vaca- 
tions, sports, and semi- 
retirement, 5] 


As an established business 
operator, you're in an ideal 


position to step into a 
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(Continued from Page 32) 


divided by the 304 new units sold, 
thus far this year gives a figure 
of $350 per new car. The same 
relationship for 1957 would be 
$173, when the deal moved 1,414 
new cars and trucks. 

Average customer labor sales per 
repair order figure out to a little 
over $18 for the first five months 
of 1958, compared with $15.20 for 
1957. Total repair order average for 
this year is running $29.30. 

Active service customers in- 
creased from 2,565 in May, 1957, to 
2.973 in May of this year. 

On the 1,275 ROs written in May 
were 534 lube jobs, 516 oil changes, 


234 front-end alignments, 268 brake | 


adjustments or relinings, 219 tune- 
ups, 116 exhaust-system jobs and 
285 automatic-transmission-oil serv- 
icings. 

Compared with the national aver- 
age, Beverly Hills’ record of num- 


ber of times each service item ap-}| 


pears on the average repair order 
points up how the dealer is using 
the lube hoists as customer attrac- 
tion and sales points. They com- 
pare as follows: 


Bev. Natl. 

Hills Av. 
Lube . 2.00 27.69 
Oil ee 0.50 22.47 | 
Tuneup .. .«- 7.20 45.38 
Chassis . 27.40 26.07 
Brake . secocesee LOO 13.07 
Automatic Trans. ....23.20 9.01 


The automatic transmission serv- 
ice of Beverly Hills is compared 


with major motor of Wolf figures) 


as Wolf does not list transmission 


Retread Sales 
At New Peak, 


Says Firestone 


AKRON. —Retread tire sales| 


soared to a new record in 1957 and 
the 1958 demand for retread tires 
should be greater than ever, ac- 
cording to J. W. Hodgson, manager 
of treading and repair materials 
sales for Firestone. 

“Total sales should amount to 
nearly $650 million this year,” he 
said. “Car and truck retreads in 
1958 will exceed the 1957 output by 
nearly two million units.” 

Hodgson, a veteran of 45 years 
in the retreading business, said 
sales for 1958 would amount to one 
retread for every two new tires 
sold. The ratio in 1930 was one 
retread for every 70 new tires. 

Firestone economists expect 27,- 
065,000 passenger car retreads to be 


sold this year. Last year’s figure| 


was 25,250,000. 

Truck and off-the-highway re- 
treads will number 7,300,000 in 
1958, according to Hodgson. That 
is an increase of more than 250,000 
over the year just ended. 


Retreaders Get 
3 New U.S. Lines 


NEW YORK.—Three new lines 
of tire tread rubber have been in- 
troduced for the retread industry 
by United States Rubber Co. They 
are: U. S. Royal Tread, U. S. De 
Luxe Tread and Blue Seal Tread. 

According to John W. Lynch, 
manager of tread rubber and re- 
pair materials, the U. S. Royal line 
is made for cars, buses, on and 
off-the-road trucks and off-the- 
road heavy duty vehicles, as well 
as for airplanes and-industrial ve- 
hicles. 

He said U. S. De Luxe Tread is 
made for car and truck tires and 
Blue Seal for car tires only. 


Liability Insurance Rates 


Up 20 Pct. in Maryland 


BALTIMORE.—Auto liability in- 
Surance rates have jumped 20.3 
Percent throughout Maryland. 


The new rates, approved by the 
State Insurance Department, apply 
to policies effective after Sept. 15 
written by about 20 of the larger 
mutual insurance companies. Other 
companies are expected to follow 
suit. 
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Ford: Coast Deal Sells 153% of Available Time... 
Mechanics’ Pool Boosts “Take’ 


service as such. It also indicates 
the dealer gets more over-three 
year-old cars. 


A recent survey showed an aver- 
age of three items per RO, almost 
a full item higher than most Ford 
or Chevrolet dealers. 

Analyzing Beverly Hills’ costs 
| brings to light how it differs from 
the usual dealership. Service sales- 
men use slack periods to call cus- 
tomers, who may have brought a 
}car in for service when the shop 
| was too busy to accept the job. 
| * +. * 
| Ne aac adjustments are almost 
nil, as all comebacks are re- 
turned to the team responsible. 
There is never any question, as far 
as the service manager is con- 
cerned, as to who goofed. 

One reason that supply cost is 
low is that all supplies, includ- 
ing lead and paint, are charged 
directly to the work order. Noth- 








ing is carried in stock or inven- | his turn for that particular job. | 


tory, which increases overhead 


vehicle expense is high because 
the deal operates an extensive 
pick-up-and-delivery service de- 
manded by the people in the area. 


Employe benefits are few, but only 
because the teams are working to 
make a better-than-average income 
}and need not wait for the deal to 
hand over badly needed operating 
capital in the form of “fringe 
benefits.” 


Beverly Hills’ service operation is 
the result of much intelligent plan- 
|ning. The original problem was 
| getting cars in and out of the shop. 
| Space was limited and hiring more 
} men would just provide that many 
| more feet to be tripped over. 





| The dispatcher was spending too | 


much time trying to even up the 
| work. Once in a while both the 
customer and the mechanic would 
| be waiting—the customer because 
|no one could work on the car, 
|the mechanic because it wasn’t 


| Then too, late-afternoon arrivals 
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“Rules for All Repair Orders’ 


Eprror’s Nots: This is the service credo used under the above 


heading by Beverly Hills Ford, 


Beverly Hills, Calif. 


1. DO Complete all service as ordered. 
2. DO Have the order closed out and ready for the customer at 
or before the time promised. 


processing. 


“re-doing.” 


no one man could finish the job 
before quitting time. 
* * 


om 

Pooling Suggested 
ANAGEMENT called the line 
mechanics together and sug- 

gested they try pooling the work 
|}and operate as a team. At the end 
| of a four-month trial, the men were 
sold and began in earnest to func- 
tion as an important part of the 
| dealership. 
Time off became rare, for each 
| man felt he was letting the 





and freeze up capital. Service- | couldn’t be accommodated because| others down. When one mechanic 
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For safety’s sake seil the best... 
sell Delco Brake Fluids 





Coes 





WEATHER 
SAFETY 
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HOT! 
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DELCO SUPER 99 
BRAKE FLUID—heavy-duty 


protection throughout 400° range 
at economy prices! 


3. DO Not let the amount of the bill exceed the amount quoted. 
4. DO Return the customer’s car free from any soil due to shop 


5. DO Turn out a job that will not have to be brought back for 


6. DO Cheerfully correct any mistake we make the first time it 
is brought to our attention. 

7. DO Express our appreciation for customers’ patronage 
(printed “thank you” on 


invoices does not count). 





had to leave, the remaining three 
selected the best mechanic in 
town and recruited him for Bev- 
erly Hills Ford. 


In this year of slow new-car 
sales, Beverly Hills Ford has found 
that having a profitable service op- 
eration is the difference between 
being comfortably in business and 
uncomfortably in the hole. 

“We try to give our customers 
damn good service,” said Doan, “As 
long as we succeed, they'll come 
back for more service—and every 
now and then buy a new car.” 








For extra cold weather safety, it’s 


new Delco Super 99 Brake Fluid! 


pressures. 


*In wheel cylinders under 


Flows freely at minus 60° F. AND 
exceeds the minimum boiling point 
of SAE-70R1 specification by 50 
degrees plus. Delco Super 99 is 
chemically and physically stable, 
compatible with all rubber or 
metal brake system parts and 
with other quality brake fluids. 


Give your customers 400° range 
heavy-duty protection with Delco 


Super 99. Order through the 
United Motors System, or through 
Chevrolet. 


norma! static 





In a wide variety of sizes in- 
cluding this new 12-oz. can. 


Moraine Products 


Division of General Motors, Dayton, Ohio 








- ee ae 


Learning About Power Brakes— 


Because of the acceptance of power brakes by the motoring public, Bendix products 
division, Bendix Aviation Corp., South Bend, has established training schools for 
the service industry. Working through franchised distributors, Bendix has set up a 
dealer development program for training «mechanics in selling and servicing power 
brakes. Distributor officials are brought into the Bendix factory school and given 
@ training course. They, in turn, train service distributor instructors who conduct 
deoler service schools. W. Ll. Koupal, Bendix zone manager, and D. G. Simpson, 
assistant educational director, Electric Equipment Co., Los Angeles, are shown as 
they conduct one of the Bendix courses in Los Angeles. 
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In Dealer’s Profit Pursuit .. . 
Factories Offer Advice 


(Continued from Page 18) 


twice as much outside area as the 
enclosed part of the building. 
Stress also is placed on keeping 
the building clean, attractive and 
modernized. People like to buy 
from stores that constantly change 
the appearance of their sales areas. 
* * * 
THE average buyer, this de- 
notes success and a progressive 
attitude on the part of the mer- 
chant. 

Far too many dealers forget 
that, regardless of the loyalty of 
their customers, they must ap- 
peal constantly to new buyers, 
and these may be adversely in- 
fluenced by the fact that nothing 
has been changed in the dealer- 
ship in years. 

Attitude of dealer and all of his 
employes is of great importance. 

Factory experts claim that most 
dealers in trouble are in that con- 
dition not because they don’t know 
where they are failing to do the 
proper job, but because they don’t 


have the force and attitude to con- 
trol the people in their organiza- 
| tion who are not doing the proper 
| job. 

| The dealer must tell his people 
what he wants done and then see 
| that is is done, or make a change. 
|How capably the dealer is doing 
|this job is reflected in the attitude 
lof the employes to the dealer. 


| * * 


1 
|Daily Report Is Vital 
DEALER, to be successful, 
must have day-to-day facts 
|about his business in order to chart 
properly and safely the course of 
his business. If the dealer is not 
\large enough to have a daily con- 
| trol system, he must substitute 
|other facts that his bookkeeper 
|can give him each day. 
Successful dealers forecast the 
| business expected of each depart- 
| ment and then make every effort 
to hold to the forecast. 
| And, above all, the dealer must 








FRAM SUPER 





















This sturdy 
Wall Rack 
can be yours 
at no cost! 


Order Wall 
Rack with 
any 24 
FRAM car- 
tridges. Ask 
your whole- 
saler. 


TAKE FIVE! Take five minutes to check the air and oil filters 
on every car that pulls in to your station. These customers are 
already pre-sold by FRAM’s powerful and continuing national 


advertising. 


Call your supplier now, order your Sport Shirts and start pulling 


in profits with FRAM Filters. 


*Patent Pending 


FRAM CORPORATION, Providence 16, Rhode Island 


SUMMER OFFER! 


WASH ’N WEAR 


O-Light and 
Display.* 


Boost air filter 
sales with the 
FRAM Inspect- 


Instantly com- 
pares dirty air 
filter cartridge 
with clean one. 














OIL+*+AIR+ FUEL*+* WATER 





realize that a profit is not a profit 
until he can write a check against 
it. Far too many dealers, factory 
experts claim, think they are in 
a profitable position when they in- 
clude unpaid bills, notes and used- 
car stocks as assets. These items 
diminish in value when the dealer 
needs money in a hurry. 

The attitude of the service cus- 
tomer is considered a basic guide 
as to the way a dealer is looked 
upon in the community. It is con- 
sidered good busines by the experts 
for the dealer to call a few cus- 
tomers every day or chat with 
them in the service department so 
he can know firsthand where is 
failing to serve properly. 

+ * z 

ND, above all, to make certain 

that he is getting the best out 
of his employes, the dealer must 
instill a proprietary attitude in his 
department heads especially, and 
in all of his employes, if possible. 
Make them realize that each has 
an important part of play in the 
success of the business. 

Insist on courtesy and fair 
treatment of the customer by 
every person working in the 
dealership. 


One of the expense “rat holes” in 
any dealership can be found in the 
service department that makes 
work for mechanics by doing un- 
necessary work on used cars. Un- 
less the dealer knows that every 
dollar spent on a used car is au- 
thorized by him or his used-car 
manager, such a practice can cost 
the dealer thousands of dollars. 


Another “rat hole” can be adver- 
tising expenditures. If the dealer 
does not check the results of every 
ad dollar and severely limit the 
amount for nonproductive advertis- 
ing, his advertising may create a 
bad loss situation even though 
proper and adequate advertising is 
an essential. 

> > > 


Other Costly Practices Cited 


Anctume costly practice is al- 
lowing banks to pay commis- 
sions to salesmen for time-payment 
business they steer the banks’ way. 
Body and equipment distributors 
also pay off truck salesmen for 
sales they divert from the dealer- 
ship. 

One undermines the finance 
and insurance profits that in 
some dealerships is the source of 
necessary profit and the other 
side—sidetracks commissions that 
should go to the credit of the 
truck department. In many cases 
these are greater than the profits 
= the sale of the cab and chas- 
sis. 


In the accompanying table are 
basic limitation percentages used 
by practically all successful dealers 
in guiding their businesses from 
falling into unprofitable pitfalls. 
They are considered sound “rule- 
of-thumb” guides for any dealer 
to use in measuring his business 
and especially his parts and service 
operations. 





4 Dealer Associations 


In Chicago Elect Officers 


CHICAGO.—Officers have been 
elected by four dealer associations 
in Chicago. They are: 

Dodge Dealers Assn.: Herb 
Scheurer, Kenwood Motors, pres- 
ident; Sam Caruso, Caruso Motor 
Sales, Hinsdale, vice-president; 
Jack Schutte, Schutte & Ray Motor 
Sales, treasurer; Lee Klinger, 
Klinger Motors, Inc., secretary. 


Chicagoland Plymouth Dealers 
Assn.; J. Gottfried, Gottfried 
Motors, Inc., president; L. Whitney, 
Whitney Motors, Maywood, vice- 
president; Norman Towne jr., Nor- 
man C. Towne, Inc., treasurer; Hal 
Opper, Hal Opper Plymouth, Inc., 
secretary. 

Studebaker-Packard Dealers 
Assn.: Melvin V. Cox, Mel Cox 
Motors, president; A. Strzzante, 
Angelo’s Auto Sales, secretary- 
treasurer. 

Al Goodman has been elected 
president of the DeSoto Dealers 
Assn. 


9th Award for Wray 


VAN NUYS, Calif—Wray Broth- 
ers has received its ninth consecu- 
tive Ford Four-Letter Award. J. J. 
Wray is president of the dealership 
which has handled Ford in the San 
Fernando Valley for 28 years. 
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are you ready 


for the NEW model change-over? 


Don’t be caught napping=-order your 


Borroughs Bins 
now! 


Make this change-over time the most efficient in your history. With BORROUGHS BINS you can cut your dollar investment and 








increase your profits by maintaining easy balance of inventory, and at the same time, have every part in its proper place. 
BORROUGHS BINS will save you time in preparing orders and finding parts. You cut the possibility of overstocking and obso- 
lescence. BORROUGHS BINS are stronger. . shelves are 18 gage . . frame has separate base and top bolted to uprights and back 
to give greatest rigidity. And as to color — you can choose green, gray, buff, white, cascade or tile, in electrostatically baked-on 


enamel. Get in touch with your BORROUGHS distributor today and you'll get quick action. 





sliding shelves 
adjustable without bolting . . . they 
slide in and out instantly, on 14” 
centers 


adjustable dividers 


snap into position any place you 
want them . . . designed to permit 
easy access to parts 


traveling label holders 
holders 
and dividers stay with parts when 
rearranged 


non-fall-out trays 


have individual label holders and 
stops to prevent falling 


travel with dividers . . . 


Borroughs warehouse distributors -—- always at your service 


LOUIS A. ALEXANDER CO. BINS & EQUIPMENT CO., INC. 
264 N. Beacon St., Watertown 72, Mass. 1918 Buford Highway, 4.£., Atlanta 9, Ge. 
Watertown 4-4140—4-7204 TRinity 2-3576 
BORROUGHS MFG. CORP. 
121 Vorick St., New York 13, H. Y. 


AUTOMOTIVE BIN SERVICE CO., INC. 
10040 Freeland Ave., Detroit 27, Mich. 


Webster 3-6445 Algonquin 5-1477 
20 East North St., Beffale 3, M. Y. THE BROWER CO. 
Elmwood 7047 114 Virginia St., Seattle 1, Wash. 
1220 Richmond, Gacinneti 3, Ohie MUtuel 0464 
MAin 1-5975 1616 LW. Glisen, Portland, Ore. 
8905 Loke Ave., Cleveland 2, Ohie CApital 8-8774 
Olympic 1-620 TACOMA ASBESTOS CO. 
54 West 30th, Indianapolis 8, ind. 25th and Holgate, Tacoma, Wash. 
TAlbot 7503 MAin 1175 
204 Builders Bidg., Lewisville, Ky. 
Wabash 2783 


W. W. CANNON CO. 
9739 Denton Dr., Dallas 20, Tex. 
Fleetwood 7-2846 
1901 Winter St., Hewsten, Tex. 
PReston 7688 


S. I. DAIGLE & CO. 
437 Philip St. New Orleans 10, La. 
EXpress 2138 


EAST COAST DISTRIBUTING CO. 
327 Hopkins Rd., Baltimere 12, Md. 
DRexe!l 7-8042 
1580 WN. 52nd St., Philadelphia 31, Pa. 
GReenwood 7-4444 


EQUIPMENT PLANNING, INC. 


3819 W. Fond du Loc Av, Milwavkee 16, Wis. 
Hi 2-0145 


FISHER CORP., LTD. 
177 S. King St., Honelele, Hawaii 
Telephone 6-234] 
WILLIAM A. GORE CO. 
1834 Adeline St., Oakland 7, Calif. 
TWinooks 3-7233 
1732 Ist Ave., S., Seattle 4, Wash. 
Mutual 1251 


GREEN-PENNY CO. 


4180 E. Noakes St., Les Angeles 23, Calif. 


Aigelus 8-332 
FELIX F. LOEB., INC. 


8810 S. Vincennes Ave., Chicage 20, tl. 


HUdson 3-5353 
METAL PRODUCTS CO. 


359 Madison Ave., Memphis 3, Tenn. 


Jackson 7-0572 


SIGGINS CO. 
704 Broadway, Kansas City 5, Me. 
HArrison 1-7670 
1236 S. 13th St., Omaha, Nebr. 
2315 University, Des Moines, lewa 


SIGGINS EQUIPMENT CO., INC. 


901 S. Boyle Ave., St. Lewis 10, Me. 
JEfferson 3-8822 —3-8042 


SPARKMAN-BARKER CO. 
421 Sante Fe Dr., Denver 4, Cole. 
KEystone 4-1328 
WICKWARE-STACKBIN, LTD. 


Box 220, Billings Bridge, Ont., Canada 
(Ottawa) CEntral 4-8188 


BORROUGHS MANUFACTURING COMPANY 


A SUBSIDIARY OF THE AMERICAN METAL PRODUCTS COMPANY OF DETROIT 


3026 NORTH sunmion Giypetstauazce. MICHIGAN 
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Ford: Williams Guards Costs .. . 


Service Held Crucial 
To Dealer Profits 


By Sanford Markey 
Staff Correspondent 

ERVICE operation is a key “if 

not the most important factor 
in a dealership” and it “must be 
both profitable and realize a vol- 
ume of profit to pay the entire cost 
of running his establishment.” 

That’s the recommendation of 
Cleveland’s Birkett L. Williams, 
veteran of 43 years in the automo- 
bile business and currently first 
vice-president of NADA. 

A Ford dealer, located on Euclid 
Ave. for over 27 years, Williams be- 
gan as a parts dealer. He then be- 
came one of Greater Cleveland’s 
recognized leaders both in the auto- 
motive industry and civic-wise. He 
served as Cleveland’s safety direc- 
tor during World War II. 

“Service is probably the most 

important part of a dealership,” 
he declared. “With lots of deal- 
ers losing money today, I do not 
know a dealer with a good serv- 





ice operation who is having real 
trouble. 

“He may not be making the 
amount of profit he made a year 
ago, but he is making a profit. He 
must watch his operation closely 
and save. We estimate that every 
two cents saved means the equiv- 
alent of $1 taken in. 

* * * 
“TP ECENTLY, 1 have seen some 
dealers’ statements showing a 
cost of salaries in the parts depart- 


Transmission Parts Firm 


Purchased by Nemours 


NEW YORK. — The controlling 
interest in Tramco Industries, Inc., 
manufacturer of parts for auto- 
matic transmissions, has been sold 
to Nemours Corp., Wilmington, Del. 

Seymour Shakin, president of 
Tramco, said the Tramco staff and 
sales polices would continue un- 
changed. 


ment which would run 12 to 15 
percent of the total parts sales. 
This figure should not run over 
8 percent, and if it goes much over 
9, it is going to be practically im- 
possible to make money out of what 
should be one of the most profitable 
developments of the business. 

“Last year,” said Williams, “25 
percent of all net profit was made 
from our parts business. It would 
have been even higher except that 
we are involved in all phases of 
the automotive industry, including 
financing and leasing. This year, 
our profits will be the same.” 

Having cut his automotive 
teeth in the parts and service 
field, Williams, who is 69, still 
spends a great deal of time in 
both departments. 

“The restaurateur who stays out 
of the kitchen and doesn’t properly 
supervise finds he is spending more 
money for food than he is taking 
in. You’ve got to watch your parts 
and service units closely, and you- 
’ve got to keep an exact and pos- 
itive inventory control. We never 
order except from our control 
cards. 

“The business of walking by the 
bins and taking a look-see at what 
you need only means a loss of 
money. You pay out in interest on 
inventory what you should be re- 





an up-to-the-minute control sys- 
tem.” 
* * + 
ILLIAMS said a lot of dealers 
show four, five and six-month 
supplies of parts on hand. 

“This should never be allowed to 
get over 90 days,” he added. “It 
can and is being done on as little 
as a 60-day turnover basis. Obvi- 
ously the faster the turnover the 
better the inventory balance and 
the less obsolescence, lower taxes 
and less insurance are other ad- 
vantages. Also the necessity of a 
larger investment is obviated. 


“Unproductive time in the shop 


to a dealership. If the total cost of 
a dealer’s labor plus his tools and 
supplies plus the supervision in a 
shop are running over 80 percent 


impossible to make money. I would 
say that anything less than 75 per- 
cent would be very satisfactory. 

“If a dealer can get his total 
operating cost down to around 
9 percent of the total sales vol- 
ume in a year like this, he is do- 
ing pretty good. 

“One way of helping to accomp- 
lish this is to put practically all of 
the employees on a profit-sharing 


basis of some kind. Office clerical) «jar, play an important part. 





WATCO END LIFT JACK 


Eliminates costly bumper damage 




















No more shop damage to bumpers and 
grille work of your customers’ cars with 
the all new Watco Iron Horse end lift 
jack! Extra long reach and deeper ele- 
vator allows it to be used where ordi- 
nary bumper jacks just won't do the job. 
The Watco Iron Horse has a full 12'/2" 
reach measured to center of saddle . . . 
gets in and under where no other jack 
. lifts directly from brackets 
or pads without touching bumpers or 
chrome. Hi-Lift extender converts your 
Watco Iron Horse into two jacks in one. 
Doubles as a high lift at a fraction of 


cango .. 


the cost. 


increased profits . . 


The finest equipment in- 
vestment you can make... 
pays for itself quickly in 


sures customer goodwill. 





Un-retouched photo shows how 


. in- lower cars. 


The Watco Iron Horse end lift jack is espe- 
cially engineered to reach right under the 
bumper. Easily and safely lifts today's longer, 
neumatically operated. Com- 
pletely portable. Over 3000 Ibs. capacity. 


WATCO SERVICE MASTER sarery ur 


Because of its longer 
reach — up to 18" — and 
lower silhouette, the Watco 
Service Master Pneumatic 
Safety Lift will lift more dif- 
ferent makes of passenger 
vehicles from the rear axle 
than any other portable 
end lift manufactured. 

Heavy duty double tank 
construction, exclusive four- 
way positive automatic 


locking features insure 100% 
safety even with complete 
air power failure. 






















For complete information 
on the entire Watco line, 
contact your dealer or 


The Watco Service Master Safety 


Lift clears bumpers as low as 8'/2"" 
from the floor . . . lifts higher by 
five inches than any other end lift 
made. Automatically locks in any 
raised position desired. Indispen- 
sable for garages, gas stations, 
body shops. 


WATCO Hi-Speed 
HANDY SANDER 
Time-tested Watco Pneu- 


matic Handy Sander is the 
ideal tool for tricky grinding 





jobs. Light, small, vibrationless. Operates up to 


10,000 R.P.M. on 60 Ibs. air 
Kit includes sander, extra 


pressure. Handy Sander 
pad and hub austbtes, 


wide assortment of abrasive discs. Packed in strong 


metal carrying case. 


WRITE TO: WATERVLIET TOOL CO. INC., ALBANY 4, N. Y. 





exception to this, as a profit- 
sharing system for them is rather 
difficult to devise. For all others 
it is thoroughly practical and in 
my opinion pays off. 
“Advertising, of course, is neces- 
sary. On the other hand, it can be 
a terrifically large rathole down 
which a lot of money can be poured 
without any compensating results. 
Good advertising pays off. About 
90 percent of the money which I 
see spent seems to be wasted, That 
last statement applies equally well 
to our local Ford dealers’ advertis- 
ing fund. I have to contribute to 


|it, but I sure don’t like the way 


can be a source of great expense | “hey spend - a 


ferences employs 66 persons 
in the service department, with 
men earning above the average for 


of the customer dollar, it is almost | the city mechanic’s scale. Given a 


bonus on volume, mechanics are 
making as much as $30 a week 
over scale. 

A painter, for the first six months 
of the year, earned $4,800; body 
men got $5,600 and $4,400. 

Virtually all work is brought in 
“by appointment,” thus maintain- 


jing a continuous flow of operation 


and providing for efficiency of “90 


| percent of our potential.” 





“Here again,” said Williams, 
With 80 to 85 cents of the cus- 
tomer dollar in service going to 
overhead, it is essential to know 
what we are doing and there is 
no room for the slow worker.” 

The agency averages 2,000 repair 
orders on a five-day work week at 
a labor rate charge of $5 per hour 
On passenger and $6 on trucks. Al- 
though an attempt is made at spe- 
cialization of mechanics, Birkett 
Williams’ objective does not strive 
to make this a “must” and often, 
where a mechanic will find himself 
on the long drawn-out assignment 
of clutch jobs, etc., “he will be 
assisted by others in an effort to 
aid his volume report.” 

Figures show that parts sales per 
repair order averages around $13, 
or about 73.4 percent. This is de- 
scribed as “neither high nor low 
as some dealerships go as low as 
55 percent, others as high as 90.” 
Williams’ percent of fixed expense 
to total sales (labor, tool, supplies, 
etc.) ranges from 75 to 80 percent, 
the latter being an almost absolute 
maximum. 


> > . 

EFFECTIVENESS of the parts- 

service operation is also re- 
flected in new-car sales. The 
company utilizes a direct mail 
campaign but the key to its adver- 
tising program is summed up by 
Williams’ slogan: “Fellow satisfied, 
he'll come back.” 

Every repair order carries a 
question asking if the customer is 
satisfied with the treatment re- 
ceived. If not, immediate remedial 
steps are taken, with Williams him- 
self taking charge of the com- 
plaint. For the first six months 
this year, the company “gave away 
$700 in parts and service on the 
basis of complaints, as against a 
$502,000 parts and service volume.” 

This consideration of the cus- 
tomer’s welfare results in a 
carryover into new-car sales 
where the “word of mouth com- 
pliment goes a long way in help- 
ing us sell new cars, and permits 
us to spend far less in advertis- 
ing than the average dealer. In 
new-car promotion just $5,700 
has been spent for the first six 
months and $2,300 for direct mail 
in our service-parts follow-up.” 

New-car warranty is maintained 
on a strict supervisory plane. If a 
service car comes back for check- 
up, except under a reasonable pe- 
riod of time, mechanics must make 
good without getting paid. 

The overall success in the Wil- 
liams operation is evident in the 
agency’s long history. Mechanics 
work as a team — understanding 
management’s problem and work- 
ing with management. The men get 
an extra week’s vacation with pay 
by taking their vacation during 
slack season—mechanics in sum- 
mer, bodymen in winter. 

With business holding firm, the 
agency is contemplating expanding 
its 70,000 square feet of service 
space. If additional property is not 
available, a deck may be attached 
to the one-story building. 


Talley Picks English Ford 

Service and sales facilities for 
the English-built Ford have been 
opened by Talley Auto Co. at 2112 
N. Harwood in Dallas. 
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Credits Own Theories for Saving Red-Ink Operation . . . 
S-P Proves Service Is Profitable 


By Ed Brown 
Staff Writer 

NEW YORK. — By practicing 
what it preaches, Studebaker- 
Packard Corp. has taken an un- 
profitable New York service oper- 
ation out of the red and put it sol- 
idly in the black in a little more 
than a year’s time. 

This takes on even more lustre 
when considered against its back- 
ground, The service center is 
spread over some 4% floors in 
midtown Manhattan, occupying 
190,000 square feet of extremely 
high-rent floor space. 

Practices set in motion by this 
corporation-owned center were: 
1. Recognizing the customer as 
the most important factor in the 
entire operation. 

2. Organizing and training a 
courteous staff of service salesmen. 
3. Making the service station an 
attractive, clean, bright place for 
customers to bring their cars. 

4. Incorporating an efficient, com- 
plete stock room of spare parts and 
accessories into the operation. 

5. Appointing adequate, compe- 
tent supervisory help and hiring 
top men in each service category. 

6. Consistent promotion of the 
complete facilities of the operation 
and allowing for word-of-mouth to 
advertise the new quality of work- 
manship. 

It must be emphasized that this 
service center does not enjoy any 
special privileges simply because it 
is an adjunct of the mother od 





ration. 

This operation must maintain it- 
self. It is charged full rent for the 
facilities it occupies, in addition to 
which it must pay its own light, 
heat, salaries, upkeep, insurance, 
and all those minor annoyances 
which afflict a midtown Manhattan 
operation, such as special gross re- 
ceipts taxes, sales taxes, real estate 
taxes, city licenses, etc. 

According to Ed Challinor, S-P 
assistant parts and service divi- 
sion manager, who runs this oper- 
ation, S-P’s first move was to re- 
mind each employe that the only 
important person to the operation 
was the customer. 

“Without the customer we would 
have no business, and a happy cus- 
tomer means more business for us 
in the future,” he told his men. 

“We were particularly fussy with 
our service salesmen. We went into 
exhaustive detail with them on how 
they should sell our customers. We | 
gave them specific instruction in| 
courteous handling of the customer. | 

“We advised them how to sell, 
but not pressure the customer into 
something he didn’t want or need. 
We expect our service salesmen to| 
sell as much as they can, but we} 
want them to maintain the best/| 
possible kind of good will with our 
customers. 

“Frankly, theirs is a highly 
skilled profession,” Challinor con- 
tinued, “and we feel that we have 
seven top grade men working for 
us here. We have a few men who 
specialize in Mercedes-Benz, and 
a few who specialize in Packard. 

“Because of the kind of customer 
who frequents our shop, our men 

must be particularly diplomatic in 
their approach, but at the same 
time we expect them to produce. 
Like all salesmen they work on 
quotas, and are rewarded accord- 
ingly.” 

Challinor said one service sales- 
man speaks English, German and 
about four other languages. In this 
town, United Nations headquarters, 
the Mercedes-Benz is almost as 
common a sight as the DPL license 
plate which designates UN officials. 

The S-P service center is aver- 
aging over $100,000 a month in 
labor and parts, with an average 
of over 2,000 cars passing through 
the facility. It is complete in every 
detail, from “quick-service” lube 
racks to a complete paint-and- 
body shop and a complete uphol- 
stery facility. 

“Our customers have come to 
realize,” Challinor said, “that we 
offer a complete service operation, 
quality workmanship, at a reason- 
able price.” 

A service-sales manager was ap- 
Pointed to keep the seven salesmen 
on their toes, Challinor added, and 
he is also in charge of creating pro- 








motions that will bring in addi- 
tional service work. 

He also conducts regular sales 
sessions at which latest sales tech- 
niques, quotas, problems and ideas 
are discussed. 

“After all, without the enthus- 
iasm of our service salesmen, 
their complete cooperation and 
and understanding, our entire 
shop has to suffer,” Challinor 
said. “It behooves us to give them 
every assistance we can, in dis- 
semenating new techniques and 
information.” 

“It is our purpose,” he continued, 
“to sell our customer what he needs 
to keep his car in proper working 
order at all times. Our salesmen 
are constantly being reminded that 
they should sell honestly those 
things that the customer needs. 
This is the only way we can actu- 
ally assure our customers of con- 
sistent satisfactory car perform- 


; ance. 


“If the customer balks, as they 
do at times, when they feel that 


they do not want to undertake the 
expense of a certain job at the time 
it is recommended, we have in- 
instructed our men to assure them 
it is a postponable item, where that 
is true, but to tell the customer that 
he will remind him of it again in 
the near future. This gives the cus- 
tomers time to think it over, and 
invariably they return for the 
work.” 

The reception area and control 
tower for the 4%-floor center oc- 
cupies about 90 percent of the 
main floor. One quick glance at 
the control tower advises each 
salesman of the status of work 
in every department in the build- 
ing. 

A green light indicates that a 
department can accept work; a 
yellow light indicates any further 
work must be checked with the 
tower to ascertain time of delivery 
of the completed car; and a red 
light means a department will take 
no more work until the following 

(Continued on Page 46, Col, 5) 








Dodge Service Managers Meet— 


Attending the Dodge service managers’ conference at Worcester, Mass., are, seated 
from left, Carl Messer, Keene, N. H.; William C. Kelloway, Boston district service 
representative; C. W. Lowell, regional service manager; George B. Doyle, Shrewsbury, 


Mass.; D. Holden, Ayer, Mass. Second row: A. Bortomlini, North Adams, Mass.; 
T. Stempko, Chicopee, Mass.; S. Cox and F. Handy, Pittsfield, Mass.; K. Williams, 
Holyoke, Mass.; A. Benoit, Westfield, Mass.; and J. Lojko, Worcester, Mass. Third 
row: T. Robertson, Keene, N. H.; T. Luukko, Auburn, Mass.; A. Brovillet, Athol, Mass.; 
L. Stearns, Palmer, Mass.; and J. Cartin, Ayer. 
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CHECK these TOP M 


Alinement and Balancing Wear Out, Too! Faster Than Mufflers, Brakes, Etc. 
NO WONDER WHEEL SERVICE IS BOOMING! 


hi 
ONEY-MAKING 


NEW “GOLDEN BEAR" On-A-Car 
Balancer makes balancing jobs easier to 
sell than ever! Dramatic sales appeal of 
“spinning gold”’ on wheel fascinates car 
owners ... amazing Balance Prover 
points out accuracy of your work! 


BEAR TELALINER, the most modern, 
dramatic way to sell and do wheel aline- 
ment! Scientific, electro-magnetic check 
and correction method is fastest and 
easiest. Sells more alinement work by 
exposing steering troubles before cus- 
tomer’s eyes. 


322 WHEEL TRUER straightens many 
wobbly wheels without removing tire! 
Important for TUBELESS TIRE installa- 
tion where true wheel is a must! Handles 
all popular wheels. 


240 Alinement Tester checks toe-in and 
toe-out condition of wheels—automati- 
cally as car is driven over sensitive detec- 
tor blades. Nothing like this drive-over 
test for selling more alinement jobs; 
proving your work. 


97-12 FRAME SERVICE with exclusiv 
4-way action straightens all major bends 
at one time, makes body work easier, 
too! No need to remove chassis. 
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Of all non-engine jobs... your shop profit figures 
should show today’s booming Wheel Balancing 
and Alinement services as your top money makers. 
If your shop doesn’t come up to these NATIONAL 
PROFIT FIGURES ... then take the first big step 
to correct the situation. Send the coupon for the 
Free Bear Catalog and Bear's Expert Analysis of 
your SHOP OPERATION. We've shown thousands 
of dealers how to multiply their profits . .. why 
not give us a chance with you?. 











Hee ee ne 
i FREE CATALOG ..... FREE SHOP ANALYSIS 


BEAR MFG. CO., Dept. A-14, Rock Island, Illinois 
(1) Send FREE CATALOG of the world’s most complete array of 
money-making wheel service equipment. 

I'd like a Bear man’s no obligation recommendation on 
to cash in on the booming wheel services. 

to your and mail please...right now... 
you turn the page! 
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FORD FAMILY OF FINE CARS CLEARINGHOUSE ° NO. 96 OF A SERIES 


“Lyrow 
GENUINE Via 


The bright, new FoMoCo sign outside your shop tells every Ford owner who sees it 
that you have the right parts to service his car. That’s important, because research 
studies show Ford customers definitely prefer genuine Ford parts. 


FoMoCo parts fit better, permit faster installation and perform better . . . with 
greater economy and lower maintenance cost. That’s because they’re drawn up by 
Ford engineers and designers, manufactured to high standards of quality. 


One important factor to consider is that all genuine Ford parts are engineered to 
work together, not as individual parts. You can buy every one of the thousands of 
parts in the FoMoCo line, fully assured that they meet high FoMoCo quality standards. 


A thought for independent garage owners and service station operators: If you are. not 
presently numbered among the independent FoMoCo parts outlets, write us today for 
complete information. Ford Division, Box 598, Dearborn, Michigan. 


oMoLo| 





















Genuine, quality FoMoCo parts are: 


DESIGNED AND ENGINEERED ONLY FOR FORD CARS TRACK-TESTED AS ELEMENTS OF FORD CARS—At MANUFACTURED UNDER STRICT QUALITY CONTROLS 
—Parts are tailor-made to provide better perform- our modern proving grounds, engineers test every — Modern machinery produces precision FoMoCo 
ance when used in Ford cars. Scientific methods element of the car in actual operation, under the parts; electronic devices quality check with hair- 
are used for testing to arrive at the best possible most trying conditions. Parts are checked to insure line accuracy. Parts not meeting our standards are 
design and quality before production. durability and safety in actual performance. rejected, never certified as genuine Ford parts. 





FORD MOTOR COMPANY « THE AMERICAN ROAD, DEARBORN, MICHIGAN 


FORD ¢ THUNDERBIRD ¢ EDSEL © MERCURY ¢ LINCOLN ¢ CONTINENTAL MARK II ¢ ENGLISH FORD LINE 
GERMAN FORD LINE e¢ FORD TRUCKS ¢ TRACTORS ¢ FARM IMPLEMENTS ¢ INDUSTRIAL ENGINES 
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Service Schools in Field 


Make and Open Sessions in Next Month Listed 
By Vehicle, Equipment Makers 


DETROIT.—Here is the schedule 
of field service schools for the next 
month—a regular feature of 
Automotive News. 


For Make Servicemen 
FORD DIVISION—From Aug. 25 
to Sept. 19, the 35 Ford district 
school instructors will be engaged 
primarily in presenting courses on 
the extra-heavy-duty truck. In the 
truck courses, the super-duty en- 


gine, the heavy-duty rear axle and 


the alternator generating system 
will be emphasized. In addition, re- 
fresher courses in Fordomatic and 
SelectAire conditioner will be given 
in those districts where local con- 
ditions require. 

GMC TRUCK & COACH DIVI- 
SION—Instruction in the approved 
overhaul, maintenance and diag- 
nosis procedures using the latest 
tools and equipment is available 
free of charge to all service per- 


sonnel sponsored by a GMC truck 
dealer or a GMC truck fleet opera- 
tor. The following courses are 
offered: 1. rear axles, 2. standard 
transmissions, 3. automatic trans- 
missions (Hydra-Matic, twin 
Hydra-Matic, and torqmatic), 4. 
diesel engine (one-week tuneup 
class or two-week overhaul), 5. 
gasoline engine tuneup, 6. gasoline 
engine overhaul, 7. power steering 
(in-line or booster type), 8. carbure- 
tion, 9. four-wheel drive, 10. air- 
suspension, 11. hydraulic brakes. 
GMC maintains classrooms in the 
following cities: Atlanta, Jackson- 
ville, Boston, Charlotte, Chicago, 
Milwaukee, Cincinnati, Dallas, El 
Paso, Houston, Denver, Salt Lake 
City, Detroit, Cleveland, Kansas 
City, Oklahoma City, Omaha, Los 


Angeles, Memphis, New Orleans, 
New York (two centers), Oakland, 
Philadelphia, Washington, Pitts- 
burgh, Buffalo, Portland, St. Louis 
and Minneapolis. Address inquiries 
to Service Training Activities, GMC 
Truck & Coach Division, Pontiac 
11, Mich. 

INTERNATIONAL MOTOR 
TRUCK DIVISION—Dallas Motor 
Truck Technical Training Center— 
Training is now being conducted 
for Southwestern region dealers’ 
servicemen covering complete en- 
gine overhaul, minor and major 
tuneups, automatic transmission, 
LPG fuel systems, Roadranger 
transmissions, new IH rear axle, air 
and hydraulic brakes, carburetion, 
and Select-O-M atic transmission. 
Training is conducted by the tell- 
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New Du Pont *70 DARK GRAY and #80 RED OXIDE 
join#30 PLATINUM GRAY to give top versatility 


Here are the most versatile primer-sur- 
facers available today. You can use all the 
new Du Pont Hi-Speed Primer-Surfacers 
under both super-topcoats—DUCO® Lac- 
querand LUCITE® Acrylic Lacquer. They 
eliminate the stocking of many extra pri- 
mer-surfacers; they handle easily, perform 
perfectly under all conditions, are ideal as 
the undercoat for all of today’s car colors. 

The new Hi-Speed Primer-Surfacers are 
outstanding in color holdout . . . give the 


base for uniformly beautiful gloss that cuts 
compounding time. In addition, they stay 
uniform after thinning to prevent pinhol- 
ing . .. fill fast and dry fast . ..sand smooth 
without tearing and pulling. 

So try these 3 Du Pont Hi-Speed Primer- 
Surfacers—the new #70 Dark Gray and 
#80 Red Oxide, and popular #30 Platinum 
Gray. They cost less at the gun than many 
so called “bargain” primer-surfacers. | 
Available at all Du Pont jobbers. 


DU PONT REFINISHING MATERIALS 


show-do method, As each service- 
man performs the service opera- 
tions, correct diagnosis and service 
procedures are emphasized. Classes 
are limited to 20 service men per 
week to allow the three instructors 
to give individual attention to each 
serviceman, 


STU DEBAKER-PACKARD — 
Mercedes-Benz and Studebaker- 
Packard training centers at New 
York, South Bend and Los Angeles 
will continue to hold dealer schools 
throughout from Aug. 25 to Sept. 
19. The schools are of one-week 
duration and cover regular and 
specialized courses on all Stude- 
baker-Packard and Mercedes-Benz 
products. Major emphasis at this 
time is being placed on the new 
Hydrak clutch in Mercedes-Benz 
219 and 220 models and the diesel 
engine in the Mercedes-Benz 180D 
model. Training school managers 
are: F. X. Coghlan, New York; A. 
S. Kidder, South Bend, and L. J. 
Young, Los Angeles. 

WHITE—1. Practical demonstra- 
tion courses for maintenance su- 
pervisors at the White factory 
school, showing latest maintenance 
methods and supervisory tech- 
niques. Short courses in various 
phases of maintenance tailored to 
the individual and his position. 2. 
In-shop consulting services of 
White maintenance engineers who 
work directly with the operator's 
personnel at fleet shops or head- 
quarters in the development of 
more effective maintenance meth- 
ods and improved maintenance 
techniques. 3. College short courses 
in maintenance supervision being 
offered at colleges and universities 
throughout the country through a 
grant of the company to the Na- 
tional Advisory Committee for 
Motor Fieet Supervisory Training 
and the Institute of Public Safety 
at Pennsylvania State University. 

Anyone wishing to attend these 
classes can contact T. W. Lauer at 
White Motor Co., Cleveland. Next 
class Sept. 15-19. 


For All Servicemen 


ALLEN ELECTRIC & EQUIP- 
MENT CO., Kalamazoo, Mich.—The 
Allen Power-Tune course, covering 
diagnosis and correction of engine 
and electrical performance troubles, 
includes training on regulators, gen- 
erators, batteries, distributors, igni- 
tion circuit and use of Allen Scope. 
Also Allen PM Tuneup school for 
learning the fundamentals of the 
tuneup business including servicing 
and merchandising. Both schools are 
sponsored by Allen wholesalers in 
the U. S. and Canada. A nominal 
| fee is charged. For starting dates, 
| contact local Allen wholesaler or 
write to Educational Department, 
Ee Electric and Equipment Co:, 
2101 N. Pitcher St. Kalamazoo, 
Mich. 

AMMOCO TOOLS, Inc., North Chi- 
cago.—Brake Servicing instruction. 
Contact Richard Stevenson, Ammco 
Tools, Inc., 2128 Commonwealth 
Ave., North Chicago, Ill. Instruction 
facilities available through 28 
mobile units manned by factory- 
| trained technicians. No instruction 
charge. 

BARRETT EQUIPMENT OO. 
St. Louis, Mo. Brake school. 
Theory, principles and practical ap- 
plication. Training conducted at the 
| Barrett brake schools in St. Louis, 
Miami and Los Angeles. For dates 
of scheduled classes and enrollment 
contact Barrett Equipment Co., 2101 
Cass Ave., St. Louis 6, Mo. 

BEAR MFG. CO., Rock Island, 
Il.—School offers training in align- 
ment, balancing and frame 
straightening and is located at 2103 
Fifth Ave., Rock Island, Ill. Ad- 
dress all inquiries to Mildred T. 
—- registrar. Next class Sept. 

BENDIX PRODUCTS DIVI- 
SION, South Bend—cCourses are 
offered covering service and sales 
training on Bendix power brakes, 
Stromberg carburetors, basic brake 
and power steering. The length of 
the course covering an individual 
product is normally one week and 
no tuition fee is charged. Addi- 
tional information may be obtained 
by contacting the nearest Bendix 
distributor or writing to the Bendix 
training director. 

DE VILBISS CO., Toledo. — Spe- 
cial schools in industrial product 
finishing, maintenance, painting, 
general refinishing, service training, 
automotive jobber and portable- 
equipment jobber personnel are 
offered. 

The week-long classes are held 
at the factory in Toledo, with the 

(Continued on Page 52, Col, 4) 














Make your lubritorium a Golden Invitation to new service sales 


with LINCOLN 


a 


CEILING LUBREELS* 


r 
j 


bee 
i G a Ald 
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o merchandise your 


modern lube services! 


AIR OR SPRING- 
OPERATED 


AUTOMATIC 
RETRACTING 


The best dealers choose the 
“Lincoln Golden Standard”’ 


styling . . . dramatic functional styling attracts 
customer attention, inspires confidence in your 
service ... makes your lube room a Golden Invi- 
tation to new sales. 


efficiency... exclusive air-power actuation and 
smooth, uniform retraction help men do faster, 
neater, better work. 


dependability . . . maintenance is the lowest... 
installation is simplicity itself. 


Call your Lincoln Sales and Service Wholesaler. 
He’ll be happy to advise and assist you in plan- 
ning all your lubritorium requirements. No obli- 
gation, of course. 


Lead with Lincol/n 


Linco/n 


*Trade Name Registered 


Engineers and Manufacturers e AUTOMATIC LUBRICATING EQUIPMENT e SAINT LOUIS 20, MISSOURI 







) = 





... says GEORGE W. HENDERSON, Sales Manager, 
Barton Pontiac, Inc., St. Louis, Missouri 


**‘We have confidence in our Lincoln Golden Standard 

Lubreels because they give our customers extra confi- 
dence in us. Their clean, good looks work full-time to help us sell more 
lube jobs, more services all around. Add to that: lube work goes faster, 
better, with a minimum of equipment upkeep. And we like the way 
our Lincoln Wholesaler is right there when we need him.” 


a alle 


i 
LINCOLN ENGINEERING COMPANY © Division of The McNeil Machine & Engineering Co. 
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Lincoln-Mercury: Kumpf Curries Goodwill . . . 


Service Is Vital Cog in Sales 


By Ira Alexander 
Staff Correspondent 

DENVER. —The service depart- 
ment plays an important role in 
the operation of a new-car dealer- 
ship. That is the opinion of Arthur 
Kumpf, head of Kumpf Motor Co. 
(Lincoln-Mercury). 

When the present modern build- 
ing was erected in 1949, it was 
arranged to give the service de- 
partment of the business a promi- 
nent place in the operation of the 
Kumpf Motor Co. 

“We felt at that time and still 
do,” said Kumpf, “that we owe it 
to the people purchasing new cars 
from us perfect satisfaction dur- 
ing the life of their car. Good 
service is a part of such a pro- 
gram—a vital part. Satisfaction 
in car operation means they will 
return when they are in the 
market for a new car.” 

Kumpf says a service department 
should make money for an agency 
and at that same time be an aid 
in maintaining a good reputation 





salesman makes a sale to a new 
customer, one of his first moves is 
to take that new car buyer into 
the service department and tell him 
just what he can expect in good 
car service. 

The service department is also 
used as part of the selling talk to 
prospective customers. It has been 
of help in making sales at Kumpf 
Motors. 

Robert Tapp is head of the 
service department at Kumpf 


Dealers Sell Boats, Too, 
In Pacific Northwest 


PORTLAND, Ore.—A number of 
Pacific Northwest auto dealers are 
going into the motor-boat bus- 
iness. Imperial Motors, (Imperial- 
Chrysler-Plymouth) is the first in 
the Portland area to add a marine 
department. 

Imperial has been appointed 
dealer for Reinell Boats, Marys- 
ville, Wash. and Scott-Atwater 


in its sales area, When a Kumpf| motors. 


GENUINE PARTS 
Quality where you want them .. . when 
you ad awed We'll do our best to keep your 
trucks rolling, regardless of make. 


WHITE-APPROVED ACCESSORIES 


Com 
approved. 


te line of truck accessories proved and 
for greatest service and value. All ICC 


MAJOR REPLACEMENT UNITS 
Keep down-time down by investigating White 


t units—en 


axles, transmis- 


sions, etc.—today’s way to get lowest cost 


performance. 


MOST MODERN REPAIR FACILITIES 
Fresh-trained master mechanics have the 
“know-how” to provide low-cost operation of 


your trucks. 


WHITE CONTRACT MAINTENANCE 
White has always been the leader in Planned 
Maintenance geared to your exact operating 
needs to cut your costs. 


WHITE MAINTENANCE MANAGEMENT 
We'll help you keep abreast of Cae ne 
tenance problems. White’s Technical 


Engineers are specialists who can help you get 
the most from your maintenance d ‘ 


WHITE SAFE PRACTICES PROGRAM 


Another 
supervisors, 


Tee 


White “First” to Keep 
safely! All the latest safety information for 
i drivers, maintenance departmen' 





"Em i 
ts. 


Motor, and has been with the 
firm for about 12 years. Kumpf, 
however, is service minded and 
supervises that part of the busi- 
ness along with the other de- 
partments of Kumpf Motor Co. 


“I make it a point to visit the 
service department at least three 
times a day, and see for myself 
what is going on there,” said 
Kumpf. “Since I feel that service 
Plays so vital a part in the everyday 
operation of our business I want to 
keep in close touch with that de- 
partment. Customer satisfaction in 
service means a lot to present and 
future business.” 


Each week 20 customers are 
selected—customers that have had 
work done in the service depart- 
ment recently. To each of those is 
sent a card asking if the work was 
satisfactory. A return card is at- 
tached and those that have any 
complaints are asked to list them 
on the card. 

Cards that are returned register- 
ing.a complaint about work done 
are given to Tapp. It is his duty 
to call the car owner and invite 
him back so that the matter may 
be taken care of to the satisfaction 
of the customer. 

There are, of course, a goodly 
number of cards returned stat- 
ing that the work was right and 
the owner’s car is operating in 
the best of shape. This phase of 
the service department pays off 
in goodwill. 

In all there are some 52 men 
working in the service department. 
Each job is checked by Tapp or the 
head of the special department 
where the work was done. No car 
goes to the customer until is has 
been thoroughly checked. 

Shop efficiency at Kumpf Motors 


Maintenance Tips .. . 





ee 


Here’s How 
Experts 
Do It 


Mechanics, order writers and | 
service managers often do not | 
have time to digest factory tech- 
nical service publications and 
other service material. Here, in a 
new column, are the best tips and | 
suggestions gleaned from authen- | 
tic and reliable | 

> 


i 


sources. 
« . 


Timing Procedure on Olds 
- TOP-NOTCH performance is} 
expected from 1958 Oldsmobile} 
engines, correct ignition timing is a! 
must. In order to accurately set| 
ignition timing on these engines a} 
few simple but important steps) 
must be followed. To set timing, 
proceed as follows: | 
1. Disconnect distributor vacuum 
line at distributor and seal opening | 
with piece of tape to prevent 


' 
' 


vacuum leak. 
2. Set engine speed to 850 


R.P.M. 
3. Using power timing light, set 
timing to 5 degrees B.T.D.C. (First 


saw slot in balancer to reach 
pointer in direction of rotation.) 
NOTE: If this setting results in 
detonation, timing may be set to 
2% degrees B.T.D.C. (Half way 
between the two saw slots.) 

4. Remove tape, connect distrib- 
utor vacuum line and reset engine 
speed to that specified for idle. 

With vacuum line connected and 
engine operating at idle speed 
ignition timing will advance to 18 
degrees to 26 degrees B.T.D.C. de- 
pending on distributor used. 

This is a normal operating 
condition on this engine and no 
attempt should be made to alter 
ignition timing after setting as 
above. Also no effort should be 
made to alter any parts in an 
attempt te reduce the amount of 
ignition advance at idle. 

This condition exists because the 
distributor vacuum chamber op- 
erates directly off intake manifold 
vacuum instead of from vacuum 
obtained from the carburetor spark 
port as on previous models. It is 
stated by the manufacturer that 
this method of connecting the 
vacuum chamber produces better 

(Continued on Page 48, Col. 1) 
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is 98 percent of the available 
mechanic hours sold, while the 
percentage of total overhead paid 
by total service and parts depart- 
ment profit is 76. 

The average number of repair 
orders per month at the Kumpf 
agency is 1,296, with customer 
labor sales per repair order aver- 
aging $14.39. The parts sales per 
repair order average through the 
shop is $11.08 with the number of 
items per repair order averaging 
eight. 

In the Kumpf service depart- 
ment parts sales gross 24.3 per- 
cent profit, while the percent of 
gross profit customer labor sales 
is 48. The parts and service gross 
per new car sold is $286. The per- 
cent of fixed indirect expense to 
total sales at Kumpf’s is 59 per- 
cent. 

Kumpf turns its parts inventory 
3.1 times per year. The flat rate 
percentage worked on at Kumpf’s 
is 50, with labor rate charged cus- 
tomer, $4.50. The shop employs 30 
mechanics and lube and tuneup 
men. 

At the present time Kumpf has) 
3,000 “live” service customers that | 
come into the service department 
for servicing at least once every) 
90 days, while the amount of “come- 








STEAM CLEANING 


MAKES MONEY ON SERVICE 





back” service the shop has to do 
compared with gross service busi- 
ness for any year is 1.2 percent. 

Kumpf uses hoists in the shop 
for lubrication and undercoating 
only. Power tools are used 100 per- 
cent. 

The last shop equipment pur- 
chased by Kumpf was in 1955. 
The shop was well equipped when 
the new building was erected and 
at this time, as pointed out by 
Kumpf, “we consider we are 
efficiently equipped.” 

During the past year Kumpf 
added the British Motor line of 
foreign cars. This will, according 
to Kumpf, call for rearrangement 
of the service department. At pres- 
ent he is considering setting aside 
three or four stalls for foreign car 
servicing. 

If the business grows enough to 
warrant a separate building for 
servicing of the foreign line of cars, 
one will be secured. On July 24 
Kumpf also introduced to Denver 
motorists the Rolls-Royce. 

“Give the customer the kind of 
service he wants,” says Kumpf, 
“and he will return to your shop. 
He will be pleased and will want 
to continue to do business with you. 
It helps your new-car sales and 
it can be a money maker as well.” 











LOWEST COST—HIGH OUTPUT 


© 


e 80 GALLONS PER HOUR 

e Lowest initial cost of any 
com le unit 

e Lowest operating cost 

e Anyone can operate it 

e Electric or Gasoline 


Send 
a ae. 
of your nearest dealer 


VAPOR 


HEATING CORPORATION 


80 East Jackson Boulevard 
Chicago 4, Illinois 
Dept. 19-H 
offices in principal cities 


Please send me Bulletin 482 on Model 80 and 
Model 200 Steam Cleaners and name of my near- 
est dealer. 
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DOES BIGGER JOBS 
AND MORE WORK... FASTER 


« 200 GALLONS PER HOUR 

¢ Big enough for fleet trucks, cabs 
¢ Pays for itself in time saved 

¢ Easily portable, handles two guns 
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Only a magazine edited like the Post can sustain such high 
reader interest, page after page — and bring readers back, time 





after time. That’s why the Post gives your ad page more than 
29 million proved face-to-face contacts with top 
prospects in the average’ issue. 
san What’s more, your cost per million exposures 
is 54% less with your Post ad page than with 
the average commercial minute on the Top Ten 
TV shows. No charge, either, for the priceless word-of-mouth 
influence of millions of POST-INFLUENTIALS. 











to your ad page! 





y 


Compare the Post from any angle . . . you’ll find it gives your 
cold type the hottest setup for selling! If you’re turning on the 


‘heat, now’s the time to turn to The Saturday Evening Post. 


(Source: Politz study of Ad Page Exposure, 1958) 


The Saturday Evening 
» i 


Sell the 


POST Fy INFLUENTIALS 
-they tell the others! 


POST 


ae A CURTIS MAGAZINE 
Averaging over 5,700,000 copies weekly in 1958! 
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Case Acquires French Firm 
RACINE, Wis.—J. I. Case Inter-| stock interest in Societe Francaise 
national, S.A., a subsidiary of J. I.| Vierzon, a tractor manufacturer at 
Case Co., has acquired the majority! Vierzon, France. 
























Shop Is Always Booked Solid 
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By Guy Livingston of Community officials when they | iced runs about the same as get- + 
Staff Correspondent set up their service department: | ting an appointment for a 
yh ia bs ] 8 0 1) 0 | ) | T a LY EAST MILTON, Mass.—A unique; To use it as a customer builder | distaffer to have her hair done, or 
pe service operation in this moo of| from which to sell oe = to ee = a Fe the time 
some 18,000 is operated m-| cars, to maintain a good reputa- | “We keep working all the time,” 
IN A PRODUCTIVE 10 MECHANIC SERVICE OPERATION munity Motor Sales, Inc., which has| tion in the area and to make | Cutler said, “and we can’t keep up 
Lerger shops, multiply number mechanics by $188.00) built such a solid reputation that] money. with the business.” E 
service is by appointment only and} This service department is more| Here is a service operation where 
i ei eee! has been for the past four years. | like a doctor’s or dentist’s office in| there is no need for order writers 
phan Sin shake akc cage ot msec sore dan: This Chrysler-Plymouth dealer-| method of doing business, as it is| to call owners to ask why they 
ked by servic ship has a small shop (five mechan-| 100 percent booked at all times and| have not been in, no need for fol- 
ics, lube man and two men in the|has 100 percent repeat business. lowups and no need for “specials 
TAR body shop) and averages 400 repair} The firm, which has been in busi- to draw business. 
ware tT orders per month. Parts sales per| ness for 20 years, services 90 per- All work 1S checked after the 
repair order average $1 to $1 of| cent Chrysler-Plymouth cars. It has work 1s done to see if it has been 
labor, according to Ray Cutler,| recently taken on the Borgward done right. This is an integral part 
CALL aaa ma CONTROL 2170 South BSL al ue veteran service manager, who has and has had to add only “a couple of the operation, Cutler pointed out. 
ae RUE Le » Cilenge 8, i. been with the firm for 15 years. | of hundred dollars worth of parts” Why car owners keep coming 
Three points were in the minds | to its line so far for the import, of| back is summed up by Cutler in this 
a ——$$_______—_———_|which around 15 cars have been| Statement: 
sold so far. “They get tip-top work, guar- 
Inventory parts are turned about| @mteed, and they know they can 
twice a year here. Three hoists are| Tely on our judgment. In addition, 
used in the shop. It has been pos- they have tremendous confidence 
sible for this franchised dealer to| im our ability and would not 
jump service absorption from some| @ream of taking their cars else- 
50 percent in 1953-54 to its present} Where for service. That’s why 
100 percent through its known rep-| Wwe’ve been on an appointment- 
utation for excellent service. And| ®Mly basis for so long.” 
this is all by word of mouth. Little| Cutler said these policies have 
advertising, servicewise, is indulged| enabled the firm to sell 100 percent 
in. |of its available mechanic time. > 
| So well has the SS a. a a 
the service department n 
| registered on the minds of the Virginia Dealer 
area’s populace, that to get an ° 
| appointment to have a car serv- Trains Students 
| } ° 
| > 
Bigger Role Seen As Mechanics 
| IO APPOMATTOX, Va. — John S. 
nor Trade Group Grinels, owner of Grinels Motor Co. 
(Ford), is a typical example of the 
WASHINGTON. — An increasing| assistance businessmen can give in 
| volume of business-government re-| the field of education. He has given 
lations through trade associations| many hours of his time to distribu- 
in the years ahead is forecast by) tive education and diversified occu- 
James G. Ellis, of the Washington | pations. 
staff, Automobile Manufacturers Distributive education offers 
Assn., in a textbook just published, training in selling, marketing and 
on “Association Management.” It) merchandising of goods and serv- 
will be used in six universities this; ices, and is designed to improve 
summer. distribution and upgrade distribu- 
| Writing on relationships and ac-| tive workers, including employes, 
tivities with administrative agen-| managers, and owners engaged 
cies of government, Ellis says the| in distributive occupations and 
prolonged “cold war” will bring) also high school students planning 
associations increasingly into the| distribution as a career. 
field of government relations. This} Diversified occupations is a high- 
_ = the pattern since World| school course in which students 
ar I, he writes. are given supervised work experi- a 
Facto -qual finishin now Writing as an association special-| ence in a variety of occupations { 
| ist, a former Government official! which function directly in the, de- 
and one-time business paper cor-| signing, producing, processing, as- 
available for your body shop remand Te. eportae oe, both|sembling, maintaining, servicing or 
y groups in action, Ellis cites several | repairing of any manufactured 
authorities who regard the) product, or in public or other serv- 
| government-relations phase of as-| ice trades. 
Automobile manufacturers de- models are available and are rated societies eqessnens = ee mast me also is giving on-the-job- 
canbe ipmen cars mportant, e most frequent and) training to a DO auto mechanics 
—_ eo sce prt ; at 2, oo : den a day. The 2-car delicate of all trade-association dui ent has purchased a text- 
t applies u finishes a mode INCIUGES - : activities.” | book, workbook and study guide 
modern production rates. It must © drive-in spray booth with shad- — on auto mechanics for use in the 
work efficiently and flawlessly. owless illumination, filtered air Carborundum to Build | DO classroom. ; 
This same equipment is available intake and efficient exhaust sys- Plant at Niagara Falls | at — phase, he autennd se 
to you for use in your shop. tem for Sicha Sind tan oe a se ry determine the purchasing habits of 
: © famous Binks e spra borundum Co.'s board has author-| the citizens of Appomattox County 
Choose from over 1100 Homs un. oil and water patra ized new plant facilities in Niagara | and the results — made ak. 
Binks complete spray equipment & dh Falls, estimated to cost approx-| able to all business in the county. 
line has everything you need to- anc hose imately $6 million, according to| He helped to promote, by person- 
day or in the future for pro- ° complete touch-up outfit Clinton F. Robinson, president. | ally contacting other businessmen, 
; licati f icin © complete undercoating outfit Robinson said the new facilities and attended a 10-hour class of- 
fessional application of finishes, 7 7 were authorized upon confirmation| fered on “How to Train.” He helped 
coatings and flock. You can start © Binks 5 hp two-stage air com- | that Local 15-12058 OCAW-CIO had| to promote and attended the Small 
with basic spray finishing items pressor | Re ga ss Pa eta ee eg 
: . . s which make it practic or e| had a local enrollment o usi- 
and add perfectly matched —” ¢ 48-lamp infra-red drying unit company to invest substantial cap-| ness people from Appomattox al 
ment as you need it. Local parts Ask your jobber ital in the Niagara Falls area. County. 4 
and repair service are always for a copy of Binks Bul- —_ ** * tt 
available. letin O.B. which gives | 
Job-Rated Outfits for shop use you all the facts about 
Binks Job-Rated Outfits are com- equipping your shop for 


profitable automotive re- ‘ 
finishing. If you prefer 
write direct. 


plete spray finishing systems that 
let you do factory-quality car 
refinishing in your shop. Three 


Ask about our spray painting school 
Open to all...NO TUITION ...covers all phases. 


*® doo 


SPRAY - GUNS UNDERCOATING OUTFITS NATIONWIDE SERVICE 


Tt 





EVERYTHING 


Binks Manufacturing Company 
3124-34 West Carroll Ave., Chicago 12, Illinois 


REPRESENTATIVES §N PRINCIPAL U.S.& CANADIAN CITIES + SEE YOUR CLAssiFieD 4G" DIRECTORY 
An Interested Spectator— 
John S. Grinels, Appomattox (Va.) Ford dealer, watches Charles Phelps, high school 
mechanics student, work on a car in his shop. Grinels has taken an active role in the 
education field, providing on-the-job training for a student, purchasing texts and as 
an adviser and speaker. 
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BECAUSE... One out of every four cars 


and trucks on the road is a Chevrolet — more 
than any other make. 


BECAUSE eee You can make your Chevrolet 


dealer your one-stop source for the genuine 
Chevrolet parts you'll need to serve this market. 


MAKE YOUR CHEVROLET DEALER YOUR PARTNER IN SERVICE... 
HE IS READY, WILLING AND ABLE TO SERVE YOU! 


i, 
ewomote THERES NO BUSINESS 
service business... 
LIKE CHEVROLET BUSINESS! 




















CHEVROLET 


Nearly 16,000,000 Chevrolet cars and trucks on the road ...a 
big service market! 

Your Chevrolet dealer is ready, willing and able to help you serve 
that market. You can make him your convenient one-stop source 
for genuine Chevrolet parts. 

Dependable Chevrolet parts are built of the same quality material 
and to the same rigid engineering specifications as the original parts. 
They’re made for a Chevrolet—and made to work together. 

Your Chevrolet dealer can offer you service aids that can help 


you give better and more profitable service to Chevrolet owners. . . . 
Chevrolet Division of General Motors, Detroit 2, Michigan. 
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Good Service Brings 


2 eye Wash.—“Old pals are 
the best pals after all...” 

These words to the old barber 
shop quartet favorite best ex- 
plain why George Miller and his 
son, William, of Winthrop Motors 
(DeSoto-Plymouth) get three out 
of every four service and sales 
customers back again. 

Miller’s 10-man service crew 
handles approximately 1,000 jobs a 
month, Miller says he offers no 
special inducements, does no un- 
usual advertising. 

“If one thing has kept us going 
and growing since 1924, it’s our 
repeat customers,” Miller said. 

“Our repeat business averages 75 


percent.” 
. * > 


MLR. who began with the 
Stutz and Reo lines, has repeat 
customers who have purchased as 
many as 30 cars from him, and 
many more who have bought eight, 
10 and 15. 
“We have men and women who 
bought their first car from us and 


never have purchased one from 
anyone else and never have serv- 


ice work done anywhere else,” 
Miller boasted. 


Miller said absorption by service 
and parts departments average 54 
percent. His repair jobs run better 
than 30 a day. 

Does he offer any special deals 


to customers? 
> + +. 


No Deals Offered 


‘OUR only deal is no deal,” he 
stated. “When we sell a cus- 
tomer a car we service it for him. 

His advertising, other than a 
few specials, is one of perform- 
ance and word of mouth. 

“Td rather spend $150 in work 
making a dissatisfied customer hap- 
py than $100 in local media trying 
to reach everyone,” Miller said. 
“The word gets around. 

“Any success we have is a result 
of building confidence in our cus- 
tomers’ minds by doing a good job 
for them,” he said. “This applies to 
service work and sales. Many deal- 
ers will offer $100 or $150 more than 
we will on a tradein, but when we 
sell a car or do a service job we 


’Em Back 


see to it that the customer is satis- 
fied.” 
* * * 


hee dealership’s salesmen make 
a point of selling the service 
department when they are talking 
“buy-car.” This, too, pays real divi- 
dends. 

Miller’s effectiveness in keep- 
ing customers also applies to his 
staff. His mechanics and other 
staff members have been with 
him from 18 to 30 years. 

Miller, who started out as a 
mechanic, can think of no reason 
why his mechanics have stayed 
with him so many years, He oper- 
ates by union rules. 

“We have the latest factory 
equipment, and all our men have 
received factory training,” he said. 
“We started most of our mechan- 
ics as apprentices and brought them 
up. I guess I know what my boys 
are up against when they take on 
a job. 


* . J 
A ‘Standard Deal’ 
_- bought out his last part- 


M4 


Big Business— 


William Miller and his father, George, 
of Winthrop Motors (Dodge-Plymouvth), Ta- 
coma, Wash., look over a file containing 
one month's service orders. 

> > > 
the dealership with his son, Wil- 
liam. 
He does some of his own car 
financing, but said Puget Sound 
National Bank does most of it. 


ner in January and operates| And this, too, is a standard deal, 
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vides unobstructed 


Suspension cars — without 


trol Valves. Ic handles all 1958 models — or older 


models — long, medium or 
rent model Weaver Twin 


aa eerie oetly hens fabs Gans can act be 


raised on other make li 


IF YOU HAVE Weaver Twin Post Lifts — you'll 
lad to know that your lifts have not been 


be 
obsolete because of 


some 1958 cars and trucks . . . Special new wide 
saddle and adjustable adapters-—or conversion 
packages — by Weaver will enable you to bring 


your equipment up-to-date. 


Weaver Passenger Car Size Twin Post Lifts are 
i with standard 60” wheelbase 
justment. Other wheelbase adjustment ranges 


from a minimum of 36° 
mum available. 





obsoleted 
CENA 
aes 
lie 


deactivating Air Con- 


short wheelbase. Cur- 
Post Lifts, with stand- 


changes introduced in 


to any desired maxi- 


ANY MODEL Weaver Twin Post Lift now 
in use can be modernized with this new 
Front Saddle Adapter Spotting Device. 


S 


© TWIN POST LIFT 
handles them all! 


This great all-purpose lift is rail-less, and pro- 
chassis accessibility — lifts cars 
at outer ends of lower control arms for com- 
pletely relaxed front suspension and proper ball 
joint lubrication and the safe way to handle Air 





NEW WEAVER FRONT SADDLE SPOT- 
TING DEVICE (shown above) makes it 
easy to correctly spot adapters under the 
proper lifting points. Operator simply in- 
serts shift lever (A) into left (B) or right 
(C) socket to adjust corresponding adapt- 
er in or out. 






NEW CARS: 


Pontiac on Weaver Twin Post Lift. 





Photo shows 1958 








OLD CARS: This photo taken 20 
years ago shows 1938 Chevrolet on 


Weaver Twin Post Lift. 





LONG CARS: Photo shows 149%” 
wheelbase Cadillac “Fleetwood” on 
Weaver Twin Post Lift. 





SHORT CARS: This 1957 Rambler, 
wheelbase 108”, is raised on the 
same Weaver Twin Post Lift. 


WEAVER MANUFACTURING CO., SPRINGFIELD, ILL., U.S.A. 


SERVICE SHOP EQUIPMENT 


Complete line includes: Twin Post Lifts . . . Triple Post Lifts . . . Single Post Roll-on, Free-Wheel and 


Frame Type Lifts . . . Bumper Lift .. . Car Washers. . . Wheel Alignment Equipment . . . Head- 
light Testers .. . 


Brake Testers . . . Wheel Balancing Equipment . . . Jacks . . . Wheel Dollies 


- . + and Air Compressors 


‘ 


pointing, as does everything else, 
to the reliability of the firm. 

“Others will make more money, 
but no one will retire and say he’s 
had more satisfaction than I have,” 
Miller declared. 

“People have confidence in us,” 
he said in summing the story of 
his dealership’s success. 


S-P Reorganizes 
Service Center; 
Corks Red Ink 


(Continued from Page 37) 
day. In this later instance, sales- 
men encourage the customer to 
make an appointment for the fol- 
lowing day. 
The reception area is well lighted, 
brightly painted and spotless. 


At the time of this reporter's 
visit, the reception area had a 
steady flow of cars. 

The friendly atmosphere of the 
reception area is calculated to in- 
still confidence in the customer 
that his work will be done with as 
much care as is lavished on the up- 
keep of the reception area. And 
care is taken. 

Each car is road-tested upon 
completion of work. This not only 
assures proper performance, but 
eliminates almost all customer 
complaints and comeback work, 
Challinor said. 

Most employes have had long 
careers in their particular end of 
the service business, Challinor con- 
tinued. In setting up the Mercedes- 
Benz department, he added, S-P 
hired the best men from across the 
country. In addition, experts were 
brought from Germany on three- 
year contracts to get the Mercedes- 
Benz service floor into operation 
and to help train men in the close 
tolerances and fine work needed on 
these cars, he added. 

Regular promotions remind cus- 
tomers of services available to 
them. The May safety campaign 
was incorporated into the promo- 
tions and proved to be a great suc- 
cess, Challinor said. 

“Additionally,” he continued, 
“we find that our reputation for 
turning out quality workmanship 
is spreading. As a matter of fact, 
this is what has done so much 
te put us in the black recently. 

“As an example, many of our 
customers have two cars. They are 
now beginning to bring in their 
second car, which is usually a com- 
petitive make. We like that because 
it gives us an opportunity to try 
selling them one of our own prod- 
ucts.” 

Challinor said that because of in- 
creased acceptance in the service 
center, the sales department, which 
is separate from the center, is be- 
ginning to show an increase in bus- 
iness. 

“Our service salesmen are nat- 
urally compensated for every pros- 
pect they turn over to the sales 
department which results in a 
sale.” 

One of the most enlightening 
things about the entire setup is 
Challinor’s apparent personal in- 
terest in his men. On a complete 
tour of the building, he was able 
to call almost all of his 113 em- 
ployes by mame and chat with 
them personally. 

Questioned about this, he said he 
feels extremely fortunate to have 
such good relations with the men. 
It is apparent that in this union 
shop, management-employe rela- 
itons are excellent. 

Challinor also emphasized that 
S-P welcomed the opportunity to 
assume management of this service 
center. It gave the corporation an 
opportunity to prove that its the- 
ories and suggestions for profit- 
able service operation were sound. 


Second Fair-Trade Writ 
Won in L. A. by Champion 


TOLEDO.—A permanent injuc- 
tion enforcing the fair trade Act 
in California has been signed in 
the case of Champion Spark Plug 
Co., vs. More, Inc., of Los Angeles. 


This is the second permanent in- 
junction signed in the superior 
court of Los Angeles county during 
the past several months enforcing 
fair trade acts. A permanent in- 
junction was recently signed in the 
case of Champion Spark Plug 
Company vs. Jules Laboe, conces- 
sionaire of the Los Angeles Buyer 
Merchandising Mart stores. 
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While Stressing Service .. . 





Wholesaling Is Mainstay 


ITTSFIELD, tll—Customer 

pleasing service and a wholesale 
parts department are two of the 
mainstays at Benson Motor Co. 
(Dodge-Plymouth), run by C. L. 
(Bud) Benson. 

After 40 years as a dealer, 
Benson says that service is still 
the most important feature in a 
successful dealership. Good serv- 
ice and the repeat business it 
produces will tide a dealer over 
the rough spots, according to | 
Benson. 

Benson supplements his auto 
retailing and service activities by 
serving as the only wholesaler of 
Chrysler parts in Pike County. He| 
finds wholesaling works in well 
with his other activities. 

The Illinois dealer offers this 
service formula: 


“More than 80 percent of the 
buyers of new cars from me come 
back here for service and I can 
count on about that percentage as 
repeat customers. 

> . * 

‘TI TRY to satisfy them with the) 

service. I also lean over back-| 

ward to make Sure that their cars| 

are properly serviced when de-| 

livered and that all warranties 
are handled properly.” 

Benson says that about half of 
his customers had to be asked to 
bring in their cars for the war- 
ranty inspection and service. 

Benson pointed out that busi- 
ness was conducted differently in 
a small town. Here, he said, the 
buyers want to see the owner. 
When they have their car re- 
paired, they are likely to go back 
in the shop and watch the work 
done. 

He considers about 85 percent of 
his customers normal with normal 
demands and even tempers. But 15 
percent are desk pounders, he said. 

> > > 





Reaction Is Negative 


“I DON’T like that kind of a 

customer because I have a 
reputation here for 40 years of 
going to the end of the world for 
a customer who has a legitimate 
demand,” Benson said. “When one 
of these temperamental table 
pounders starts his act, I just 
react negatively.” 

Benson said this kind of cus- 
tomer makes him feel bad until 
he turns to his customer list of 
1942 and finds that almost all of 
them are still doing business with 
him. 

Benson now has three buildings 
with his service department and 
showroom in one. He placed the 
body shop in a separate building 
because its work generated too 
much noise and paint odors. 

He now has two sons in the busi- 
ness with him and two sons-in-law. 
He summed up his methods this 
way: 

“We have to have repeat busi- 
ness, because we could not exist 
if we had to dig up a bunch of new 
customers every day. So we try as 
hard as we can to treat them right 
and to let them know we appre-| 
ciate their business.” 

= > 7 
ENSON said the secret of build- 
ing a good wholesale parts 
business by a franchised dealer is 
in limiting his lines and holding 
down inventory. 

Benson stocks only one branch} 
of each major item. 

He said that other brake lin- | 
ings might be just as good as 
the one he stocks but that in 
stocking one good lining he could | 
satisfy almost all of his trade. 

He also checks his stock con-| 
tinually so that he stocks only fast) 
moving parts as much as possible. | 
He is able to do this because he| 
can get one day delivery from St. 
Louis, so he lets the large ware- 
houses keep the base stocks and 
orders out what he needs. 

“In our own shop, if the part 


Trim Trends Expands 


TORONTO. — Trim Trends 
(Canada), Ltd., has moved into a 
new factory opposite its former 
location here, With 25,000 square 
feet of floor area, the new plant 
provides more than double the pre- 
vious space. 


wanted is not in stock, we can 
always wait until the next morning 
because part of the first day is 
always used up in tearing down 
the car,” Benson said, 

+ = o 


Several Orders in One 
“TMHE same goes for our whole- 
sale customers who operate 





Roseville, Mich., Buys 

7 Mercurys for Police 
DEARBORN. — The police force 

of Roseville, Mich., has put into 

service six new Mercury police) 

cruisers and a Mercury Commuter} 

station wagon radar-equipped for 





mobile traffic control. 
The Mercurys were purchased by | 


|the village from Arnold Lincoln- | 


Mercury after extensive tests of | 
Mercurys and other makes. They 
were specially equipped for police 
work. 


shops or dealerships in the county. 
When they call up for a part out 
of stock, we always find out when 
they have to have it. Usually we 
order a bunch of parts with the 
same telephone call late in the 
afternoon for the next morning’s 
delivery.” 

Benson gives other dealers and 
shops a 25-percent discount and 
provides them with good service 
either directly out of stock or by 
the one-day delivery method. 


He stocks a regular line of Mopar 
and other fast selling items such 
as tailpipes, mufflers but he keeps 
his inventory way down on parts 
for non-Chrysler cars. When such 
parts are needed in his own shop, 
he buys them from local or nearby 
independent jobbers. 

> * > 
a big operators try 
to handle only fast moving 
items and it is twice as important 
for the little operator,” Benson 
said. 

“We find it is far more profit- 
able to get our ‘outs’ and in- 
between items from our inde- 
pendent jobber. In fact, we are 
often able to sell him some of 
our regular Chrysler parts. 

“I try to do as much volume as 
possible on the smallest inventory 


rather than try to build up a stock/ have been convinced that it is a 





"World's Largest Ice Cube’'— 


Upholding the Texas reputation for bigness in wake of statehood approval for 
Alaska, R. A. (Al) Parker displayed the “World's largest ice cube" at his Buick dealer- 
ship in Houston. “Miss Iceberg"—model Joanne Lazure—holds a snowball. Weighing 
50 tons at the stort, the ice cube was 10 feet high, 15 feet wide and 17 feet long. 





that includes everything. In the 40 
years I've been in this business, I 


sound policy for the small town 
auto retail dealer who wants to sell 
parts wholesale.” 








“YOU...and carbureter servicemen everywhere... asked for 
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“Frills out eee 
essentials in” 


Contents of a typical genuine 
Carter Power Center Re-carbu- 


retion Kit! 


6 gaskets 


1 pump plunger assembly 


1 spring 
2 main metering jets 
2 step-up rods 


1 needle and seat assembly 


CARTER 


a finding shown by Carter's recent national 


survey of automotive mechanics 


Now...from Carter... 
here it is 

The Re-carburetion Kit— 

with all the essentials in one 


package to do a complete 
carbureter overhaul job. 






@ not a cleanout kit 
@ not a “short” kit 


Carter's survey indicated a pressing need for a low cost kit 
that would do the complete re-carburetion job. Such a kit called 
for a parts package that would include the necessary metering 
components and all other essentials required in general car- 
bureter overhauls... but no “frills.” 


This is exactly what the new 
Carter Power Center Re- 
carburetion Kit offers you today! 


In producing this handy, low 
cost re-carburetion kit, Carter 
has streamlined the contents of 
its repair parts package. There 
are no leftover parts or exces- 
sive inventory. Now the new kit 
contains only the parts that are 


ees(i\e 





2 ~3S 





absolutely essential for most carbureter jobs in any shop at 


any mileage. 


Gone are the days when you had to chase around the shop 
after separate parts. Now...all in one convenient package... 
the Carter Power Center Re-carburetion Kit does the complete 
job quickly... economically...and at a good profit to you. 


Contact your Carter Supplier today. 


ST £OastsS 


CARBURETOR 
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Maintenance Hints... 





Here’s How Experts Do It 


(Continued from Page 42) 


engine 


Suntester—Sun Exectrric Corp. 
+ * a 


Steering Belt Tension 
1958 Ford cars and station 
wagons equipped with power 
steering, the power steering belt 
tension has been increased to ap- 
proximately 25 foot-pounds slip 
torque on the pulley to eliminate a 
“slipping belt” which may occur on 
a full turn. To check the pulley 
slip torque, turn a torque wrench 
on the pulley retaining bolt until 
the pulley slips on the belt.—Snop 
TaLK—Forp Division or Forp Moror 
Co. 


* * + 


Change in Trim Height 


oo height specifications have 
been changed as a result of 
experience gained since the 1958 
Shop Manual went to the printers. 
Notation of the new dimensions 
given below should be made near 


step 2 of the procedure under the} 


idling characteristics. —| 





heading “Check and adjust trim 
height” on page 3A-32 of the 
manual. 

Front trim height Rear trim height 
All except Safari All except Safari 


3%” to 3%” 4%” to 4%” 
Safari Safari 
3%” to 4” 4%” to 4%” 


Since questions have been asked 
about the exact points between 
which measurements are to be 
made on front suspension parts, a 
new chart has been provided to 
supplement Fig. 3A-3 in the manual. 

The measurement is made ver- 
tically from the top of the lower 
control arm to the lower face 
of the frame side bar. When the 
lower end of a scale or tape is 
approximately 914” outward from 
the center of the inner pivot 
point of control arm, it will be 
vertical to the arm. 

Some mechanics have made a 
pair of gauges from welding-rod 
with lengths to the low limits of 
the dimensions (one front and one 


rear). Fig. 3A-57 has been satis- 
factory for locating measurements 
on the rear suspension.—PontTiac— 
Service CraFTSMAN News 

= = * 


Reverse Primary Wires? 

ID you know you can reverse 

the polarity on a coil, by re- 
versing the primary leads, and the 
engine will still run? It’s a point 
that’s demonstrated in the four 
Champion “Service Tips” engine 
demonstrations which are now 
touring the country. 

Polarity refers to the direction 
of high tension current flow, and 
it should be negative at the spark 
plug terminal. 

Reversed polarity can cause 
hard starting, rough idle and 
misfire during acceleration, and 
you’d have a tough time locating 
the trouble unless you know what 
to look for. 

According to the Champion serv- 
ice engineers, it requires as high 
as 35 to 45 percent more voltage 
to fire the spark plug when polarity 
is reversed, and they estimate that 
about 10 percent of the cars on the 
road today are wired incorrectly. 

Polarity can be inadvertently re- 
versed by improperly installing a 
battery, but it is usually due to 


correct polarity can be done by 
several methods. Coil testers which 
provide a means for checking 
polarity or a high tension voltmeter 
can be used. 

With a voltmeter, first ground 
the positive lead and then, with 
the engine running, momentarily 
touch the spark plug terminal 
with the negative lead. An up- 
seale reading will indicate a 
negative current flowing to the 


* 
Trade Fair Slates 
. . 
Big Import Display 

CHICAGO.—A display of foreign 
cars by more than 25 manufac- 
turers will be a major feature of 
the Chicago International Trad e 
Fair July 2-18, 1959, according to 
Richard Revnes, managing director. 

Revnes said interest among 
foreign-car makers and distributors 
has been so great that the original 
space allocation has been almost 
doubled. 

Distributors for Morris, Austin, 
Austin-Healey, Renault, MG, Bristol, 
Volkswagen, Rolls-Royce, Bentley, 
Ferrari, Triumph, Alpha Romeo and 
SAAB have applied for space and 





reversed primary leads at the coil.| negotiations are under way with 
Finding out if an engine has the| others, Revnes added. 





~ EVERY PART FITS RIGHT! 


Wasner Lockheed 
HYDRAULIC BRAKE PARTS 
FOR REPLACEMENT NEEDS 






---are identical to original equipment 





YOU CAN DO BETTER, FASTER BRAKE WORK WITH THESE PARTS... 


Wagner Lockheed Brake Parts—cylinders, pistons, springs, 
washers, cups, boots, hose, etc., marketed for replacement 
needs are identical to original equipment. These parts are 
manufactured to the same specifications, by the same machin- 
ery in the Wagner factory, as Wagner-made parts used in 
complete assemblies for original equipment. 


Throughout every stage of factory production Wagner exer- 
cises rigid quality control over these products. Parts are 
inspected and checked by experts to make sure that only top 
quality parts are furnished to you. This is done to provide 
you with the finest brakes available anywhere. 


Remember, safe brakes protect lives. 


You'll find that the Wagner Lockheed line of hydraulic 
brake parts is the most complete on the market. Parts are 
available individually or in factory sealed kits. Cylinders are 
supplied in complete assemblies, or parts can be purchased 


separately. 


For details, consult your nearest supplier of Wagner Lock- 
heed Parts, Fluid and Lining, or write for a free copy of 


Catalog AU-500. 


Wagner Electric 


ation 


6393 PLYMOUTH AVENUE, ST. LOUIS 14, MO., U.S. A. 
(Branches in principal cities in U.S. and in Canada) 








spark plug; if the needle moves 
down-scale, reverse the coil leads. 

A simple method of checking 
polarity can be accomplished by 
using a pencil. (By all means, make 
sure it’s wood!) With the engine 
running, insert the pencil point in 
the air gap between the ignition 
cable and spark plug. If the spark 
flares or feathers and has a slight 
orange tinge on the spark plug side 
of the pencil, correct polarity is 
present; if the spark flares to the 
opposite, reverse the coil connec- 
tions. 

Where coils have plus or minus 
terminals in ignition systems with 
a negative grounded battery, the 
negative terminal should be con- 
nected to the distributor. Where 
the positive battery post is 
grounded, the positive terminal 
should be connected to the dis- 
tributor—CHAMPION SparK PiuG Co. 

+ = +. 


Test for Acrylic Finishes 


_ paint combination number 
on the body identification plate 
signifies whether the factory ap- 
plied finish is acrylic or standard- 
line lacquer. 

If, in some cases, the type of 
finish used is in doubt, particu- 
larly when refinishing is neces- 
sary, the following test can be 
made for positive identification. 
The test should be performed on 
an inconspicuous area such as 
under the hood or edge of door 
pillar facings or on an area to 
be repaired. 

Rub the paint surface with a 
cloth soaked in trichlorethylene 
solvent (such as DuPont “Dry 
Clean” or its equivalent). If the 
paint readily dissolves and dis- 
colors onto the cloth with a mini- 
mum of rubbing, the paint is 
acrylic. If it does not readily dis- 
solve and appreciably discolors the 
cloth, the paint is standard lac- 


quer.—Buick Service 
* : > 


Care of Front Bearings 


UBRICATION of front wheel 
bearings every 10,000 miles is 
sometimes neglected with sad con- 
sequences. It’s not a hard chore to 
remove a front wheel, clean, grease 
and replace—but remember these 
points: 

Have a new inner oil seal and 
new cotter pin for replacement. 
Clean the bearings with gasoline 
and allow to dry but DON’T spin 
a dry bearing. Inspect bearings and 
cups for chipping, flat spots or for 
overheating—indicated by a dark 
blue ball or roller. 

Work about a tablespoon of 
wheel bearing lubricant into each 
bearing with your fingers. 

Tighten nut till you feel a bind- 
ing on wheel rotation, then turn 
one revolution to seat bearing and 
back off wheel nut until bearings 
are slightly loose. Retighten nut 
until looseness is just removed. 
Install your new cotter pin— 
CAWMA Servicer 
> 


Old Seat Covers Handy 


seat covers from two-door 
models with the divided front 
seat come in handy for wheel covers 
when painting fenders. By cutting 
out the back section of the covers, 
which is usually lighter material 
anyway, they can be made to slip 
over the tire easily and provide 
effective protection. 

When the covers have become too 
stiff with excess paint they can be 
discarded.—_CAWMA Servicer 

. 


* * 


Tail Light Problem Solved 


OMETIMES when the rear of a 
back fender is damaged, much 

is required to put the tail light sec- 
tion back into shape. This involves 
constant fitting of the tail light 
assembly while adding solder on 
one side, or taking if off the other. 
This time can be effectively 
saved by making a pattern on 
paper of the butt end of the tail 
light, transferring it to metal, and 
then bolting it to the fender. This 
eliminates the continual fitting op- 
eration and serves as a handy 
guide when final shaping is done.— 


CAWMA SERVICER 
* * * 


Smoothing Rough Spots 
Art= using a new disc on a 
grinder to smooth down a panel 
or fender, it will often happen that 
rough, high points will be apparent 
in the surface. By using a worn 
dise after the new one, the edges 
will be taken off the scratches and 
a much smoother surface will 
result—CAWMA Servicer 
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Rambler-GMC: ‘Square Deal’ Is Stressed .. . 


‘We Sell Only What’s Needed’ 


RAND JUNCTION, Colo.—Serv- 

ice still is the byword of Jim 
Fuoco Motor Co. (Rambler-GMC 
Truck), founded 24 years ago as a 
repair business. 

“Our business is good but 
there’s no real secret for it,” said 
Earl Fuoco, manager and son of 
the founder, James Fuoco, who 
died in 1956. 

“Our policy is just plain ordinary 
courtesy and honest treatment of 
the customer,” Fuoco explained. 

“We offer the customer only the 
services and parts that he needs. 
We are just as quick to tell a cus- 
tomer the good points of his car 
as we are the bad ones.” 

This policy has won the trust of 
hundreds of regular customers, he 
added. 























‘They Just Say Fix I? 
——. just bring their cars in 
and say ‘fix it,’” Fuoco contin- 
ued. “They know we'll do just the 
work that is necessary and no more 
—that we won’t replace a worn but 
still safe and usable part just to 
add onto the repair order. 

“And we know that when that 
part does wear out, they'll come 
back to us to have it fixed,” he 
said. 

Fuoco said the firm never has 
found it necessary to set up a “fol- 
lowup” system or to advertise for 
service business. 

“About the only selling is done 
by the new and used-car salesmen 
who naturally recommend our own 
service department,” Fuoco said. 

Satisfied customers keep the 
work schedule full and there are 
few days when work doesn’t have 
to be turned away, he continued. 
. > > 

HE firm has more than 1,000 

customers who come in at least 
twice a year, Fuoco said, 700 who 
return once every 90 days or so 
and about 450 who come in each 
month. The total includes several 
large fleet accounts. 

Each job is checked out first by 
the mechanic, then by the serv- 
ice manager or Fuoco before it 
is turned over to the customer. 
“In this way,” Fuoco explained, 
“only about $70 worth of work out 
of $7,000 labor sales per month 
comes back for adjustment.” 

The firm has five line mechanics, 
three parts men, two wash men, a 
body man, painter, lube man and 
tuneup man, all paid above aver- 
age on salary-commission basis, 
Fuoco said. 

Each man works 49 hours a week 
and average weekly paychecks 
range from $100 to $110 for the 
tuneup man to $125-$150 for the 
line mechanics, he added. 

> > > 


Firm Has Group Insurance 


HE company sponsors a group- 

insurance policy and each em- 
ploye receives two-week vacations. 
Service-employment period ranges 
from two to 12 years. 

Each mechanic is equipped 
with a full selection of company- 
owned power tools and two 
heavy-duty hoists are available in 
the shop. Each mechanic also has 
been sent to at least one com- 
pany training school. 

Fuoco said shop efficiency at 
present is running at 100 percent 
of available mechanic hours, with 
an average of 455 repair orders a 
month. 

The firm keeps an accurate rec- 
ord of work done on every vehicle, 
listing dates, mileage, repair-order 
number and type of work done. 

Then as each vehicle is brought 
in for service, the service manager 
can tell just what work was done 
before and when. 

* * . 
Fuoco still spends about a third 
of his time in the shop, waiting 
on customers, checking out work 
or, in rush times, rolling up his 
sleeves and taking on a repair job 
himself. 
The average repair order shows 


Prenco Opens Dallas Plant 


HAZEL PARK, Mich. — Prenco 
Products Inc. has announced the 
opening of a sales and service office 
at 2146 Irving, Dallas, Tex. Ray- 
mond Bugg will head the office. 


$12.50 in labor charges at a flat 
rate of $4.50 an hour and $10 for 
parts from an extra-large inven- 
tory which turns over about three 
times a year. 

Thus far in 1958, Fuoco said, the 
firm has had a gross profit of 40.1 
percent on customer labor sales 
and 31 percent on parts sales. Serv- 


Pitch at MD’s Gives 
Lift to Pontiac Sales 


PONTIAC.—A unique sales ap- 
proach by Pontiac Motor division 
through its dealerships resulted 
in the sales of more than 1,000 
Pontiacs to the medical profes- 
sion during May and June, 

The campaign was initiated by 
formal direct mail invitations to 
the home, inviting the doctor and 
his wife to accept delivery on a 
new Pontiac from a local dealer 
for a personal test drive. The 
invitation carried a soft-sell ap- 
peal, leaving the actual contact 
to the doctor’s convenience, 








49 





ice absorption was placed at 77.4 
percent. 

The amount of parts and service 
sold per new-car sale in 1957 total- 
led $1,077 and is running more than 
$1,000 so far in 1958, Fuoco said. 

ca * - 


Most Buyers Come Back 


TATISTICS show that almost 
100 percent of buyers of cars 
and trucks bring them back for 
service regularly during the first 
year of ownership. Nearly 75 per- 
cent return during the second and 
the percentage drops only slightly 
in each year after that, he said. 
The service department also is 
a rich source of new-car business, 
Fuoco pointed out. Thus far in 
1958, he said, 46 percent of the 
firm’s new-car and truck sales 
= to regular service custom Public Hea ring— 
The firm’s building has been ex- Dow Chemical Co., Midland, Mich., has released a public service film depicting a 
panded four times since its found-| typical public hearing on a proposed highway location. Purpose of the film, “Highway 
ing, from 2,000 square feet of floor! Hearing,” is to help build increased public understanding of the Federal highway 
space to 17,480. Further expansion | program. Prints can be obtained on free loan from Modern Talking Picture Service; 
in the near future is contemplated, | Inc., a nationwide film distributor with libraries in 28 major cities. A scene from 
Fuoco said. the half-hour motion picture is shown above. 








WE RECOMMEND AND SELL 
AUSCO JACKS BECAUSE THEY 
PROVE BEST IN OUR SHOP. 


The Ausco One-End Lift Jack 
works like a charm on all '58 
cars. Just make one 

quick adjustment and 

start lifting. 


Handling transmissions, carriers and 
differentials is safer and lots easier 
with the Ausco Truck Transmission Han- 
dler. Ausco Garage Horses release 
lifting equipment for other jobs. 


As a shop jack or for road use with 
heavy vehicles Ausco Hydraulic Hand 
Jacks can't be beat. When the lift is 
extra high, Ausco Hi-Range models 
handle it easily. Capacities 1%, 3, 5, 
8, 12 and 20 tons. 


| use a heavy duty Saf-Lift for 
service calls. When a customer 
sees how handy it is he wants the 


passenger car model for himself. 





AUTO SPECIALTIES MFG. CO., INC. S?. Joseph, Michigan 
Other plants in Benton Harbor and Hartford, Mich. and Windsor, Ont., Can. 


Rugged Ausco Hydraulic Service 
Jacks come in 1%, 1%, 2, 4, 10 and 
20 ton capacity. They give a fast, 
sure, safe lift every time. 
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COATS 
TIREMAN 


Just new on the market, but already acknowl- 
edged as the leader of air-powered tire changers 
. . . that’s the All-Star Coats Tireman. There 
are no time-wasting gimmicks . . . just a rug- 
ged, precision-engineered machine that will 
change all size tires — 12 to 21 inches, tube- 
less and conventional — faster and easier than 
anything else yet designed. 


YOU GET... 





AIR-POWERED BEAD LOOSEN- 
ING by just pressing the foot 
pedal. Gently but firmly loosens 
toughest beads. 


NEW SCREW-TYPE HOLD DOWN 
with just a twist of the wrist. 
Most rugged and trouble-free 
hold down yet devised. 






GENERAL OFFICES: 12 DEPOT SQUARE .- 


ADDRESS 









Newest andy 


LIBERAL TRADE-IN ALLOWANCE 
NEW TOOL 


MIDWEST OFFICES: 900 N. Lake Shore Drive, Suite 804, 
WESTERN DIVISION OFFICES: 3453 Cahuenga Blvd. - Los Angeles 28, Calif. 
INQUIRIES DEPARTMENT 
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Without Skilled Mechanic .. . 


Cool Way to Profits 


NEW Y ORK. — Cooling-system 
service is an ideal source of 

profit because it doesn’t require a 
skilled mechanic, Union Carbide 
Chemicals Co. reminded service de- 
partments, garages and filling sta- 
tions. 

Any part-time employe can be 

trained quickly to handle the job, 

| the firm continued, and the work 

doesn’t tie up a lift or a lube bay; 

it can be done anywhere on the 

apron within reach of water or 
air hoses. 

And, the firm added, customers 
| whose cooling systems are serviced 
properly are likely to return in the 
fall for fresh antifreeze and a 
|}complete winterizing job. 

* = + 





ION CARBIDE suggested a) 


basic service package it said 
offers many opportunities for addi- 
tional replacement sales: 

1. Drain out last winter’s anti- 
freeze. 

2. Flush the cooling system with 
plain water. If there are signs 
of corrosion or scale and grease, 
use a chemical cleaner followed 
by a neutralizer if needed. If 
there are signs of rust-plugging 
in the radiator tubes, have radia- 


NIADA Meets Aug. 24 
WASHINGTON. — The National 


Independent Automobile Dealers | 


| warm, 





tor and engine block pressure- 
flushed separately. . 

3. Check thermostat for operation 
at correct temperature. 

4. Check and replace hoses if 
there are signs of deterioration 
inside or out. 

5. Tighten hose clamps securely 
and replace worn ones. 

6. Examine fan belt for signs of 
wear and check for proper tension. 

* +” * 


7 CHECK the radiator filler cap 

* for proper working of the 
spring-loaded pressure valve and 
seal of the rubber gasket. 

8. Clean all obstructions such 
as bugs, dirt and paper from the 
front of the radiator. If neces- 
sary, have air passages blown | 
clear. | 
9. Refill cooling system with! 
clean water, the softer the better | 
to prevent scale formation, and add | 
a good rust inhibitor. 
10. Let the engine run until! 
then see that radiator is 


|completely filled and check for 


leaks at radiator, hoses, water) 
pump and cylinder-head gaskets. | 

In “problem” cooling systems, 
Union Carbide said the following} 


j}also should be checked: 


1. Possibility of loose or cor- | 


| roded water-pump impellor. 


2. Internal coolant leakage from | 
faulty cylinder-head gaskets and 
studs. 


3. Exhaust-gas leakage into the 


Assn. has rescheduled its meeting| engine water jacket. 


on current trade problems for Aug. | 


4. Suction of air into the cooling 


24.-25 at the Edgewater Beach) system. 


hotel, Chicago, it is announced by | 


President C. E. Pitts. 










ROLLER ACTION MOUNTING... 
DISMOUNTING as recommended 
by tire engineers. No prying or 
scuffing. *Combination Tool 

is a bonus extra! 


New Combination 
Take-Off and Put-On 
Tool available for present 
Coats models and other tire 
changers with center posts. $15.00 


ENGLEWOOD, NEW JERSEY 
- CHICAGO, ILLINOIS 


Young Mechanics 
Demonstrate Value 


‘Of Safety Check 


| MINNEAPOLIS.—A demonstra- 
| tion of the safety-check feature of 
the compulsory vehicle-inspection 
| Program before the Minnesota 
| Legislature was conducted by 
|students of Dunwoody Industrial 
| Institute. 

| The students, members of the 
|“Future Automotive Technicians of 
| America” club, checked 91 cars 
belonging to students and Institute 
personnel. The check revealed 44 
improperly adjusted headlights, 34 
unmuffled exhausts, 20 instances of 
illegal brakes, 16 vision blocks, 15 
licenses unlit, six headlamps out, 
| four illegal lamps, four directional 
| signals not working and three stop 
j}lamps out of order. 


The safety-check was identical 
| with that contained in the proposed 
compulsory vehicle inspection pro- 
gram for the state. 


Five stations were used in the 
safety lane. The first was a brake 
test marked off by three tapes, 
spaced 16, 20 and 30 feet from the 
braking point. The car was driven 
|to the braking point at 20 m.p.h. 
|If it could not be stopped within 
| 30 feet the brakes were considered 
| illegal. 
| ‘The demonstration was hailed by 
the National Standard Parts Assn., 
charter sponsor of the FATA, 
which was organized in October, 
1957, as a statewide organization. 


In recognition of NSPA’s con- 
tribution to help organize the FATA 
nationally, honorary memberships 
have been awarded to J. L. Wig- 
gins, NSPA executive vice- 
president; Mel Turner, curriculum 
director of the “Automotive In- 
struction in our Schools” program, 
and Richard Buckley, secretary of 
the NSPA vocational educational 
subcommittee. 


Emphasis on Aluminum 


In Reynolds’ New Office 


RICHMOND, Va.—A new multi- 
million-dollar office building—an 
aluminum showcase in a Virginia 
garden setting—will be formally 
opened here in September as the 
new home of Reynolds Metals Co. 

The building contains 1,235,000 
pounds of aluminum. Uses include 
the world’s largest system of auto- 
matic sun louvers, movable office 
partitions, acoustical and light- 
diffusing ceilings, a new line of alu- 
minum office furniture, aluminum 


| 





CREASE a a 


DIFFERENCE 


. . when they change to WoLr’s 
Heap. And it’s an important dif- 
ference to them. It’s an important 
difference to you, too, because 
satisfied customers keep coming 
back for more. Be sure to stock, 
display and sell Wo.r’s Heap, 
100% Pure Pennsylvania—the 
superior premium quality motor 
oil that makes the difference. 


@ Lower oil consumption 

@ Smoother engine performance 
@ Satisfied customers 

@ Greater profits 
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MICHIGAN BLVD. AT CONGRESS 


FREE TELETYPE RESERVATION 


| 


| FOR ALL ALBERT PICK HOT 








BLITZ 


| BATTERY CHARGERS 
Are Money Mokers For Any Shop 


BLITZ ELECTRIC CO., Inc. 


yarn draperies and carpeting and| 5718 Wentworth A 21 
most of the hardware. wie oe 
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Our gas or electric powered Junior avtos 
are authentically scaled down, real cars. 
Smart as their ‘58 big brothers. Sensa- 
tional for dealer publicity and big cor 
soles. Wire or write for complete details. 
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the JOHN O. MUNN CO. 
Aad we'll cond you the correst icowe of cor 


Monthly ADVERTISING and 
SALES PROMOTION SERVICE 


@ DON'T SELL just half your dealership! 
Alert dealers have profited by our 
ideas shane 1949. 


. 
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* 
YOUR FIRM es is your only 3 
neturol Your most valu- 5 
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able asset, exclusive soles tool! 


EVERY MONTH you will receive o 
file folder pocked with ideas for new 
and used car sales - service and lube 

- ne , radio and 


MUNN AUTOMOBILE NEWS- 
LETTER, authoritative digest of 
FREE with each issue 


industry news is 
of the marketing service! 
MOTOR DEAS 


the JOHN O. MUNN CO 








Should A Dealer 
Operate A Car 
Leasing Dept.? 


You'll find the 
answer to this 
and countless 
other questions 
in Martin H. 
Bury’s remark- 
able new book, 
“The Automo- 
bile Dealer.”’ 
The book is al- 
ready in its sec- 
ond printing 
and has been hailed as the “bible” 
of its field. Use coupon to order 
now. If, after 10 days, you are not 
convinced that this book belongs 
on your shelf for permanent ref- 
erence, return it and we will re- 
fund your money! Order now, 
before it slips your mind! 


AUTOMOBILE 





| 1750 N. Broad St., Philadelphia 21, Pa. 


Send cop (copies) ¥ the new book, 
“The Automobile Deale: 


O | enclose check ees books at 
$5.20 each 


| 
| 
| 
! 
| 
C) Send books C.O.D., plus postage 
| 
| 
| 
| 
| 











Suppliers Rate 
Assist in Shop 


Turn Out Modern Tools 
To Boost Efficiency 


(Continued from Page 24) 


services, write them up and turn 
them over to the order writer or 
service manager. 

Chassis and front-end work 
ranks close behind the lube depart- 
ment in appearances on the repair 
order. This work appears on 26.59 
percent of all orders, A check of 
front tires of all cars coming into 
the shop could greatly increase the 
amount of wheel balancing, and 
with the new “on-car” balancers 
this is profitable service. 

Oil changes appear on 22.61 per- 
cent of the orders, and these could 
be increased materially if every 
order writer would check the dip 
stick on every car he writes up. 

* + * 


Brake Work Snubbed 


oe work appears on 13.34 
percent of the orders. Here 
}is another profitable service that 
|many dealers let get away from 
|them because they make little 
or no effort to check the brakes 
from time to time. 
Brake-equipment makers claim 
that one of every seven cars two 
years old or older needs brake 
work. Pulling a front wheel off 
every car before a brake adjust- 
ment is made or on a regular 
| schedule every 5,000 miles would 
show up this need and open the 
doors to approximately $18 profit. 
One dealer who makes brake 
work a paying service uses a hoist 
for the changing of the shoes. He 
has two drum lathes equipped with 
a front-wheel mandrel on one lathe 
jand a rear-wheel mandrel on the 
| other. While the mechanic is chang- 
ting the shoes, the lathes turn the 
drums at the same time. Thus both 
jthe mechanic and the shop earn 
|two profits at the same time. 
| New hydraulic jacks and pullers 
}are taking a lot of the “ding” work 
jout of body repair, thus cutting 
down in both time and operations. 
| Body-shop work, which in the aver- 
age medium to large dealership 
provides up to 40 percent of the 
| gross profit, appears on 12.60 per- 
_— of repair orders. 


‘Free Checks Spur 
Service Sales, 


Dealer Reports 


| MT. VERNON, N. Y.—Stevens 
Buick Corp. has reported record 
service business since conducting 
an experimental auto clinic offering 
| free bumper-to-bumper inspections. 


John A. Fuller, service manager, | 


said the three-day clinic resulted in 
|65 percent on-the-spot appoint- 
;|ments for service. Appointments 
| have been mounting daily since the 
| clinic, he added. 

The free checkups included a 
|complete engine analysis in which 
| two DuMont TV-Type EnginScopes 
were used. 

“Without the ‘scope’ we would 
have never dared to undertake the 
clinic,” said Fuller. 

“Extra help would have been 
needed to pull spark plugs, check 
out distributors and inspect the 
other components in the ignition 


system. We would have been work- | 


ing around the clock and still 
wouldn’t have been able to check 
out everything we could with an 
EnginScope.” 

In addition to the engine analy- 
sis, said Fuller, each car was given 
a hoist check during which brakes 
were tested, wheel bearings packed 
free of charge and the exhaust 
system and undercarriage ex- 
amined. 

Then came a front-end inspection 
which included caster, camber, 
toe-in, steering and linkage checks. 
Lights, accessories and windshield 
wipers were tested and the inte- 
riors were brushed and cleaned. 

For a final check, Fuller said, a 
Buick zone representative took the 
auto for a road test. 


Morgan Buys Deal 
C. O. Morgan has acquired the 
Dallas Plymouth franchise form- 
erly operated by COurtis Parker. 
The firm will be known as Morgan 
Plymouth, Inc. 
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work 1s BIG BUSINESS» 


“SAFE-ARC” BRAKE 
SHOE GRINDER 


AMMCO TOOLS, INC., 


A REPLACEMENT PANEL of stainless- 
steel that can positively be installed in 
one hour. Just the thing for busy New 
Car Dealers, Used Car Dealers and Body 
Shops. Saves costly time and labor. 


PLEASE YOUR CUSTOMERS with a 
beautiful rigid fluted (ribbed) panel of 
dazzling stainless-steel on rocker panel 
sills. SAVES YOU BIG MONEY. The great- 
est aid to a body shop or car dealer ever 
invented. Large rust-proof ‘attach strips’ 
underneath will cover long rusted out 


NUE, 
PANEL 


VTE 





holes. The top molding telescopes for the 
longest or shortest cars. 


GIVES NEW CARS THAT SUPER- 
DELUXE LOOK! Made of dazzling 
stainless-steel, with screws fastening on 
the bottom of the rocker panel. No 
screws visible. Only tools required are 
drill and screwdriver. Anyone can install 
one in an hour. Comes in two widths, 2 2 
inches wide and 3% inches wide to fit 
90% of all 1951 thru 1958 cars. Tele- 
scopes to fit longest or shortest cars. 


BE PREPARED FOR THOSE ROCKER PANEL JOBS! .. . WITH TWO SIZES ONLY! 


HAVE THESE IN YOUR SHOP ALWAYS! 


Order from your local jobber. If he cannot supply, write direct to: 


GROBOSKI INDUSTRIES INC. / 4344 s. Western Ave., Chicago 9, Illinois 
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J FILTER TIP! 
“AVOID LEAKS! When replac- 
ing “Discordit,” be sure base 
plate is tight against engine 


LEE FILTER CORP.. North Ar 


OE ally Advert 


“Feridium,” “Discardit” and “Micralytic” are the Registered Trade Marks of Lee Filter Corp. 


Rittenhouse 6-8368 


ROYSTON 


DISTRIBUTORS, INC. 
M.G. 
+ AUSTIN-HEALEY 
SPRITE 
A Limited Number of Dealer Openings Are Available J A GUAR 


1601 PENNSYLVANIA 


Distributors for: AUSTIN-HEALEY, AUSTIN-HEALEY SPRITE and AUSTIN 
for the states of Pennsylvania, Virginia, West Virginia, Delaware, Maryland and Western New 
York. 


Distributors for: M.G. and MORRIS 
for the states of Pennsylvania, Virginia, West Virginia, Delaware and Maryland. 


Distributors for: JAGUAR 
for the states of Virginia, West Virginia, Delaware, Maryland and Southern Pennsylvania. 
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Service Schools in Field 


Make and Open Sessions in Next Month Listed 
By Vehicle, Equipment Makers 


(Continued from Page 40) 


daily sessions running from 8 a.m. 
to 5 p.m. Eligible are owners or 
sellers of DeVilbiss equipment or 
their representatives or operators. 
There is no fee and equipment and 
materials are furnished. The stu- 
dent must, however, meet his own 
transportation and living expenses. 

The school is maintained as a 
service to users and distributors to 
increase their knowledge of the 
operation and use of the com- 
pany’s products. For those who are 
unable to arrange a trip ot Toledo 
for training, the company conducts 
a number of field schools each year 
and information about them can be 
obtained from the Education De- 
partment, DeVilbiss Co., Toledo 1, 
O. One-week classes of limited size 
covering theory, maintenance and 
servicing of spray painting equip- 
ment. The subject of spray painting 
is broken down into four categories: 
Industrial, auto refinishing, auto- 
motive jobber, and portable equip- 
ment jobber. No instruction charge. 


Applications may be obtained by) 
writing DeVilbiss Co., 300 Phillips | 


Ave., Toledo, O. 


ELECTRIC AUTO-LITE ©O.,| 


Toledo, O.—Instructor qualifying 
schools will be sponsored by A. C. 
Suhren Co., 1319 St. Charles Ave., 
New Orleans, La., Sept. 8-12; Gull- 
ing Auto Electric Co., 1201 Stadium 
Drive, Indianapolis, Ind., Sept. 15- 


19. Automotive service technician | 


training will be sponsored by 
Hocker Power Brake, 3rd and Ingle 


at Carpenter, Evansville, Ind., Sept. | 


4; Medart Auto Electric, 3134 Wash- 
ington Blvd., St. Louis, Mo., Sept. 
11; Fillmore Auto Electric, 412 Fill- 
more St., St. Louis, Mo., Sept. 2; 
McNutt and Burns, Inc., 309 Cen- 
tral, N.W., Knoxville, Tenn., Sept. 9. 

INLAND MFG. CO., Omaha— 
Classes start each Monday morn- 
ing. Time required to complete 
course varies from one to two 
weeks. No tuition if equipment is 
purchased—$200 otherwise. Course 
teaches: All aspects radiator clean- 
ing, repairing and recoring; use 
jand maintenance of equipment; 
|\fundamentals of merchandising, 


advertising and pricing. Write to| 


J. V. Grasso, 
| Omaha, Neb. 


RAYBESTOS DIVISION, Bridge- 
port, Conn.—A complete brake serv- 
|ice course will be held at the Ray- 
|bestos Brake Service School and 
|work shop located in Stratford, 
|Conn. This course will consist of 


1108 Jackson St., 


five consecutive daily sessions, each | 


| session going from 8 a.m. to 4 p.m. 
|All phases of brake service work 
such as major adjustments, minor 
|}adjustments and complete brake 
|overhauls of all types of both new 
and old brake systems will be cov- 
ered. Personal instruction is aug- 
|mented by a technical, 78-minute, 
|color, sound motion picture show- 
ing adjustment procedure as well as 
changes made in 1957 and 1958 
brakes. Individuals who successfully 
complete the course will receive a 
certificate showing that they are 
qualified to work on all types of 
automotive brakes. The course will 
be conducted by A. D’Andrea, di- 
rector of service training. For fur- 
ther information, write to J. Kane, 
Raybestos Division, Bridgeport 2, 
Conn. 


SUN ELECTRIC CORP., Chicago 
—Field courses in automotive test 
equipment operation, principles of 
electrical testing, use of the oscillo- 
Scope and engine tuneup, will be 
conducted by field service repre- 
sentatives during the coming 
months. For specific information 
as to locations and dates, contact 
the local Sun representative or 
write Sun Electric Corp., 6337 
Avondale Ave., Chicago 31, Ill. Sim- 
ilar courses are offered by Sun 
instructors in cooperation with Sun 
distributors throughout Canada. 
For specific location and dates of 
courses in Canada, contact the 
local Sun distributor or write Sun 
Electric Corp. 


THERMOID CO., Trenton, N. J. 
— Brake-service school conducted 
at various times during the year, 
depending upon the demand. In- 
struction covers complete informa- 
tion on adjusting and servicing all 
types of brakes. Sessions are held 





in the Thermoid engineering depart- 
ment test garage in Trenton, N. J. 

UNITED MOTORS SERVICE- 
Instruction in factor y-approved 
service methods, using the latest 
equipment, is available in (1) auto- 
motive electricity (Delco-Remy), 
starting, lighting and ignition sys- 
tems, (2) carburetion (Rochester), 
(3) electronics (Delco auto radio 
and Guide autronic-eye). (4) auto- 
matic transmissions (Hydra-Matic), 
(5) New Departure bearings. United 
Motors Service Classrooms operate 
in these cities: Detroit, Cleveland, 
Boston, New York (two centers), 
Chicago, Washington, Jacksonville, 
Fla.; El Paso, Tex.; Portland, Ore.; 
Dallas, Los Angeles, Memphis, At- 
lanta, Philadelphia, Charlotte, 
N. C.; Denver, San Francisco, St. 
Louis, New Orleans, Houston, Buf- 
falo, Minneapolis, Oklahoma City, 
| Milwaukee, Kansas City, Salt Lake 
| City, Omaha, Pittsburgh and Cin- 
cinnati. 
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The Hub a Child Can Engage 


Available for: 

® Willys ® Dodge ® GMC 

®@ international © Chevrolet 
®@ Ford ©@ Land Rover 





Simple engagement—Set ar- 
row to “in” position and walk 
away. Hub engages automati- 
cally and positively as vehicle 
moves. To Disengage, simply 
turn to “out”. No tool ever! 
Just a light turn with the fin- 
gers. It’s simple, safe, sure! 
Fully guaranteed 1 year. 


JOBBERS—DEALERS 
FREELOCK hubs proven over 
millions of miles of use are 
preferred by thousands of 
owners. Write for information 
concerning your territory. 


FREE-LOCK 
CORPORATION 
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Chrysler-Plymouth: Sho 





. Worker Prosper... 





Incentive Plan Builds Profit 


es CITY, S. D.—A liberal 
incentive plan is the corner- 
stone of the prosperous service 
operation achieved by James Motor 
Co. (Chrysler-Plymouth). 

W. A. dames, one of three 
partners in the firm, said each 
shop employe receives 50 percent 
up to $700 of customer labor per 
month and 70 percent of the labor 
exceeding $700. 

The firm’s figures show that this 
system has paid off handsomely. 

James reported a 38 percent gross 
profit on customer labor sales, and 
35 percent gross profit on parts 
sales. 


Shop efficiency also is tops, with | 


a “comeback” rate of only one 


percent and sale of 98 percent of| 


available mechanic hours. 
: * +. 


gee evidenec of the shop’s 
prosperity is the parts and serv- 
ice gross per new car sold—$362.50, 
well above the national average. 

“We spent a number of years 
organizing our service depart- 
ment,” James said. “We feel that 
the shop is the backbone of our 
operation. We put forth every 
effort to make sure that every 
job is completed on schedule and 
in an entirely satisfactory man- 
ner.” 


Explaining the duties of each) 


partner, James said one handles 
the sales force, another supervises 
organization functions and makes 
company policies and the third 
takes care of the detail work. 

As part of the detail work, James 
adde, this partner spends about 
two hours each morning in the shop 
with the foreman, meeting cus- 
tomers and working out any griev- 
ances they might have. 

He said the firm averages about 
964 repair orders a month. Cus- 
tomer labor sales per repair order 
average $12.35 and parts sales $13.20, 
he added. 


Orders Average 5 Items 


yew repair order averages five 
items, he said. This also is far 
above the national average of 1.72 
and indicates that each job is 
checked closely for all work that 
should be done. 

The customer is charged a flat 
rate of $4.50 and the percent of 
fixed expense to total sales is .075, 
dames said. In some cases the 


Gulf Oil Attacks 
Federal Handling 
Of Antitrust Laws 


PITTSBURGH. — The manage- 
ment of Gulf Oil Corp. has spoken 
its mind concerning what it called 
“capricious and inconsistent” be- 
havior of the Federal Government 
in. its administration of the anti- 
trust laws. 

In a letter to employes and share- 
holders signed by President W. K. 
Whiteford, Gulf maintained the 
Government has “no unified, clearly 
understood policy as to where, when 
or under what circumstances the 
antitrust laws shall be invoked.” 

The letter went on to predict that 
a failure to correct this confusion 
would produce an ultimate, adverse 
effect on the investments and jobs 
of every shareholder and employe 
of any corporation large enough to 
justify the name. 

Gulf admitted it was speaking in 
the most forceful and blunt lan- 
guage it could summon to indicate 
its attitude to the administration of 
antitrust laws. However, the com- 
pany pointed out it had no quarrel 
with the actual laws, themselves, as 
they apply to the domestic indus- 
try of the U.S. 

It said: “Any study of our na- 
tional economy must lead to the 
conclusion that one of its major 
ingredients is a very high rate of 
production. And any study of pro- 
ductivity will show that one of the 
factors that has enabled us to es- 
tablish our present position of 
Power and prosperity is the circum- 
stance that we live and work in a 
climate of healthy competition. 

“To the extent that our antitrust 
laws have helped to create and 
maintain this competitive climate, 
their equable enforcement is as 
beneficial as any service our Gov- 
ernment could perform.” 





latter figure may run as high as 
3 percent. 

The firm has an absorption rate 
of 66 percent, James said. 

He said James Motor employs 17 
mechanics, two on salary and the 
rest on a flat rate. All but three 
have been with the firm from 5 
to 28 years. 

“Our service foreman has been 








Auto-Lite Book Tells How 


To Halt Radio Interference 


TOLEDO. — Suppressing ignition 
in vehicles with two-way radio or 
radio-telephone installations to 
eliminate electrical interference is 
the subject of a booklet published 
by Electric Auto-Lite Co. 

The booklet contains sections de- 
voted to elimination of spark plug, 
generator, voltage regulator, dis- 
tributor and other electrical com- 
ponent interference with two-way 
radio reception. Copies are avail- 


lable from Electric Auto-Lite Co., 
| Toledo 1, O. 


with us since 1939,” James con- 
tinued. “He is very efficient and 
friendly, and quite sympathetic with 
the owners’ problems. We pay him 
a good salary and a bonus for per- 
formance. He has an assistant who 
works on a straight salary.” 
a * 2 


_— shop originates a big per- 
centage of the firm’s new-car 
sales, he said, “because in most 
instances the owner is happy with 
his car and the type of service he 
has received from our personnel.” 

New-car salesmen also sell serv- 
ice. 

“Our salesmen are instructed, 
after a sale is completed, to take 
the new owner into the shop and 
introduce him to the shop man- 
ager,” James said. 

“The shop manager visits with 
him a few minutes, telling him that 
we will be more than happy to help 
him get all the service possible from 
his new car.” 

James Motor was founded in 
1925 and has been a three-partner 
operation since 1945. 


AUTOMOTIVE NEWS, AUGUST 18, 1958 53 





Lead Edsel Dealers— 


Newly-elected officers of the Southern California Edsel Dealers Assn. are, seated, 
from left, William R. Hopkins, Manhattan Beach, secretary; Ll. R. Brown, Riverside, 
vice-president; George A. Wagner, Los Angeles, president, and Gomer Jones, Pomona, 
treasurer. Standing: Bruce Kerr, executive secretary; Elmer Johnson, Santa Barbara, 
director; Charles Soderstrom, San Pedro, director; A. J. Harmon, San Bernardino, 
director; Howard W. Selby, Tucson, Ariz., director; John G. Deaton, Pasadena, 
director and retiring president, and Paul W. Pursiey, Edsel Los Angeles district sales 
manager. The group will administer the Los Angeles district Edsel dealers’ advertising 


campaign. 





new BAY-LIFT solves lifting problems so neatly that 
service shop mechanics almost start liking car designers 


Low-Boy Model Bay-Lift Slips 
Beneath Underslung Cars, Has 
Lifting Forks Adjustable Side- 
to-Side to Hit Each Car at 
Strongest Lifting Points 


Recently, the problems of auto mechanics 
in getting cars in the air for servicing have 
been multiplying. 


Compliments paid auto designers by 
mechanics have been getting fewer. 


Now, however, relations between factory 
and garage promise to get downright affec- 
tionate—thanks to the new Low-Boy Model 
Bay-Lift. Lowness of cars, narrowness of 
some foreign makes, exposure of parts 
underneath so that damage occurs when the 
car is lifted by previous methods, long 


overhang of car sections extending beyond 
front and rear axles—none of these design 
conditions presents a lifting problem for 
the Bay Low-Boy. 


Bay Portable End Lifts have long been 
the world’s most widely used pneumatic 
lifts. Their speed, greater working conven- 
ience for the mechanic, and ability to 
eliminate delays and borttle-necks in service 
shop operations account for this leading 
popularity. 

It is inevitable that this leadership will 
be extended considerably further by the 
new Bay model. Probably, it is also inevita- 
ble that you. will eventually discover, first- 
hand, how a Bay can help turn out jobs 
from your shop faster, easier, more profitably. 


Why not phone your Bay Jobber for 
complete details, or write us for literature. 





DIV. OF LIFE TIME PRODUCTS CORP. 
P. O. BOX 85.A, CANFIELD, OHIO 


Bay Overseas Division, 276 West 43rd St., 
New York 36, N. Y. 
‘ Cable Lopreh, New York 


ALSO MAKERS OF ROCKER-HEAD STANDS, RAMPS, AIR-OPERATED BUMPER JACKS 
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“E" SERIES CUPS 
WITH EXPANDERS 


WHEEL CUPS 
(Pat. No. 2,465,175) 


RIBBED 
SECONDARY CUPS 


FILLER-TYPE CUPS 


PLAIN CUPS 


Write for Catalog 
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UPS 


More than 60% of all E 
"56-'57-58 cars were initially 
equipped with wheel cylinder cups 

AND expanders! EIS makes them 


" a 
wn th (| 
in all sizes for replacement! \ > 


THEY’RE MADE BETTER! 






















Especially designed for Chrysler 
Products plus Chevrolet, Ford, 
international, GMC and other 
truck installations, ‘40 thru ’58! 


THEY WORK BETTER! 


Designed to provide a better 
sealing job at no extra cost. 

They're also furnished in all EIS 
Master Cylinders and Master 
Cylinder Repair Kits! 


THEY LAST LONGER 


These EIS cups are NEW! They're 
furnished with Expanders for all 
vertically-mounted cylinders! 


*KTHEY’RE HEAT-RESISTI 


EIS Plain Cups are available 
for those who still want them. 
They're moulded with heavy 
walls and wide flares! 


EIS AUTOMOTIVE CORP. Midd 


FORD—GM—CHRYSLER 


LOW - 


LOW PRICES ON TOP QUALITY 


OIL FILTER CARTRIDGE 


Ford BA- 
6731-A 


AC P-115 $-6 
Fram 


DODGE 
WILLYS Universal Jeep . 
PLYM 6 cyl. or PwrFite... 


BROOKLYN 12, NEW YORK 
Slocum 6-8501 








Draper Nets 9% 


re ALL-WAYS [On Labor Sales 


40,000 Repair Orders 
Written Annually 


(Continued from Page 27) 
Chevrolet 30 years, and another 30- 
year man retired recently. Baird 
estimates that the average length 
of service is between 10 and 12 
years. | 

Baird explains the long tenures 
very simply: “Mr. Draper is a | 
good man to work for.” 

Baird’s domain extends over | 
much of Draper Chevrolet's nine-| 
acre layout. His staff mans 79 stalls | 
—32 in the general service area, | 
16 in the body shop, 23 in the} 
used-car reconditioning setup and) 
eight in the new-car preparation 
department. Tuneup work keeps| 
nine men busy on a steady basis.| 

In addition, there’s a paint shop) 
that measures 70 by 140 feet, Serv- 
ice absorption is about 82 percent, 
Baird said. 

= = = 
N INTERESTING feature of 
the service department is a| 
lube pit that can handle three cars 
at a time. Six men work in the pit 
and handle a steady stream of cars 
all day long. 

It’s fast and it brings in a lot 
of owners who might otherwise 
take their lube work to the corner 
gas station, Baird said. Then, when 
these motorists need more exten- 
sive service, they think of Draper. 

Each car that passes through 
service is checked carefully for 
needed work that may have es- 
caped the owner’s notice. If some 
vital repair is called for, the cus- 
tomer is informed by telephone. 

If the work can be put off for a 
while, the owner is told of it by 
a card attached to the steering 
wheel. 


The 9-by-5-inch card is signed by 
a member of the firm. It 
“We took the liberty of inspecting 
your car when it was in. The fol- 
lowing work is necessary. Don't 
delay it.”  & «6 
Followup and Specials 
ACH service customer receives 
a letter 90 days after he visits 
Draper Chevrolet. In it, the com- 
pany reminds the owner that it’s 
time for another automotive check- 


up. 

Baird's followup system also in- 
cludes an individual folder on each 
service customer. Copies of repair 
orders are placed in the folders, 
giving the staff an up-to-date case 
history of each car that goes 
through the department. | 

Baird is a strong believer in | 
service “specials” and newspaper 
advertising. He runs an ad each 
Saturday in the radio-TV section 
of the local paper. 

“This section lists the TV pro- 
grams for the coming week,” he 
said. “People save it, therefore they 
see our ad many times during the 
week.” 

Baird recalls that he once dis- 
continued the ad for a two-week 
period and was pleasantly sur-| 
prised by the number of phone 
calls he received from motorists 
who watch for the Draper specials. 

- > : 


[F-DBALEE Draper, an energetic 
man of 62, is active in many 
phases of the auto business. He’s 
operated his dealership here since 
1927 and also is president of a 
soe company and a finance 
rm. 


He served five terms as an 
NADA director, three as president 
of the Michigan Automobile Deal- 
ers Assn. and two on the NADA 
board. He lectures at NADA sem- 
inars and at the Chevrolet Dealer 
Sons’ School. He’s a director of the 
Michigan National Bank. 

heads an automotive 


Because of his dedication to the 
principle of “service after the sale,” 
Draper said he was especially grat- 
ified by one of his ’58 deals. 

The tradein was a ’36 model 
which Draper has serviced ever 
since he sold it 22 years ago. 

“It still runs fine,” the owner said 
as he signed the new-car order, 
“but I figured it was time to trade 
because there’s no room left on the 
title to stamp license numbers.” 


ONE BRAND 


COMPLETE line for all applications 
TULSA,POWER TAKE-OFFS 


The complete line of Tulsa Power Take-Offs means 
one brand — one inventory — of highest quality, 
top performance power take-offs. Our ten series — 
and the many models within these series — provides 
a power take-off for all types of work and for most 
transmission applications. Application information 
for all trucks is revised annually—or more often when 
necessary — and is available when new truck models 
are released. For a complete line — with maximum 
interchangeability — it’s Tulsa Power Take-Offs! 


Tulsa Winch 


DIVISION OF VICKERS. INCORPORATED * TULSA. OKLAHOMA 









"Still in there wii es 
FOR THE AUTHORIZED 
AUTOMO | 


has already revealed that.’ 


effective means with (which to... ‘ 
Liew Wy 


Oerbaas dealer profits, ~ 
oth new and used, and 
~O bring customers back for service! 
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While Carlife has been doing this for) more than twenty-two 
years, it has again proven its the “going gets 
rough”, as in this model year. 


Typical of the comments in the reports being received,—"We 
have earned many thousands per year with Carlife as plus 
income” ... and we might add that Carlife has been the means 
of securing and holding many thousands of customers for the 
dealers who have enjoyed the benefits of this amazing business- 
builder. 


Details of this time-tested profit maker are available for the 
asking. Just complete and mail the attached coupon. There is 
no obligation, of course. 
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Average Prices of Used Cars Sold at Auction 
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June 


"57 °58 
duly 


"57 =°58 
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to Date 


Prices of 'S7s added and '49s dropped in November, 1956. Prices of '58s added and '50s dropped in December, 1957. 
Figures alongside bars represent dollars. 


Market Trend 


The overall average price of 
used cars sold at wholesale auc- 
tion increased $3 last week to 
$943, according to Automotive 
News’ index. 

Increases amounted to $24 on 
‘S5s and "Sis, $15 on "53s, $10 on 
"52s and $1 on 56s. 

Losses were listed at $27 on 
"58s, $16 on "54s and $5 on "57s. 
The adjusted price on ‘57s rep- | 
resented a new low for that 
model. 

At a group of representative 
auctions last week, the average 
consignment was at the year’s 
high of 2878 units. It had been 
254.1 the previous week. The sales 
ratio was 73.5 percent, compared 
with 71.6 percent a week earlier. 


Prices marked with an asterisk 





indicate a unit equipped with an 
automatic transmission or over- 
drive, and (ps/ indicates power 
steering. 

> ° > 


JENISON, MICH. 


Grand Rapids Auction. Sale every Tues- 
day. Prices are for sale of Aug. 5. 


Seid 119 cars from 190 consignments. 


655° ; 
2-dr.. 
$1,500. 
"56 Bel Air 2-dr., $1,325°; station wag- 
on, $1,200*; conv., $1,150°. 
"55 Bel Air 2-dr., $950°; Two-ten Del- 
ray, $875°*; 4-dr., $855°. 

"54 Bel Air 2-dr., ; Two-ten Delray, 
$550; 4-dr. 
"53 Two-ten 2 
"51 4-dr., $160°, 


DeSOTO—'56 Firedome Seville, $1,180°. 


Two-ten station wagon, $1,645; | 
$1,420°*; One-fifty station wagon, | 


; 4-dr., $420. 


BUICK—'5S Special sedan, $2,425° (ps).| DODGE — °53 Coronet 4-dr., $205; conv., 

‘S57 Super 2-dr., $1,855*; RM 2-dr. Riv- $215°: 2-dr., $165°. | 
jera, $1,855* (ps); Special Riviera,| 52 2-dr.. $110. 
$1,800°. EDSEL—'58 2-dr., $2,035°, $1,875*. 

"56 Century conv., $1,550° (ps); Estate| FORD—'5S8 4-dr., station wagon, $2,255°, 
Wagon, $1,510°; 4-dr.. $1,350° (ps), $2,005. | 
$1,035°. | °S7 station wagon, $1,775* (ps), $1,775°, 

"55 Special 4-dr.. $1,350° (ps), $1,100°, $1,675*, $1,650°: Fairlane (8) conv., 
$1,075°, $1,035°, $895°; 2-dr., $770, $1,750°; 2-dr., $1,590°; Custom 2-dr.,, | 
$765° (ps); Super Riviera, $890° (ps); | $1,300. 

RM Riviera, $870° (ps) "S56 Fairlane 4-dr.. $1,125° (ps), $935; | 

"54 Special sedan, $615*, $465. j 2-dr.. $1,090°, §885*; Custom 2-dr., 

CADILLAC—'53 (62) 4-dr., $915° (ps), $910. 
$595*; conv., $865°. | °SS Fairlane conv., $920° $855° (ps), 

"S51 (62) 2-dr., $495°; (60) Special 4-dr., $805*; station wagon, $905; 2-dr., 

yo*. $805° 

"47 4-dr., $115°. "54 Custom 4-dr., $410; 2-dr., $290, $265, 

CHEVROLET—'57 Bel Air (8) 4-dr., §1,- $215. 
815*; conv., $1,800° (ps); 2-dr., $1,- "S53 station wagon, $515. 


| RAMBLER—’'56 
| STUDEBAKER—’53 Champion 2-dr.. 


(Copyright, 1958, by Automotive News) 





HUDSON—’56 Hornet (6) 4-dr., 
MERCURY—’55 Monterey 4-dr., $940°*. 
"54 Monterey conv., $635*; 2-dr., $625*. 


OLDSMOBILE—’57 station wagon, $2, 265° ; 


$865*. 


(98) 4-dr., $2,200* (ps). 

"55 (88) Super 4-dr., $775* (ps). 

"53 (88) 4-dr., $490, $440°, $385*. 

"52 (88) 4-dr., $200°, $100. 

"51 4-dr., $115, $110°. 

PLYMOUTH—’57 Fury 2-dr., $1,825*; Bel- 

vedere 4-dr., $1,685* (ps); 2-dr., $1,- 
370°. 

"56 Savoy 4-dr., $1,225*, $825; station 


wagon, $1,080*. 
"55 Savoy 2-dr., $585, $560, $555, $525. 
"54 4-dr., $450. 
’53 station wagon, $320. 
"37 4-dr., $305. 
PONTIAC—’57 Chieftain 2-dr., 
‘55 station wagon, $1,050*; 
050°; 2-dr., $775°*. 
53 2-dr., $280; 4-dr., $275. 
"52 2-dr., $140. 
"51 2-dr., $150°. 
station wagon, $1,250°. 
$310. 


$1,665°. 
4-dr., $1,- 


WILLYS—’'57 station wagon, $1,185*. 


CHICAGO 


Arena Auto Auction, Sale every Tuesday. 


Prices are for sale of Aug. 5. 
for another terrific sale. 533 
cars were sold from 706 cons its. 
BUICK—’57 Special Riviera, $2,100° (ps), 
$1,815*, $1,695*; RM Riviera, $1, 875* 


(ps). 
’56 Super Riviera, $1,625* (ps), $1,600*° 
(ps); RM Riviera, $1,590* (ps); Cen- 
tury Riviera, $1,400*; Special conv., 
$1,200* (ps). 

’55 Super 4-dr., $1,150* (ps); Riviera, 
$950*, $915°; Special Riviera, $1,010* 

, $960*; 4-dr., $850° (ps); RM 4- 
dr., $885* (ps). 

’54 Super Riviera, $740°, $700*, $650*; 
Century 4-dr., $625 

53 RM Riviera, $510* “(ps); Super conv., 
$500*; Special 4-dr., $390°. 

CADILLAC—’58 (62) coupe de Ville, $4,- 
710° (ps), $4,685* (ps), $4,495* (ps); 
coupe, $4,270* (ps); 4-dr., $4,225* 
(ps). 

’57 (60) 4-dr., $3,725* (ps); (62) coupe 
de Ville, $3,560* (ps), $3,120* (ps); 
coupe, $3,270* (ps), $3,225* (ps). 

"56 (60) 4-dr., $2,530° (ps); coupe de 
Ville, $2,345* (ps); coupe, $2,200* (ps). 

55 (62) coupe de Ville, $2,090° (ps), 
$2,010* (ps); conv., $1,905* (ps); (60) 
4-dr.. $1,845* (ps). 

"54 (62) conv., $1,790* (ps); $1,- 


4-dr., 
700* (ps), $1,425* (ps). 
53 (62) 4-dr., $740*. 
CHEVROLET — '58 Impala (8) Hardtop, 
$2,700* (ps), $2,395*, $2,375*; conv., 
$2,450° (ps), $2,375*; Biscayne (8) 
4-dr., $1,905*; Biscayne (6) 4-dr., $1,- 
865; 2-dr., $1,720. 

"57 Corvette, $2,565*; Bel Air (8) conv., 
$1,945* (ps), $1,875*, $1,870°, $1,840*, 
$1,805*, $1,745*; 4-dr. Hardtop, §$1,- 
855° (ps), $1,700*° (ps); Two-ten (8) 
station wagon, $1,655; 4-dr., $1,520*, 
$1,450, $1,435°, $1,430, $1,425°; Two- 
ten (6) 4-dr., $1,350, $1,345° (ps). 

"56 Bel Air (8) conv., $1,490° (ps); 
4-dr.. $1,300°; Bel Air (6) Hardtop, 
$1,390°; 2-dr., $1,330°; conv., $1,285° 
(ps); station wagon, $1,280*°; 4-dr., 
$1,250*; Two-ten (8) station wagon, 
$1,445*; 4-dr., $1,275* (ps). 

"55 Bel Air (8) station wagon, $1,400*; 


Hardtop, $1,160*; Bel Air (6) Hard- 
top, $1,190*, $1,000; 4-dr., $945*; 
Two-ten (8) 2-dr., $1,005*; Two-ten 
(6) 2-dr., $990*. i 
’54 Bel Air 4-dr., $800°, $795*, $740*; 
2-dr., $630°; Two-ten 2-dr., $635. 
CHRYSLER — '56 Windsor 4-dr., $1,355* 
(ps); NY 4-dr.. $1,340° (ps). 
DeSOTO—’'57 Fireflite Sportsman, $1,945*, 
$1,825* (ps). 
"56 Firedome 4-dr. Hardtop, $1,290* 
(ps). 
"55 Fireflite 4-dr., $1,200° (ps); Fire- 
dome 4-dr., $1,000° (ps). 
| DODGE—'57 Royal (8) 4-dr. Lancer, $1,- 


900° (ps); 4-dr. sedan, $1,750° (ps); 
(Continued on Page 56, Col. 1) 








ALABAMA 


JOHNSON AUTO 


AUCTIONS 


Lawrenceburg, Tenn.—Tuesday 
Huntsville, Ala.—Friday 
100% Insured—No Registration Fee | 











COLORADO 

















DENVER AUTO AUCTION 
(Denver's Oldest and Finest Auto Auction) 
675 So. Santa Fe Littleton, Colo. 
Ph: SU 1-6673 — Ed. G. Smith 
Auction Every Friday at 12:00 Noon 


We Issue Auction Checks and Titles Are 
Guaranteed by Empire Auction Insurance 
Agency 





CONNECTICUT 


NEW ENGLAND'S OLDEST 
AND BEST 


Dealers Auto Exchange in our 2th year 
of continuous operation. 








FLORIDA 


DAYTONA BEACH — Florida Auto 
Auction. City Airport. Tues. 11 
A.M. Dealer-owned. Dealers only. 


BUY IT! 
TRADE IT! 


SELL IT! 
HIRE HELP! 


Through 
AUTOMOTIVE NEWS 
Classified Want Ads 









MASSACHUSETTS 


The East Coast's Leading 
Auto Auction 


TANGLEWOOD 


“ACTION AT THIS AUCTION” 


Every Tvesday — 1:00 P.M. 
insured Checks *%& Insured Titles 
LENOXDALE, MASS. 
Exit 2 Mess. Tpke.—1 Mi. Of US-20 
5 Miles South of Pittsfield 
Auctioneer: Arnie Johanson 
Tel. 


lee 1240 x Pittsfield 8145 








MICHIGAN 


APTCO 
AUTO AUCTION 


DETROIT'S 
Oldest, Largest and Very Best 


Wednesday at Noon 


19241 Dix—Toledo Highway—Route 25 
Just ' mile from Detroit City Limits 


MELVINDALE, MICHIGAN 
INSURED CHECKS and TITLES 
PHONE: DUnkirk 3-0150 





Flint Auto Auction, Inc. 
cutaiaee es teas for Dealers 


© “DUAL RING" 2 lines running simultane- 
ously. 


© Conveniently located in the heart of the 
automobile world. 


© Ten acres of completely fenced parking 


area. 
Always a fine selection of sharp cars. 
Friendly relations prevail at all times, 
Congenial auctioneers. 

Fair management. 


MICHIGAN'S FINEST SALE 
en SALE EVERY. WEDNESDAY 


McCollum, Vice-President and M. 
wie Western Road Phone CEdar 

















EVERY TUESDAY—CHECKS INSURED 
At 11:30 A.M. Sharp—Dealers Only 
Auctioneer: Col. W. E. "Bill" Nagy 
“Michigan's Best | 

Phone: ARdmore 6-4720 | 





ST. LOUIS AUTO 
AUCTION BARN, INC. 
3807 Easton Ave. 

St. Louis, Mo. 
Phone Franklin 1-3845 


SALES EACH TUESDAY 
AND FRIDAY 


We Issve Our Checks and insure Titles 
Owned and Operated by 
BILL McCRACKEN and 


ROY McMANAMA 
We Will Bey Your Used Cars 











NEW JERSEY 


CROSSROADS OF THE EAST 


1 Oe be > 


WEDNESDAY, 11 A.M. 


fONAL AUTO 
2S EXCHANGE 


seal 
DEA 


NEW YORK 


,| LAFAYETTE—Syracuse Auto fegtien, 
Center of Empire State. Check 
Title Protection. (Wed.). 


NEW YORK 





NEW YORK CITY'S 





EXCLUSIVELY FOR AUTO DEALERS 
You ore 100% safe because all titles 
and checks ore insured. 
EVERY TUESDAY 12:30 P. M. 
GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 


Tel. EVergreen 3-4800 
Auctioneers—David B. Spielman 
John W. Becker 


NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH 


Dealer Auto Auction 


Albany 5, N. Y. 
Monday — I! O'Clock 
80 car sale average 


All Titles and Checks Guaranteed 


Eve 





Thruway Auto Auction, Inc. 
Route 18B Buffalo, New York 
EVERY TUESDAY 


insured Checks — Insured Titles 
Fast, Accurate Market Reports 
Phone: HObart 4700 Al Clements, Owner 
pevies Dealers — Land at Buffalo Air-Park, 
south of Buffalo Municipal Airport. 
Hard surface runway - Unicom Radio. Auction 
is only five minutes away. Call us, we'll 
pick you up. 


NORTH CAROLINA 





RALEIGH — Mann’s Auto Auction 


Sale, Rt. 5. Ph. 3-1564, Titles & 





checks guaranteed. Mon. 10 A. M. 
, OHIO 
Dealers’ 


Automobile Auction 
SPORTS ARENA 
TOLEDO, OHIO 

Every TUESDAY 12:00 NOON 





| On U. S. Route 20A 











MONTPELIER AUTO AUCTION CO. 
MONTPELIER, OHIO 
Sale Every Monday, 12:30 P.M. 
“WE NEVER MISS” 


Your Good Will—Our Most Valuable Asset 
Phone 5-9535 








PENNSYLVANIA 





MANHEIM 
AUTO AUCTION, INC. 
Manheim, Penn. 
On Route No. 72 
5 miles South of Pennsylvania Turnpike 
Sale Every Friday—i0:00 A.M, 


%& Dual Lane Selling 
%& Auction Checks 
% Titles Guaranteed 


Issued 


Patronize the 


NATION'S LARGEST AUCTION 
Phone Manheim MOhawk 5-240! 








WASHINGTON 
————_—————— TT 


SOUTH SEATTLE 


10844 E. Marginal Way 
Phone PArkway 5-6490 


SALE EVERY WED. 11 A.M. 
“WE HAVE BUYERS!" 
“Take Home a Guaranteed Auction Check” 
Bill Johnson Bob McConkey 








oo) aa 
ee 


MILWAUKEE 


AUTO AUCTION 
Phone: SOuth 1-118! 


4 miles south of city limits on 
U.S. Highway 41 


SALE EVERY WEDNESDAY 
Dual lane selling 
Checks and titles guaranteed and bonded. 
Dyer, Indiana's Round Man, George Lawson, 








Sak NRA 
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Coronet 2-dr., $1,555*; Sierra station 


wagon, $1,700*. 


'56 Coronet (8) Hardtop, $1,200°, $1,- 


065*; 2-dr., $1,060°; 4-dr., $1,030°. 

55 Royal (8) Hardtop, $945*. 

"53 Coronet (8) conv., $460*. 

FORD—’57 Thunderbird, $2,940° (ps), $2,- 
545° (ps); Skyliner, $2,380° (ps), $2,- 
250° (ps), $2,240° (ps); Country se- 
dan, $1,840° (ps), $1,655*, $1,625°; 
Fairlane (8) 500 Victoria, $1,775*, $1,- 
730° (ps); conv., $1,700*°, $1,600°; 
Fairlane (6) 500 Victoria, $1,575*; 
Custom (8) 300 4-dr., $1,465*, $1,370°, 
$1,330; 2-dr., $1,215*; Custom (6) 2- 
dr., $1,200. 

"56 Country sedan, $1,450°; Country 
Squire, $1,345*; Fairlane (8) Victoria, 
$1,230°, $1,225* $1,140°; conv., $1,- 
215*; 4-dr., $1,210°* (ps), $1,075° (ps), 
$1,020*; 2-dr., $1,130°; Custom (8) 
sedan, $1,000*°, $975. 

’55 Country sedan, $1,120*, $1,075*, $1,- 
025; Fairlane (8) Crown Victoria, $1,- 
020°, $860*, $820° (ps); 4-dr., $955*°; 
2-dr., $790; Custom (6) 2-dr., $735. 

"54 Crest (8) 4-dr., $690°; Crest (6) 2- 
dr., $575; Custom (8) 2-dr., $470*. 

"653 Crest (8) Victoria, $505, $470; Cus- 
tom 2-dr., $550°. 

IMPERIAL—'57 Crown Southampton, $2,- 
975° (ps) 


LINCOLN — ‘57 Premiere 4-dr., $2,775* | 


(ps). 
’55 Hardtop, $915°*. 
MERCURY—'58 Commuter station wagon, 
$2,555° (ps). 
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PONTIAC—’57 Safari, $2,015*. 














$1,330* (ps). 








"56 Star Chief Catalina, $1,400*° (ps), ’55 Coronet 2-dr., $800. 
6 : os ‘nue (ps). Model Br eakdown ’54 Coronet etation wagon, $620. 
tar Chief Catalina, $975*; 4-dr. ’53 Coronet station wagon, $425. 
Use -Car uction Prices $800* (ps); Chieftain 4-ar., $aso*.| Of Auction Averages FORD —’58 Thunderbird, $3,575* (ps); 
"54 Star Chief Catalina, $750*, $740° Aug., 1958 July. June Fairlane (8) 500 conv., $2,350* (ps); 
(ps). Model To Date 1958 1958 Custom (8) 2-dr., $1,620, $1,580. 
RAMBLER — '57 Custom 4-dr., $1,290. ’57 Thunderbird, $2,600°; Fairlane (5) 
(Ocatmaned £ P 56 station wagon, $1465* (ps); Super| 1958.............. $2,477 $2,372 $2,561 500 Hardtop, $1,725* (ps), $1,720* 
ontinue rom Page 55) 4-dr. $1,195* 1,607 1,627 1,653 (ps), $1,710* (ps), $1,640° a Pe 
’ 5 : 20° (ps), 1,575*; conv., 1,675*, 
’56 Montclair conv., $1,480*%; Hardtop, SS Cross any, $1,005°, $795. 1,170 1,172 1,191 $1,600". am Wagon, $1,450*; Cus- 
$1,250*; Monterey 4-dr., $1,200*; Cus- | STUDEBAKER — ’57 Silver Hawk coupe, 920 909 918 tom (8) 2-dr., $1,310, $1,250, $1,245, 
om Hardtop, $1,025*. ot ton sender 6dr, 6065 564 566 586 2 at $1,100. 
‘55 Monterey Hardtop, $935*, $885*; 4- : vommander 4-dr., . : , i 2,240° (ps); Fairla 
, at., $805*; Montclair 4-dr., $845*. amare o station wagon, $600*. 365 372 364 ae, $1,125°, $1,095° 
54 Monterey Hardtop, $895°. — 57 Ford, %-ton pick- 247 261 228 (ps); Victoria, $1,475*; 4-dr., $1,255*; 
NASH — ‘55 Ambassador Country Club, Tt oe 198 182 193 Parklane, $1,405° (ps), $1,190° (ps); 
$925°*. Country sedan, $1,450*, $1,285, $1,050. 
OLDSMOBILE — '58 (98) Holiday, $3,250* BORDENTOWN, N. J. | —  . 2 | LINCOLN—’57 Premiere Hardtop, $2,750° 
5 Pm2j, (88) 4-ar., Holiday, $2,840° (ps).| National Auto Dealers Exchange. Sale| Average § 3 §$ S&S $ & ate 
'S7 (88) Super conv., $2,260° (ps): " : . aioe ; 
‘oo, $2, 500° tees tae fn: _ iz es Prices are for sale of MERCURY — ’58 Monterey 4-dr., $2,350* 
220°; Holida $2,170* (ps):' ( Racsa ° 57 Bel Air (8) Hardtop, $1,850*, $1,- (ps). 
cony., $2,206° (ps): Houdey, e2.105°, on = Saat — - = 640; 4-dr., $1,400; Two-ten (8) '2-dr.,| °57 Monterey Hardtop, $1,710*. 
4-dr., $2,080°. P m "| ena 57 model prices were very strong $1,610; One-fifty (6) 4-dr., $1,100. ’56 Montclair Hardtop, $1,450* (ps), $1,- 
‘56 (98) Holiday, $1,650* (ps), $1,555*| All clean merchandise brought top dol- °56 Bel Air (8) 4-dr., $1,375*; Bel Air| 190* (ps); conv., $1,243* (ps); Mon- 
(ps), $1,535* (ps), $1,500* (ps); (88)| lar. Sold 80 percent of 477 cars offered 7 a. BAe tae ee. ie ae 
Super conv., $1,600* (ps); 4-dr., $1,-| BUICK—’57 Century Riviera, $1,850* (ps) $1,000; One-fifty 2-dr., $875; Delray, | : Hardtop, $1,180*, $1,150* (ps). 
415° (ps); (88) Holiday, $1,555*, $1,-| ‘56 RM Riviera, $1,420° (ps); Super Ri-| ,,3985- 55 Montclair Hardtop, $1,030°; Monterey 
475°, $1,420° (ps); 4-dr., $1,350* (ps) viera, $1,400° (ps) ; ‘SS Bel Air (8) Hardtop, $1,110° $1,-| 4dr. $1,040% (ps); conv.. $925. 
'55 (98) conv., $1,390°; (88) Holiday,| "55 RM Riviera, $1,110* (ps); 4-dr., | 075°; 2-dr., $1,050°; Bel Air (6) Hard-| OLDSMOBILE°S7 (88) Hardtop, $2,070° 
$1,195*, $1,125*; (88) Super 4-dr., $1,- $990° (ps); 2-dr., $980° (ps); Century | top, $900; 2-dr., $775; Two-ten 2-dr.,| —_ (ps), $1,700°. F 
100° (ps). , Riviera, $1,185*:' Special 4-dr., $980°: 2 at $825: 4-dr., $755*; One-fifty 2-dr.,| °56 (98) Holiday, $1,550° (ps); (88) 
"564 (98) 4-dr., $820° (ps), $800* (ps); 2-dr., $980*, $940, $915°. = ft $875. Super Holiday, $1,585*° (ps), $1,510° 
(88) 4-dr., $760* (ps). ‘54 Super 4-dr., $625°; Special 4-dr., | CHRYSLER—'57 “300” conv., $2,850° (ps).| ,.,(PS).. $1,300°; | (S8) 2-dr., $1-300". 
PLYMOUTH—’58 Belvedere (8) Hardtop, $790*; conv., $875* (ps). '55 NY 4-dr., $1,040*° (ps). 55 (98) 4-dr., $82 (ps); conv., & a 
_ $2,265* (ps). '53 Special 2-dr., $475°*. | °54 Windsor 4-dr., $475° (ps). ee ee eee $1,280 
57 (8) 4-dr., station wagon, §$2,075*| °51 Super Riviera, $170*; Special Riviera,| °52 NY 4-dr., $140* (ps). | ,_{Ps); (88) Hardtop, $1,060". anes 
(ps); Fury Hardtop, $1,850°; Belvedere $165°*. | *°49 conv., $205*. | “rie. Hardtop, $870°; 2-dr., $850*, 
(8) Hardtop, $1,735* (ps); conv., $1,-| CADILLAC—’56 (62) 4-dr., $2,460* (ps). | DeSOTO—'57 Fireflite Hardtop, $1,790°| at? 
725°; (6) 2-dr. station wagon, $1.-| '55 coupe de Ville, $1,925° (ps); (62) (ps). | eae ea 2.006: 
660°; Savoy (6) 4-dr., $1,430° $1,395, | conv., $1,800* (ps). 52 Firedome 2-dr., $110*. se ye é oS 
_31,365*, $1,320°, $1,300, $1,290°. ’54 (62) 4-dr., $1,605* (ps). | _ *51 Custom 2-dr., $150*. ee, eS Se Eee 
56 Suburban, $1,285*, $1,250°; Belvedere| ‘'53 (62) Hardtop, $775* (ps). DODGE—’58 Royal (8) Hardtop, $2,385*| = & Plaza > 4-dr., $950; Plaza 
(8) 4dr. $1,085", CHEVROLET — ‘58 Impala (8) Hardtop, (ps). af aaa tm tee 1,408": 
55 Savoy (6) 4-dr., $955*; Belvedere (8) $2,530° (ps), $2,250° (ps), $2,225*;| °56 Coronet (8) Hardtop, $1,325*; Coro- 56 Belvedere (8) Hardtop, $1,405*; 
Hardtop, $810. Bel Air (8) 4-dr., $1,835. net (6) 4-dr., $900; Royal (8) 4-dr., (Continued on Page 59, Col, 1) 


"57 Turnpike Cruiser, $2,125* (ps), $2,- 
100° (ps); Montclair Phaeton, $1,950* 
(ps), $1,800°. 


Used Imported 
Cars 


Albany 


Fiat—'57 station wagon, $750. 
Hillman—'52 4-dr., $130. 


Chicago 
Isetta—"58, $650 
"58 conv., $2,150. 
Volkswagen—'58 Karmann-Ghia coupe, §2,- 
500, $1,900; 2-dr., $1,750. 
"ST sedan, $1,455, $1,400. 
"56 Karmann-Ghia coupe, $1,675; sedan, 
$1,080. 
"55 2-dr., $725. 


Portland, Ore. 


Austin-Healey—'55 sedan, $1,320. 
Goliath—'57 2-dr., $805. 

MG—'53 Roadster, $1,065. 
Simea—'58 2-dr., $1,220. 
Volkswagen 57 2-dr., $1,420. 
Votkewagen—'56 2-dr.. $1,175. 


Flint 


Volkswagen—"5S7 2-dr., $1,350. 


Warehouse Point, Conn. 


Morris—'56 station wagon, $570. 
Triumph—'52, $365 
Volkswagen——57 bus, $1,425. 
"56 2-dr.. $1,075. 
"S52 2-dr., $490 


West Palm Beach, Fla. 


English Ford—'58 Squire, $1,260, 
Hiliman—'SS 4-dr:, $1,330. 
MG—'57T Roadster, $1,595 
Volkswagen——'57 sedan, $1,290. 


Buffalo 


Volkswagen——58 Hardtop, $2,230. 


Los Angeles 


Austin-Healey—'56 Roadster, $1,780*. 

"55 Roadster, $1,425. 
Hiliman—'56 $885. 
daguar—'52 Roadster, $650. j 
MG—'57 Roadster, $1,850. | 
Renault—'58 Dauphine, $1,320. 

"ST 4-dr., $1,200 | 
Vauxhall—'58 4-dr., $1,320. 
Volkswagen——'56 conv., $1,275. 

Zephyr—'53 4-dr., $340. 


Bordengwn, a. 


Hiliman—55 Husky, $625. 

daguar—57 2-dr.. $2,375. 

Volkswagen—'58 2-dr.. $1,660. 
‘56 Karmann-Ghia, $1,670. 


Danville, Va. 


Volkswagen—'58 2-dr., $1,555. 
"54 station wagon, $1,005. 


NEW 
1958 
PENNANT 
CATALOG 
New Designs—New Lower Prices 


Send for our free catalog illustrating 
the largest line of traffic stoppers ever 
manufactured under one roof. You get 
attention with Myrio products. 


MYRLO CO. 


Dept. N, 1231 Main Ave. 
Cleveland 13, Ohie 











BILL GRAY GETS PROFITABLE BONUS 
BUSINESS from out-of-state motorists who carry 
Texaco Credit Cards. “Texaco customers in all 48 
states make it a point to stop at Texaco stations along 
the way when they hit the road,” he says. 


“Teaming with 
and as boss | 


BILL GRAY enjoys a good living. He’s 
been a successful Texaco Dealer in Los 
Angeles for 25 years. He worked in a 
clothing store back in the grim depres- 
sion days of 1932. 

“T was determined to be my own boss,” 
he says. “I had seen too many good men 
lose their jobs through no fault of their 


Bill is greeted by his wife as he returns from work. The Grays take an active interest in local civic affairs. 
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New Home Broadens Shop Potential— 
Spacious and airy service quarters, with an abundance of stalls and hoists, are the hallmark of an efficient dealer oper- 

ation. Monarch Buick, Indianapolis, is the possessor of such an adjunct at its new building in the suburban north end of town. 

Owner William R. Krafft views his move from a crowded downtown location as the opening of a larger business potential. 
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First Class Graduates . 


LONDON, O.—Graduation of 14 
students of the first training class 
of the automotive school at the 
London Prison Farm was hailed as 
initial proof of the success of a 
program sponsored by the Ohio 
Automobile Dealers Assn. 

The automotive school, the first 
sponsored in an institution by a 
trade association, got under way 
last spring. Cooperation of manu- 
facturers with the association, 

furnishing automobile and truck 
chassis, component parts and 
tools, has resulted in practical 
training of future mechanics in a 
well-equipped workshop. 

M. R. Purdy, Van Wert, president 
of the Ohio Automobile Dealers 
Assn., in congratulating Supt. R. B. 
Eckle, Director of Education J. von 
Kanel and Instructor Bernard 
Burns, of the London Prison Farm, 

as well as the men taking the 
course, hailed the graduation as 
“the first fruits of a forward step 
in not only recruiting needed skilled 


Texaco gave me a solid future, 


have real job security” 


says Bill Gray 


“The Texaco people are my business 
counsellors — an invaluable asset in this 
competitive age. And Texaco’s year- 
round advertising and promotion sup- 
port, in addition to their leadership in 
quality products, has been important to 
my success. I like to do business with 
Texaco.” 


own. When you’re the boss, you have con- 
trol over your future. With Texaco, this 
means a stable, growing income. 

“I chose Texaco because Texaco prod- 
ucts are sold nationally—and are highly 
regarded by motorists. You’d be sur- 
prised at the extra bonus business we get 
from out-of-town Texaco customers. 


retailer policy—-TEXACO cooperates with 
its dealers in the marketing of nationally- 
advertised and accepted TBA products. 
The best opportunity to cash in on 
“touring” business — because TEXACO 
customers at home like to stop at TEXACO 
stations when on the road. This means you 
have 38,000 other TEXACO Dealers help- 
ing you. 


the Texaco family. Get in touch with the 
nearest you. 


ginia; Seattle 1, Washington. 





THE TEXAS COMPANY 


6 reasons why you can make 
money as a Texaco Dealer: 


The best petroleum products, known and accepted by car 
owners in all 48 states. Continuous research and development 
insure that TEXACO will always have outstanding products. 
The best and biggest national advertising program... con- 
stantly selling TEXACO Dealers to car owners everywhere. 
The best point-of-sale promotion material to help bring cus- 
tomers in and bring them back! The best customer credit 
card — in fact, the only petroleum credit card honored under 
one sign in all 48 states... and in Canada, too. The best 


TEXACO 


A SOLID FUTURE is one of the advantages of being a Texaco 
Distributor or a Texaco Dealer. Proof: 683 of our Distributors have 
been with us for 20 years or more — some as long as 45 years. 
20,096 Texaco Dealers have been with us for 10 years or more — 
some more than 45 years. There may be an opportunity for you in 
exaco Division Office 


DIVISION OFFICES: Atlanta, Georgia; Boston 16, Massachusetts; 
Buffalo 5, New York; Butte, Montana; Chicago 4, Illinois; Dallas 
2, Texas; Denver 3, Colorado; Houston 2, Texas; Indianapolis 1, 
Indiana; Los Angeles 5, California; Minneapolis 3, Minnesota; New 
Orleans 16, Louisiana; New York 17, New York; 


Norfolk 2, Vir- 





Prison Trains Mechanics 













automotive mechanics but also as a 
milestone in a practical rehabilita- 
tion of the men, making them self- 
supporting members of society 
when released from the farm.” 


The first class was organized Apr. 
1, 1957. A report on its program 
was a highlight of the recent Ohio 
Automobile Dealers Assn. conven- 
tion forming a part of the presi- 
dent’s report given by retiring Presi- 
dent Edgar G. Planck of Columbus. 
William F. McCoy of Wilmington, 
chairman of the training school 
committee, read a more detailed 
report by von Kanel. 


A second class of 14 men was 
started Aug. 1 and prison farm 
officials reported to R. H. Zimmer- 
man, executive secretary of the 
Ohio dealers association, that an- 
other class to replace the one just 
graduated will be organized im- 
mediately. 

Von Kanel said 78 men are on the 
waiting list for the third enrollment. 


DeV ilbiss Forms 
New Subsidiary 
For Finishing 


TOLEDO.—Additional facilities to 
provide complete finishing systems 
to industry are now offered by 
DeVilbiss Co. through a new wholly 
owned subsidiary, DeVilbiss Metal 
Fabricators Co., Detroit. 


The new firm is the result of the 
consolidation of Peters-Dalton di- 
vision of Detroit Harvester Co. and 
Newcomb-DeVilbiss Co. 


Both are engaged in the manu- 
facture of industrial ovens, heavy- 
duty waterwash spray booths, parts 
washers, dust collectors and a wide 
variety of kindred equipment, 
metal-cleaning and rus t-proofing 
machines, pickling units, dip sys- 
tems, continuous or intermittent 
conveying systems, flow coaters and 
replacement air systems. 


Headquarters of DeVilbiss Metal: 
Fabricators will be maintained at 
17900 Ryan Rd., Detroit, and manu- 
facturing facilities will be utilized 
at both the Ryan address and in 
the former Newcomb-DeVilbiss 
plant at 5741 Russell, Detroit. Head- 
quarters of the parent company are 
in Toledo. 

More Mailmen to Ride 

LINCOLN, Neb. — Cushman 
Motors, motor scooter manufactur- 
ing firm, has been awarded a con- 
tract for production of 1,778 addi- 
tional three-wheel delivery vehicles 
for the U. S. Post Office. 











































































Mr. Auto Dealer: 
NOW You Can Stock 


HOLIDAY 
FIBERGLASS 
BOATS 


GREATEST NEW 
OPPORTUNITY IN 















PROFIT 
YEARS 

















Pleasure Boat Sales are Booming. 


While other businesses are on the 
decline, boat sales in 1958 will hit an 
estimated all-time high of $2% billon. 












CASH-IN ON 
THE BOAT BONANZA 



























Qualify as a franchised dealer of 
Holiday boats, the fastest selling fiber- 
glass boats in- the industry. Popularly 
priced. Safety-designed for the family 
market. Orders filled promptly. 

For Full Details, 


Write, Wire or Call 


HOLIDAY PLASTICS, 
INC. 
1301 Fairfax Trafficway 
MAyfair 1-5300 
Kansas City, Kansas 










































BATTERY TESTER—Manvufactured by Fox 
Products Co., 4720 N. 18th St., Philadel- 
phia 41, Pa., model 200 Swupertester is 
a chrome case fronted instrument de- 
signed to permit overall testing of six and 
12-volt batteries through leads that clamp 
to battery posts. Individual cell prodding 
is said to be eliminated. The unit is said 
to check: The amount of charge in the 
battery (open circuit), condition of the 
battery (under built-in load), and the car 


charging system. Each of these checks is | 
indicated on a separate, expanded scale) 


of the patented meter. The discharge load 
supplied by mode! 200 is 90 amps for 


12 volts and 180 amps for six volts. 
a. eo 





MECHANIC'S TRAY—The Badger me- 
chanic's tray is said to provide easy reach 
for hand tools and small parts. The unit 
attaches to radiator filler neck and swings 
360 degrees to desired position. Badger 
Mfg. Corp., 1501 W. Polk St., Chicago 7, 
im. 





CREEPER — Huffman Mfg. Co., P.O. 
Box 310D, Deiphos, O., announces the 
addition of a creeper to its line of serv- 
ice station equipment. This Series 222, 
creeper is said to feature an adjustable, 


podded head rest for comfort; extra! 
length — 42 inches — for more body 
support, and new “offset’ casters for 
easier mobility. = 





LAMP—Designed by Duro-Test 


Corp., 
North Bergen, N. J., the Flvomeric is 
said to combine the finest features of 
incandescent, fivorescent and mercury 
vapor lighting. It screws into an ordinary 
electric socket, requires no auxiliary 
equipment for outdoor-indoor uses. Manu- 
factured in wattages of 450 and 750, 
the 1958 Fivomeric is designed to burn 
6,000 to 12,000 hours, yielding 30 lum- 
ens per watt, with an efficiency almost 
double that of incandescent lamps. 


Tire Racks Called Ideal 


For Display, Easy to Put Up 
Four tire racks, which it says 
emphasize display while providing 
maximum storage in a minimum of 
space, are now being shown by 


International Equipment division, 
Morrison Railway Supply Corp., 
Rand Bidg., Buffalo, N. Y. 

The racks can be assembled in 
only one way, the firm said, elim- 
inating improper assembly which 
heretofore has allowed many users 
to display tires in equipment that 
looked bad from the start. 


+ * * 








| 


STRIP COAT—Magnus Strip Coat SC100 
dries in minutes, forming a white opaque | 
film which can later be peeled easily from | 
the surface. It is recommended for use in| 
paint spray booths for improving illumi- 
nation and as an effective method of | 

| removing overspray which accumulates on | 
walls. Magnus Strip Coot is non-toxic, for 
it contains no chlorinated solvents, and 
has a solid content of 30 percent. It can 
be applied by spray or brush. Finishes & 
Coatings Division, Magnus Chemical Co., 
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NEW PRODUCTS 





STRIPPING—A sponge rubber stripping 
material that's capable of holding its 
original dimensions during and after ap- 
plication is now being marketed by the 
Johns-Manville Dutch Brand Division, 7800 
S$. Woodlawn Ave., Chicago 19, Ill. Called 
Reinforced Rub-R-Shim, the product con- 
tains a special Johns-Manville-developed 
material that prevents stretch, thus elimi- | 
nating all post-application tendencies to| 
pull-away from irregular corners and 
curved surfaces, it is claimed. | 


+ 7 > 





S. Avenve, Garwood, N. J. 





OVERLOAD SPRING—A coil overload 
spring designed to fit any model, any 
| year automobile, station wagon and light 
truck with leaf springs has been an- 
nounced by Pierce Metal Products, 22148 
| Michigon Ave., Dearborn, Mich. Two 
sizes, 1,000-pound and 1,500-pound ca-| 
| pacity, ore said to be ideal for hauling 
heavy loads, pulling camping or boat | 
trailers, or to bolster leaf springs. Springs | 
Gre unconditionally guaranteed and come! 


packaged with two springs, two saddles, | 


two U-bolts, clamps and easy-to-read in- 
structions. 





FILE — Difficulties in sanding plastic 
filler are being overcome by the use of 
The Adalox body file, designed for sand- 
ing plastic filler, has been announced by 
Behr-Manning Co. Division, Norton Co., 
Troy, N. Y. The Adalox body file is a 
device holding a 2% inch by 17% inch 
sheet of 40-D aluminum oxide abrasive 
paper. The abrasive is secured by clips 
ot each end and the entire device fits 
standard body file holders or handles. 








VOLTMETER—A voltmeter designed for| 
| quickly checking voltage on six or 12-volt| 
| cars has been added to the line of avto- 
| motive testing equipment produced by Fox | 
| Valley Instrument Co., Cheboygan, Mich. | 
| The testing unit measures voltage of gen- 
erators, batteries and voltage regulators | 
and can also be used to test cables and| 
car wiring, it is said. 


The tester, designated the Fox Volley 
model 100 voltmeter, has a 0-16 volt 
range and is guaranteed accurate within 
two percent of full scale reading. It has 
two five-foot insuloted leads, a large 
meter and is built into an 8 by 5 by 2% 
inch plastic case, equipped with rubber 
feet for resting the unit on the fender | 
while testing. 





| 

WORK BENCH — Cabinet-type work | 
bench, designed to give the service de- 
partment an overall spotiess appearance, 
has been introduced by Lyon Metal Prod- 
ucts, Inc., Aurora, Ill. The bench is said 
to provide plenty of working area, as well 
as adequate lockup space for tools. It is 
available in two lengths, 60 and 72 
inches. Both models ore 28 inches deep 
and 34 inches high. Accessories include 
electrical out strips, shelves, riser, back 


and end stops and bench drawers. 
oa 7 ee 


Oil-Cooled Generator 


Introduced by Delco-Remy 


Delco-Remy division, General 
Motors, Anderson, Ind, an- 
nounced an_ alternating current 
generator for commercial vehi- 
cles is now in production after 
field-testing on buses in several 
cities throughout the U. S. 

Developed jointly by Delco- 
Remy and GMC Truck & Coach, 
this oil-cooled generator is capa- 
ble of continuous output of 215 
amperes at cruising speed and 
125 amperes at engine idle, ac- 
cording to Herman L. Hartzell, 
Delco-Remy chief engineer. The 
new unit is a totally enclosed, 
brushless generator with com- 


| all 


| 144%-inch 





pact, built-in silicon rectifiers and 
is controlled by a transistor regu- 
lator, he said. 


ONE-END LIFT—A 1',-ton, air-operated 
one-end lift, known as No. 95, has been 
announced by the Walker Mfg. Co., of 
Wisconsin, Racine, Wis. Designed to lift 
cars to a height of 31 inches, the 
Walker No. 95 features an extra deep 
forward reach to clear all 
bumpers and chrome. This extra bumper 
clearance allows the saddles to reach un- 
der and firmly grip the bumper brackets 
or lifting pads on even the longest cars, 
it is said. Saddles adjust from 16 inches 
to 57 inches. A “Hi-Lift" adaptor, avail- 


| able as an accessory, converts the No. 95 


into a jack for use under a lift. The 
edapter provides a lifting range from 
52 inches to 75 inches for removal of 


shocks and springs. 


PARTS DRAWER—Smoll-paorts drawers, 
now available in any of 12 bright, dis- 
tinctive colors, permit ready color-coding 
for fast visval identification of stored 
material. System, called storage wall, con- 
sists of nests of drawers that can be 
stocked side by side and one on top of 
the other to form a self-supporting parti- 


| tion. The color-coded storage wall has 
been introduced by Columbio-Hallowell 
Division, Standord Pressed Steel Co., 


Jenkintown, Pa. 





DEGLAZER—A self adjusting surfacing 
hone for deglazing cylinders from two to 
seven inches in diameter has been an- 
nounced by Clark Feather Mfg. Co., Fort 
Morgan, Colo. The hone fits any '%-inch 
or larger drill chuck, it is said. The CF-62 
hone offers a choice of 220 or 400 grit 
abrasive cutting stones and uses two 
stones and one felt wiper shoe. 





| regulator, the “package” is 


j 
| 





























HOIST—Speed and ease of handling 
automobiles of all sizes and chassis types 
is said to be facilitated by the preset ad- 
justability feature in the Continental 
model “Frame-Kontact" hoists announced 
by Globe Hoist Co., E. Mermaid Lane at 
Queen St., Philadelphia 18, Pa. The me- 
chanic can preset the position of the 
hoist’s swivel arms and sliding contact 
| pads to the proper undercar lifting pat- 
| tern before raising the vehicle, it is said, 
| The superstructure consists of four 31 inch 
long, 8 inch wide, 1% inch thick swivel 
arms attached to the cross member by oa 
| tongue-in-groove swivel connection. A 
sectionalized, sleeve-mounted contact pad 
may be moved along a graduated scale 
on the swivel member. A maximum longi- 
tudinal reach of 87 inches plus a max- 
imum width adjustment of 78 inches pro- 
vides adequate undercar contact range 


to handle all U. S. and foreign cars in- 
and pickup 


cluding panel 
said. 


trucks, it is 





AIR-LINE CONTROLS—"Tri-Duty”  air- 
line controls providing clean, dry, well- 
regulated and properly lubricated air for 
use on all air-operated equipment, hove 
been announced by Alemite division, 
Stewart-Worner Corp., 1826 Diversey 
Pkwy, Chicago 14, Ill. Consisting of an air 
line lubricator, water seporator and air 
said to be 


designed for extensive service life and 
peck efficiency under the most adverse 
operating conditions. Tri-Duty controls 


operate most efficiently and with a mini- 
mum of pressure drop at flows of 5 to 50 
cfm and pressures up to 125 psi, it is 
claimed. 





COLD SOLDER—A plastic adhesive, 
called TwinWeld, has been announced by 
Fyberglas Industries Division, Schramm 
Products, 3010 W. Montrose Ave., Chicago 
10, Ul. The cold solder is said to assure 
permanently bonded applications and 
repairs without welding and without the 
ordinary soldering. The adhesive is de- 
signed to eliminate the use of liquid 
hardeners. 

a6 “2 
Customizing Kit 

The Little Glasser, a new kit for 
customizing, restyling and repair- 
ing auto bodies, is announced by 
Taylor & Art, Plastics, 1710 E. 12th 
St., Oakland 6, Calif. 
























Used-Car Auction Prices 


(Continued from Page 56) 











Savoy (8) Hardtop, $1,325°%; 4-dr., 
760. 

poNnTIAC—'57 Star Chief Hardtop, $1,- 
450° (ps); Chieftain 2-dr., $1,450*. 

56 Chieftain Hardtop, $1,210*, $1,140*. 

> 55 Chieftain Hardtop, $1,050*, $900*; 

4-dr., $710, $685*. 

, ‘54 Star Chief conv., $740* (ps); 4-dr., 

$455*. 
RAMBLER—’55 station wagon, $750. 
ling 54 Hardtop, $460. 
‘51 station wagon, $215, $180. 
pes sTUDEBAKER—'53 Champion 4-dr., $280°. 
ad- 52 Champion. 2-dr., $175. 
ntal WILLYS—’51 station wagon, 2 at $150. 
'50 station wagon, $230. 

ced 

. DANVILLE, VA. 
ps Danville Auto Auction. Sale every Wed- 
the nesday. Prices are for sale of Aug. 6. 
tact Continued drastic shortage of clean 
Dat- used units. These units commanding top 
: prices. i 
aid, BUICK—’57 Special 4-dr., $2,005°*. 
nch ‘56 Century 2-dr., $1,310*; Special 4-dr., 
ivel $1,455 $1,135*. 

'55 Special 2-dr., $1,130*. 

ya '54 Special 2-dr., $795*. 
A '53 Special 4-dr., $375°*. 
CADILLAC—'53 (62) 4-dr., $725°. 
bad "52 (62) 2-dr.. $705; 4-dr., $495°*. 
‘ale CHEVROLET—'58 Bel Air (8) 2-dr., $2,- 
1gi- 205° (ps); 4-dr., $1,850; Impala (8) 
2-dr., $1,955; Delray (8) 2-dr., $1,- 
— 605. 
rO- ‘57 Bel Air (8) 2-dr., $1,775* (ps); 4- 
1ge dr., $1,680; Two-ten (8) 4-dr., $1,255; | 
One-fifty (8) 4-dr., $1,305; One-fifty| 
ae (6) 4-dr., $705. 
is § 56 Bel Air (8) sedan, $1,380*° (ps), 
$1,305*, $1,215*; Two-ten (8) 4-dr., 
$1,030; Two-ten (6) 4-dr., $950; 2-dr., 
$755. 

'55 Bel Air (8) 2-dr., $910° (ps), $815; 
Two-ten (6) 2-dr., $775. 

54 (6) 4-dr, station wagon, $735*. 

‘53 Bel Air (6) sedan, $605, $530, $490*, 
$405; Two-ten (6) 2-dr., $430°, $320, 
$310. 

'S2 2-dr., $340; 4-dr., $115. 
CHRYSLER—'57 NY 2-dr., $2,405* (ps). 
DODGE—’57 Coronet (8) 4-dr., $1,390° 

(ps). 

'563 Coronet (8) 2-dr., $315°. 

FORD—'58 Fairlane (8) 2-dr., $2,155°. 

’5S7 Fairlane (8) 500 2-dr., $1,630, $1,- 
580; Custom (8) sedan, $1,355, $1,- 
005°. 

'56 Fairlane (8) Victoria, $1,355; sedan, 
$1,115°. 

'56 Custom (8) 2-dr., $1,110° (ps), $790; 
4-dr., $775. 

Dir- ‘55 Fairlane (8) Victoria, $1,130; Cus- 
tom (8) 4-dr., $855°, $535; 2-dr., 
ell- $835*, $610; Main (6) '2-dr.. $480. 
for '54 Custom (8) sedan, $710, $705*°, $665. 
ave $605, $545. 
53 Custom sedan, $635, $610, $430*, 
on, $315. 
sey "652 Custom 2-dr., $350; Main 2-dr., 
air $305*, $265. 
: IMPERIAL—'53 4-dr., $190° (ps). 
esd MERCURY—'56 Montclair conv., $1,245. 
be ‘55 Monterey 2-dr., $880. 
ind "54 Monterey 4-dr., $480°. 
"53 Monterey 2-dr., $415°. 
ree OLDSMOBILE—'56 (88) 4-dr., $1,185°. 
ols "55 (SS) 2-dr.. $1,005°. 
ini- "63 (88) 2-dr., $700°; coupe, $650°. 
PLYMOUTH '54 Belvedere (6) 4-dr., 
50 $375°. 
is '53 station wagon, $325; Cranbrook 4- 
dr., $200. 
PONTIAC—'56 Chieftain Catalina, $1,280, 
$1,265. 

"55 Star Chief 4-dr., $705. 

"54 Chieftain sedan, $455, $445. 

53 4-dr.. $295°. 

"52 4-dr.. $280. 

RAMBLER—'55 (6) 4-dr., $1,070°. 
STUDEBAKER—'56 President 4-dr., $855°. 

"53 4-dr.. $155. 

MISCELLANEOUS—'56 Ford %-ton pick- 
up, $865. 

"53 Ford %-ton pickup, $315. 

BUFFALO 

Thruway Auto Auction, Inc. Sale every 
Tuesday. Prices are for sale of Aug. 5. 

Seld 78 percent of 116 offerings. 
BUICK—'56 Special conv., $1,300° (ps); 

Riviera, $1,150°; 2-dr., $960°. 

"55 Special Riviera, $1,075*; Super 4-dr., 
$975° (ps). 

"54 Super Riviera, $590*. 

"53 Super Riviera, $450°; 4-dr., $230°. 

"52 Super 4-dr., $225; Riviera, $150°. 
CADILLAC—'57 (62) sedan, $3,325* (ps). | 
CHEVROLET—’'5S Biscayne (8) 2-dr., $1,- 

650°. 

"56 Bel Air (8) sedan, $1,300*; Two-ten 
station wagon, $955; 2-dr., $860°. 

"5S Bel Air sedan, $980, $870, $705, $650; 
Two-ten 2-dr., $800. 

'S4 Bel Air Hardtop, $680; Two-ten 
sedan, $420, $320; One-fifty 2-dr., $325. 

ve, 

by 

nm 

go 

sre 

nd 

the . 

® 
is’ | Tire Made with Steel— 


Goodyear Tire & Rubber Co. has intro- 
duced the first pneumatic industrial tire 
with steel-cord breaker construction—the 

Steel Guard Industrial. The tire features a 
Puncture-resisting barrier of two criss- 


* crossed steel-cord breaker strips beneath 
th the tread, and is recommended for use in 


Operations where sharp puncturing objects 
Gre a hazard. 


’53 Bel Air Hardtop, $540; conv., $255. 
*52 Delray, $200. 
DeSOTO — '53 Powermaster 2-dr., $225*, 
$155*. 
'53 Firedome sedan, $105*. 
FORD — ’58 Thunderbird, $3,570* (ps); 


Fairlane (8) 500 Hardtop, $2,315* (ps). 
’57 Fairlane (8) Victoria, $1,510*; 4-dr., 
$1,430*. 
’55 Fairlane (8) Victoria, $1,000*; conv., 


$769*; Custom Ranch Wagon, $820*; 
sedan, $650*. 
’53 Country Squire, $290*; Custom 2-dr., 
$360*, $150*. 
’52 Custom sedan, $225, $110*, 
HUDSON—’55 Wasp 4-dr., $460. 
LINCOLN—’54 Cosmopolitan 4-dr., $655* 


(ps). 
MERCURY—’56 Montclair 2-dr., $1,440* 





(ps); Monterey 2-dr., $860*. 

54 Monterey sedan, $775*, $490*. 
NASH—’56 Statesman 4-dr., $890. 
OLDSMOBILE—’'56 (88) Hardtop, $1,270*. 

"55 (88) Hardtop, $1,230*. 

"52 (98) conv., $300*, 

PLYMOUTH—’57 Savoy (8) 4-dr., $1,-/ 
250; Plaza 2-dr., $940. 


55 Savoy sedan, $655, 
’54 Savoy 4-dr., $105. 
"53 station wagon, 

$100* 

PONTIAC 


$640, $620, $495. 


$410; sedan, $180, 

"55 Chieftain Hardtop, $730. 
"53 Chieftain sedan, $145, $120*. 

RAMBLER—’56 station wagon, $1,210. 
’53 coupe, $370*. 


MASON CITY, IA. 


Central States Auto Auction. Sale every 
Wednesday. Prices are for sale of Aug. 6. 


Prices still rising on sharp units. Sold 
162 cars from 204 consignments. 
BUICK—'57 Super Riviera, $2,005* (ps); 

Special Riviera, $1,690*, $1,790° (ps). 

"56 Special 4-dr., $1,370*, $1,280*. 

"55 RM conv., $1,285* (ps); Super Rivi- 
era, $1,000° (ps) 

'54 Special Riviera, $705, $610, $655°; 
Century 4-dr., $870°; Super Riviera, 
$800* (ps). 

"53 Super conv., $400; 2-dr., $400°; RM 
4-dr., $285° (ps). 

CADILLAC "57 coupe de Ville, $3,500*° 
(ps). 
"53 coupe de Ville $945° (ps) 
CHEVROLET—'58 Bel Air (8) Hardtop, 
$2,190*; Delray (8) 4-dr., $1,995; Del- 
ray (6) 4-dr., $1,740 

’57 Bel Air (8) Hardtop, $1,795°, $1,- 
420°; Bel Air (6) 4-dr., $1,430; Two- 
ten (8) station wagon, $1,700*°; 2-dr., 
$1.450°*; Two-ten (6) station wagon, 
$1,540; 4-dr., $1,415, $1,350, $1,225, 
2 at $1,250 

'56 Two-ten (8) 2-dr., $1,170; Two-ten 
(6) 4-dr., $1,325, $1,030. 

"55 Bel Air (8) 4-dr., $900*; 2-dr., $700; 
Bel Air (6) Hardtop, $920°; 4-dr., 
$920, $805°*; Two-ten (8) 2-dr., $880°*, 
$830; Two-ten (6) 4-dr., $850. 

'54 Two-ten station wagon, §700; 4-dr.,/ 
$575°* 

’53 station wagon, $530; 2-dr.. §475° 
(ps) 

CHRYSLER—'56 NY conv., $1,255°*. 


55 Windsor 2-dr., 
DeSOTO— ‘57 
(ps) 

‘53 Firedome 4-dr., 


$1,085* (ps). 
Firedome Hardtop, $1,800° 


$400° (ps). 


DODGE—'55 Coronet Lancer, $975. | 

‘53 Meadowbrook 4-dr., $200. 

FORD—'58 Thunderbird, $3,600°; Fairlane 
(8) 500 4-dr., $2,205° (ps), $2,160. 

"57 Country sedan, $1,765*, 2 at $1,700°, 
$1,560, $1,360°; Fairlane (8) Victoria, 
$1,725*, $1,650°, $1,635°; 4-dr.. $1,- 
590°; Custom 300 4-dr., $1,290, $1,245, 
$1,075 

‘56 Fairlane (8) conv., $1,450°, $1,265° 
(ps); 4-dr., $1,120°. 

'55S Fairlane (8) Victoria, $1,145*, $1,- 
085°, $1,020°, $985°; 4-dr.. $850°; 
conv., $830; Custom sedan, §890°, 
$850°*, $795°. 

"54 Crest sedan, $770; Main 4-dr., $280. 


"53 Crest conv., $495*; Custom (6) 4-dr., 
$400° 
"52 Custom 4-dr., $340°. 
HUDSON—'55 Wasp 2-dr., $815; Hornet 
4-dr.. $925 
LINCOLN—'56 Premiere 4-dr., $2,030. 
MERCURY ‘57 Montclair Hardtop, $1,- 
820°; Monterey Hardtop, $1,800°. 
"56 Medalist 2-dr., $1,050°; 4-dr., $950; 
Custom 4-dr., $1,100°. 
'55 Monterey conv., $1,000* (ps); Hard- 
top, $850* 
"53 Monterey Hardtop, $590°. | 
OLDSMOBILE — ‘58 (88) 4-dr., $2,620°| 
(ps) | 
"57 (88) 4-dr., $1,920° (ps), $1,710°; 2- 
dr., $1,950° (ps), $1,875*. | 
"56 (88) 2-dr., $1,575°; 4-dr.. $1,450° 
(ps); (88) Super 4-dr., $1,470* (ps). 
"55 (88) 2-dr., $805 
"54 (88) Super conv., $910* (ps); sedan, 
$810* (ps); 2 at $750*. 
"50 (88) 4-dr., $160*. 
PACKARD—'51 4-dr., $115. 
PLYMOUTH —'57 Savoy 4-dr., $1,425*; | 
2-dr., $1,100; Plaza (6) 4-dr., $1,105. 
56 Fury Hardtop, $1,435* (ps); Plaza 
2-dr., $785. 
"55 Belvedere (8) sedan, $800; Savoy 
sedan, $820, $755, $705. 
"54 Savoy coupe, $510; 4-dr., $544°*. 
PONTIAC—’'56 Chieftain Catalina, $1,290*, 
$1,050* 
’55 Chieftain 4-dr., $995* (ps), $900, 
$900* 
"53 Chieftain 2-dr., $445*, $365. 
RAMBLER—’'56 Cross Country, $1,300. 





STUDEBAKER—'55 Champion 2-dr., $750. 
"51 4-dr., $100. 
WILLYS—'52 2-dr., $160. 
MISCELLANEOUS—'56 Ford 
up, $780. 


LOS ANGELES 


Harold Henry's Los Angeles Auto Auc- 
tion. Sale every Tuesday. Prices are for 
sale of Aug. 5. 

BUICK —'57 RM Riviera, 


%-ton pick- 


$2,400* (ps); 


conv., $2,395* (ps); Century Riviera, 
$2,030* (ps); Special Riviera, $1,880* 
(ps), $1,855°, $1,775*; 2-dr., $1,675* 
(ps). 


"56 Century station wagon, $1,650* (ps); 
RM Riviera, $1,485* (ps); Special Riv- 


jera, $1,385*, $1,320° (ps). 

’55 Century Riviera, $1,270* (ps), $1,- 
030* (ps); RM Riviera, $1,255* (ps); 
4-dr., $1,075* (ps), $1,040* (ps); 


Riviera, $1,000* (ps). 
"53 RM Riviera, $525* 
dr., $245. 


(Continued on Page 60, Col. 3) 
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TO DEALERS 


LOOKING FOR 
the economy c 
FRANCHISE 


Increased production now permits some 


\" 


expansion of the Saab dealer organization 
in Mass., N.Y., Pa., N.J., Md., Del., Va 

Washington, D.C., Ohio, Ind., IIl., and 
Mich. Saab’s remarkable performance in 
aed Rule eel e Mere Reel hale 
petition has been repeated month after 
month in new sales records. If you're 
Teeth eM see llaal Mallia ke 


Saab Motors, Inc., Executive Offices 
405 Park Avenue 
New York 22, N.Y 
Plaza 1-7115 


SAAB 


WINS AT LIME ROCK 


Ist & 2nd overatt P.I* AND Ist, 2nd & 3rd IN CLASS 





Again ‘the economy car’ from Sweden proves its 
remarkable efficiency & reliability in 10-hr. Little Le Mans Test! 


The Little Le Mans Endurance Race held 
at Lime Rock, Connecticut on August 2, is 
the greatest test of Economy Cars ever 
staged in America. Although almost 15% of 


the starting cars failed to finish the race, 
every one of the four Saabs entered com- 
pleted the grueling 10-hour run with no 
mechanical difficulty whatever. 





Happy drivers with their winning Saabs 


*Overall Performance Index is the official Little This year Saab again won a clean sweep on index 
Le Mans method of rating performance in rela- against the overall field of thirty-four entries. 
tion to engine capacity and useful interior space. Saab also won all three places in its class. 


AERA ARI SAO I MN DANONE TEE IS EN EB ERROR ERS ANT RTE ARETE NIE a a TRIN Ce E 







94.2% of all Elks own one or more automobiles. In this 


Starch classification only one magazine in the survey exceeds 


the Elks Magazine while only one other equals the Elks. 


31.2% of all Elks made a new car purchase in the last 12 
months. In this category The Elks Magazine is exceeded 
by only one of the 58 consumer magazines reported. 


This high percentage of car ownership, plus an 
above-average median income of $6,636, makes 1,209,351 
Elks a valuable mass market for auto manufacturers. 


To best reach and sell this vital market, the buy you ought 
to make now is... 


MAGAZINE 


New York + Chicago « Los Angeles « Portla 
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Used-Car Auction Prices 


(Continued from Page 59) 


52 RM conv., $200* Super conv., 
$150°. 

’51 Special Riviera, $125; 2-dr., $120. 

OCADILLAC—’57 sedan de Ville, $3,845° 
(ps), $3,700* (ps). 

"56 (62) coupe, $2,485* (ps); 4-dr., $2,- 
2,65° (ps). 

’55 coupe de Ville, $2,350° (ps); conv., 
$2,085* (ps), $2,045* (ps); coupe, $2,- 
050* (ps); 4-dr., $1,750* (ps), $1,695° 
(ps); (60) 4-dr., $1,950° (ps). 

"54 (62) 4-dr., $1,835° (ps), $1,355° 
(ps); coupe de Ville, $1,830*° (ps), $1,- 
760° (ps); conv., $1,790* (ps); (60) 4- 
dr., $1,650° (ps). 

'53 (62) coupe, $1,020*° (ps); (60) Special 
4-dr., $975° (ps). 

"52 (60) Special 4-dr., $1,010° (ps), 
$720* (ps); coupe de Ville, $800° (ps), 
$735*; conv., $560°; (62) 4-dr., $390*. 

"51 conv., $450°; 4-dr., $300°. 

"50 4-dr., $460°; conv., $390°. 

CHEVROLET—'58 Impala (8) conv., $2,- 
650°, $2,525*; sport coupe, $2,510*, $2,- 
300°; Bel Air (8) sport coupe, $2,570° 
(ps), $2,400° (ps); Biscayne (6) 2-dr., 
$2,015°. 

"57 Corvette, $2,635*; Two-ten (8) sta- 
tion wagon, §2,020° (ps), $1,845°; 
coupe, $1,625°; Two-ten (6) 2-dr., $1,- 
300°; Bel Air (8) sport coupe, $2,005* 
(ps), $1,940°, $1,875*, $1,870*, $1,825°; 
4-dr., $1,760° (ps), $1,750° (ps), $1.- 
750°, $1,740° (ps); conv., $1,465°. 

*56 Bel Air (8) sport coupe, $1,615*, $1.- 
505°; Two-ten (8) Delray, $1,525; 2- 
dr., $1,125*; 4-dr., $1,100. 

55 Bel Air (8) sport coupe, $1,300° (ps), 
$1,290°, $1,265*, $1,200°, $1,150°; 4- 
dr., $1,060°, $1,060; 2-dr., $890°; Bel 
Air (6) 4-dr., $970; Two-ten (8) 4-dr., 


Air conv., $6385°; 4-dr., $650°, 
$645; 2-dr., $450; Two-ten sedan, $475, 
$465°; One-fifty 2-dr., $425; Utility 
sedan, $380. 

"53 Bel Air coupe, $535; Two-ten sedan, 
$450, 70, $360, $330, $295; One-fifty 
4-dr., $350; coupe, $290, $275, $250. 

"52 sedan, $385, $270. 


(ps); 


nd, Ore. 


enterprising, the 


most applauded news 


department in 


CBS News. That’s 


year, 





'51 coupe, $270, $245°*. 
"50 4-dr., $285*; 2-dr., 
$150°. 
*49 coupe, $190. 
CHRYSLER — ‘57 NY Hardtop, 
(ps), $2,595° (ps), $2,540° (ps). 
"55 Windsor 4-dr., §$975* (ps). 


DeSOTO—’'57 station wagon, $2,700* (ps); 
Firedome 4-dr., $2,170* (ps), $2,055* 
(ps); 4-dr., $1,920* (ps); Firesweep 
sportsman, $1,905*. 

55 Firedome Sportsman, $1,150*; 4-dr., 
$905* (ps). 

"50 station wagon, $180*; Hardtop, $135*. 

"49 Custom 4-dr., $175. 


DODGE—'57 Custom Royal 2-dr., 
(ps), $1,970° (ps); Royal (8) 
$1,700* (ps). 

"56 Royal (8) 4-dr., $1,100* (ps). 

"53 Coronet (8) sedan, $370*. 

"52 station wagon, $405*; 4-dr.. $160°. 
EDSEL—’'58 Pacer Hardtop, $2,195* (ps). 
FORD—’58 Thunderbird, $4,410* (ps), §4,- 

250° (ps), 2 at $3,900° (ps), $3,875* 
(ps), $3,725* (ps); Country sedan, §2,- 
355°; Fairlane (8) 500 conv., $2,215°*. 

"57 Thunderbird, $2,910*°; Fairlane Sky- 
liner, $2,310* (ps); Country sedan, §$2,- 
045°, $2,015° (ps), $1,950° (ps), $1,- 
935° (ps), $1,935*, $1,900°, $1,790°; | 
Fairlane (8) 500 Victoria, $1,785* (ps), 
$1,780*, $1,695*; Town sedan, $1,665° 
(ps); Custom (8) 300 2-dr., $1,530°, 
$1,375*, $1,200°; 2-dr., $1,435°; Cus- 
tom (8) 4-dr., $1,100. 

’56 Thunderbird, $2,415°, 2 at $2,350°) 
(ps); Country sedan, $1,570° (ps), $1,-/ 
540°; Ranch Wagon, $1,305*, $1,265°, 
$1,260. $1,200; Fairlane (8) Victoria, 
$1,380* (ps), $1,125° (ps); Custom 4- 
dr., $1,015, $925°, 2 at $910; Custom 
(6) 2-dr., $750; Main (6) 2-dr., $695. | 

"55 Country sedan, $1,250*; Fairlane (8) | 
Crown Victoria, $1,220°, $1,170°; 4-) 
dr., $1,080° (ps); conv., $900°; Vic- 
toria, $800°; sedan, $780*; Custom 
Ranch Wagon, $1,130°; 4-dr., $835*, 
$685*, $605°; Main (6) Ranch Wagon, 
$995°*. 

54 Crest (8) conv., $705*, $700° (ps), 
$495°; 4-dr., $390, $385*; Custom 
coupe, $660°; 2-dr.. $475; 4-dr., $450°. 

"53 Ranch Wagon, $525*, $455°*; Crest 
(8) Victoria, $525°, $485°; conv., 
$425*, $425, $330; Custom sedan, $415, 
$410*, $275°. | 

"52 Country sedan, $425°; conv., 
sedan, $260*°, $185*; $170. 

"51 comv., $180°; sedan, $145, $125°*. 

"50 4-dr., $160. 

"49 4-dr., $170; 2-dr., $135. 
HUDSON—’'51 4-dr., $130, $125°. 
IMPERIAL —'57 Southampton, $3,045*° (ps). 
LINCOLN—'55 Capri coupe, $950° (ps). 

"53 Capri conv., $480° (ps). 

"50 4-dr., $100°. | 

*49 coupe, $110*. | 
MERCURY—'57 Turnpike Cruiser, $2300° | 

(ps); station wagon, $2,230*°; Monterey | 
Phaeton, $1,935* (ps); coupe, $1,920° | 
(ps), $1,875*; 4-dr.. $1,600°; Mont-/ 
clair 4-dr., $1,935° (ps). 

"56 Montclair coupe, $1,285*, $905°; | 
Medalist 4-dr., $980*. 

54 Monterey coupe, $700°; 4-dr., $600, 
$550°; Custom 2-dr.. $550°, $490°. 

"53 Monterey 4-dr., $385*. 

"52 station wagon, $320°*. 

NASH—'55 Statesman coupe, $735°*. 

OLDSMOBILE—'57 (88) Fiesta, $2,920*| 
(ps); (88) Super Holiday, $2,260° (ps), 
$2,105°; 4-dr., $1,875° (ps). 

"56 (98) Holiday, $1,.735* (ps); 
Super Holiday, $1,485*, $1,425°. 

"55 (98) Holiday, $1,545° (ps); (88) 
Super Holiday, $1,285* (ps); (88) Hol- 
iday, $1,270°. 

"54 (98) Holiday, $880* 

"53 (88) Holiday, $495. 

"S52 4-dr., $280°. 
PACKARD—'55 Constellation coupe, $1,- 

340. 

PLYMOUTH -—— ‘58 Belvedere 
coupe, $2,380° (ps), $2,350°. 

"ST Suburban, $2,100*, $2,025*, $2,000°; 
Belvedere (8) coupe, $1,830° (ps), $1,- 
790° (ps), $1,780°, $1,775°, $1,675°; 
Savoy coupe, $1,650. 

"56 Suburban, $1,255°, 
dan, $745. 

"55 Belvedere 4-dr., $980*; 
$550; Savoy sedan, $455. 

"53 Suburban, $440; 4-dr., $350°, $345°, 
$340; conv., $300. 

PONTIAC—'57 Chieftain Catalina, $1,780°. 

’56 Star Chief Catalina, $1,250°, $1,185°, 
$810°. 

"55 Chieftain station wagon, $1,130* (ps), 
$1,075* (ps); Star Chief Catalina, $1,- 
100°, $1,045°. 

*54 Star Chief Catalina, $785* 


$230; conv., 


$2,670* 


$2,090° 
4-dr., 





(88) 
(ps). 


(8) sport 


| 
$905; Savoy se- 


Plaza 4-dr., 


(ps); 4- 
dr., $585°*; Chieftain 2-dr., $500°. 
"53 Chieftain sedan, $440°, $415°, $300 
$295; station wagon, $300*. 
’52 Chieftain 4-dr., $140, $100*°. 
"51 station wagon, $340°; 2-dr., $150*: 
"50 Catalina, $145*. 
RAMBLER—’52 sedan, $380*, $280°; sta- 
tion wagon, $225; conv., $135. 
STUDEBAKER—'57 Golden Hawk sedan, 
$2,000°. 
"55 Commander coupe, $805*. 
53 Commander coupe, $370*. 
"52 sedan, $135°. 
WILLYS—’'56 Dispatcher, $685. 
'54 Jeep, $650. 
553 station wagon, $535. 
MISCELLANEOUS — ’'58 Chevrolet %-ton 
pickup, $1,360. 
Ford Ranchero, $1,925* (ps), $1,865*, 
, $1,415; %-ton pickup, $1,030. 
56 Chevrolet %-ton pickup, $925; Ford 
%-ton pickup, $875; %-ton pickup, 


$610. 

%-ton pickup, $725; %-ton 
cab and chassis, $620; Ford %-ton 
pickup, $835; Studebaker %-ton pick- 
up, $740. 

"54 Chevrolet %-ton panel, $490; pick- 
up, $560. 

*52 Chevrolet panel, $385; delivery, $205; 
%-ton pickup, $365. 


WEST PALM BEACH, FLA. 


West Plam Beach Auto Auction. Sale 
eee _, aay. Prices are for sale of 
ug. 7. 

Market steady on sharp cars, off on 


average cars. Sold 69 percent. 
BUICK—’57 RM Riviera, $2,075* (ps), $1,- 
900* (ps). 
"53 RM Riviera, $480* (ps); 4-dr., $460* 
p! 14 ; Super Riviera, $395°; 4-dr., 


"50 Super Riviera, $150*. 
(Continued on Page 61, Col. 1) 


$270*; | 


| 500 East 11th Street 


You Can Get 
Good, Qualified 
MECHANICS 


These mechanics have shop experience 
on customer cars—backed up by thor- 
ough instruction on theory and funda- 
mentals on all phases of automotive 
maintenance and repair. 


These mechanics are available monthly: 


e Auto Mechanics 
© Body-Fender-Paint Men 


e@ Heavy-Equipment and 
Diesel Mechanics 


INSIDE TIP: 


Before you hire any man who says he 
is, Of was, a student of any school, 
check first with U. S. Trade School. 
Let us help you select the right man 
for you—one who has completed his 
full course of training and has met our 
high standards to qualify and gradu- 
ate. 


tee 
CO 


THEORY - FUNDAMENTALS 


es 


SHOP PRACTICE & 
EXPERIENCE 


Write, or call, for our special 
brochure for employers. 


U. S. TRADE 
SCHOOLS 


Dept. AN2 


Kansas City, Mo. 
VI. 2-6236 


Sewite 
BUILD Y BUSINESS 


WITH STEMAC INDIVIDUALIZED 


DEALER NAME PLATES 


Identified and satisfied cus- 


Division of C. A. Norgren Co. 


5434 So. Delaware, Littleton, Colo, 


MASTER 


MOTOR MASTER PRODUCTS CORP 
BOX 96., DEFIANCE, OHIO 


| UNDERSTAND | CAN MAKE MORE 
MONEY BY HANDLING THE FOLLOW- 
ING AUTOMOTIVE ITEMS. PLEASE 
SEND DETAILS. 

OGENUINE BLUE CROWN SPARK 

PLUGS. 

OMOTOR MASTER UNIVERSAL 

a KI TS. 


CITY & STATE 





cAD 
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| modes Sold 84 percent of the total con- 





signment. 
* + * 


Used-Car Auction Prices || .... .¥4°P°8T4.9 5. ous 


Friday (Aug. 8). It’s tobacco season time 
here and we need lots more clean cars to 
|} take care of the demand for used cars. 
(Continued from Page 60) Had a real good sale today and cars 
brought a good price. 

* 











ee vie Ga bee? $4,000* (ps). | MISCELLANEOUS — ‘57 Chevrolet %-ton * * 
'57 sedan de lle, ’ (ps). pickup, $1,050; GMC %-ton, $1,000. 
"55 (62) 4-dr., $1,650* (ps). '56 Ford’ pickup, $940; Chevrolet pickup, | MANHEIM, PA. 
'54 (62) 4-dr., $1,480° (ps), $1,380* (ps). $900; GMC pickup, ‘$850. Manheim Auto Auction. Sale every Fri- 
"52 (62) 4-dr., $460* (ps). 'S5 Chevrolet %-ton,, $1,010 $800, $600. | “4¥ ‘Aug. 8). Market continues firm. Clean 
49 (62) 4-dr,. $105*. 54 Ford pickup, $625, $605; Chevrolet | ©2°S 2re in strong demand. Sold 81 percent 
CHEVROLET—'58 Bel Air (8) 4-dr., $2,- 2-ton, $850, $700, $630; 1-ton, $455;|°f ©70 cars registered. 
nce 050* (ps), $1,925, $1,900°. KR OMC %-ton, $350. 
57 4-dr, station wagon, $1,600; Bel Air 53 Chevrolet 2-ton, $1,450, $875, $850, NEW YORK CITY 
nor- Hardtop, $1,660*, $1,690*, conv., $1,- $795, $705, $675; 1-ton, $815; GMC 2-| Skyline Auto Auction. Sale every Tues- 
id 675°. 4.2m, $705; Ford 2-ton, $625. day (Aug. 5). Used cars critically short in 
— 56 Two-ten 2-dr., $1,000, $880. 52 Studebaker %-ton, $395; Ford 2-ton, | this area. Clean and sharp cars are bring- 
tive '55 4-dr station wagon, $965* (ps); One-| ,_ $510, $500; Dodge 2-ton, $730. ing every high prices as dealers reach to 
fifty 2-dr., $595. 51 Chevrolet 2-ton, $680; cab and chas-| keep inventory balanced. Sold 122 cars 
53 Bel Air Hardtop, $450*%; Two-ten sis, $535; Ford 2-ton, $530, $490; In-| from 149 registered, 
Tag weet Ties Bie is; Dosw 3 cated 
’ * ‘or -ton, : ge 2-ton, | 
nly: cma $305, $290; Studebaker pickup, $435. | WAREHOUSE POINT, CONN. 
' . . ’49 Ford 1%-ton, $285. |. Southern Auto Sales, Inc, Sale every 
CHRYSLER—’53 Windsor 4-dr., $440°. 48 Ford 2-ton, $500; 1%-ton, $285, $240.| Wednesday (Aug. 6). Very active sale. 
49 NY 4-dr., $170. '47 Dodge 1%-ton, $420. | Good consignment of cars, Plenty of ac- 
DODGE—’55 Custom Royal Hardtop, $1,- "46 Chevrolet 2-ton, $165. | tivity. Sold 160 cars from 218 consign- 
010* (ps); Coronet 4-dr., $930° (ps). +. * * | ments, 
"52 4-dr., $125°. | * * * 
FORD—'S8 Fairlane (8) Hardtop, $2,150° | — Auctions in Brief — FLINT, MICH. 

ps). : ; , 

’57 Fairlane (8) Hardtop, $1,600* (ps) ; | SYRACUSE on Un te a an > ae a 

Custom (6) 2-dr., $1,070. Syracuse Auto Auction. Sale every Wed-| strong. Sharp cars bring ‘weeaiees Gaiean 

'56 Fairlane (8) Hardtop, $1,080*; 4-dr.,| nesday (Aug. 6). Sold 130 cars from 180|soiq 178 cars from 246 offered 

$1,005*; 2-dr., $1,000° (ps); Custom) consignments. * * = : 

(8) 4-dr., $875°; Custom (6) 2-dr., . «4 % ALBANY Straw Boaters for Contest Winners— 
he $690; Ranch Wagon, $1,040* (ps). INDIANAPOLIS - : . : 
sol ‘86 Ranch Wagon, $850°; "Fairlane (8)| 1. ginserer Auto Auction Inc. Bale me wr Am. Austinn. Howard T. Easton jr., The Soturday Evening Post, left, presented straw boaters 

) , Se a ° “A ; L § very Monday ug. a ua . : , : : * 
a aan, See ; 4-dr., $700; Custom 4 levery ‘Thursday (Ate. 7), AM petece fe-| Care were respenaibte fer the caah “Gone to two winners in the Post's national bonus circulation contest. They are Bruce Wert, 
. 54 Custom 2-dr., $435, $410, $285; Main| Mained fairly steady today. However, there ' paid for cars today, Sold 168 cars from center, assistant advertising director of Goodyear Tire & Rubber Co., and Nelson 
nan 2-dr., $435. were some signs of weakening on some 208 consignments. Ferris, Goodyear senior advertising staffman, 
. 63 Crest conv., $450°; coupe, $345°*. ee et 
his "39 coupe, $510°*. | 
our MERCURY—’'57 Monterey Hardtop, $2,100* 
(ps). 
du- 64 Sun Valley coupe, $1,675° (ps). 
'53 Monterey conv., $350*. 
52 station wagon, $350. 
OLDSMOBILE — '56 (88) Super Holiday, 

$1,485* (ps); (88) 4-dr., $1,220*. | 

3 56S (88) Holiday, $975*. 
63 (98) 4-dr., $635° (ps); 2-dr., $500° 
° (ps); (88) conv., $495° (ps). 
PACKARD—’'54 4-dr., $515° (ps). 
PLYMOUTH—’'55 Plaza (8) 2-dr., $560. 
'50 Suburban, $100 
PONTIAC — '55 Chieftain 4-dr., $1,040* 
(ps). 
'53 Chieftain station wagon, $285*; 2-dr., 
$315 
’51 station wagon, $100*. 
RAMBLER—’'5S Hardtop, $2,080*. 
MISCELLANEOUS—’57 Chevrolet pickup, | 
$935, $835; Ranchero, $1,450*. } 
LS '54 Ford pickup, $570. | 


EBENSBURG, PA. 


Ebensburg Auto Auction. Sale every 
Thursday. Prices are for sale of Aug. 7. 
Demand is excellent, but unfortunately 
we just don’t have enough to go around. 
Sold 50 cars from 66 consignments. 
BUICK—'54 RM 4-dr., $1,050° (ps); Cen- 
tury 2-dr., $560° (ps). 
"53 Special 2-dr., $165°*. 
CADILLAC—’'50 (62) 4-dr., $350°. 
CHEVROLET—'57 Two-ten station wagon, 
$1,585; sedan, $1,385°. 
"55 Bel Air (8) conv., $1,245°*. 
*S4 station wagon, $695. 
"53 Bel Air sedan, $430, $395*; Two-ten 
sedan, $310; conv., $250. 
"S1 2-dr., $115°. 
DeSOTO—'57 Firedome Sportsman, $1,855*° 
(ps). 
DODGE—’57 Coronet (8) Hardtop, $1,600°. 
‘55 Custom Royal conv., $1,000°. 
"54 Royal (8S) 4-dr., $360°. 
FORD—’'57 Custom (8) 300 4-dr., $1,380°, 
$1,330° 
’56 Fairlane (8) 2-dr., $1,055, $925; Cus- 
tom 2-dr., $810. 
"53 Custom (8) 4-dr., $290, $225°; Main 
(6) 2-dr., $175. 
'52 Custom (6) 2-dr., $210*, $210; Main 
(6) sedan, $170. 
LINCOLN—’54 Capri coupe, $650° (ps). 
MERCURY—'54 Sun Valley, $490*. 
"51 2-dr., $140°. 
OLDSMOBILE—'54 (88) Super 4-dr., $710° 
(ps), $695° (ps). 
'53 (98) 4-dr., $190°, $105°. 
"51 4-dr., $125°. 
PLYMOUTH—’'56 Savoy (8) 4-dr., $800. 
"54 2-dr., $435. 
"53 4-dr., $250. 
fo. ‘51 2-dr.. $135, $120. 
PONTIAC— 52 Chieftain 2-dr., $125. 
"50 2-dr., $100. 
RAMBLER—’56 (6) station wagon, $1,-| 
cael 385°. 
STUDEBAKER—’'55 Champion 2-dr., $525. 
= MISCELLANEOUS—'46 Dodge %-ton pick- 
up, $110. 


FARGO, N. D. 


Tri-State Auction Co., Inc, Sale every 
Thursday. Prices are for sale of Aug. 7. 














) Market holding firm, Trucks still in 
great demand. Sold 94 cars from 166 
offerings. 

BUICK—’55 Special 2-dr., $850*. 

= "54 Special Riviera, $710°. 

ds "53 Special sedan, $325* (ps). 

n- CADILLAC—’55 (60) 4-dr., $1,600*° (ps). 

te "49 (62) 4-dr., $265°. 

CHEVROLET—’'58 Impala (8) coupe, $2,- 
190° 


‘57 Bel Air station wagon, $1,970* (ps); 


ic. One-fifty 4-dr., $1,335; 2-dr., $1,290. 
. ’56 Two-ten station wagon, $1,175, $1,- M L 
$ Two-ten station wagon, $1,175 cLOUTH DOUBLES OXYGEN STEEL CAPACITY 
"55 Bel Air sedan, $925, $900°, $830; 
Two-ten 4-dr., $695. 
= FORD—’57 Custom 300 4-dr., $1,380, $1,- 
365*; Ranch Wagon, $1,375. 
"56 Country sedan, $1,325*, $1,125, $1,- 


ii Custom | 4-ar.,” $1,125, $1,040; The vessel shown above produces 90 ton heats of Ever since McLouth pioneered the first Oxygen 

* Custom sedan, $930*, $855*; Main 2- . ° 

sf ee Oxygen Steel. Two of these vessels—the largest Steel Process in the United States, we have con- 
‘ Custom sedan ; station i i Pe : s . 

‘ waron, to F rose ae procaping in the world ave anon added to the tinued to expand and improve our manufacturing 

masts Santen  ageem eae Oxygen Steel making equipment and are a facilities to bring you better steels for the product 
ste. aa Se Seam, vital part of the expansion program at McLouth’s you make today . . . and the product you plan 

PLYMOUTH—'87 Savoy 4-dr., $1,325*. Trenton, Michigan plant. for tomorrow. 


’55 Plaza 4-dr., $650. 
’53 4-dr., $290°. 
oe Chieftain Hardtop, $1,745* 
Ps). 
"55 Chieftain station wagon, $1,090. 
53 sedan, $300* (ps). 


STUDEBAKER ‘st acdan, $296. McLouty Stee. CorPoRATION petroit17, Michigan 


"51 sedan, $140°. 
Manufacturers of high quality stainiess and carbon steels. 








Auto Markets 


(Continued from Page 13) 


cooperation with the Columbus Au- 
tomobile Dealers Assn. 

This year’s seven-month total of 
12,708 was 4,520 units or 26.2 per- 
cent below a year ago. 

Used-car sales in July ran 3.6 
percent ahead of June but were 1.4 
percent below a year ago. The total 
for July was 5,743. 

New-truck registrations in July 
totalled 207, down 12 from June 
and 33 below July last year. This 
year’s seven-month total of 1,253 
fell 289 below the like 1957 period. 


Chevrolet continued its role of 
sales leader with 522 registrations. 
Ford counted 468. Registrations of 
other makes were: Plymouth, 149; 
Oldsmobile, 118; Pontiac, 106; 
Dodge, 82; Buick, 75; Rambler, 56; 
Mercury, 50; Volkswagen, 26; Cad- 
illac, 21; Chrysler, 17; DeSoto, 14; 
Isetta, 11; Studebaker, 11; Volvo, 
10; Edsel, 9; Vauxhall, 8; Triumph, 
7; Metropolitan, 6; Goliath, 4; Hill- 
man, 4; Lincoln, 4; Imperial, 3; 
Willys, 1, and miscellaneous, 24. 

New-truck registrations were: 
Chevrolet, 72; Ford, 48; Interna- 
tional, 27; Dodge, 20; GMC, 19; 
Diamond T, 7; Volkswagen, 6; Reo, 
2; White, 2; Divco, 1; Mack, 1; 
Studebaker, 1, and Willys, 1.— 


(Justin Henley.) 
aa 


> > 


New Orleans 


July new-car registrations in New 
Orleans totalled 1,481, compared 
with 1,360 in June and 2,297 for 
the corresponding period of last 
year. Truck sales for July amounted 
to 173, as against 203 in June and 
229 for the like period of last year. 


New-car sales by makes were: 
Chevrolet, 580; Ford, 349; Oldsmo- 
bile, 90; Plymouth, 68; Pontiac, 63; 
Mercury, 51; Buick, 43; Cadillac, 31; 
Rambler, 30; Volkswagen, 28; Eng- 
lish Ford, 16; Metropolitan, 16; 
Renault, 15; Studebaker, 14; Vaux- 
hall, 13; MG, 11; Chrysler, 9; Lin- 
coln, 7; Dodge, 5; DeSoto, 4; Hill- 
man Minx, 3; Packard, 2; Volvo, 
2; Jaguar, 2; Morris Minor, 2; 
Austin Healey, 1; Goliath, 1; Opel, 
1; Peugeot, 1, and Triumph, 1. 

Truck sales by makes were: 
Chevrolet, 68; Ford, 35; Interna- 
tional, 28; GMC, 19; Diamond T, 12; 
Volkswagen, 4; White, 4; Dodge, 1 
English Ford, 1, and Studebaker, 1. 
—(Gordon Hebert.) 


Dayton, O. 

Ford dropped to third place in 
new-car registrations for July in 
Montgomery County (Dayton) O., 
being topped by Chevrolet and 
Plymouth. 

The score: Chevrolet, 416; Plym-| 
outh, 253; Ford, 248. 

Other top sellers included Ram- 
bler, 106; Oldsmobile, 89; Pontiac, 
68; Buick, 62; Dodge, 52; Cadillac, 
36; Chrysler, 22, and pee 
21.—(Pauline Doughty.) 
= - > 


Louisville 

July sales of new cars in Louis- 
ville amounted to 1,119, compared 
with 1,266 in June. 

The record for seven months was 
8,126 in 1958, compared with 11,217 
in 1957. 

By make, July registrations 
: Chevrolet, 321; Ford, 267; 








New-truck sales in Louisville in 
July totalled 137, compared with 
140 in June. The seven-month total 
was 954 this year and 1,251 last 


By makes, registrations were: 
Ford, 48; Chevrolet, 47; Interna- 
tional, 15; GMC, 6; Volkswagen, 5 
White, 5; Mack, 3; Willys, 3; Dodge, 
2, and miscellaneous, 8.— (A. W. 

) - > 7 


New England 
New England has come out of the 
business recession in good shape, 
Dr. George H. Ellis, director of 
research, Federal Reserve Bank of 
Boston, told the second joint eco- 


’| horsepower, 


nomic conference of the New Eng- 
land Council and the Atlantic 
Provinces Economic Council of St. 
John, N. B. 

“The combination of pickup in 
new orders and the prospects of 
inventory rebuilding has injected a 
sense of optimism into the region’s 
business outlook,” he said, 

“Construction has shown consid- 
erable strength in the past few 
months, Food prices have leveled 
off. Average hourly earnings in 
Massachusetts are $1.94 and have 
more than kept ahead of consumer 
prices in the postwar period.” 

= + ie 


Cleveland 


A total of 4,728 new cars were 
registered in the Cleveland area in 
July, compared with 4,534 in June. 

Used-car sales totalled 6,947, com- 
pared with 6,717 in the previous 
month. 

By makes, new-car registra- 
tions were: Chevrolet, 1,296; Ford, 

1,061; Plymouth, 440; Oldsmobile, 


325; Buick, 259; Mercury, 247; 
Pontiac, 233; Dodge, 199; Ram- 
bler, 176; Cadillac, 99; Chrysler, 
51; DeSoto, 43; Volkswagen, 33; 

English Ford, 30; Studebaker, 29; 

Lincoln, 26; Renault, 23; Edsel, 

18; Opel, 16; Simca, 16; Vauxhall, 

14; Metropolitan, 13; Volvo, 12; 

Triumph, 11; Imperial, 10; Morris, 

6; DKW, 5; SAAB, 5; Packard, 3, 

and miscellaneous, 28. 

New-truck registrations totalled 
334 in July, compared with 321 in 
June. By makes, they were: GMC, 
88; Ford, 78; Chevrolet, 55; Interna- 
tional, 27; Mack, 26; Dodge, 22; 
Volkswagen, 13; Willys, 9; White, 
8; Autocar, 3; Diamond T, 2; Eng- 
lish Ford, 2, and Divco, 1—(Sanford 
Markey.) 


Hall Lamp to Occupy 


Plant in North Carolina 


CLINTON, N. C.—C. M. Hall 
Lamp Co., Detroit, has announced 
plans to locate its first Southern 
plant here. 


The company will occupy a $300,- 
000 building constructed in 1956 by 
Clinton Development Corp., and has 
entered into a 20-year lease on the 
| Structure, with an option of pur- 
chasing it at any time during that 
| period. 


In the Letterbox 





(Continued from Page 14) 


Mercedes-Benz, but I did satisfy 
myself as to riding qualities 

(better than my Mercury), han- 
dling (almost like handling a 
bicycle) and power on mountain 
grades (sufficient to exceed the 
legal speed limits on mountain 
roads in high gear!) Before con- 
sidering the deal. 

It has plenty of leg and head- 
room in the front, plenty of knee 
and-headroom in the rear—more 
than can be said for so many of 
our domestic cars, especially the 
Rambler American. It looks to me 
like Ford has 
with this one. 


If Detroit wishes to find out 
the potential market for a com- 
pact, comfortable and snappy car, 
let them work for the elimination 
of the tariff on imports and the ex- 


cise tax on cars of not over 105-| 


inch wheelbase and not over 80 
U.S.A. rating. This 
will accomplish two things: Help 
to give prospects the cars they 
think they would like to own and 
drive without too great a difference 
in cash with the allowance the 
dealer can afford to make for the 
prospect’s car; make it possible 


for such a buyer to support a) 
better “first” or “family car” than | 


he now has. Or it may mean the 
making possible for the buyer of 
an economy car to become a two- 
car owner, or a three-car owner. 


It might help for the Big 
Three to revamp their lines into 
brand-name lines of distinctive 
size, power and price groups, 
eliminating the present silly 
over-lapping. Or it might be 
practical to concentrate on one 
or two body styles under each 
brand name — say all station 
wagon models bearing one name 
from the group of that manufac- 
turer, all hardtops bearing an- 
other name, deluxe sedans an- 
other, and the unadorned “stand- 
ard sedans” another name. 
There should be quality of ma- 
terial and workmanship in the 
smallest cars equal to that of the 
biggest and most powerful to pro- 
tect the buyer’s investment and to 
insure value on the second-hand 
market. 

The industry must get rid of the 
idea that the motoring public is 
“its oyster” and must stop using 
us for guinea pigs by forcing us 
to “take it and like it” anything 
Detroit wants to push off onto us! 

Cars must be built with the idea 
of giving dependable service not 
only as new cars, but also as sec- 


*+}ond, third and even fourth-hand 


vehicles with proper design and 


use of sturdy materials, plus proper | N. Hampshire 


inspection and reconditioning be- 
fore resale. 


We motorists want a car with- 


out “planned obsolescen 


car that does not need to be | 


shopped every few days, but 


“hit the jackpot” | 


haul required at not less than 
100,000 miles. 

Motorists want a car without ex- 
cess size or weight—one that han- 
dies easily in all kinds of traffic, 
parks easily in parallel parking 
and is short enough for angle- 
parking. They want a car that is 
attractive to look at, in good taste 
and not gaudy with chromium to 
reflect the sun into the eyes of 
other motorists and possibly con- 
tribute to if not actually cause a 
serious or fatal accident. 

They want a car that is neither 
tinny nor with a shoddy interior, 
| but instead is substantial, remain- 
ing in style for a long time. Such 
cars will have far greater appeal 
and bring a better price as used 
cars. 

Our cars should reflect our 
pattern of living. We should not 
be forced to buy “millionairs’ 
juggernauts” or as an alternative, 
accept tinny, shoddy rattletraps. 

As long as Walter Reuther is 
running the labor end, I doubt if 
|there will be anything else but 
| sloppy work—loose nuts, nuts and 
bolts missing, trim just barely at- 
tached, etc., etc. Unfortunately he 
has educated labor to be interested 
only in wages, with no considera- 
tion for how much is done for 
wages received, and most certainly 
no consideration for quality of 
production. Because of this, we 
motorists are year after year pay- 
ing more and more for less and 
less! 

The difference in workmanship 
of the actual foreign-designed and 
built cars (I mean those plants 
controlled and manned by natives 
who take pride in their engineer- 
ing ability and construction skill 
and their products) is quite evi- 
dent. European designers seem to 
have developed trouble-free designs 
—are they smarter than ours? 

There you are, Detroit — more 
power to you, and less power, less 
useless size and weight in your 
products, that production may be 
steadier with consequent steadier 
employment, for better economic 
conditions. 








Colorado Springs, Colo. 
New Commercial Car Registrations, 


3 States for July, 1958-1957 
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Rambler Showplace in Toronto— 


Hamilton-Stiles is Toronto's newest Rambler dealership. The site of the new build- 
ing was occupied by Hamilton-Stiles for 10 years prior to the completion of the new 
dealership this year. The firm is headed by Mason Stiles and Gar Hamilton. 





In Car-Purchase Survey bee 


Experts Say: ‘Buy Now’ 


NEW YORK.—A majority of 
economists, automotive authorities 
and government officials polled by 
Car Life magazine believe that now 
is the time to buy a ’58 car. 

The magazine said 90 percent of 
250 experts chose answers recom- 
mending purchases when asked: 
“Which statement most clearly 
reflects your advice to the Amer- 
ican consumer with a reasonably 
secure job whose present car is 
more than two years old??” 

The respondents could select one 
of five answers. The answers and 
the number choosing them were: 


“Buy a ’58 car now if you would 


|have bought one under ordinary 


conditions”—35 percent. 


“Buy now if you are not over- 
loaded creditwise and if your sav- 
ings will not be depleted”—7 per- 
cent. 

“Buy now only if you get an es- 
pecially good deal”—21 percent. 

“Buy an economy car now”—27 | 
percent. 

“Do not buy now”—10 percent. 

Given the same five choices, Car 
Life said, 62 percent of those polled 
advised buying a car when asked: 
“Which statement most nearly re- 
flects your advice to the American 
consumer with a reasonably secure 
job whose car is less than two years 
old?” 

In response to the third question 
—‘“Which statement most nearly re- 
flects your advice to the consumer 
who owns a usable car but whose 
job is in a depressed industry?”— 
51 percent said definitely: “Do not 
buy now.” 

The magazine drew three conclu- 


Olin’s Richardson 
Promoted in Sales 


NEW YORK.—Derek Richardson 
has been appointed aluminum sales 
vice-president, 
metals division, 
Olin Mathieson 
Chemical Corp. He 
had been sales 
manager of the 
industrial chemi- 
cals division. 

The recently 
formed metals di- 
vision consists of 
the former Olin 
Aluminum and 
Western Brass 





Derek Richardson 


Mills divisions. 

Richardson joined Mathieson Al- 
kali Works in 1939 and was ap- 
pointed sales manager of the indus- 
trial chemicals division in 1953. Last 
January, he was named acting sales 


— Howarp D. Seven, | director of the Olin aluminum divi- 
sion. 


sions from its survey. They were: 

“1. The long-term trend of new- 
ear prices will be upward, although 
there may be temporary declines for 
short periods. 

“2. Potential buyers should con- 
sider their own financial status 
and discount the pseudo-patriotic 
buying slogans. 

“3. With dealer profits at an all- 
time low, it is possible for the smart 
shopper to buy a 1958 car at an ex- 
ceedingly low price right now.” 












DeSoto Honors 
Vernon Ball, Inc., 


Charter Dealer 


ELKHART, Ind.—Vernon M. Ball, 
Inc., and DeSoto division observed 
their 30th birthdays together. The 
firm is one of 32 dealerships that 
has been active throughout the en- 
| tire history of the division. 


To mark the milestone, General 
Manager James B. Wagstaff, Adver- 
tising Director James L. Wichert 
and other DeSoto officials attended 
a dinner here honoring Dealer Ver- 
non Baill. 

Ball was general manager of an- 
other Elkhart dealership for five 
years before forming his own com- 
pany. He signed his DeSoto fran- 
chise July 25, 1928, and 10 days 
later, on Aug. 4, he introduced the 
first DeSoto to Elkhart. 

Ball recalled that he started very 
simply. In the early days, he said, 
Mrs. Ball helped out by driving cars 
from the factory in Detroit to Elk- 
hart. 

Singled out for special recogni- 
tion at the dinner were R. R. Gentz- 
horn, master mechanic, who has 
been with the dealership 30 years, 
and Martin Platz, a 25-year sales- 
man. Five others have been with 
the company 20 years, and five more 
are 10-year men. 


Hummel to Head 
Oldsmobile Zone 


LANSING.—Kermit R. Hummel, 
38, has been appointed Indianapolis 
zone manager for Oldsmobile. He is 
responsible for all field activities 
among the 117 Oldsmobile dealers 
in the zone. 

A veteran of 15 years with Olds- 
mobile, Hummel was assistant zone 
manager in Washington the last 
four years. 

Prior to that he served as a dis- 
trict manager in Boston and Okla- 
homa City and as assistant office 
— and car distributor in 
Dallas. 
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- Let your customers drive your demonstrator out in Reduces fatiguing glare, too 

me the sun and roll the E-Z-Eye window halfway down. i : ; 

- They'll feel the sun burning their forehead while the This test also shows how E-Z-Eye protects against 

re rest of their face stays shady cool. The reason: E-Z-Eyve glare fatigue, caused by squinting into strong natural 
Safety Glass has a special chemical composition that light. Particularly through the windshield, your cus- 
filters out a high percentage of the hot solar radiation, tomer will see how shaded E-Z-Eyve Safety Plate 
and gives this safety glass a pleasing blue-green tint. reduces glare while giving clear, undistorted vision. 
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3 steps 
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1. ORDER YOUR CARS FROM 
THE FACTORY WITH E-Z-EYE 
GLASS. Cars move more 
easily with E-Z-Eyve (na- 
tional surveys show more 
than 55% of car buyers 
want tinted glass). 


SAFETY 


2. EQUIP ALL YOUR DEMON- 
STRATORS WITH E-Z-EYE. No 
better way to sell the 
features of E-Z-Eyve than 
by giving your prospects a 
convincing look-through. 


oP eeypagne. 


-—v- 


with the shaded windshield 


3. SELL UP TO E-Z-EYE AT 
OPTION-CHOOSING TIME.One 
of the least expensive of all 
optional features, but an 
extra sale for you and much 
of it clear profit! 


,, PLATE 


LIBBEY - OWENS - FORD GLASS COMPANY, TOLEDO 3, OHIO 
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By Kenneth C. Kelley Jr. 
Staff Writer 

eo ee Brothers, a 

giant layout on Detroit’s East 
Side, is in the service business. The 
company uses its new-car fran- 
chises to bring in new customers for 
the service operation. 

Pol Raynal sr. and his brother, 
Harry,. run the dealership which 
handles Plymouth and Dodge and 
has just added Renault. Pol Raynal 
explains the dealership’s philosophy 
this way: 

“We're in the service business. 
We sell cars only incidentally 
and, incidentally, we sell more 
cars than a lot of other fellows 
because we have the service to 
bring in the customers.” 

The dealership’s emphasis on 
service seems natural when Raynal 
explains, “I’m a mechanic, myself.” 

+ - * 

INCE he got his start in the auto 

business as a mechanic, Raynal 
has made a study of handling serv- 
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Dodge-Plymouth: Well Tooled Shop Speeds Work... 


Bringing Automation to Backshop 


ice problems and brought automa- 
tion to his service department. The 
whole operation is set up to make 
it easy for mechanics to service ve- 
hicles well and service them quickly. 
Raynal said, “When I see a 
mechanic in a position where he 
can do a job better with some 
new tool, I get it for him.” 

The department has 34 hoists so 
that a mechanic never has to bend 
over or crawl under for an opera- 
tion that can be done more quickly 
and with less fatigue in a standing 
position, Most are double-post 
hoists. 

Service areas are set up so that 
the maximum amount of natural 
light falls in every stall. 

Raynal has three giant buildings 
with a large part of each building 





Automotive Boosters Meet 

YPSILANTI, Mich—The Auto- 
motive Boosters Club B-19 will 
hold its annual golf outing Aug. 
4 at the Washtenaw Golf Club. 


given over to service. The service 
areas cover 32,000 square feet. 
The buildings are surrounded 
with lots for the storage of new 
ears, display of used cars and 
parking of customers’ cars which 
are waiting for service or have 


been serviced. 
om aa = 


City Land Values High 


yp acse with high land values 
in a city, Raynal is forced to 
make the maximum use of all 
available space. In addition, tall 
buildings are out of the question 
because of high construction costs 
and large heating bills. 

Within these limitations, Raynal 
has found a way to provide service 
space for large trucks. Hoists for 
the big units are placed so that 
the trucks can be lifted in the space 
between roof beams. In areas where 
the beams cut down on the avail- 
able space, hoists for smaller trucks 
and cars are installed. 

Another space saver is the use 


One Great NEW 

Evening Newspaper 
Now DOMINATES 
the Rich Cincinnati Market 
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Service Standards 
Sought in New Mexico 


ALBUQUERQUE, N. M—The 
New Mexico Service Station Assn. 
is planning to seek legislation 
which will require that all per- 
sons servicing automobiles for pay 
will be required to have acquired 
a certain minimum basic knowl- 
edge. 

The association’s first step is to 
acquire a file of ideas and opin- 
ions from all persons interested. 
It announced its aim was to raise 
the standards of service. 


of the area over service stalls 
which do not need hoists for the 
storage of bulky sheet-metal 


parts. 

Another hoist is installed in the 
painting room to make the painting 
easier and to reduce the space 
needed for the painting operation. 

The dealership combines its 
hoists and a wealth of power tools 
and other up-to-the-minute equip- 
ment to slash the time needed for 


routine service jobs. 
» = > 


7 mechanic working on brakes 
has two lathes at his disposal. 
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Phete courtesy of The Gomcimnati Gas & Elatric Co 


Following The Cincinnati Post’s recent purchase of The 


Times-Star, all the best features and news gathering facilities 


of those two great favorites are united, to the gratification 


of readers and the enrichment of advertisers in this tradi- 


tionally evening paper market. 


THE CINCINNATI POST a TIMES-STAR 


ROBERT K. CHANDLER, Manager, General Advertising 
Represented by the General Advertising Department, SCRIPPS-HOWARD Newspapers 
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One rear wheel is pulled and the 
drum put on the lathe for grinding. 
An automatic switch shuts off the 
lathe when the job is done. 

Meanwhile, the mechanic pulls 
one front wheel and mounts the 
drum on the other lathe, While 
the two lathes grind away, the 
mechanic is free to replace brake 
shoes and any other worn parts. 

When this operation is com- 
pleted, the mechanic services the 
other two wheels in the same 
manner, completing two wheels 
in less than the time normally 
taken for one. 

The dealership has two front-end 
machines, each equipped with a 
hoist. They are set up side by side 
so that one mechanic can keep 
them both in operation. While a 
finished car is being removed and 
another moved into one stall, the 
mechanic is busy adjusting a car 
in the second stall. 

The mechanic first checks the 
alignment of the car, then raises 
it on the hoist without moving it 
from the stall. When the adjust- 
ment is made, the car is lowered 
and checked. If the adjustment 
proves correct, the mechanic is 


ready to move to the next stall. 
= + = 


Many Benefits Seen 


AYNAL BROTHERS can see 
many benefits flowing from its 
service department. Sales of $500,- 
000 in labor and $500,000 in parts 
brought in one-half of the dealer- 
ship’s profit in 1957. Service ab- 
sorption is 100 percent. 
The recession has hit the dealer- 
ship hard but has not forced it to 


| the wall. With Dodge and Plymouth 
| not among the “hot” cars this year 


and many of the workmen in Ray- 
nal Brothers’ neighborhood laid off 
or on short work-weeks, business 


| has eased off from last year’s pace. 


Raynal’s mechanics make 45 
percent of the customer labor 
rate which is $5.50 on cars and 
$6 for painting and truck work. 
Using the tools and facilities that 

the dealership supplies them, Ray- 
nal said: “They could do better 
here at 40 percent than they could 
somewhere else at 50 percent.” 
. = ~ 
CO* THE 100 people working for 
the dealership, about 60 work 
in the service department, One of 
the advantages of an operation of 
that size, according to Raynal, is 
specialization. 

“When a man does a job that 
he has done hundreds of times 
before, he does it right and he 
does it quickly because he knows 
what he is doing,” Raynal said. 
Raynal Brothers often handles 

the servicing of 150 cars and trucks 
a day, even in these recession days. 
In better times, 225 vehicles a day 
are a norma! load. 

One-day service is offered on just 
about every vehicle that comes into 
the shop with the exception of col- 
lision work where negotiations with 
insurance companies often hold up 
repairs. 

* 7 . 
$100,000 in Parts Supply 

ANDLING such a volume of 

service so quickly demands a 

large parts inventor y—$100,000 
worth which is turned over about 
once every three months. 

All parts are indexed for proper 
inventory control. “We have to get 
rid of what we don’t need to make 
room for the new parts that are 
coming in,” Raynal explained. 

The service techniques devel- 
oped by the dealership also help 
the used-car department where 
the best tradeins are thoroughly 
reconditioned before sale. Even in 
the midst of the recession, Raynal 
said he is moving his used cars 


Not all of Raynal’s service in- 
novations are mechanical changes. 
The dealership recently noticed that 
Friday was becoming a slow day 
in the service department. 


Post cards were sent out through 
the neighborhood saying that “Fri- 
day is Ladies’ Day.” The result was 
a pleasant evening out of the serv- 
ice volume as women began to 
bring in their cars on Fridays. 

Other promotions are used to 
promote the service department and 
even out its flow of business, The 
dealership also goes in heavy for 
billboard advertising in the neigh- 
horhood with the service operation 
featured. 


Rolls-Royce Dealer 
Le elliott Motor Imports, Inc. 


Minneapolis, has been appointed 
dealer for Rolls-Royce. 
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Pontiac: Deals Above Average ops 
Car Gross Increased 


By Service Reputation 


By Justin Henley 
Staff Correspondent 
LUMBUS, O.—A Pontiac dealer- 
ship here has, in effect, boosted 
the selling price of its new cars 
by $50 to $100 with its service repu- 
tation. 

The owners of F. E. Avery Co., 
WwW. E. Ewart and Harold Mat- 
thews, figure their salesmen are 
able to make car deals for $50 
to $100 above average on the 
strength of the dealership’s repu- 
tation for top-notch service. s 
The dealership has turned in 
gome other impressive figures on 
its service operation: 

Customer labor sales average $17 
per repair order and contribute 
about 60 percent of gross service 

profits. Parts sales per repair order 
run about as high as the labor sales 
average and the parts inventory is 
turned over six times a year. 
= = = 

BSORPTION by the parts and 
A service departments averages 82 
percent and has gone as high as 98 
percent. : 

The service operation produces 
55 percent of the dealership’s gross 
profit. Body work produces 45 per- 
cent of gross service profit with the 
remaining 55 percent coming from 

lubrication work and the other 


repair business. 


Avery, which claims to be 
“America’s oldest automobile 
dealership,” did a gross service 
volume of about $900,000 last 
year, an average of $75,000 per 
month. 

That amount of service volume 
produced $368,000 in gross profit, 
an average of nearly $600 for each 
of the 633 new cars the dealership 
sold. 


= > * 


Not Always That Way 


_ things were not always this 
way at Avery. When Ewart and 
Matthews took over the dealership 
in 1946, the backshop business was| 
only an unimportant adjunct to the) 
main business of selling new cars. | 

In October, 1945, a representative | 
month in the year before they as-| 
sumed control, customer repair 
orders totalled only 366. Labor sales | 
amounted to $1,334 and parts to) 
$1,015, a total of $2,349 or an aver-| 
age of less than $7 an order. 

Last year, customer repair or- 
ders totalled 25,169, an average 
of nearly 2,100 a month. Labor 
sales averaged $36,000 a month 
and parts $39,000. 

Ewart and Matthews acquired | 
the dealership from the late F. E. 
Avery, who founded it in 1899. 

Both men had worked for Avery 
before they served as buddies in| 
the Navy during World War IL. 
Both returned to the business after) 
the war. When they took over in 
1946, Ewart became president in 
charge of sales; Matthews, vice- 
president in charge of service. 


” 2 > 

ATTHEWS, who had been office 

manager before the war, chose 
Service because it was his “first 
love.” He had always been 100 per- 
cent service minded, and he had 
developed and crystalized a lot of 
new ideas during his days in the 
‘Navy. 

To him, service was the backbone 
of the business. 

“Without it, you’re dead,” he 
says. “It’s staple—it’s here year 
in and year out, The more service 
department business you do, the 
better off you are.” 

So Matthews decided to go all out 
to build up backshop volume. He 
had three distinct aims in mind: 

First, to make more money; sec- 
ondly, to build up a good service 
reputation for the dealership, and 
thirdly, to build new-car sales vol- 
ume on the basis of that service 
reputation. 

“Let’s face it,” Matthews says. 
“We're in business to make money. 
And if you don’t have a good repu- 
tation, you’re going down the rain- 
Spout.” 





* * * 


Personnel First Problem 


ACCOMPLISH those aims, 
Matthews first turned his at- 
tention to personnel. He brought 
both of his service managers up 
from the ranks. 
One was a line mechanic. The 


other is a former filling station op- 
erator who Matthews first hired as 
a parts clerk and later promoted 
to service manager because of his 
personality and ability to meet the 
public. 

“Your service manager doesn’t 
have to be a top-notch mechanic,” 
Matthews says, “but he does have 
to be able to handle customers in 
such a way that they'll want to 
come back.” 

One of the two service managers 
handles the repair work at the 
dealership’s Franklin Ave. location. 
The other manages the backshop at 
the downtown salesroom the com- 
pany acquired a few years ago. The 
company now devotes the downtown 
location exclusively to the sale of 
Pontiac and sells Ramblers at the 
Franklin Ave. location. 

= > = 


HORTLY after taking charge of 
service, Matthews started a 


training school to teach all back-! the brakes and you pull a wheel | 
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shop employes his ideas and con- 
cepts of personalized service. 


For years, the school was held on 
a monthly basis, but now is con- 
ducted about once every two 
months, mostly to review previous 
lessons and hash over new ideas. 


Matthews kept drilling his serv- 
ice managers and order writers 
at the monthly sessions on how to 
handle customers and how to sell 
service, parts and accessories, 

“I wanted to make salesmen out 
of them, not just order takers,” he 
says. “I tried to personalize the 
business all the way. I wouldn’t 
give you a dime for the guy who 
only writes orders for just what the 


customer says he needs or wants.” 
- * = 


Immediate Greeting 


Ch greongs Matthews’ system, serv- 
ice managers and order writers 
must greet a customer the minute 
he makes an appearance, whether 
or not they can wait on him im- 
mediately. 

The next most important move, 


in Matthews eyes, is to get on the} 
order the customer's correct name,|time it enters the shop until it’s 
his home address, and not only his| returned to the customer and the 
home telephone number but the! 


number at which he can be reached 
during the day. 
“If you've got an order to reline 








65 


the repair job is completed. If he 
finds anything else wrong, he lists 
it on a special printed form de- 
veloped by Matthews to go along 
with every repair order. 

The form lists the customer’s 
name, address, phone, make and 
model, expresses thanks for the 
business and hope the repairs are 
satisfactory, then lists the items 
that were found on the road test 
to need attention. No car can leave 
the shop without the road test form. 
A duplicate goes to a girl who runs 
a credit check on the customer 
(the company solicits credit busi- 
ness). 

If the customer’s credit is good, 
the order writer must call him 
within three days to find out what 
he intends to do about the addi- 
tional repairs the order writer 
suggested. 

“Ninety-five percent of them will 
say they don’t have the money 
now,” Matthews says, “but you can 

To further carry out his idea of| take the wind out of their sails if 
personalized service, Matthews]| you tell them their credit is good.” 
makes one man—the order writer-— an a 
responsible for the car from the| Note from Mechanics 


eceanics carry the personal- 
ized service idea a bit further. 
On every repair job, they are re- 
quired to put a tag on the cigaret 
lighter or light switch which says: 
“I am the mechanic who worked 
(Continued on Page 66, Col. 1) 


A baking soda sponging makes 
bugs skidoo when they land on 
the windshield and block your 
view. 


and find the wheel cylinders leak- 
ing, you’ve got to find out just 
what the customer wants you to 
do before you do it—otherwise 
you’re in trouble,” Matthews as- 
serts. 


follow-through to find out whether 
the customer is satisfied. 
= a = 
HE man who writes the repair 
order, road tests the car after 








BIG OR SMALL... BENDIX DRIVES START THEM ALL 


Throughout the world of transportation it’s an accepted fact 
that you start with Bendix! And it’s not surprising. Bendix* 
Starter Drives have been synonymous with dependability for 
fifty years in the automotive field. They’ve proved themselves 
just as reliable on submarines, aircraft, earth movers, outboard 
motors, helicopters. In fact, every type of internal-combustion 


Bendix-Elmira, n.y. 


ECLIPSE MACHINE DIVISION 


engine ever built has used a Bendix Starter Drive. Hospitals 
use Bendix Drives to activate their stand-by equipment. Air 
raid sirens across the country are started with Bendix Drives. 
It’s logical to believe that such universal acceptance indicates 
a standard of quality which no other manufacturer has been 
able to match. Need we say more? 
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Pontiac: Outlet’s Deals $50-$100 Above Average cee 
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Service Fame Hikes Car Gross 


(Continued from Page 65) 


on your car. I try to give you a 
good job and to keep your car 
clean, If my work isn’t satisfactory, 
contact me.” The card is signed by 
the mechanic. 

That not only makes the cus- 
tomer feel that he’s getting per- 
sonal attention from the me- 
chanic, but it puts the latter di- 
rectly on the spot, Matthews 
points out. 

To make sure that every repair 
job is satisfactory, Matthews pays 
one man $100 a week just to call 
customers to find out if they’re| 
happy. 


* * | 


ERE are two kinds of cus- 
tomers,” Matthews says. “One 
will tell you if the job isn’t right.) 
The other just keeps quiet but you! 
don’t see him anymore. So we 
figure we might as well call every- 
body. 


if we can find out that he’s miffed, 
we can rectify the error.” 

If an adjustment is necessary, 
that responsibility falls upon the 
service manager. Matthews, on 
rare occasions, might tell the 


Rubber Story 


Booklet Covers History, 
Data on Industry 


NEW YORK. — Brief narrative 
information and statistical data on 
the rubber industry have been 
neatly compiled in a booklet pub- 
lished by the Rubber Manufactur- 
ers Asn. 

Entitled, “What Is the Rubber 
Industry?” the booklet covers re- 
search, products, materials and 
services, salaries and wages, depre- 
ciation, earnings, taxes and borrow- 
ings. 

One portion is devoted to the 





“One kind of customer is going 
to tell us anyhow, and the other— 


industry's contribution to national 
security. 





Here’s how you can help increase 


SERVICE JOBS UP 


with your 


With Executone Intercom you 
just push a button and talk! 
Production is continuous and 
uninterrupted. Jobs are routed, 
parts and tools ordered, infor- 
mation exchanged —all with- 
out wasteful running around! 

Large and small dealers 
everywhere report the new 


resent se 


10.50% 


Executone has helped increase 
service jobs from 20% to 50% 
with their present facilities— 
and profits have jumped ac- 
cordingly. Learn how you can 
sell more customer labor, 
build customer goodwill, up 
your profits with Executone. 
Mail coupon below today. 


SERVICE and INSTRUCTION on your premises 


Factory-trained technicians in your area provide 
prompt, dependable service whenever required. 
Representatives instruct your people in the 
proper use of your system for maximum benefit. 


_ INTERCOM, VOICE-PAGING AND 
SERVICE DISPATCHER SYSTEMS 


Lecilone ae 


EXECUTONE, INC., 





415 Lexington Ave., 
Without obligation, please send booklet describing 
how Executone helps turn out more service jobs. 





In Canada—331 Bartlett Ave., Toronto 
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service manager what to do. The 
service manager himself calls the 
customer and makes the adjust- 
ment. 


Matthews never sticks his nose 
in the backshop. He believes firmly 
in delegating authority and making 


his men responsible. 
= : = 


‘Hurts a Man’s Pride’ 
“Z WOULDN'T say anything to a 
mechanic if I caught him put- 
ting molasses in a customer’s gas 
tank,” Matthews says. “But I'd say 
plenty to the service manager later. 
It hurts a man’s pride for the boss 
to be sticking his nose in the door 
all the time.” 


Matthews has another way of 
finding out whether his service 
managers, order writers, and parts 
managers are doing their job as 
they should. He “shops” them con- 
stantly—has done it for years. 


To test his men, Matthews 
sends in a hired shopper about 
once a month with a car that has 
been worked over so as to need 
repairs. A dummy sticker may be 
affixed to show it needs a change 
of oil, Or maybe the windshield 
wiper is pulled off or a seat cover 
torn. 

Until 
Matthews’ shoppers made oral and 
written reports. But now they carry 
a small German-made wire recorder 
with the microphone hidden in the 


shopper’s tie clasp. The shopper’s| 


conversation with shop employes is 
recorded on tape and played back 
at the bi-monthly service meetings. 
“It isn’t a spy campaign—it’s just 
a matter of helping them,” Mat- 
thews says. 
> * 2 
A» strangely, the men don't 
resent it. Matthews explains it’s 
because “we all grew up together; 


we're all about 35 years old, and| 


we work together as a team. They 
don’t look upon me as their boss. 
And they like this shopping idea— 
they take a lot of pride in their 
work.” 

There's another thing that keeps 
the men on their toes—an incentive 
program. It’s usually in the form 
of a “kitty” that’s split among the 
service managers, order writers and 
parts managers if they meet a 
monthly quota. 

The kitty often contains as 
much as $1,000, but for every 
mistake or customer complaint, a 
deduction of $10 is made. 
Mechanics and other shop per-| 

sonnel have an incentive program | 
of their own, set up irregularly to} 
move certain accessories, or per- 
haps to launch a “cleanest stall” 
contest. Prizes may be money, a 
suit of clothes, merchandise, or a 
fishing trip. 


Dinners Are Sent In 


ND mechanics don’t have to go 

home to dinner and then return 

to the bi-monthly service meetings. 

A caterer is brought in to feed them 
right in the building. 

As a result of this program, there 

is very little turnover among the 


about six months ago, | 





mechanics. One of them has been 
with the firm as long as Matthews 
can remember. 

Matthews pooh-poohs the idea 
that these incentive programs 
could cause “overselling.” 

“I keep hollering ‘never oversell!’ 
That’s my standard worry. But you 
never oversell a customer if you 
sell him what he needs. And if he 
doesn’t need it, we never sell it.” 

* + ok 

ESE combined programs have 
cut the firm’s “come back” serv- 
ice to a minimum. For the first six 
months of this year, the firm’s 
books credit a total of $834.70 for 
come back service against gross 
service profits of $183,718. Matthews 

considers that a very low figure. 

“When come back service gets 
to be 3 or 4 cents a repair order, 
then I begin to scream; but when 
it gets too low, I get scared that 
I’m not giving enough away,” he 
e 
The dollar and cents figures for 
come back service, however, does 
not include everything the firm 
gives away. 

“When the mechanic goofs on a 
job, he has to do it over again for 
nothing,” Matthews explains. 

5 


| says. 





Repairs on Checked Cars 
Average $5, W. Va. Says 


CHARLESTON, W. Va. — The 
State Police Department an- 
nounced that costs for repairs, 
adjustments and replacements on 
motor vehicles inspected in the 
state during the last fiscal year 
averaged $5.29 It was reported 
that a total of 604,470 vehicles 
were inspected at an average in- 
spection cost of 90 cents, or an 
aggregate cost of $549,983. The 
repair bill was $3,149,145. 





“When they have to do that two, 
or three times, they soon learn.” 
+ a a 


Prevention Is Stressed 


oe firm’s whole sales pitch is on 
preventive maintenance. Major 
sales efforts, therefore, are directed 
towards getting customers into the 
shop before they need major re- 
pairs, and to keep them coming in 
on a regular basis. 

“The way they make cars today,” 
Matthews says, “if you wait until 
they fall apart, you'd starve to 
death.” 

Avery keeps a complete file on 
every service customer. When a 
customer hasn’t been in the shop 
for 90 days, his service card is 
pulled and he’s called and asked 
why. 

If he says he doesn't need any 
work, he is sent a card that entitles 
him to a free lubrication. 

Matthews’ theory is that many 
customers need work done but just 
keep putting it off. The free lube 
is the thing that triggers action. 

* > 


‘T 
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HE secret is to get the customer 
to expose himself,” Matthews 

“Then you've got it made. 
Once you get him in the door, it’s 
up to the men to sell him business.” 

And that’s exactly what the men 
do. To every free lube card that 
comes in is attached a repair order 
on which the cashier writes in the 
amount of service sold with the 
lube. 

These go to Matthews daily. 
Sometimes a card will be accom- 
panied by a repair order for as 
much as $100. And if a few come 
through without any repair or- 
ders, Matthews wants to know 
why. 

If a customer hasn't been in at 
the end of six months, he is sent 
a personal, individually-typed form 
letter over Matthews signature. The 
letter requests the customer to let 


Matthews know, by means of an| 


enclosed card, whether he is still 
driving the same car, if past service 
has been satisfactory, and, if not, 
what the customer's grievances are. 








If a customer service card is still 
in the file at the end of a year and 
he hasn’t been in the shop in that 
time, then the card is destroyed. 

+ * + 


Thank-You Notes Sent 


VERY new service customer and 
every customer who spends 
over $25, gets a personal thank you 
letter from Matthews. 
The only form of advertising the 
firm uses to promote its service 


Aid 









Substandard Brake Fluids 


Called Peril in Modern Car 


NEW YORK.—One of the most, 
serious threats to motoring safety | 
is the sale of substandard brake 
fluids for use in modern autos, ac- 
cording to the Society of Automo- 
tive Engineers’ Brake Fluid Com- 
mittee. 


Only 13 states have outlawed 
the sale of substandard fluids, a 
committee spokesman said, while 
several others are considering 
regulation. 


Fluids that once were satisfactory 
no longer are safe due to changes 
in auto design, the spokesman 
added. 

More powerful cars equipped 
with solid wheel disks, automatic 
transmissions and other heat- 
generating or heat-confining design 
features can raise brake-fluid tem- 
peratures above the boiling point 
of all but heavy-duty brake fluids, 
he continued. 

When the fluids boil, the hy- 
draulic system fails. Vapor in the 
hydraulic system acts as a cush- 
ion, preventing transmission of 
pressure from the driver’s foot to 
the brake shoe and causing the 
brakes to fail. 7 

In 1957 the SAE withdrew its 
specification for “moderate-duty” 
brake fluids because they were 
found to be dangerous for newer 
and more powerful cars. 

The SAE specification for 
moderate-duty fluids set the mini- 
mum boiling point at 235 degrees. 
But a series of road tests showed 
that a 1957 car weighing 4,000 











business is direct mail. Matthews and 
believes this is the only effective ure 
way to sell service. Fi 

Package service specials are cons 
offered every other month in men 
direct mailings to customers. In 

the spring, these are tied in with 

vacation and travel, in the fall T’ 

with a winter maintenance pro- char 

Their effectiveness, Matthews cast 
says, is demonstrated by the fact cise 

that scores of customers who have Ww 
been inadvertently skipped in the 
mailings have called to find out ate, 
what the current special offers. we 

x * x into 

Aves two service departments A 
employ a total of 14 body men at 

and painters, 20 mechanics, four sor 
lube men, five wash and polish men, ple 
| two service managers, one assistant, me 
|three order writers, one estimator, me 
j}and one shop foreman. That kind an 
of a payroll makes Matthews labor It 
conscious, So he’s a firm believer in taxe 
power tools. cut 

The company furnishes all are 

power tools used by the men ex- 
| cept power wrenches, It requires H 
| the men to buy their own 
| wrenches and hand tools. It uses dea! 

no hoists, however, because both M 
| service buildings are old and Mat- pre 
| thews believes their installation ma} 

would not be economical or prac- fore 

tical. bilit 
| The firm’s last shop equipment duc 
| purchase was a new welder bought the 
for $387 last fall as a replacement. cen 
i . * * 
oi cen 
|Calls Find Prospects 
i} ATTHEWS makes no attempt ms 
to keep figures on the number im 
of new cars sold to service cus- us 
| tomers. But he says the firm picks s 
up a “tremendous” number of pros- elec 
pects, especially on the 90-day serv- for 
| ice check calls. shi 

That helps convince Matthews por 

he chose the right course in E 

heading the service department. ba 

His own satisfaction in creating _ 

hundreds of happy and satisfied ins! 

customers is the clincher. ri 
| “All new cars are alike,” he adds, ‘es 
|“but all service isn't. Service is a aoa 
confidence game. It has to be put 195 
on a personal basis. 

“Your customers keep coming F 
|back to you because they have I 
|confidence in you, your service 
| manager, your mechanic, your work = 
}and your product.” se 

oth 
es 
of 
m 
pe 
uj 
pounds, stopped repeatedly at high - 
speeds, can generate a brake-fluid in 
temperature of 250 degrees or th 
greater, the spokesman said. ( 

As a result, he added, the mini- ual 
mum boiling point now consid- or 
ered safe is 300 degrees and only cor 
the SAE 70-R-1 specification asi 
heavy-duty fluid meets this re- tut 
quirement. y 

He said one major auto manu- no 
facturer now is using an all new ex: 
brake fluid designed for extra He 
heavy-duty braking and heat resist- ex: 
ance, The fluid has a minimum an 
boiling point of 390 degrees. 

Another danger to motoring Lr 
safety, he added, occurs when a 
service man puts a small amount po 
of a substandard fluid into a sys- ere 
tem, lowering the boiling point of mé 
the entire system. Only a small at 
quantity can lower the boiling ( 
point of heavy-duty fluid as much thi 
as 80 degrees, he said. the 

States which prohibit the sale of fr 
all but heavy-duty brake fluid are oe 
Minnesota, New Jersey, Tennessee, 
California, North and South Caro- on 
lina, Arkansas, Texas, Oklahoma, 
Mississippi, Georgia, Pennsylvania B 
and Virginia. - 

sf 

Gunn-Betts Still Growing k 

SAN ANTONIO.—Work is near- | 
ing completion on expanded service m 
facilities for Gunn-Betts Oldsmo- au 
bile, Inc., here. This is the third by 
expansion for Gunn-EBetts since ra 
1955. us 
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Aids for Dealers Seen... 
ee 


Tax-Relief Changes 


Near Final 


(Continued from Page 1) 


and House versions of the meas- 
ures. 

Final passage of the measures 
considered likely before adjourn- 


cost of the steel increase on a 
“per-car” basis is difficult to ob- 
tain, the cost of steel going into 
the “typical” car made in the 
Detroit area has probably gone 
up about $5. 

If all of the steel for the “typical” 
|car were bought in markets which | 
|}do not have the $2-a-ton Detroit} 
| differential, the cost of the steel is| 

up about $9 per car. 
| + * ak 
| EANWHILE, the Commerce | 
Department reported the in- 
| ventory liquidation, which has been 
a cause and effect of the recession, 


Passage 


summer is an increase of $2.50 a 
ton. 





* * * 


N HOT-ROLLED sheet, another 


AUTOMOTIVE NEWS, AUGUST 18, 1958 


reported that 1958 crop production 
will set a record, The total amounts 
to 113 percent of the 1947-49 aver- 
age, compared to the previous rec-| 
ords of 106 percent in 1957, 1956| 
and 1948, 

As result of the heavy market- 
ings of farm products, prices paid 


“did you say 
lanolized”? 





67 


on the nation’s markets have 
been easing off. Livestock prices 
are well below this year’s highs. 

The July report on the labor 
force showed that employment in- 
creased, but less than the normal 


| amount for the month. Unemploy- 


ment was off, but at less than the 
normal rate. 


“no, I said ANODIZED! 


ment, which may come this week. widely used form of steel, the 
i price was first cut $2 a ton, then 

Is ; 
E legislation is broken down| increased $3.50 a ton, for a net in- 


tapered off to the rate of $400 mil- 
lion a month in June. Inventories 
were being cut between $700 mil- 
lion and $800 million a month from 
January through May. 


into a long list of technical| Crease of $1.50 a ton. 
changes in the tax code, a bill 
aimed specifically at relief for small 
business and a revision of the > 
cise levy schedule. 

While moving through the Sen-| 
ate, the technical changes and the| 
small-business relief were combined | 
into one piece of legislation. 

All of the tax proposals contain | 
a total of more than 200 changes, 
some of them affecting few peo- | 
ple. There was a considerable 
measure of difference between the 
measures passed in the House 
and those approved in the Senate. 

It has been estimated that the 
taxes of small businesses would be 
cut by $250 million, if the measures 
are approved. 
. > * 
reo of the proposed 
changes that would benefit auto 
dealers are: 

Money which is invested in de- 
preciable property or inventories 
may be deducted from income be- 
fore computing the income-tax lia- 
bility, if the dealer desires. The de- 
duction is limited to 50 percent of 
the first $10,000 so invested, 30 per- 
cent of the next $10,000 and 20 per- 
cent of the next $10,000. 

Fast depreciation schedules 
may be set up to write off the 
investment of up to $50,000 in 
used equipment in any one year. 
Small, qualified corporations may 

elect to be taxed as partnerships 
for four-year periods and partner- 
ships may elect to be taxed as cor- 
porations for the same term. 

Business losses may be carried 
back three, rather than two, years 
to offset profit in those years. For 
instance, a 1958 loss could be car- 
ried back against a 1955 profit, put- 
ting the business in line for a re- 
bate on income taxes paid on the 
1955 profit. 


F AN investment made in a small 

business becomes a loss, the loss 
can be deducted from all other in- 
come. The loss can now be deducted 
only from capital gains and certain 
other income. 

If more than 50 percent of an 
estate consists of capital assets 
of a small business (excluding 
money), the estate tax may be 
paid off in instaliments running 
up to 10 years. In cases of hard- 
ship, the term may be extended 
for another 10 years, A 6 percent 
interest charge would be made on 
the deferred payments. 

Qualified, self-employed individ- 
uals may deduct the lesser of $1,000 
or 10 percent of adjusted gross in- 
come, if the money has been set 
aside with a bank or similar insti- 
tution to provide for retirement. 

The excise-tax revision contains 
no provision for reducing the chief 


excises on automotive products.| 


However, a large number of other 


excises would be adjusted upward | 


and downward. 
. ~ * 

I OTHER news affecting the 

auto industry last week, it was 
Pointed out that the steel-price in- 
crease that has to be met by auto 
manufacturers was not as steep as 
at first reported. 

On June 10, the steel industry cut 
the price of all products sold in 
the Detroit area by $2 a ton. Some 


firms made the reduction by an| 


outright price drop, others began 
absorbing part of the freight bill 
on steel shipped to the Detroit area. 
That $2 reduction absorbed a 
good part of steel increases which 
were announced at the beginning 
of this month. It applies only to 
a bought in the Detroit mar- 
et. 


On cold-rolled sheet steel, the 
most widely used form of steel in 
auto production, the price was cut 
by $2 a ton on June 10 and then 
raised by $4.50 a ton in early Aug- 
ust. The net change during the 


‘Taunus Debuts on Coast; 


While a sound estimate on the | The Department of Agriculture 


M-E-L to Add Import Deals 


(Continued from Page 2) 





Everett, Wash.; E. L. Strop, Inc.,| president in 1955. M. J. Harris, 50, 

157 E. Garvey Blvd., El Monte,| 

Calif.; William G. Vey & Sons, 636| company in 1943 at the Lynch Road 

Washington St., Hackettstown, N.| plant in Detroit. 

J.; Platt Motors, 301 Park St., Jack-| ee 

sonville, Fla.; Ben Lindenbusch, | Volvo 

3300 S. Kingshighway Blvd., St.| MAREE Swedish-built Volvo| 

ne Bey oer el family sedans finished first, sec- 

Capece Motor Sales “Inc.. 10 Wy | ond and fourth in the under-1,600 

Main St. St Johnsville NY “lee class in a recent 12-mile Pike’s 
eee Jf aged, Peak hill climb near Colorado 

Stevens Buick Corp., 645 N. Mac- Springs, Colo 

Queston Parkway, Mt. Vernon,); ty § Auto Club officials an-| 

N. Y.; Grindle Motor Co., 116 S.| nounced after the test that they | 

Grove Ave., Elgin, Ill.; Park Motor! pian to include a continental-tour- 

Car Co., 500 Campbell St., Williams-| ing (imported sedans under 1,600 

port, Pa.; Klinger Bros. Corp., Lex-| ce) class in all future USAC events. 

ington Ave. at 79th St.. New York;| The three Volvos were unmodi- 

Steiker Industries, 595 Union Blvd.,| feq stock cars. Bill Ruttan, Essex, 


Paterson, N. J. — |Conn., led the Volvo team to its 
|class victory and placed eighth 
Simca | overall in the sports-car section. 





vss six executives named by| 
Chrysler Corp. to head up the) 
new Simca sales organization have | 
a total of 35 years of service with | 
the company. | 

David R. Crandall, 45, who was 
appointed Simca sales director in 


SERVICE | 





D. R. Crandall 


the U. S., joined the corporation in 
1955 as Central zone manager for 
DeSoto in Cincinnati. Prior to his 
new appointment he was director 
of the marketing staff for the firm’s 
general sales office. | 
A. R. Marzelli, 47, Eastern area 
manager, has been with the firm 
since 1956. He had been on the 


E. L. Joseph 





alae AOR e 





J. H. Washington A. R. Marzelli 


staff of the Eastern area sales 
director in New York City. 

E. L. Joseph, 42, Central area 
manager, started with Dodge in 
1949 as New Orleans district man- 
ager. J. H. Washington, 43, Mid- 
west area manager, joined the 


It gives most return for the 


needed . . . NO equipment 
work, 








he 


A. W. Rowbottom 


Chrysler division in 1955 as Phila- 
| delphia district manager. 

A. W. Rowbottom, 39, Southern 
area manager, has been with the 
firm three years, starting on the 
staff of the Dodge sales vice- 


M. J. Harris 


ae 


Western area manager, joined the | 


TODAY'S PROFITS ARE! 


Recently, a successful Eastern dealer reported a 38% 
increase in his service volume after only three months 
with the WOLF PLAN of Service Merchandising. - 


In the past 25-years, Wolf Plan dealers have consistently 
reported service volume increases as high as 200% in 
depressions, wars and good times. The Wolf Plan is the 
proven way to stimulate sagging service sales through 
effective customer cultivation and merchandising. 


You, too, can enjoy increased service volume. because 
the Wolf Plan works for any make or size of dealership. 


there is NO oil or grease to sell... 


Get complete details on how the WOLF PLAN will make 
more service volume and profit for your dealership! 





JOHN E.WOoOLF 


COMPANY 
SERVING AUTHORIZED DEALERS EXCLUSIVELY FOR OVER 25 YEARS 


It’s a slick trick for your sales book, though, to know 
this word and what it means... tough, strong auto- 
motive trim that doesn’t pit, peel or corrode. Cus- 
tomers cotton to anodized trim of Alcoa® Aluminum. 


It’s nationally advertised. 


ALCOA ALUMINUM...FOR GLEAM AND GO! 
















S WHERE 


THE WOLF PLAN ~ 


ET THE MOST 


IN SERVICE PROFITS! 


least investment because .. . 
NO extra employees 
to buy to make the Wolf Plan 


oy Vad 





WIRE 






ALUMINUM 


semen Comreny oF awemes 


THE WOLF PLAN 
GIVES YOU 


EFFECTIVE 
CUSTOMER 
CULTIVATION 


THROUGH 
%* MAILINGS with a 
person-to-person appeal! 
%& MERCHANDISING 
WITH TRIED-AND-PROVEN 
SALES TOOLS THAT WORK! 
%& MANAGEMENT 
AIDS TO MAKE YOUR JOB 


EASIER . . . YOUR DEALER- 
SHIP MORE EFFICIENT. 





OR WRITE TODAY 





HOME STATE LIFE BUILDING 
! 
OKLAHOMA CITY 2, OKLAHOMA 





Not Including Imports. . 
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Curtice Says ’59 Sales 
Could Hit 5% Million 


(Continued from Page 1) 


1953. Only Alfred P. Sloan jr.| 
(1923-37) and Charles E, Wilson) 
(1941-53) have served longer terms 
as president. 

Curtice based his auto-come- 
back statements on statistics that 
show the nation has passed the 
bottom of the recession. 

He pointed to rises in industrial 
production, employment, housing 
starts, personal income, defense 
spending and other Federal, state 
and local government projects. 

“All of these factors,” he said, “as 
well as other indices, are evidence 
of an improvement in consumer 
and business confidence. This 
should have an effect on the auto- 
mobile industry, which has been 


sell 


WITH THE 


one of the hardest hit of any in 
this recession. 
oF 


* * 
“PPARRING labor difficulties, I 
anticipate a marked increase 
in the level of automobile produc- 
tion with the start of the 1959 


| model year. And because so many 


other industries are dependent on 
our industry, the result should be 
a chain reaction throughout the 
whole economy.” 

He continued: “I should expect 
a further increase in the gross 
national product in the fourth 
quarter and that this improve- 
ment would gather momentum 
throughout 1959. 

“If this appraisal of the near- 
term picture is correct, it is not 
unreasonable to expect that the au- 
tomobile industry will produce and 


sell in the area of 5.5 million pas- 
senger cars in the domestic market 
during 1959.” 

* * * 
I OOKING to the future, Curtice 

4 spoke of expected rises in popu- 
lation, employment and two-car 
families. 

“By 1965,” he said, “it is reason- 
able to assume that the demand for 
new passenger cars will be in the 
area of eight million units an- 
nually. 

“One word of caution. The ad- 
vance that I foresee is not auto- 
matic, There is no such thing as 
guaranteed annual progress. To 
achieve these gains by 1965 will 
require a cooperative effort, with 
all elements of our society work- 
ing for the common good.” 

In his remarks, Curtice defended 
the annual model change which he 
called a most important factor in 
the progress of the auto industry 
and of GM. 

od +. = 
~~ annual model change, while 
greatly misunderstood, is what 
distinguishes us from the people of 
other countries,” he said. 


“It represents our desire for prog- 
ress. It is my considered opinion 


20% of Vehicles Fail 


Colorado Road Checks 


DENVER.—More than one car 
out of every five checked by the 
State patrol at 315 roadblocks 
set up since the first of the year 
were found to be in violation of 
State laws, according to Chief 
Gilbert Carrel. . 

In all, 21,537 vehicles were 
checked and 4,540 were found to 
be in violation, many with two 
or more faults. The most prev- 
alent equipment violation was de- 
fective lights, found in 2,940 
cases. Unsafe brakes numbered 
449, and 610 operators did not 
have their registration certificates 
in the vehicle. 


that the annual model change has 
been the most important single fac- 
tor responsible for the growth and 
vitality of our industry. 

“It has made possible an annual 
volume of sales that never could 
have been achieved had cars re- 
mained in the hands of their ini- 
tial owners during the period of 
their useful life.” 


Also, he said, it has made avail- 


able a sufficient number of used | 
| cars to bring individual transporta- | 


| tion within the reach of everyone. 


“Our founders had the vision to 
|comprehend the vast potentialities 
| of the automobile business at a time 
| when many persons were thinking 
only of a luxury product for a lim- 
ited market,” Curtice declared. 
| * > * 


_— progress of General Motors 
can be directly attributed to 
the realization of its founders that 
| their product would come to be de- 
sired by millions of people. This 


thought underlay their planning for | 


| the future.” 


Luncheon guests also heard from 
| Dr. Harlan H. Hatcher, president 
| of the University of Michigan. Later 
they attended the dedication of the 
Flint Municipal Center and the 
Durant Plaza (named for William 
|C. Durant, founder of GM) in 
| Flint’s new community college. 


Speakers at the dedications in- 


— 


cluded C. S. Mott, Flint philan- 
thropist, auto pioneer and GM di- 
rector, and Robert Moses, famed 
public planner who is New York 
City park commissioner. 

Capping the festivities was a 
giant evening parade which fea- 
tured top entertainment personal- 
ities and included 2,000 participants, 
50 marching units and 30 colorful 
floats. 


Kansas Is Asked 
To Cancel License 


Of Finance Firm 


TOPEKA, Kans.—Revocation of 
the license of Consumer Finance 
Co., Topeka, has been recommended 
by Attorney General John Ander- 
son, who charged the company 
with illegal loan practices. 


Anderson said in a letter to Leo 
Snyder, State consumer loan com- 
missioner, recommending the li- 
cense revocation, that the loan 
company brings numerous garnish- 
ment actions to collect delinquent 
accounts. These actions, the letter 
said, frequently are dimissed when 
payments are resumed or through 
a refinancing deal with the bor- 
| rower. 

Anderson said the borrower then 
|is forced to pay the attorney's fees 
and court costs for these actions 
when he refinances or pays off his 
account in full. 
| “In the case of refinancing,” An- 
derson said, “the borrower is in 
| fact charged interest on the 
| amount included for attorneys’ fees 
and court costs.” He said this vio- 
lated the Kansas statutes. 

The commissioner of consumer 
loans may suspend the State li- 
censes of loan and finance compa- 
| nies when the interest charged ex- 
ceeds the State limit. 


Ground Broken for Plant 


OWENSBORO, Ky. Ground 
has been broken at Owensboro for 
the new organic chemicals and 
battery separator plant of Dewey 
| & Almy Chemical Co., division of 
|W. R. Grace & Co. 





Senate Probers Investigate 
Insurance, Then Quit 


(Continued from Page 3) 


GUARANTY PROGRAM... 


Valvoline provides promotion and 


he then “loses control of the mat- 
ter, it gets into the hands of the 
court, and somebody else will have 
to do it.” 

Monroney asked whether there 
has been any revocation prosecu- 
tions or fines assessed against 
overcharging insurance firms. The 
witness replied no, not to his 
knowledge. 

In Michigan, Navarre said, he is 
limited to a fine of $100, adding: 

“You can see how obviously in- 
adequate that might be. If I did a 


thing like that, I would be charged | 


with all kinds of laxness in my 

position and attitude in connection 

with a matter of this magnitude.” 
* > > 


Refunding Continues 
T ANY rate, Navarre stated, the 
refunding program is still going 


terest rate ceilings, where mer- 
chants resort to the insurance de- 
vice to make up the difference be- 
tween what they can charge in 
interest and what they need to stay 
in business. 


“I certainly should not mention 
the names of the states,” he said, 
but the problem is that they do 
not have adequate financing laws. 
And not having adequate finan- 
cing laws, these merchants try to 
find some other way to build that 
interest rate up.” 


In the course of the day’s quiz- 
zing, there were some sharp pas- 
sages between Chairman Monroney, 
| Counsel Busby and some of the in- 
surance witnesses. 


| Following Commissioner Navar- 
| re’s testimony, the hearings were 


on and it’s a “gratuitous assump- | @djourned at 5:45 p.m.—late in the 
tion” at this stage to conclude that | day, and late in the second session 
insurance departments will not take | of the 85th Congress — subject to 


Every new car customer will appreci- 
ate a Valvoline Guaranty ...atno merchandising aids to attract car 
buyers into your showroom. Write 
TODAY for the Brochure that will help 


you SELL MORE NEW CARS. 


additional cost to them or you! This 
guaranty can be the deciding factor 


in closing a new car sale. 


Never has a program covered so much with 
such a small amount of effort or detail. 


ALVOLINE 


OilL COMPANY 


FREEDOM, PA. 


Division of 


Ashland Oil & Refining Company 


any action against the insurance 
firms, civil or criminal. 

Monroney inquired of the witness 
whether insurance commissioners 
have looked into reports that life 
insurance rates are being packed 
at double or more the normal price 
in package deals on auto financing. 

Navarre said a “great deal is 
being done.” In Michigan, and 
most states, he said, a policy 
can’t be sold if the rates are not 
commensurate with the benefits 
provided. 

He added that NAIC is working 
toward further protection of the 
public against “exorbitant rates for 
this class of business.” 

Navarre said insurance “loading” 
in the financed transaction is a 
problem “that goes much deeper 
than insurance and relates to the 
whole concept of financing.” 

+ * * 


Used to Boost Income 


S UCH packs, he continued, are 
most common in states with in- 


further call, “if necessary.” 


A committee report probably will 
follow some time later. 


eee Elected 
In San Diego 


SAN DIEGO. — Robert C. Bauer, 
Bob Bauer Motors (DeSoto-Plym- 
outh), San Diego, has been elected 
president of the Motor Car Dealers 
Assn. of San Diego County. 

Other officers are George W. 
Peck, Peck Buick Co. vice- 
president, and Warren L. Swink, 
Bay Shore Motors (Ford), treasurer, 
both of San Diego. 

Directors are Mark Hanna 
(Chrysler-Plymouth) and Ivor De- 
Kirby (Ford), both of San Diego; 
Earl R. Severin sr. (Pontiac), Na- 
tional City, and Clarke Hatch 
(Chevrolet), El Cajon. Lawrence A. 
Smith is manager of the association. 








an- 
di- 
ed 
rk 


iS a 


fea- 
nal. 
nts, 
rful 


of 
nee 
ded 
ler- 
any 


o>m- 

li- 
oan 
ish- 
ent 
tter 
hen 
ugh 
or- 


hen 


ons 
his 


An- 

in 
the 
ees 
vio- 


ner 

li- 
pa- 
ex- 


ind 
for 
ind 
yey 

of 


er- 
de- 


ar- 


rill 


er, 
m- 


ers 
ce- 
nk, 


er, 


na 


gO; 
Va- 
tch 





It Was Full of Surprises, Too... 


Safety Check Boosts Business 


WASHINGTON. —A motorist in 
Coffeyville, Kans. was surprised 
and grateful when a mechanic dis- 
covered that the rear lights on his 
car never had been connected. The 
driver had been driving the car 

ht years. 

a mochente in Grand Forks, N. 

D., was the surprised party when 
he learned that the driver of a 
ear he was checking carried part 
of the headlight-dimmer switch in 
the ash tray. 

The 1958 National Vehicle Safety 
Check uncovered many such oddi- 
ties, according to M. R. Darlington 
jr. managing director of the Inter- 
Industry Highway Safety Com- 
mittee. 

It also uncovered new business 
for thousands of cooperating dealers 
in the automotive and allied indus- 
tries, he said. 

As in past years, the Safety Check 


Saving Splurge 
Is Tapering Off 


Rate of Deposits 
Now About Normal 


DETROIT. — The saving splurge 
which marked the recession has 
ended, Federal Reserve reports on 
major banks indicate. 

Early in 1958 when the reces- 
sion was in full swing, business- 
men and economists viewed with 
alarm the fact that consumers 
were increasing their savings de- 
posits at a near-record rate. 

Much of the money that was go- 
ing into the bank accounts would 





normally be spent, they said. Peo-| 
ple were increasing their savings) 


because of fear of the recession and, 
thereby, making the recession that 
much worse. 

Federal Reserve reports show 
that savings deposits at major 
banks were increased by $139 mil- 
lion in the five weeks ended July 
30. This can be viewed as a more 
or less normal increase in savings 
accounts. 

In the five-week period, the sav- 
ings total went up by .1 or .2 per- 
cent in four weeks and decreased 
by .2 percent in the other week. 
The decrease was one of only two 


week-to-week drops in the first 30) 


weeks of this year. 

Compared with the $139-million 
rise in savings deposits in five 
weeks ended July 30, the total 
was increased by $773 million in 
the first five weeks of this year. 


when savings accounts at major 
banks went up $1,149 million. The 
next five-week period saw the total 
increased by $774 million. 


The saving pace began to ease) 
just slightly in the next five-week | 


period, ended May 21, when $596 
million was added. In the next five- 
week period, ended June 25, the in- 
crease went up slightly to $625 mil- 
lion before falling sharply to the 
$139 million for the most recent 
period reported. 

Some fall in the rate of saving 
might be expected in midsummer 
as the vacation season reaches its 
peak and seasonal layoffs hit some 
workers. 

This year’s midsummer slump in 
saving has been almost twice as 
Sharp as the drop in saving in the 
middle of last summer, the bank re- 
Ports show. 

—KeEnwnetuH C. Kewiey Jr. 


Rental Discount 
Offered by Avis 


DETROIT.—Frederic C. Dumaine 
ir, president of Avis Rent-A-Car 
System, Inc., has announced a new 
Avis “corporate plan” that will pro- 
vide special discounts and simpli- 
fied accounting procedures for par- 
ticipating firms, effective Sept. 1. 

Three basic features of the new 
Plan are: 

A discount on time and mileage 
charges, given at the time of rental; 
automatic additional discounts 
when rentals exceed certain 
amounts, and central billing fea- 
turing only one invoice each month. 








| our information, one retailer racked 


| flers, lights, windshield wipers and 
|other items to motorists who failed | 


|just the first day after the check 
The saving splurge hit its peak |? - y 7 - 
in the second five weeks of the year | 





was conducted in May and June in 
the 34 states which do not have 
motor-vehicle inspection laws. This 
year, more than three milljon cars 
were checked in 2,065 participating 
communities. Both figures were 
records. 

As in 1957, this year’s program 
showed that one out of every five 
vehicles checked needed immediate 
service attention to one or more 
parts affecting safe driving condi- 
tion, Darlington said. 

Ten items were inspected dur- 
ing the program. They were front 
and rear lights, brakes, exhaust 
system, tires, steering, windshield 
wiper, glass, horn and rear-view 
mirror. 

“For new-car dealers, tire dealers, 
service station operators and garage 
owners there was ample evidence of 
the importance of the Safety Check 
to their business,” Darlington said. 

“The program proved itself at the 


dealers to check cars, and motorists 


check lanes. Mechanics loaned 4 


| who brought vehicles in for the free 


10-point check came face-to-face | 
with dramatic proof of the need to 
keep cars in safe driving condition.” 

For example, a motorist in Seattle, 
wrote a letter of appreciation to} 
the Safety Check chairman after 
having his vehicle checked. 

He said, “The examiner happened 
to remark that my emergency brake 
showed signs of needing adjustment 
... Iran my car in to the garage 
which takes care of it, and upon 
examination, discovered my rear 


| brakes were weak. The lining was 


worn and the drums were being 
scored, necessitating turning the 
drums and relining. 

“If it had not been for the 
Safety Check and the comment 
made by the mechanic, much 
greater damage would have re- 
sulted.” 

A report from San Francisco 
Safety Check leaders highlighted 
the business opportunities in the 
program: “Service stations, tire 
dealers, automobile dealers, muf- 
fler repair shops and garages in the 
area reported increased business be- 
cause of motorists coming in for 
car repairs. 

“In one instance, the driver re- 
turned for a recheck after buying 
three new tires, and another pur- 
chased four new tires so he could) 
obtain the ‘Circle of Safety’ wind- 
shield sticker.” 

In Lima, O., newspaper columnist 
Joe Conner wrote: “According to| 


up more than $400 in sales of muf- 


to pass the check. And that was 


started!” 

Automotive businessmen were a 
backbone of support in helping set 
up and man street check lanes dur- 
ing these community programs, 
Darlington said. They also offered 
Safety Checks in their own service 
departments both to support com- 
munity efforts and to make the 
Safety Check available to motorists 
in areas that did not conduct an 
on-the-street program. 

“Both dealers and communities 
found proof of the simple formula 
that makes the Safety Check a 
success,” Darlington continued. 

“The drive makes its impact be- 
cause motorists recognize and ac- 
cept the need for keeping vehicles 
in safe driving condition. 

“It is an ‘action’ program that 
requires each driver participating 
to do something. Because of its 
simplicity and the element of indi- 
vidual participation, the Safety 
Check has grown from a one-city 
experiment in 1954 to a high of 
2,065 participating communities this 
year.” 

The 1958 campaign pointed up the 
fact that most drivers are not 
aware of the condition of their ve- 
hicles. The chairman of the Safety 
Check conducted in St. Louis wrote 
the following report to the mayor: 

“You must realize that the owner 
of every car going through the lane 
felt that his car had a better than 
average chance of passing, and we 
did not see any of the ‘clunker’ 
type of motor vehicle. 

“Yet, the starting statistics of 
failure, particularly in the brakes 
and steering mechanism, in the 
lights and other parts of the 10 

check points graphically displayed 
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that the average motorist is not 
aware of the lack of safety in his 
own motor vehicle.” 


Several communities reported 
drivers who didn’t know where 
the hand brake was located. 

Darlington concluded: “For every 
driver alerted in 1958 to the danger 
to himself and his family from driv- 
ing with unsafe tires, a leaky ex- 
haust system or neglected brakes, 
the Safety Check made a friend for 
those who sell, service or repair 
automobiles. 

“Every motorist convinced of the 
importance of operating a vehicle 
in safe driving condition becomes a 
more regular automotive customer. 
If the growing interest in the an- 
nual Safety Check continues, a 
larger and more effective program 
can be held in 1959. Plan now to 
help vehicle owners improve the 
safe driving condition of their ve- 
hicle.” 





Tonkin Adds Edsel 


Tonkin Motors (Mercury), 
become the new Edsel dealer 
Portland, Ore. 


has 
in 


| Texas Bound— 


| trial tractors took off from Dearborn for 
| Texas and Stewart Co., Ford tractor dis- 


| departure the 34-car special train was 





S-P Zone Office 
And Parts Depot 
Closed at Buffalo 


BUFFALO. N. Y.—In an appar- 
ent economy move Studebaker- 
Packard has closed its big parts 
depot at 3901 Union Rd., Cheekto- 
waga, and its Buffalo zone sales 
office at 1274 Main St. 


The Buffalo zone parts depot and 
zone sales office have been consoli- 
dated with the Pittsburgh facilities, 
as has the Cleveland parts depot. 

Fay L. Strong, who had been Buf- 
falo zone sales manager, now is city 
sales manager for S-P, working 
from his home. His territory covers 
Buffalo and Erie county and Roch- 
ester and Monroe county. Strong 
said the Pittsburgh depot provides 
overnight delivery to this area. 

Nelson W. Barrett, who heads a 
group that owns the former Cheek- 
towaga parts depot, said he expects 
to sign a contract soon for sale of 
the facility. 


checked by Merritt D. Hill, seated on trac- Police Order for Davis 

tor, general manager of the Ford Tractor) AZUSA, Calif—The Azusa City 
& Implement division, and Ralph E. Hunt,| Council has approved the purchase 
division general manufacturing manager.| of five new police patrol cars from 
It was the largest single shipment of Ford| Davis Ford, Covina, Calif. The net 
tractors. ‘cost is $6,400, plus tradeins. 





This trainload of 255 farm and indus- 


tributor in Dallas and San Antonio. Before 








Eprror’s Notre: This is another 
in a series on dealers who have 
expanded or opened suburban 
points. Next week: Stark Hickey 
East, East Detroit, Mich. 

= > > 


RIMMING with confidence in 

the growing Southwest are two 
dealers who have recently opened 
new locations—C. S. Hamilton 
Motor Co. (Chrysler-Plymouth), 
Dallas, and Courtesy Chevrolet, 
Phoenix, Ariz. 

Hamilton not only opened a $100,- 
000 branch in suburban Richardson, 
Tex., but also expanded his down- 
town plant by moving into a build- 
ing 50 percent larger than present 
facilities and more accessible. 

Courtesy Chevrolet attributes its 

move to a new Camelback Rd. 
site as a reward for its achieving 
new sales heights. Courtesy has 


Obituaries 


| and surreys before the turn of the century) A NY complaints received come to 
|} and autos from the early 1900s to 1919. | 


Ashcraft Dies; Headed 


L. A. Group Last Year 
LOS ANGELES. — Daniel Rich- 

ard Ashcraft, partner in Beverly 

Hills Ford Co. and San Marino 


| Motors, died Aug. 12 after a year-| 


long illness. 

Pallbearers at funeral services 
Friday included directors of the 
Los Angeles Motor Car Dealers 


| Assn., of which Mr. Ashcraft was 


immediate past president and di- 


rector, 
- 


> > 

Albert J. Wettlaufer, 58, 
Engineering Executive 

DETROIT.—Albert J, Wettlaufer, 
sales vice-president for Wettlaufer 
Engineering Corp., died Aug. 9. He 
was 58. 

A native of Saginaw, Mich., Mr. 


Wettlaufer came to Detroit 37 years | ene 
ago and spent 25 years with Briggs | 


Mfg. Co., rising to general sales 
manager. He joined Wettlaufer En- 
gineering in 1945. 

= € 


* 
W. C. Rose 
COOPERHILL, Tenn.—W. C. (Bill) 
Rose, owner and operator of Cooperhill 
Motor Co. and prominent for a number of 
years in Polk county politics, died unex- 

pectedly at his home Aug. 9. 
- * * 
Jack Vaughn 
FORREST CITY, Ark.—Jack Vaughn, 
58, owner and operator of Vaughn Motor 
Co, (Chrysler-Plymouth), died July 31. 
* * 


Crawley F.. Joyner Jr. 

RICHMOND, Va.—Crawley F. Joyner jr., 
61, former commissioner of motor vehicles 
for Virginia, died Aug. 4. He had been 
with the division of motor vehicles more 
than 30 years and for a time operated an 
automobile agency here. He was first ap- 
pointed commissioner in 1942 and served 
several terms. 

* * 


* 
Charles A. Eisenhardt Sr. 
CINCINNATI. — Charles. A. Eisenhardt 
sr., who built carriages, surreys, automo- 


biles and personalized limousines during a 


lifetime in the transportation business, died 
Aug. 5. He was 82. His 
67-year partnership with Emil E. Hess 
They headed Hess & Hisenhardt Mfg. Co 


| sporting goods businesses. 


death ended a 


Two Southwest Dealers Expand 


become Arizona’s largest volume | hills and valleys. There are good 
new-car dealer just 2% years | years and bad years. But bad years 
after opening for business. have always been followed by good 
Hamilton’s two expansion moves| years, and this is the reason we 
represent an investment of more/do not hesitate to expand and pre- 
than $200,000, which President Clif-| pare for future business. 
ton Dennard says “is just $200,000 “We feel very confident of an 
worth of confidence in the automo-| upturn in the automobile bus- 
bile business and the future.” | iness. We do not take the short- 


hg ie | term look: our planning is done 
D ENNARD explains his con-| on a long term basis.” 
fidence like this: “In the 35| The rock on which the C. S. 


years I've been in the automobile | tyamiiton Co. is built is service. 
business, it has never run On 8M/Dennard says that “the new-car 
even keel. The business goes over|.,}¢s department is no stronger 

Seine than the service department. Last 


Two Dealers Sell to City | month our service absorption was 


KLA CITY 100 percent.” 
oon mend a has tape er) Dennard thinks that the secret 
a contract by the City for 81 autos.| to his successful service business is 
Fifty-five pickup trucks were pur-| the thorough follow-up on com- 
chased from Morris Chevrolet Co.|Plaints. It works like this: 

An inquiry card is mailed to each 
customer immediately after his car 
is delivered. The card asks if there 
is any complaint on the work or 
the treatment the customer re- 
| ceived. 


- . om F . Le Dennard’s desk. He then files a 
nee then, rm as Pp uce ambu- j 
lances, hearses and special bodies for high-| note of it, gives the complaint to 
priced autos, Their limousine customers in-| the service manager, who passes 
cluded President Eisenhower, FBI Director | jt to the service salesman involved, 
Sau ee toover and the late King Ibn) +, adjust. If the salesman cannot 
ud, o ud Arabia. : 
om ©o | adjust it satisfactorily with the 
Warren Charlies Adams customer, the service manager ad- 
SPANISH FORK, Utah.—Warren Charlies justs it. If the service manager 
Adams, 75, co-owner of the city’s first’ cannot adjust it, this becomes Den- 
Ford dealership, died Aug. 3. He headed nard’s job. 


he Forc lershi h ly d f the 
sonaeae aa — cee gusuueieee ef| This practice for the last 10 years 
a Chevrolet deal. Mr. Adams also had has built a profitable service bus- 
been active in the livestock, steel and iness and repeat sales of new cars. 
Sta ett Se Senha ete 
Fred J. Yarger 7s 
FREMONT, 0.—Fred J. Yarger, 88, pio-| bright as the Sun,” states Ed 
neer auto dealer and operator of en Fitzgerald, general manager. 
first tire-vuleanizing business, died Aug. - 
inort Myers, Flat, where he hed ‘eaiéeg] | Asked about possible further, ex- 
since 1954. ’ , 
: -2°9 | pily, answered: 
Ward Deffenbaugh “Mr. McClure, president of Cour- 
OAKLAND, ne ee eee tesy Chevrolet, believes in the fu- 
zon r r nternatio Har- ; 
‘owned wile vacationing on his — < yg bee = us some 
Ed * >= 








cabin cruiser. 








Arizona's Top Dealership— 


This is an aerial view of Courtesy Chevrolet, Phoenix, which has become Arizona's 


*| largest volume new-car dealership after 2% years’ operation. When the photo was 


Hess and Mr. Eisenhardt built carriages | taken, used-car stocks (center foreground) were at an alltime low. 
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Every Deal a Romance... 
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How No. 1 Rambler Dealer Does It 


By Thomas Marks 
Staff Correspondent 

HARTFORD, Conn.—Every deal 
is a romance at Lipman Motors, the 
firm which Morris (Murray) Lip- 
man advertises vigorously as “The 
World’s Largest Rambler Dealer.” 
This sounds like 
the old “con” 
game and you 
keep scratching 


the gold brick} 


looking for the 
lead underneath. 
Eventually 
you become 
wrapped up and 
sold by Lip- 
man’s  confi- 
dence. If this is 
M. Lipman play-acting, it 
is done so well that for three 
years running Lipman has been 
at the top of the American Mo- 
tors list of dealers. 


This, you decide, is the secret of 
Lipman’s operation: The sentiment 
for the customer seems exagger- 
ated, but Lipman believes it. 


So Lipman insists that the cus- 
tomers get the breaks at Lipman’s. 

That Lipman personnel treat Lip- 
man prospects with unfailing 
courtesy. 

That what Lipman salesmen 
promise, Lipman carries out. 


That the browser must always 
feel comfortable in the Lipman 
showroom. 

Lipman is so impressed with the 
product that he even calls his dog 
“Rambler.” 

Lipman also does a fast and 
thriving used-car business and op- 
erates his own finance-insurance 
corporation and automobile leasing 
business. 

Lipman, a young man of 48, has 
complete confidence in himself, his 


product, his company, his custo- 


mers, his employes and his country. 


He always has been confident 
about himself and his future for 
the basic reason that he always 
has done his best to be the best 
possible businessman for the 
benefit of his business, his cus- 
tomers and his community. 

As for his product, Lipman be- 
lieves that Rambler is supreme in 
its field. That is one of the reasons 
why he so sincerely sells Rambler 
to his customers today and feels 
certain that he will sell to them 

again and again. 

His company? “We do our best 
at all times to have our business 
as progressive, far-seeing and fair- 
dealing as possible, with the utmost 
possible benefits for ourselves, our 
suppliers and our customers,” Lip- 
man says. You note that here again 
he is a confident man, that he and 
his associates are doing their best 
along these lines. 

It is with his customers that 
Lipman is, perhaps, at his most 
self-confident, for here he operates 
under his own unyielding rule that 
the Lipman customer must be com- 
pletely satisfied. 

Lipman says: “Suppose the cus- 
tomer is wrong and we prove to 
him that he is wrong: What then? 
We have proved that we are right, 
and he goes away, most likely never 
to come back again. 

“Not only have we lost that po- 
tential sale but he also may spread 

in fact, he is most likely to spread 
—bad, distorted statements about 
how we do business and why it’s a 
good idea to stay away from Lip- 
man Motors. 

“On the other hand, when we 
are as good as we can be to our 
customers, we have made friends 
whom we can depend upon 
future customers and who are al- 
most certain to spread the news 


LUBRIPLATE Luerication 


BRINGS YOUR CUSTOMERS 
BACK...AGAIN AND AGAIN 
LUBRIPLATE LUBRICANTS are different .. . they are so much 


better that your customers will feel the difference in the way 
their cars ride and handle. You make more money, too. You 
can charge more for a LUBRIPLATE grease job because it is so 
much better. And remember . . . the guy up the street doesn’t 


LUBRIPLATE H.D.S. MOTOR OIL 
is made especially for use in today’s high 
speed, high compression engines, both gaso- 


line and diesel. Has high 
sists oxidation. Fully 


m strength, re- 
etergent. Available 


in all S.A.E. numbers. 
LUBRIPLATE LUBRICANTS are nationally 


that Lipman’s is a good place to 
buy an automobile.” 

In his daily dealings with em- 
ployes, including his 18 salesmen 
working out of his two big loca- 
tions, Lipman is the boss, directing 
activities as closely as he can. 

But he also is the man to whom 
they can turn with family prob- 
lems, personal problems and sell- 
ing problems. The fact that his 
sales force resignations are al- 
most negligible, demonstrates that 
he does his best in helping them 
with such problems. 

Lipman is surrounded by concen- 
trated Big Three competition. How 
does he meet it? 

First of all, everything about! 


Tinted Glass Installed 
In 43% of Dodge Output 


DETROIT. — Nearly twice as 
many Dodge owners are ordering 
their cars with tinted glass as 
during the 1956 model year, ac- 
cording to L. F. Desmond, assist- 
ant general manager. 

He said 43.2 percent of this 
year’s production is equipped 
with Solex glass, compared with 


22.1 percent last year, and 23.7 | 


percent in 1956. 


sible in those basic items, Lipman’s 
success from there on 
Lipman sells automobiles. 

The Lipman way of doing busi- 
ness may be compared to a typical 


American romance: Boy meets girl, | 


they fall in love, get married and 
enjoy a happy state of bliss. 


The comparison is followed out| 


is simple: | 





tomers fall in love with the cars, 
sign for them and drive them 
away. Lipman does his best from 
then on to keep his customers ag 
happy as possible with Lipman 
products and facilities. 

Lipman is a heavy, never-ending 
advertiser. This year he is spend- 
ing at least $100,000, with $80,000 
allocated to newspaper advertising 
and the remainder to radio and 
television. 

There is nothing timid nor wishy- 
washy about his advertising. 

In addition to his regular 
schedules, Lipman has special 
advertising at least once a month. 
For example, during February he 
has Washington’s Birthday spe- 
cials, during May or June he will 
have going-into-summer specials, 
during August it’s midsummer 
specials, or during December he 
has Christmas or year-end clear- 
ance specials. 

Does he do anything else to get 


Lipman is—and has to be—the best/ in the Lipman manner by his wide-| customers into his showrooms? Of 
possible: Buildings, equipment, em-| spread advertising to have potential| course. He has his salesmen almost 
ployes, facilities, cars, locations and| customers meet his automobiles,| constantly making telephone calls, 


services. 


With the best of everything pos-| 


| 


then his making the vehicles and 
terms so attractive that the cus- 


which is a nationally accepted rou- 
(Continued on Page 71, Col, 1) 





Trust-Busters’ Effect on Autos Scanned 


| NEW YORK.—Impact of anti- 
trust legislation and enforcement 
on the auto industry comprises an 
important part of a two-volume 
study, “Antitrust Policies: Amer- 

|ican Experience in Twenty Indus- 
tries,” published by the Twentieth 

Century Fund. 

Simon N. Whitney, the author, 
shows how antitrust activity has 
affected almost every aspect of 
the U. S. economy. 

In the chapter on autos, however, | 
he concludes that on the whole the! 

|industry is one in which antitrust! 
|laws have not had a strong direct 
|impact, and in which large invest-| 
|}ment and concentration of output} 
have contributed to outstanding! 
| economic performance. 
Whitney also says that basic eco-| 
nomic forces such as changes in 
demand, advances in technology 
and interindustry competition have 
often exerted greater influence! 
than have antitrust laws. 

In addition, Whitney says, the 
very fact that antitrust laws exist 
and are enforced has a broad de-| 
terrent effect. Many a violation of 
competitive standards has never 
come into being for this reason, he| 
says. 

In discussing the auto industry, | 
Whitney says it is almost the best 
example in American manufactur-| 
ing of an industry in which large 
size is essential to success. 

“It is on the whole the economy 
of size, rather than the process 
of merger, which has reduced the | 
number of passenger car assem- 
blers to five,” Whitney says. “In 
fact, the need for enlarging the 
capital base to make production 
more efficient has been behind 
every merger.” 

After probing into the efficiency 
inherent in sheer size, Whitney! 
says, “There is a widely held belief 
that General Motors restrains its 
expansion in the automobile field to| 
avoid becoming an illegal monopoly 
under the Sherman Act. 

“The corporation denies this, 
pointing out that no organization 
—especially one with an executive 
bonus plan—can keep its morale if 
such restraint is imposed. On the 
contrary, its aim is said to be ‘an 
ever expanding GM in an ever ex- 





panding U. S. economy’. . .” 

A more plausible form of this 
belief, Whitney says, is that GM 
refrains from price-cutting lest it 
ruin its competitors. GM, he notes, 
denies this also, arguing that price 
cutting is just not the most effec- 
tive way of selling cars. 

“The most defensible argument,” 
he says, “is that a desire to es- 
cape the charge of becoming too 
large in car and truck production 
accounts for the corporation’s ex- 

pansion into nonautomotive 
fields.” 

Whitney recalls that since 1954 
the antitrust agencies have given 
much of their attention to GM, but 
only one suit has been filed (re- 
garding buses). 

The study notes that almost all 
price competition in the auto indus- 


says that those who feel that the 
antitrust laws should be applied 
more rigorously to the auto indus- 
try frequently contend that each 
car should be made by a separate 
corporation. 

“This demand,” he says, “takes 
no account of the production econ- 
omies or market advantages that 


taining a stable market as tastes 
change. 

“If Cadillac were split off from 
General Motors, the chances are 
that it would soon have to add 
a lower-priced model or run into 
these difficulties, 


thus eventually be recreated, but 
with a higher all-around cost due 


2 Ramblers Sold to Police 


KNOXVILLE, — The Knoxville 
Police Dept. has purchased two 
Rambler Rebel V-8s from Knoxville 
Motor Co. for $3,393 without trade- 
ins. A police captain who tested a 
Rambler before the purchase said 
he got 20 miles to a gallon of gas. 





to the increased number of com- 
panies.” 

Other facets of the industry are 
touched upon in considerable de- 
tail, making the chapter on auto- 
mobiles a comprehensive working 
guide to the industry’s operation, 
history, and problems. 

Among topics covered are spe- 


wide market coverage can offer, or| Cific antitrust suits; advertising of 


of the difficulty a company with) 
only one car would have in main-| 


prices and credit terms; rivalry 
among sales finance companies; 
price discrimination in the parts 
industry; the trend toward concen- 
tration; the entry of new firms; 
patent licensing agreements; inter- 
locking directorates; trade associa- 
tion activity; the nature of compe- 
tition; price classes; the “economy” 


|car; dealer grievances; remedies 
“The present situation might! 


sought by dealers; dealer profits, 
and inter-industry competition. 

Whitney is chief economist and 
director of the Bureau of Econom- 
ics for the Federal Trade Commis- 
sion. He formerly was chief of the 
Twentieth Century Fund's research 
department and wrote the book 
while with the Fund. 

The Fund is a public trust and 
is devoted to its own research and 
educational activities in the field 
of economic and social problems. 





Victim of the "Big Squeeze’— 


The auto industry's trend toward longer and wider cars has forced Anthony A. 
LaRiche, head of South East Chevrolet Co., Cleveland, to abandon this aisle to move 
new cars from his service department to showroom floor. He said the 1958 model 
squeezed through the passage with only three inches to spare. Hearing that the ‘59 
car would be even wider, he replaced the entire three-section front window with four 
panels, two of which will open to allow the cars to be driven onto the floor from 
the front. 


try takes place at the dealer level. 
As a result, Whitney says, the 
dealer has gained, “unfairly in 
many cases, a reputation as a 
trickster and a deceptive adver- 
ae <7 

Farther on in the study, Whitney 


5 


advertised. Point-of-sale material available. 
Write us for dealer’s proposition and name 
of a nearby supplier. 


LUBRIPLATE DIVISION, Fiske Brothers 
Refining Company, Newark 5, N. J., Toledo 5, Ohio. 
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No. 1 Rambler Dealer 
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arrangements being made always 
for the customer’s benefit. 


But if the worst has happened, 
and the customer is really difficult, 
Lipman still insists that the cus- 
tomer is right and will do his best 
to accord this buyer the satisfac- 
tion he is seeking, including the re- 
turn of all his money, an exchange 
for another car or satisfactory ad- 
justments of his complaints. 


It is interesting to note that Lip- 
man is selling new cars at almost 
phenomenal rates while the State 
Labor Department simultaneously 
is announcing that nearly one of 
every 10 in the state’s work force 
is out of work. 


Recession? May be—but not at 
Lipman Motors or in Morris Lip- 
man’s mind! 

Asked his opinion on volume sell- 
ing, Lipman says that many dealers 
think because you can sell 10 cars 
and make $1,000 that by selling 20) 
cars you should make twice as 
much. That isn’t always true, he 
points out. 


Sometimes the extra 10 cars bring 
in only $200 profit, he says, but it’s 





10 more Ramlers on the road and 
10 more chances to get more parts 
and service business. 


Volume selling, well managed, 
snowballs into a bigger deal in 
every way, Lipman says. 

“Some dealers work for their 
break-even point each month by 
taking only the big deals. That's | 
alright, but they could reach it 
sooner and make a lot of extra 
profit if they took the little deals 
together with the bigger ones. 


“Speed is essential in a volume 
selling business. The quicker a car 
is delivered the quicker a salesman 
can move on to his next deal. We 
insist that all cars are delivered as 
soon as possible,” Lipman explains. 


His salesmen sell strictly on the 
contention that a Rambler gives 
the buyer more for his money. Lip- 
man contends that prospective 
buyers today are interested in 
prices so much that they neglect to 
find out true values, just as they 
were in 1955. 

“And that’s why value-selling is 
so important,” he declares. 

Lipman is an outstanding civic- 
leader, not for the commercial 
contacts he might gain but for the| 


| public or private betterment that) 


iding 
‘| Tells How He Does It 
30,( 
°| Tells How He Does 
an 
' (Continued from Page 70) 
—_— tone, but a Lipman salesman’s call) also must explain why he is busy. 
ular js attractive, enthusiastic, inviting | No Lipman customer ever is given 
cial and polite—repeat, polite. the “fast brush.” 
nth. Next, the big moment: The cus-| A Lipman salesman never tries 
r he tomer—or even the casual browser! to force a sale. The salesman can 
spe- —arrives at a Lipman showroom.| employ every courtesy, common- 
wil] | What happens then? | sense sales technique he may 
als, First, the customer meets the| possess, but he is not allowed to 
mer Lipman salesman. A Lipman sales-| force a sale. 
he § man at all times must be neat. His| “Forced sales are no good, abso- 
-ar- clothes must be clean and freshly lutely no good, for the customer or 
pressed. He must be freshly shaven,| for us,” Lipman states. He is| 
) get & his hair must be neatly combed | adamant about this. 
? Of § and his finger nails must be clean.| The customer is made to feel ap- 
most § You'll never find a Lipman sales-| preciated and welcome at Lipman’s 
alls, § man without a fine polish on his|,4q he is made to feel confident 
a eA Ld man salesman at all times about Lipman automobiles. 
= polite in both his attitude and When the customer reaches that 
his language. Slights, snubs, vulgar- all-important point where he wants 
ity or profanity are not for any to know how much for this car: 
Lipman employe. The Lipman salesman quickly and 
E 4 firmly quotes prices that are the 
ltecd Lipenan agent. He 1s a most attractive that Lipman Motors 
7om- § ized to speak for the firm without a A ye is made, what then? 
hesitation, without ifs, ands or buts.| -* : z . ; 
are I the customer immediately is made|, 1f @ Lipman customer changes) 
de- to feel that he is conducting busi- his mind after making deposit = 
uto- ness with a responsible Li pman| ining for a vehicle, the Lipman| 
king sspresentative salesman with whom he did busi- 
tion, i . Lipman salesman is busy, he | ®€5$ will immediately return his 
must immediately tell the customer | 4¢POSit or cancel his contract. 
Spe- that he is busy just then and he We lose that sale at that time, 
[ee but we have created the best pos- 
alry . sible personal relations with that 
Lies; customer, we have earned his good- 
arts 3 Ford Franchises will and, almost universally, we can 
cen- look forward to having him or his 
ms; Of Andy Burger friends as good customers of ours 
iter- ie in the future,” Lipman will tell you. 
cia~ Are Terminated When the customer has bought 
npe- an automobile and returns for 
my” a  toooen ee ae major or minor adjustments or 
dies Adolph (Anéy) B neue the 2 repairs, he is accorded all possible 
fits, idiested. Busger bas ae aie attention and every possible cour- 
, : ; : ; _| tesy. 
and } a p ge = te If the complaints or requests are 
om- acai aoa of a minor nature, an immediate 
mis- He ji , nader $10,000 bond adjustment is made to the cus- 
the ai - ~ rine before the U. §.| °mer’s complete satisfaction. 
rch ist of Agpeais tn a Complaints of a more serious 
7 The dealerships involved are nature are handled with all pos- 
4 | Andy Burger Motors and Commun- sible dispatch and courtesy for 
a ity Motors, Inc., both Ford outlets,, the customer's benefit, with satis- 
= and ABC Motors, Inc. (Lincoln- factory financial adjustments md 
ns. Mercury). 





Burger said the franchises were 


cancelled through a mutual agree- 
ment and had nothing to do with 
the tax case. He added that he ex- 
pects to continue in business with 
another line of cars. 

A jury convicted Burger of evad- 
ing $66,796 in Federal income taxes 
for 1947 and 1948. 

In sentencing Burger, Federal 
Judge George H. Moore rejected 
a plea for leniency and said Burger 
had been “avaricious and arrogant, 
instigating a practice of under-the- 
table and over-the-ceiling payments 
to charge exorbitant prices in the 
days when automobiles were hard 
to get.” 


S-P's 


Omaha Auto Show 
To Open Dec. 10 


OMAHA.—John Dewey, president 
of the Omaha New Car Dealer's 
Assn., announced that his organ- 
ization will sponsor the 1959 Auto 
Show, Dec. 10-14, in the Omaha 
Civic Auditorium. 

The auto show holds two attend- 
ance records for the auditorium - 
total attendance for any one event 
(111,000) and top attendance for a 
single day (22,000). Both marks 
were set in 1956 when the McGuire 
Sisters headlined the floor show. 





Dallas Dealer Council Meets— 


The Studebaker-Packard Dealer Council of the Dallas zone heard reports on S-P's 





Product program for 1959 at a meeting in Dallas. Left to right, on the outside of the 
toble, are Herman Beach, Temple; W. E. Pharr, San Antonio district sales manager; 
Joe Cox, Harlingen; Ray Thomas and B. E. Neel, Amarillo; Quinn Connelly, Lubbock; 
Mays Hale, Henderson; W. L. Dallas, Dallas zone manager; Henry Schleeter, Houston; 
J. J. Spitz, assistant zone manager; H, L. Whitley sr., Bryan; J. W. Frye, Houston dis- 
trict sales manager; James Richardson, Sherman, and George Lentz, parts warehouse 
manager. On the inside of the table are Ralph Hardwick, Fort Worth; C. C. Wallace, 
Arlington district sales manager; Rav Whistler, car distribution manager; Tony Combs, 
Dallas; A. R. Port, zone business-management manager; Ray Hornbuckle, Winters dis- 
trict sales manager; Robert Dawes, Lawéon; Everett Broadnax, Tyler; A. T. Terrell, 
Tyler; William M. Lee, Houston, and E. J. Day, Texarkana. 





‘Edsicle’ Makes Bow in Heat Wave— =: 


Sweltering Chicago was treated to a cool moment with the debut of the “Edsicle,” 
a frozen 1958 Edsel Citation. The car got its icy coat in a commercial freezer plant 
ond it took 36 hours at 20 below zero. Welcoming the “Edsicle" were six candidates 
for the title of “Miss Highway Safety of 1958" at the annual Illinois Truck Roadeo 


finals. 





Booming Sales Decade Forecast . . . 





Dietz Sees a 


NEW YORK.—The auto industry 
will see a brighter picture during 
the 1959 model year and will set 
its greatest sales records in the 
decades ahead, 
according to 
Arthur O. Dietz, 
president of CIT 
Financial Corp. 

“The automo- 
bile industry has 
suffered, along 
with other dur- 
able goods indus- 
tries during the 
past nine 
months,” Dietz 
Arthur 0. Dietz said, “but the 





he can help create for his friends| economic outlook is much brighter 


Brighter °59 


will lead to an average of 7.5 mil- 
lion new-car sales per year within 
a decade, Dietz said. 


During the next 10 years, Dietz 
said, the U.S. economy will experi- 
ence its greatest growth and auto- 
mobiles in operation will rise from 
the 56 million passenger cars today 
to some 80 million, a net growth of 
about 2.5 million units per year, on 


| the average. 


Best estimates of personal income 
in the coming decade, Dietz said, 
indicate that the average family 
will have about $8,000 per year by 
1968, compared with today’s aver- 
age of just over $5,700. Disposable 
income, or income after taxes, will 
be doubled by the 1980's, he said. 


and neighbors. 


Recently, he was accorded a spe- 
cial trophy by the Greater Hartford | 
Chapter of the American Red Cross | 
for his tireless efforts in that or- 
ganization’s behalf. He is a director 
of the Hartford Jewish Federation, 
a charity organization, and a mem- 
ber of the executive board of 
Temple Beth Israel. 


Besides being active in numerous 
other community organizations, 
Lipman is a director of the local 
Chamber of Commerce and for- 
merly was a director of the cham- 
ber’s retail trade board. 


He is a past president of the 
Hartford Automobile Dealers Assn. 
and a director of the Connecticut 
Automotive Trades Assn. He also 
is active at the Tumble Brook 
Country Club and until recently 
was an active leader for the Con- 
necticut Highway Users Confer- 
ence. 

Lipman began his career as a 
salesman in 1937, selling used 
ears here for the former Hart- 
ford branch of Packard. In 1941 
he attained the second-highest 
Packard sales in the nation. 


During the war, Lipman went 
into business in a small garage, 
buying and selling used vehicles. 
He did a lot of used-car wholesal- 
ing on a nationwide basis. 


In 1945, he obtained the Nash 
franchise for this territory and 
began selling the 1946 models at his 
small garage location on the west 
edge of Hartford. His big location 
here at 133 Washington St. was 
completed in 1948 and enlarged in 
1951. 

“I kept expanding, but I couldn’t 
get enough cars, either new or used, 
until 1954, when I began to get all 
that I wanted,” Lipman states. In 
1956 he bought Colonial Motors, 
Inc., at his new Homestead Ave. 
location here, which had been in 
business 45 years as Connecticut’s 
biggest and oldest Studebaker 
dealership. 

As for competition, Lipman says, 
most simply and confidently, “I 
thrive on it.” 











|than it was even a few weeks ago 
| and I feel confident 1959 automobile 





sales will be well ahead of those in 
the past 12 months. 


“A continuation of the upswing} 
in the general economy will 
strengthen consumer confidence, | 
and this is certain to encourage 
auto sales,” he asserted, “In addi- 
tion, many people deliberately post- 
poned normal new car purchases in 
the past year and they will be more | 
than ready to buy—and in a finan-| 
cial position to do so—when the 
1959 models become available.” 

The current falloff in automobile 
sales “should be kept in perspective 
as a temporary fluctuation” in the 
long-term rise in a sales curve that’ 


Wendell Cadillac Shoos 


Recession with Sales 


ALBANY.—There’s no time for 
recession talk at John D. Wen- 
dell, Inc. (Cadillac)—the staff is 
too busy selling cars, according 
to Fred R. Betts, sales manager. 


Betts said 22 new Cadillacs 
were delivered during the last 10 
days of July, which was one more 
than the total for the entire 
month of January. July sales 
sales were more than four times 
those of the year-ago month, he 
added. 





a 





A Peek at the '59 Plymouth— 


Plymouth officials look over a photo of the 1959 model at a meeting in Los An- 
geles at which introduction plans were outlined for West Coast sales chiefs. Shown, 
left to right, are Harry E. Chesebrough, Plymouth general manager; Robert Fischer, 
Western area manager; Ed ?: Letscher, Western area sales director, Chrysler Corp., 
and Jack Minor, Plymovth's assistant general manager. 





» 


~~ 


ees were 


AUTOMOTIVE NEWS, AUGUST 18, 1958 


Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


(U. 8. PRODUCTION ONLY) 


27,210 
380 


6,597 
6,684 
826 


823 
117,598 


Jan. 1 
Output, To 
August, Aug. 17, 
To Date 1957* 


Ang 6 
110,834 
110,834 
387,865 
35,545 

8,330 
22,956 
66,795 
254,239 
731,564 

8,305 
626,392 

16,689 

80,178 

1,448,069 
133,111 

89,510 
885,627 
203,146 
136,675 
23,317 

3 1,745 
21,572 


16,967 474,896 
57,991 1,259,612 
765 12,127 
48,538 1,017,552 
671 26,193 
8,017 203,296 
63,044 1,900,703 
278,823 

106,534 

61,942 1,004,096 
468 271,072 


27,412 
322 
22,743 


138,541 4,154,213 2,701,649 





**American Motors’ totals for 1957 include Nash and Hudson production. 
***Ford Motor Co. totals for 1957 include Continental production. 


COMMERCIAL CARS 


(U. 8S. PRODUCTION ONLY) 


Jan. 1 
Te 
Aug. 17, 
1957* 
232,903 
3,395 
2,012 
51,980 
228,915 
43,457 
77,708 
11,415 
7,110 
12,493 
38,752 
2,783 


$1,553 712,924 





170,094 4,867,137 3,243,791 





231 3,388 307,476 244,620 


. 76,378 146,316 81,266 173,482 5,174,613 3,488,411 





**Misceliancous includes Corbitt, Marmon-Herrington, Federal, Four Wheel Drive, etc. 
***Autocar, Freightliner, Reo and Sterling are included in White totals; Brockway in 


N.B. All U, 8. totals include cars and trucks for military orders. 


250,883 in First Half... 





British Exports at Peak 


By F. C. Livingstone 
Special Correspondent 
ONDON.—Britain exported more 
cars than ever before in the six 
months up to June. The total of 
250,883 was more than 40,000 higher 
than the best previous half year in 
1955. 
If continue at the same 
a i tee nent six months, the 
on total will exceed 500,000, 
compared with the record 426,272 
last year. 
Production was also at a new 
peak. It reached 104,762 in 
June, for a six-month total of 550,- 
669, compared with 388,572 in the 


GM Dealership at Spa 
Gutted in $50,000 Fire 

WHITE SULPHUR SPRINGS, 
W. Va—The C. W. Lewis agency 
(Cadillac-P ontiac-Chevrolet), the 
largest auto dealership in this 
Greenbrier county resort town, was 
gutted by fire Aug. 8. 

Loss, including a large quantity 
of auto parts, was estimated at 
between $50,000 and $75,000. The 
blaze apparently was caused by 
static electricity igniting gasoline 


being pumped into a Salem 
auto tank. 


corresponding period last year. 

If this rate of production is main- 
tained, the British auto industry 
will turn out more than a million 
cars this year, for the first time in 


history. ey 


Sorenson Book Withdrawn 
HARLES E. SORENSON’S book, 
“Forty Years with Ford,” has 
been banned in Britain following a 
libel action brought by Harry Fer- 
guson, “Henry Ford’s only partner.” 
- . +. 


Used-Car Sales Fall 


eppaD-CaRr. dealers are running 
into trouble. Business has drop- 
ped by 10 to 15 percent in the last 
few weeks and dealers are finding 
it extremely difficult to sell any car 
more than 10 years old. The reason 
—the public has been scared by the 
Government tests on all cars of 10 
years or more, due to start in Sep- 
tember. 

Sir William Lyons, Jaguar chair- 
man, said the firm had a record 
year despite the fire which wiped 
out a large part of the plant at Cov- 
entry early in 1957. Exports rose 
40 percent with shipments to the 
U. S. up by 20 percent, and to Can- 
ada by 10 percent. 
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Buick, Chrysler Lines 


.|Open 59 Output © 


(Continued from Page 1) 


to get under way this week only in 
the Detroit area, officials said. 
Production of 59 Dodge, De- 

Soto, Chrysler and Imperial cars 

starts today in Detroit, but the 

corporation’s West Coast assem- 
bly unit isn’t scheduled to begin 
on new models until next Monday. 

The Los Angeles plant produces 
all Chrysler lines except Imperial, 
which is built only in Detroit. 

Plymouth’s Newark (Del.) plant 
closed for changeovers last Friday 
and its Evansville (Ind.) unit 
today. Both are scheduled to begin 
production of '59 models Sept: 2. 

Plymouth’s Newark (Del.) plant 
build out on ’58 models, will begin 
recalling employes Sept, 2 but a) 
definite date for the start of ye! 
duction had not been set there at | 
press time. 

Also scheduled to get into pro- 
duction on ’59 models next Monday 
is American Motors, which will | 
begin full-scale output on the ’59| 
Rambler on that day. Feeder lines | 
are being ‘supplied this week so 
assembly operations can get off to 


a fast start upon resumption of out- | not been revealed, but it is believed | 


put activities next week, a spokes- 
man said. 
* * * 

Tecan back into operations 

along with the Plymouth field 
units following Labor Day will be 
Cadillac, Oldsmobile and Pontiac, 
all of which have been in change- 
over idleness since Aug. 1. All three 


»|are scheduled to get under way on 


’59 model output Sept. 2. 
Although a definite date has 
not been set as yet, it is expected 
Studebaker will start building ’59 
models about Sept. 15, the same 
day Chevrolet is scheduled to 


begin assembly of its new line. | 
Studebaker has been down since | 


Aug. 25. 

Ford Motor’s four divisions are | 
scheduled to go down for change- 
overs about the second week of 
September, though M-E-L may 
build out on '58 models a week | 
earlier at some plants. 

Meanwhile, 
ducers— Chevrolet, Ford and Plym- 
outh—captured 91.8 percent of total 
industry output last week with a| 
combined output of 55,690 cars. | 

” = = 

HE remaining four car manufac- | 
turers still in operation—Dodge, 
Lincoln, Mercury and Edsel—added | 
4,910 cars to give the industry a 
total production of an estimated 
60,660 cars for the week. That com- 
pared with 65,614 assemblies the | 
previous week. 

Chevrolet turned out only 25,300 
cars last week, compared with 30,- 
305 a week earlier, when it worked 
three of its assembly plants six 
days. Chevrolet’s Kansas City, 
Les Angeles, St. Louis and Oak- 
land (Calif.) plants worked four 
days last week, while its other 


the top three wit 





plants worked five days. 

Ford division, working all of its 
plants five days for the second con- 
secutive week, remained about on 
par with the previous week with 
22,550 assemblies last week, com- 
pared with 22,743 a week earlier, but 
both Edsel and Lincoln divisions of 
Ford Motor registered output gains 
over the previous week. 

Edsel moved from 322 assemblies 
during the week ended Aug. 9 to an 
estimated 380 last week, while Lin- 
coln, working six days last week 
compared with five a week earlier, 


Wynn Oil to Open 
Plant in Belgium 


AZUSA, Calif.—Carl E. Wynn, 
president of Wynn Oil Co., an- 
nounced that the Belgian govern- 
ment has approved the incorpora- 
tion of Wynn’s Friction Proofing 
Belgium, Societe Anonyme, which 
will be located in Antwerp, Belgium. 

He said it is the first step in a 
proposed plan of several interna- 
tional production plants. 

The Belgian operation is a wholly 
owned subsidiary of Wynn’s Fric- 
tion Proofing International, S. A., of 
Caracas, Venezuela, which is li- 
censed by the: Parent company in 
Azusa. 


rose from 260 to 350 assemblies. 
Mercury worked all four of its as- 
sembly plants five days last week, 
but fell from 4,087 to 3,930 assem- 
blies. 

Plymouth, in its last full week of 
58 model output, turned out an 
estimated 7,900 cars, as compared 
with 7,676 units a week earlier. 
Dodge built the last 250 cars of its 
568 model run at its Newark (Del.) 
plant. The previous week saw Dodge 
turn out 221 cars at the Delaware 
assembly unit. 

+ + cd 
— production also showed a 
decline last week as Studebaker 


Ford Will Build 
All-Australian Car 


SYDNEY, Australia.—Ford Motor 
Co. has announced it will spend $40 
million on the plant for production 
| of an all-Australian car to compete 
with GM’s Holden, which has cap- 
tured the bulk of the market. 

Details or design of the car have 





that it will be similar to the British 
Zephyr, which has stimulated Ford 
Motor Sales since its introduction 
here. 

Meanwhile, GM reported that 
Holden profits for the last year 
totalled about $26,272,046 on the sale | 
of 90,126 units, compared with 66,- 
700 a year ago. During the year 4,- 
431 Holdens were exported, almost 
double last year’s 2,238. 
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HELP WANTED 


SALESMANAGER 


For suburban Detroit Chevrolet dealer. Must 
be experienced and have proven ability to 
build, train, direct and maintain a profitable, 
aggressive iarge volume sales organization. A 
ood deal for the right man. All replies con- 
dential. 
Write Box 8453, c/o Automotive News, 
Detroit 26. 


SALES REPRESENTATIVES—$7,000 plus 
to start. Leading automobile direct mail 
concern. High caliber, car necessary. Ex- 
clusive territory, excellent future. Box 
8424, c/o Automotive News, Detroit 26. 


PARTS MANAGER — Large New York 
Chevrolet dealership doing volume parts 
business, needs experienced aggressive 
man. Salary open. State background. 
Replies confidential. Box 8458, c/o Auto- 
motive News, Detroit 26. 


GENERAL SALES MANAGER wanted for 
large Ohio Ford Agency. Salary Ten 
Thousand plus. Give full particulars in 
confidential letter, enclose picture. Box 
8459, c/o Automotive News, Detroit 26. 





WANTED 
MANUFACTURERS’ AGENTS 


With O.E.M. contacts at Buick, Oldsmobile 
and Cadillac. Straight commission. long 
established accessory manufacturer, Replies 
held confidential. Box 8422, c/o Automotive 
News, Detroit 26. 


POSITION WANTED 





GENERAL OR SALES MANAGER — Ag- 
gressive, 35 years old, family man, Ten 
years automobile experience as success- 
ful salesman, assistant sales 
sales manager and assistant branch man- 
ager for large Cadillac, Oldsmobile and 
Ford outlets. Up to 2,380 new units per 


manager, 


year. Have trained and guided the ac- 
tivities of thirty-three salesmen. Willing 
to relocate. Box 8461, c/o Automotive 
News, Detroit 26. 
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was out of operations for change 
overs; Willys took its annual vaca. 
tion, and both Chevrolet and Dodge 
built out on ’58 models. Dodge went 
down for changeovers Tuesday and 
Chevrolet on Friday. 

A breakdown of Chevrolet truck 
operations last week showed its 
Atlanta and Oakland (Calif.) 
units on five-day schedules; its 
Baltimore, Janesville (Wis.), Kan- 
sas City and Los Angeles units 
working four days; Flint three 
days, and the Norwood (0O.) plant 
only one day. 

Total output for the commercial- 
car manufacturers last week was 
13,193 units, as compared with 15,421 
assemblies a week earlier and 20,- 
059 units during the week ended 
Aug. 17 a year ago. 

Buildouts at Ford Motor and the 
return of International to opera- 
tions gave the Canadian auto indus- 
try a total of 2,525 vehicle assem- 
blies last week, compared with only 
231 cars and trucks the previous 
week, when General Motors, Chry- 
sler and Studebaker-Packard were 
all out of production on cars; Inter. 
national’s truck lines were down 
and Ford contributed only a token 
number of CKD’s. 

GM already is down for change- 
overs to its 59 lines in Canada and 
Ford Motor is expected to follow 
suit about the second week of Sep- 
tember. S-P returns to operations 
this week, but Chrysler closes today 
for a two-week vacation before 
going into changeover activities. 

- = . 


°59 Volkswagens Roll; 
No Major Changes Made 


WOLFSBURG, West Germany.— 
Volkswagen has begun production 
of its 1959 models. The year’s out- 
put goal is 650,000 units. 

The company has made a few 


|minor changes in the new models, 


but an anticipated major body 
switch apparently has been post- 
poned for at least another year. 
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POSITION WANTED 


PARTS AND SERVICE MANAGER- ca- 
pable of taking complete charge of coun- 
try Ford dealers parts and service de 
partment. Unlimited opportunities for 
right man. Choctaw Motors, Butler, Ala. 


SALES MANAGER—fourteen years experi- 
ence new or used cars, Presently em- 
ployed. Can appraise, buy or sell retail 
or wholesale. Have eight years experi- 
ence as used car manager with GM 
dealer who is largest in the state. Box 
8467, c/o Automotive News, Detroit 26. 


BUSINESS MANAGER Accountant Audi- 
tor top flight with large volume and 
chain dealer experience, qualified to as 
sist in expense reduction, reorganizing 
and management... Now located in East. 
GM, Ford, Chrysler experience. Box 8466, 
c/o Automotive News, Detroit 26. 


GENERAL MANAGER or owner 
hand man. I do not need a job, I want 
to do a job and on a basis which you 
can afford. My experience stems from 
coming up through the ranks, mechanic, 
parts, sales and managing, service man- 
agement, sales manager and general 
manager. Considered excellent closer, ad- 
vertiser and developer of salesmen and 
other personnel. Will operate only where 
highest business ethics are desired and 
appreciated. Strictly sober habits, hap- 
pily married. Rambler deal preferred in 
Midwestern city of not over 75,000. Box 
8464, c/o Automotive News, Detroit 26. 


ACCOUNTANT—OFFICE MANAGER, Ap 
proximately twenty-five years General 
Motors experience, four years Motors 
Holding. Age 47. Evelyn Scott, 140 
South Leavitt, Ambherst, Ohio, Phone: 
Yukon 4-7871. 


SERVICE MANAGER — General 





right 





Motors, 
Lincoln, Mercury. Fully qualified and 
experienced in all phases of service op 
erations. Best references, Lex Kennerly, 
4040 Park Fulton Oval, Cleveland, Ohio. 


AUTOMOTIVE GENERAL SALES MAN- 
AGER. Fourteen years experience largest 
agencies in country. Age 34, married, 
children. Interested volume operations 
only. Guaranteed profit results. Excellent 
references. Box 8457, c/o Automotive 
News, Detroit 26. 

GENERAL MANAGER OR SALES MAN- 
AGER—Aggressive producer with eleven 

years of know-how in all phases of man 

agement, including lease management. 

Factory experience as district and whole 

sale manager. Retail experience as lease 

manager, sales manager and assistant 
general manager. Desires opportunity to 
take burden off owner in small or me 
dium size city handling cars and trucks 

with future buy-in privileges, Age 37, 

university degree, family man. Excellent 

references. Box 8460, c/o Automotive 

News, Detroit 26, 
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DEALERSHIPS AVAILABLE 


SOUTHEAST FLORIDA—Dealership han- 
dling foreign cars. One of oldest dealer- 
ghips handling top lines. Box 8407, c/o 
Automotive News, Detroit 26. 


DEAL HANDLING GM CAR in one of the 
fastest growing areas in south Florida. 
Buy out of parts, tools, signs and office 
equipment. Long term lease on one of 
the most modern plants for high sales 
and service volime. Box 8408, c/o Auto- 
motive News, Detreit 26. 


DEALERSHIP HANDLING RAMBLER and 
car rental business in fast growing area. 
Buy parts and equipment at big discount. 
Low rent. Ideal setup. Fort Collins Motor 
Saies, 354 Walnut St., Fort Collins, 
Colorado. 


HANDLING CHEVROLET—Broad Street, 
Philadelphia. Planning potential over 
1,000. Reason for sale—other interests. 
Box 8429, c/o Automotive News, De-| 
troit 26. 


DEALERSHIP HANDLING DeSOTO- 
PLYMOUTH — Near Detroit in a fast) 
growing town. Large trading area—only 
Plymouth dealer in town. Annual poten- 
tial 250 units. Will sell for inventory 
approximately $7,500. Box 8449, 
Automotive News, Detroit 26. 


BIG PAYOFF, LITTLE INVESTMENT — 
As an auto dealer you're ready to make 
money selling Alma trailers. Fast grow- | 
ing market for this popular-priced line. | 
Simplified service, sales aids, factory) 
check-out for salesmen. See page 32 this | 
issue for Alma offer. 


CENTRAL TEXAS DEALERSHIP han- 
dling Chevrolet and Buick. No used cars, 
accounts, or real estate to buy. Poten- 
tial of 150 units. Box 8465, c/o Auto- 
motive News, Detroit 26. 


DEALERSHIP NOW HANDLING FORD. | 
Mercury, Lincoln and Edsel in cool Colo- 
rado. This is a real money maker. Have 
leadership in both Ford car and trucks. 
Act fast, because this one is in good 
fishing and hunting area and the climate) 
is grand; it won't be on the market but 
a short time. Have another Ford dealer- | 
ship in metro area and must devote full 
time to it. Box 8463, c/o Automotive 
News, Detroit 26. } 


DODGE, PLYMOUTH AND DODGE) 
TRUCKS. Central Pennsylvania, $20,000) 
will handle. Lease or sell building. Sell | 
at once due to ill health. Box 8462, c/o 
Automotive News, Detroit 26. 
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Duval Declership Handling 


PONTIAC ond VAUXHALL 
in a fast growing midwest town of more 
than 35,000 near Chicago, Ill. No used cars 


or notes and accounts to buy, Parts and 
stock at inventory. Owners want to retire. 
Box 8437, </o Automotive News, Detroit 26. 








MAINE 
NEW - USED CARS | 


Established many yeors. Operating profit- 
ably. Modern building built in February, 
1958, with hoard-top lot. 275 feet wide, 
120 feet in length. Naval Base and ex- 
ponding Air Force Base mokes this a very 
desirable dealership in a fast-growing | 
tity. No used cars to buy or accounts re-| 
ceivable. Building can be bought or| 
favorably leased. Partial financing can be| 
Grranged. New or Foreign Car franchises | 
available. Box 8419, </c Automotive News, 
Detroit 26, Michigan. 

ees 


DISTRIBUTORSHIPS AVAILABLE | 


Well established manufacturer of Funeral 

hes and Ambulances mounted on Cadil- 
lec Commercial Chassis has openings for 
for men of high calibre who 
are capable of owning and operating a busi- 
ness of their own. Territories available are as 





i 


#! New York State with exception of 14 south- 
eastern counties. 

#2 South Carolina and north part of Georgia. 

#3 Alabama and Mississippi. 


#4 Ohio with exception of 
counties. 

#5 Texas. 

#6 Arkansas and Louisiana. 

#7 California, Nevada, Arizona and New 
Mexico. 


#8 Washington, Oregon, Idaho and Utah. 
A very excellent type of repeat business han-| 
dling both new and used equipment. 


Car Financing Available 
For Details, Write Box 8455, 
c/o Automotive News, Detroit 26. 





DEALERSHIP WANTED 


1,000 TO 1,200 FORD OR CHEVROLET | 
deal located in Ohio, Western Pennsyl- 
vania. Box 8436, c/o Automotive News. 
Detroit 26. 


EXPERIENCED DEALER will buy GM 
or Rambler dealership in Florida, Have 
cash and can secure factory approval. 
Replies held in strictest confidence. Box 
8447, c/o Automotive News, Detroit 26. 








CHEVROLET OR CHEVROLET DUAL. 
Consider any area, No real estate. Pay 
cash. Ample experience. Factory approval 
assured. Can act at once. Send details 
in confidence. Box 8448, c/o Automotive 
News, Detroit 26. 


RRNA REN Rt RRR RN HT 


HAVE $300,000 CASH 


available .to invest in good automobile 
dealership. This dealership must have volume 
new car sales potential and be priced worth 
the money. My proven dealership manage- 





ment record assures factory al. Your 
reply will be kept strictly confidential. Box 
M41, c/o ive News, Detroit 26. 


RRNA ERIE RENN iNETnEREE Eee 


BUSINESS OPPORTUNITIES 


WANTED—PARTNER FOR CAR RENTAL 
BUSINESS, in Alaska. 150 units, three 
pieces of property. Nine months work per 
year. $40,000 necessary. Lincoln C. 
Leiteh, Lincoin U-Drive, 
Alaska or De-Vur Hotel, 

t. 








BUSINESS OPPORTUNITIES 
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CONFUSED 
ABOUT 
LEASING? 


Learn about the 


LEE 
FLEET 
SYSTEM 


i 
J 
a 
t 
i 
a 
i 
t 
' 
t 
i 
1 -. -. @ national franchise 
1 plan for new cor dealers 
' which provides 

; FINANCING 
INSURANCE 

i LEASE DOCUMENTS 

i PERSONNEL TRAINING 

i ADVERTISING 

t 

i 

i 

i 
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Write for Details: 


LEE FLEET SYSTEM, 


Inc. 
1530 Keith Building 
Cleveland, Ohic 
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JOBBERS 
WANTED 


FOR AN AMAZING NEW 
HIGH PROFIT ITEM 


JET 
STREAM 


Carburetor 
Master Float Valve 


This new needie-and-seat valve stops 
flooding, corrects rough idling, gives 
quicker starts and restarts, improves ac- 
celeration, saves gas. Mobile neoprene 
needle tip closes even when valve is out- 
of-level. Jet Stream has been used on 
adjustments under GM's AFA, Chrysler's |) 
PRM and Ford's 1863. For details, call or 
write... 


DISTRIBUTORS 
BOX 5087 @ #£=TULSA, OKLA. 





CARS WANTED 
SEVEN PASSENGER CADILLAC limou- 
sines. Ridgway-Baker, Belmont 4-6611. 
2836 N. E. Sandy, Portiand 12, Ore. 


LATE MODEL WRECKS—Parts bought 





Paterson, New Jersey. 
SHerwood 2-4488. 





Foreign Car Dealers!! 
NEW AND USED 
Don't sacrifice your foreign car inventories 
—Call the largest import dealer in the mid- 
west. No stock too small or too large for 
ws to handle. Send for free wholesale list. 
Write or call Bernie Gay. 
JAN ROSS MOTOR CO. 
Import —, 380 E. Broad 


| 
Attention 
Buick Dealers 


| 


We Will Buy 
Your Opels 


500 Mile Radius 
Call Collect 


H. B. RENO 
LE. 1-9800 


Massey Buick Co. 


2685 W. Liberty Ave. 





DEALER SERVICES 
—— 
® © TWO ESSENTIAL SERVICES © © 











DEALER SERVICES 





MILITARY BUSINESS 
— Got Your Share? — 


Military people will want to: 
Finance for 30 to 36 months. 
Register and Title car ovt of state. 
Take car overseas without refinancing. 
Get low, money saving, financing rates. 
Take immediate delivery. 

We specialize in such transactions on a sim- 


plified, no trouble, without recourse basis for 
officers and enlisted personnel of pay grades 
ES and above. 

MILITARY MILITARY 
FINANCE CO. ACCEPTANCE CORP. 
502 Tioga Bidg., P.O. Box 2166 
2020 Milvia San Antonio, Texas 
Berkeley 4, Calif, CApitol’ 6-268! 


THornwall 3-7423 ‘ti 
“Worldwide Militery 
i: | 


INCREASED SERVICE BUSINESS for ic 
per customer, Simple, dignified, economi- 
cal, proved. No gyps or gimmicks. Write 
on your letterhead for information. C & 
A Sales Aids, P. O. Box 6111, Point Sta- 
tion, Columbus 23, Ohio. 





CARS FOR SALE 


1926 PONTIAC tudor sedan. Excellent con- 
dition throughout. West Service Station, 
Rouses Point, N. Y. 


For 
Direct Delivery of 


Mercedes-Benz 


1955, 56 and 57 Model 200A 
and 300 fully equipped. All 
mint condition. Always more 


than 20 cars in stock. We are 


direct importer so nobody can 
beat our prices. Wholesale to 
dealers only. 


IKE’S MOTORS 


ELMSFORD, NEW YORK 
Rt. 9A 
219 N. Sew Mill River Rd. 
Tel: LY¥ric 2-9886 


BE FIRST 
WITH 
1959 
VOLKSWAGENS 


Call, wire or write 


UNDERWOOD 
MOTORS 


1860 Broadway, 
New York 23, N. Y. 


Judson 2-5930 
24 hour telephone service 


"54 Darrin Sports Car 


Stored since new. 494 true miles, factory 
original White and Red leather interior. 
Pp bly none in existence of its equal. 


Best offer owns it, 


Mert Galloway, Avtoville of Miami 
1440 N.W. 36th St., Miami, Florida 














VOLKSWAGENS 


Sedans - Convertibles - 
Ghias 
Karmann Ghia Convertibles 
‘57, "58 
Completely Americanized 


Wholesale—To Dealers 


We are the only American Importers with 
our own saa in Germany—We 










Top Choice Cars, 


F. H. K. CORP. 


30-15 35th Avenve 






















Long Island City 6, N. Y. 
EMPIRE 1-0557 
EMPIRE 1-0600 
We can also supply Station Wagons, 
Panels, Pick-Ups, Buses, etc., either di- 
rectly from WEA. or tneugh cor German 
organization: 






Deutsch-Amerikanische Auto- 
mobil Handelsgeselischaft, MBH. 
HAMBURG 1, GERMANY 









Shipped 
World's Largest Independent 


OARS FOR SALE 


Buy From German Source 


VOLKSWAGENS 


Sedans—Convertibles—Buses 
"57 — "58 
Ghia Coupes, Ghia Convertibles 


We Can Satisfy Your Needs— 
It Pays to Call, Wire or Write 


EXCHANGE MOTORS, INC. 


54 Franklin St. New York City 
BEekman 3-65 10-1-2-3 


DO YOU WANT 


PROFITS NOW?? 
Wholesale to Dealers Only 
Fully Americanized 


VOLKSWAGENS 


1958s, 1957s, 1956s, 1955s, 1954s 
Sedans—Convertibles—Karmannas 


by the 


Volkswagen Operation 


All Cars Selected, Serviced, Cleaned 
E Shipped Directly te 
Ceontect ovr Ameri- 
for Details. 


acorp, 
Lyndhurst, New Jersey 
Phone: GEneva 8-7070 | 
or Call N.Y.C. Lines: Wisconsin 7-8221 
(Bank References Furnished 
Know Your Supplier) 
Alse Supp! Station Wagons, 
Panels, -up Buses, Ef 
Export Industrial ~ & Ay | 
Hamburg |, Germany 








DECAL TRANSFERS 
TRUCK DECALS; no charge for sketch; | 
durable, brilliant colors, Write for sam- | 
ples. Allied Decals, | 
Cleveland 3, Ohio. 
PARTS FOR SALE 
HAVE $5,100 new obsolete Oldsmobile 
parts. Will sell at half my cost. Packed 
for delivery. A-1 condition. List upon 
request. L. D. Tate, 320 College &t.. 
Clarksville, Tennessee. 
i 


Inc., 8356 Hough, 








OBSOLETE HUDSON parts for sale. Park- 
er’s Garage, Luzerne, N. Y¥ = 
PARTS WANTED 
ATTENTION: FORD DEALERS. We will) 
buy your obsolete parts and excess parts 
inventories for cash. Send us a list of | 
what you wish to sell—We will forward 
our offer promptly. Upon request we 
can furnish you with a list of our present | 
requirements. Genuine Ford parts onty— | 
no body parts. Box 8438, c/o Automotive | 
News, Detroit 26. ; - 
TRUCKS FOR SALE 
WILL SACRIFICE new 1957 Dodge i-ton 





Power Wagon. Harold Medow, Ben 
Medow, Inc.. Dodge Dealers, 222 N. 
Lafayette, South Bend, Indiana. 


- —§USES FOR SALE 








150 to choose from—New and Used 
All makes and sizes — immediate delivery 


Trensit Seles & Service, Inc. 
23 Sowth Street, Danbury, Conn. 
Telephone: Pioneer 3-4437 
William T_ Sperry, Pres. 


| 
SCHOOL BUSES | 
| 








SCHOOL BUSES WANTED 
SCHOOL BUSES WANTED—one or twenty, 


Detroit 26. | 
EQUIPMENT WANTED — 

EDSEL SIGN. Lincoln Way Motors, Inc., | 
Massilion, Ohio. TE. 2-5047. | 
' 


News, 








SHOP EQUIPMENT FOR SALE 

FOUR NEW WEAVER TWIN-POST | 
LIFTS. Complete, never uncrated. Regu- | 
larly, $975, special $795. Tunmore Oljds- 
mobile, 2677 Delaware Ave., Buf- | 
falo, N. Y. 


| 
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New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U.S. Possessions 
One Year $8 [] or Two Years $14 [] 


All Other Countries — One Year $12 [] or Two Years $20 [] 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 


Dice dedicate sScbvaccensctnéet cdenenesasaoeunee aevovuseue ebconsepes 
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BLUE ® CHIP 
TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 


& BRAKE CABLE 
DEALERS’ SPECIAL (F.0.8. Factory Net) 


$52.35 Fed. Tax inctaded 


THE FAMOUS 
MOTO-MATIC 


TOW . GUIDE 


With Universal Swivel 


Action 


Four Clamp Hook-Up 
DEALERS’ SPECIAL feos. Factory Net) 


$44.85 Fed. Tox inciaded 


Liberal Quantity Discounts 
To Distributors 


Write for Illustrated Catalog 


Factory Sales Division 


PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's 
“Leaders in the Industry 
Since 1939" 


Canadian Distribytors 


FIVE WHEELS, LTD. 


se9 Y Se. 
Toronto, 





VIBRATOR CAR PILLOW 


BE FIRST IN YOUR AREA! 
New on Market—only $12.95 ea. 
(Lots of six) 

Just plug in lighter and feel tension and 
strain go away. Perfect for sales promotion. 
Sturdy vibrator, removable, washable cover 
—I2¥ or 6¥. Guaranteed one year. Home and 

office models also, same price. 
SAMPLE ONLY $14.95— 
ORDER TODAY. 


Wire or Write: 


FIESTA SALES 


New Me 
JOBBER'S NEEDED 


“ORIGINAL YELLOW” 

is the ONLY—TOW BAR—TODAY 
WITH THE UNIVERSAL $5145 
Incidg. BRAKE HOOK-UP 
TowKinG 4.20: 
TRAIL-KING $37.50 
= Pickup 6 Delivery - 

Alt foreign & Fits 2" Ball 
WE STOCK PARTS FOR 


Automatic BraKinG 
Hook-Up $45° 
RED ARROW TOW BARS 


Sarery™ 
Tow Bar Sales Co. 


xclusive Factory Distributors 
DE 2-0700 AN 3-8888 Nites: BA 1-8717 


40 So. Clinton St., Ch 6, il. 
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Wire REL Saree 


Is Important to oe 


ae 


e Finance Companies e New and Used-Car Dealers 
e Leasing Firms e Fleet Operators 
e Bankers 


e ALL CHECKS AND TITLES GUARANTEED 


@ All members of this Association are pledged to a strict handled anywhere in the U. S. with details taken care of 
Code of Ethics. locally by the closest member of the National ak Auc- 

o. t : tion Association. Save Trouble—Save Expensive Transpor- 

@ The membership is composed of only Auction Operators tation—Storage Free, Refurbishing and repairs at Dealer 


who have proven experience, Financial responsibility, 
Honor and Success in their operation. ee gaa sold for cash at Auction to the highest dealer 


@ National Auto Auction Association covers the Entire U. S. Leasing Firms—Your units for Liquidation can quickly be 
and has achieved an indispensable place in the automotive disposed of for Cash, Location of Cars no problem, Re- 
industry and advanced into a brilliant and highly respective furbishing at Fleet Cost, No consignment too large or small. 


future. New Car Dealer:—Adjust your inventory every 20 days, 
Banks - Finance Companies: — Repossessed Cars can be Auctions are the answer. 


Contact any of these National Auto Auction Association members nearest your problem. 


ALABAMA INDIANA MISSISSIPPI PENNSYLVANIA 


Cofield Auto Auction Dyer Auto Auction Greater Jackson Auto Auction, Inc. Butler Auto Auction 
Boaz, Ala. 641 Joliet St., Dyer, ind. Wilmington St., P. O. Box 8468, P. O. Box 806, Butler, Pa. 


: r Jackson, Miss. a 
Dixie Auto Auction, Inc. Indianapolis Auto Auction, Inc. Cnn Manheim Auto Auction, Inc. 


217 Gadsden Road, Birmingham, Alc. P. ©. Box 8251, indianapolis, ind. NEW JERSEY R. D. No. 1, Manheim, Pa. 
—_—_—_—a_ ae National Auto Declers Exchange ; 
ARIZONA IOWA Route 206 South, — — Auto Sales & 
; ,N. J. 
San a eenictee 91 Central States Auto Auction Bordentown, 4 6600 N. Broad St.,  Philodelphia 26, Pa. 
ae Senay ~” 211 South Delaware, Mason City, la. Auto Auctions, Inc. a ae 


Phoenix, Ariz. Route 20, East Rutherford, N. J. SOUTH CAROLINA 
CALIFORNIA KENTUCKY NEW YORK Rawl's Auto Auction Sales, Inc. 


‘ L ille, S. c 
los Angeles Auto Auction Fred Brown Auto Auction Tim Anspoch Dealers Auto Auction teesve te, 


8001 East Garvey Ave., 2240 Bridge St., Paducah, Ky. 1906 Central Ave., Albany 5, N. Y. Batesburg in, padiien ae 
South San Gabriel, Calif. an E -~ ee Pine St.. Bot b $c 
teway Auto Auction Skyline Auto Auction, Inc. _— Ene. 


Sacramento Auto Auction 3508 Manslick Rd., Louisville, Ky. 220 Greenpoint Ave., Brooklyn, N. Y. etidicmne 
4304 West Capital Ave., ee TENNESSEE 
Syracuse Auto Auction 


West Sacramento, Calif. LOUISIANA Lafayette, N. Y. 1406 Lebonon Rood, Ne al 
— a e shville, Tenn. 


COLORADO Capitol Auto Auction Thruway Auto Auction, Inc. —a 
Colorado Auto Auction 371 North Beck St., Baton Rouge, La. 2224 Union Rd., Buffalo, N. Y. Tri-State Auto Auction, Inc. 
edad Box 5274, Whitehaven, Tena. 


4285 South Santa Fe Drive, MASSACHUSETTS “NORTH CAROLINA ciciatccenndintaintadaa acini 


Littleton, Colo. Powers Auto Auction, fn. 
Concord Auto Auction E. M. Stafford, Inc. P. O. Box 227, Bristol, Tenn. 


CONNECTICUT Hosmer St. Acton, Mass. P. O. Box 8251, Charlotte, N. C. eam 


Southern Auto Sales OHIO vi RGINIA 


Box 661, Warehouse Point, Conn. 
MICHIGAN A-1 Auto Soles, Inc. Windsor Auto Auction 


FLORIDA Aptco Auto Auction 707 W. Waterloo Rd., Akron, O. On Route No. 460, Windsor, Ve. 
- 19241 Dix Ave., Melvindale, Mich 

t. Pet ; : : 
St. Petersburg Auto Auction - Capital Auto Auction, Inc. WISCONSIN 


St. Petersburgh, Fla. - po aetatag gh m a 1199 Cleveland Ave., Columbus 3, O. tenineel Mie: Anan 
GEORGIA Se ee aa i R. D. No. 4, Wausau, Wis. 
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7 . Cleveland Auto Auction, Inc. peed 
Dixie Auto Auction, Inc. Motor City Auto Auction 4305 Euclid Ave., Cleveland, O. ; 


1040 Brady Ave., Atlanta, Ga. 18310 Telegraph St., Detroit, Mich. ; onstage Tri-State Auto Auction 
— Dayton Dixie Auto Auction, Inc. Cuba City, Wis. 


ILLINOIS Grand Rapids Auction, Inc. 5300 N. Dixie Drive, Dayton 4, O. 
Route 168-M21, Jenison, Mich. a TEXAS 
Arena Auto Auction a Dealers’ Automobile Auction 


8486 South Chicago Ave., Chicago, Ill. MISSOURI 300 South Front St., Fremont, O. poe Reems ae - 


Greater Chicago Auto Auction, Inc, St. Louis Auto Auction Mobiles Inc., Cars a Poppin —— 
7750 Cicero Ave., Chicago, lil. 3807 Eastern Ave., St. Lovis, Mo. 1130 Dublin Road, Columbus, O. UTAH 





DeKalb Auto Auction Auto Dealers Auction Montpelier Auto Auction Co. Salt Lake City Auto Auction : 
Sycamore Rd., DeKalb, lil. 6200 Independence Ave., Kansas City, Mo. Montpelier, O. 3403 South State St., Salt Lake City, Utah =— 


FPO Y es aN MEE NN Up ie SS ORG Remar RET TE ete MN Ue He 


Quality Auetions — Safe, Sure, Dependabl 


All Checks and Titles Guaranteed 





